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{ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, >ommercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for twoyears. 
Remittances may be made 


EVAN JOREON, Solas 
C. H. EVERLY, V. President 


C. H. EVERLY, Eastern Mgr. 
1701 Pershing Square Building, 100 East 42nd Street, New York 


by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


“ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


Appliances 


— 


Published on the First Day 
of Every Month by 


THE OFFICE APPLIANCE Co. 


417 S. Dearborn St., 


Cc. 
NA ae a. 
D.C. MIL 





Chicago 
MALHOIT, Treasurer 
ER, V. President 





fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age isenclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 





H.\ w. MARTIN, Assoc.Ed. OTTO KNEY, Asst. Ed. 
J. A. PALMER, Cir.Mgr. B.C.WALLSTEN, Mgr. Copy Dept. 


G.C. WHEELER, Manager Service Bureau 


publication if requested. 
{ ADVERTISING RATES 





Phone Ashland 8319 


D.N. BRIGGS, Asst. Mgr. 


upon application — only 
articles of office equipment 
or directly related products 








In order- 


© No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the fieldit serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


{ “Office Appliances”’ is reg- 
istered in the United States 
Patent Office, Washington, 
D> Gi 


{ COPYRIGHT. Contents 
covered by Copyright, 1927, 
by The Office Appliance 


Company. 
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National Association News..... 51 Accounting Machines ........ 234 
(See also Meetings—Dinners— Adding Machines ........... 234 
Conventions, 52) Catalogues 241 

DEPARTMENTS Exports. ° 246, 249, 250, 253, = 

Ee oP 185 Furniture .. Ht tee eee eeeees 

Editori: | Suan Bake Singer a — (Organs rebeekenenial 243 
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Guest Book tig YM Gy AB a 50 Other Machines ........c0.. 237 
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Other Lands. In a twa Trade Opportunities wies 7 

Passed Away sniedn mann haa 190 Typewriters ..............006. 230 

Salmagundi ‘ 89 [27 2) 

Weddings ...... ere — | a aa = = 

FEATURES Stationery Store Probler ms and 

U S Proposes National Census Solutions—An address by Ar-— 
of Distribution.—Written for thur S. Johnson, before the 
Office Appliances by Waldron Connecticut Valley Stationers’ 
Fawcett a khan PIR 24 ci ctanscetsuaene 19 

President Foster Speaks on Specialties Section—Symposium 
Mergers—Inside Stuff <a on Stationer as an Office Ma- 

Odds and End Pa, Chine Merchant. ....cccccccces 124 

Watch Your Step—By M. L MISCELLANEOUS 
Hayward ee bieepenn ae ol . ¥ 

FRONTISPIECE Eckert Celebrates Fourteenth 
. ae Bewnonn - " Anniversary ........ csvanwd Ge 

A bug! or i Ww ; > : 

A sTnougyt for, the, New Year. order's Sales men essive 
(Joseph Dixon Crucible Com- MR Re ene, -- 3 
pany) hte: 10 temington Rand Sales Cabinet. 43 

We. i bd : Adee Underwood Elliott-Fisher Mer- 
FURNITI RE—WOOD AND STEEL ger Approved .. a “0 

S} a> ize d " _. “ Selling Important Changes by Hall & 
ethods Appliec tecently McChesney . aon cate, tae 

by A ~ - De sk Company Harry P. Fowler Made “Elsie” 

_to Advance Dealer Sales..... 24 Atanta Manager : vow. 

MER‘ HANDISING Marsh Represents Van Dorn in 

I aycnoleg) _ a - ales Board Southwest ‘ Terie, 
—By F. / oot 14 Instrumentation of the Chiro- 

W ho Does _ the Buying -— Re- graphic Art—By Ted Sloat, of 
printed from The Purchasing the W. A. Sheaffer Pen Com- 
Agent . ae 22 pany xi : sankaons 80 


Case & Graham Open Store at 
Arkansas City 
Oliver Typewriter Supplies Sold 
at Chicago 101 
U. S. Envelope Company Moves 
Chicago Office 10 
Loui iana House 
Advertising 
Victor Adding Machine Co. Ap- 
points Additional Distributors.114 
Coggeshall Covers South for 
Associated 1 
Montgomery House Opens New 
Store 1 
Sioux City House Opens New 


Believes in 
1 


OD ase es. en neanne wei media 119 
Attractive Leopold Invitation. .120 
Attractive ‘‘Force” Numbering 

Machine Cutouts ........ceses 
E. H. Rogers Suffers Painful 

a es 1 
Cooper Leaves Varityper to 

DOG Tee. s+ac anassveteasae 169 
Seattle Typewriter House Re- 

models Premises ............. 73 


Busby New Victor Comnmtroller.174 
Dr. Reiner Predicts Good Busi- 


ee DO Tk is ccs ne Beake .. 186 
The Alignment of a Typewriter.197 
Smith Equipment Manager at 

St. Louis for Berger.......... 198 
“Diamond Star’ C'ub Dinner. .206 
Geo E Hunt Joins Shaw- 

Walker at Chicago...... —_— 


Sheaffer Sales Meeting Decem- 
et na eee 
“Miller Line’ *" Branch at Seatt'e 217 
Woodstock Salesmen Scatter for. 
Holiday C = 
Clark Ty pewriter Co. 
Breckenridge 
Ww B. Burford Company 


- Co. | sieves to. 


Changes Name and Control. .221 
The Dorsey Company Takes 
Val DOG BG. oc026ecbenbenes 221 
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Accounting Devices ¢ 
Acme Staple Co 

Add- Unit Partition Co 
Add-Index Corp 
Addressograph Co 
Adjustable Table © 


Aigner, G. J., & Co 
Ajax Time Stamp ‘¢ 161 
Allen & Co i 
Alma Furniture ¢ 
American Clip Co ‘ 
American Electric ¢ 
Smerican Embo ! ( ‘ 
American Lead Pet ( " 
Amer. Manif. Prod. Cory i4 
Amer. Multigraph Sal ‘ iis 
American No. Mact cs i 
Amer. Seal & Stamp ‘ 
Amer. Writ. Mach ¢ 
Ames Safety Env: ( 
Ame Supply ¢ 
Arilac Dry Ster ‘ ' i4 
Art Metal Conatr t ‘ 
Art Steel ©C ht 
Atlas Bronze Mfe. ¢ 
Ault & Wibore ¢ I 
Aurora Metal Cabins \\ a4 
utob nder ‘ T? ; 
Auto. File & Index ¢ 
Autopoint ¢ 
Azor R ‘ ' 
B 
bia rac} _ ( 
Bankers BR ( 
Barbee Wir x. | \\ 
Barr-Morse Cory ‘ 
Beach Publisht: ( a 
Beacon Stee > ‘ 
Bentley & Gervw 
Bentson Mfe. { 
Berger Mfg. Co 
Bettcher Sty & Mfs ( ‘ 
Boorum & Pease ‘ Ht 
Boyle Smoker ¢ ] 
Bridgeport Pen ¢ | i 
Bristow, Stanley R t 
British Statione: 
Browne-+Morse (¢ . 
Buckeye Rib. & Carb. ¢ OR 
Bump Paper Fa ‘ , 
Burke & Jame ' 
Buro-Bedarf-Rund 4 
Burroughs Add. Mach. ‘ ) 
Bushnell, Alvah, ¢ 
Rushnell Mfex. ¢ t 
Cc 
(anod Ink ¢ 
Carpenter I WW \ifs ‘ ; 
Carter Ink ¢ ri) 
Cello, In¢ 
Central Pape ( 
Chicago Binder & File ¢ 4 
Clark Keith It 60 
Clarotype ¢ Ihe ‘ 
Clemetsen Co The a4 
Collier-Kevwortl ar »” 
Columbia Rit & (‘ar ‘ Ne 
Columbia Steel Eqpt. C 
Colytt Laboratori ! ‘ 
Commonwealth Ful ‘ 
(‘onklin Pen ¢ wT 
(‘ont ides Mrz { at 
(“ook, ¢ \ Co i4 
Cook, H. C., ¢ 66 
Corona Typewriter Co 153 
Corry-Jamestown Mf | j 
(‘rocker Chair ¢ 40 
Crown Lock (% ‘ 
(‘frown Ribbon & Car (Co. 224 
(*urr Mfre ‘ > 
D 
Dalton Add. Mach. D . 
Davenport-Tavyl Mix. « l 
Deflance Sale Corp 4 
DeLuxe Metal Furn. ¢ 6 
Derby, P & Cr Ine 114 
Dibb Mfg. Co 42 
Dick A.B & C 147 


Diemer, John F., C 17 


Downey, The Cc. I ( mg 

Drytype Stencil ¢ 250 

Dur-O-Lite Per 1 «a XS 
E 

ie Claire Pad ¢ j 


Kconomy Seat Co 
Elliott-Fisher Co 11\ 


Emerson Electric Mf ‘ >] 
Empire Chair Co 948 
Englewood Desk « 99] 
Error-No, Ine 144 
Esterbrook Steel Pe ( 61 


eureka 
Evansvill 
Iivere 


Blot. Bath C q 
Desk Co 229 
Mfg. © 24 
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Faris Mfg. Co i ( 
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Featherwt. Eyesha ‘ t I pold De ‘ 
Featherwt Paper ¢ Lis n Rubbe iN 
Felt & Tarrant Mfe. ¢ ‘ Listo Pencil Corp 
Filin Equipment Bure " f Little 1. & Ir 
Flaven 1 LI d, W (3 ‘ 
Force, Wm. A., & Cs I rink & S I 
Fox, Ge E.. & Co ‘ 
Free Hand Binder © 4/ 
Fritz-Cross C TI M 
Furna } rnitur ‘ } 
Mace Co.. The 
Manifold Supplic ( 
Marble B. L., Chair 
G Marble & Shattuck 
Gardner, P. A. Lthr. Wks.258  MeCarthy Ins. & Si 
General mcrpee \ 0: «a: :  MeGill Paper Prod., In 
General Fire ag ® eat A 0 Meilicke Systems 
General Office Equip. Corp.1l)  Mreilink Steel Safe Co 
oe Nae Be I } 0 Metal Office Furn. C 
ye a lA mae Meyer & Wenthe 
Globe Wernicke to i * Miller Bros Dem Co 
Goes Lithographing 0 347 Milwaukee Chair ( 
—— Under woos “on > fn @ ' Mittage & Volger, In« 
Gunlor ~. ++ " . TY oe Mon Bureau 
Guan Furr iliac Moore Push-Pin Co 
Mosler Safe C Tl 
Multipost ¢ 
H Mun-Kee Products ¢ 
Munson Supply Co 
liahs \ W He Mutschler Bro Cc 
Hall's Sat ( 4s Nivrtle lesk Cs 
Hanson Br Seale C'« ' 
Hart & Cooley Mfg. e50 
Harve Fred W & 238 N 
Helle Har H ys 
Heywood-Wakefield 18 Na nal 1 nk Bool 
Higgin Cha mm, &@ © 06 Nat Business S} 
Hoffman l p00 National Cash Regi 
Hoge Mfg. ‘ 233 = Natl. Fiberstok Envy 
ngs Desk ¢ : Natl. Phone Holder ¢ 
He W ( bro. & ¢ »? Nat nal Vuk Fibre 
He \ Sale af ’ Ni¢ } h Proces ‘ 
Hunt C. H.. Pen ¢ 02 came ine wreiined 
Norlipp ¢ The 
No-T sh Produ 
1 
IL bb I Vifg. Corp hy re) 
Ideal Linoleum Top Co HO 
Ideal School Supply Co 213 O. K. Mfe. ¢ 
Imperial Desk Co Le Old Town Rib. & Ca 
Imperial Methods © 189 Onken. The Oscar. ¢ 
Imperial Steel Cabinet Co 228 Orpin Desk ( 
Impvd. Boehner Binder Co.260 Orthwine R 
Indiana Desk Co LNi Oxford Filing Suppl 
Ink-Out Mfg. Co zt 
Invincible Metal Furniture .192 
Ireland & Matthews 182 
Irving-Pitt Mfg. Co 164 Pp 
! fic Carb. & Rit 
I’ ark Pen © 
J l’arre Speed Fast'r 
Jamestown Metal Desk Co-185 Pee = ya - 
i 
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These advertisements present the prod- 
ucts of the leading manufacturers in each 
division of the industry. Because of the 
ground for honest differences of opinion 
the publishers obviously cannot under- 
take to guarantee transactions between 


advertisers and customers They do, 
however, offer their service in resolving 
any er aaa between advertisers 
and customers, which result from rela- 


tions establishe nd through the journal 


Jamestown Metal Eqpt. (Co.236 ‘ 
Jasper Chair Co 9 eerless Wire Goods 
hk per D kk (* 8 ‘elouze Mfg. Co 
— + .. ’ ) Phillips Rib. & Car 
osephso Mfe orp 265 : . 

; alin . 1) "eon x 14 Pierce, S. K.. & Son 
= Polar Mfg. © 
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Kobler & 
Kohlhaas 
Krieger 


Kwikstik 


Portable ee Mas 
I'remier Metal mew 
K Pressteel En ‘or 
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a The i iality Park Enve lope 
Novelty Co 231 Quer Ribbon & ¢ 

(“o 265 Quigley Furniture Co 
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Rand 
Ravenswood 
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tegal Typewriter Co ‘ 
Reiner’s Rotaprint, In 20 
Reliable Tpr. & A. M. ¢ 136 
Remington Rand Business 
Service 58 $2, ¥ pe 21 
Remington Tw. Cr 2s y 20 
Republic Box Co eve 
Roberts Num. Mach. Co 1, 40 
Roberts, W Rubber Ce 74 
Rockwell-Barnes Co 2 
Royal Typewriter C I 
Ryan, J. F.. & ¢ 
S 
Site (; ird ( \' 
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Sainberge & Co is 
Sanford Mfg. C 2 
Sanymetal Products ¢ eee 
Schollhorn, Wn ( S4 
Schwab Safe Co T he 269 
Searles Elec. Weld. Wk 2 
Sengbusch S-Cl. Inksta l 
Service Steel Prod. ¢ 238 
Shaw-Walker (C« Los 
Sheaffer, W A.. Pen ¢ " 
Shelbyville Desk C 22% 
Sheppard, C. E., C 4 
Sherman-Manson Mfg. « 24 
Sh ipman Ward Mfe. ¢ 134 
Sikes Co 7 
Silverglo Lamps, Ir ' 
Simonson, R. A & { 257 
Smith, L Sons & (or a 
Typewriters, In 1 
Smith Noise & Shock m.259 
Smith Premier Tw. ¢ 212 
Smith Tw Sales ¢ rl 4 
Speedaumat Addr. Mac! ’s 
Speed Key Mfg. Co 259 
Spencerian Pen Co r 
Staedtler J Ss Ine <0» 
Standard Mail Macl _ & 148 
Stationers’ Loose Leaf ¢ 181 
Steel Bound Box Co 14s 
Steel Equipment Cory 79 
Stewart, R. A., & Co 
St. Johns Table C l 
Storms, H. M., Co 2 
Strayer Coin Bag Co oF 
Sundstrand Add. Mac! 110 
Sun Rubber Co., The 14 
7 
Tate Exposition 204 
Tell City Desk (: ; 
Terrell’'s Equip. Ce 
Thompson Time Stamp ¢ 
Tiffany Adjust. Stand (: 5 
Tip Top Mfg. C 262 
Todd Co., The 169 
Toledo Metal Furniture ¢ 21K 
Triner Sales Co 260 
Triner Scale & Mfg. ¢ 15t 
Trussell Mfg. Co if 
Turner & Harrison Pen Co. 2¢ 
Tyler Sales Fixture C 26! 
Type writer Emporiun Lat 
rypwr. Erasg. Shield ¢ p.lt 
U 
Underwood Typew1 ( 
61, 65, Back Cov 
Union Ribbon & Car. Ce 24 
I S. Envelope C 267 
CU. S. Pencil Co 243 
S. Tw. Ribbon Mfe. ¢ 230 
Universal Fixture Cory 24 
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Wabash (¢ ‘abinet ‘ 
Wagemaker Co 
Watson Mfg. Ce 


Webster, F. S., Co 


Weeks, Frank A Mfg 
Weigel, E. O., & Sons 
Weis Mfg. Co 67 
Western Envelope Cor 
Western Furniture C 
Weston, Byron, C 


White River 
W holesale 
Wiggins 
Wilsor 


Chair C 
Typewrit a 
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Memindex C 


Woodstock Typewriter 
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Yankee Paper & Sp 
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Account Books 


Commonwealth Pub. Cs 137 
Accounting System Machines 
National Cash Register Co 118 
Adding Machines 
Add-Index Corp 145 
Burroughs Adding Mach. Co. .270 
Dalton Adding Mach Div 82 
Elliott-Fisher Co 110 
Felt & Tarrant 216 
General Office Equip. 110 
Lanston Monotype Mach. Co. .154 
Portable Adding Machine C+ 131 
Sundstrand Add. Mact 110 
Adding Machine Rolls & Paper. 
Centra Paper Co 43 
Rockwell-Barnes  ¢ 219 
Yankee Paper & Spe oe 202 
Adding Typewriters 
Burroughs Adding Mach, C« 270 
Elliott-Fisher Co Ll 
Remington Tw ( 58, 12 20 
Underwood Tyr write ‘ 
1 5, Back Cover 
Addressing Machines 
Addressogra ( 2 4 
Speeda it Addr. Machry 19S 
Adhesive Tape 
Qualit lar Env ( 4) 
Adhesives 
Ser Ink \ esives 
Arch & Clipboards 
Free Hand Binder ¢ 246 
Globe-Wernicke ( 121. 2 
Rock we Karnes a "10 
Yawman & Erbe Mfg. 117 
Bankers’ Note Cases. 
Art Stes ‘ lt} 
General Frpting. ¢ s 7, 8 
Globe-Wert ke ¢ 121. 2 
Van Dorn Iron W s Co.112 
Bi iting Machines 
izhs Adding Ma ( 274 
mili tt-Fisher ¢ 110 
Remington Tw. ¢ nS, 12 20 
Underwood Typewriter Co 
tl ic Ba 


Binders, Catalog and Periodical 
American Clip Ck 157 s 


Blank Books. 


Boorum & Peas tit 
Nationa Blank Book ¢ ” 
Rockwell-Barnes Co 21h 
Blanks for Bonds and Stocks 
foes ithographing Co - 
Kibn Bros 257 
Blue Print & Plan File Cabinets 
Art Metal Construction ¢ 115 
General Frpfing. Co Ss. 6 7. 8 
Yawman & Ertl 117 
Board Cutters, Paper and Card 
turke & James 22 
Ideal School Supply ¢ 213 
Bond Boxes. 
Art Stee Co 166 
Corry-Jamestown Mfg. Cory 24 
freneral Frpfing. ¢ s oe 
Globe Wern ke cs 121 pd 
Stee Ex ment Cor 7 
Book Cases, 
trlobe-Wernicke Co 121, 2 
(funn Furniture Co 11 
Macey ht Ist) 
Premier Metal Products ¢ a7 
Van Dorn Iron Works (Co.112, 1 
Weis Mfg Co 67 s 4 70 
Yawman & Erbe Mfg. ¢ 117 
Book Ends 
Hart & Cooley Mfg. ¢ he . 259 
Bookholders 
American Clip 157 . 


American Ele« 
Book Rings 

Carpenter, E. W 
Bookeeping Machines. 


tri (Co 151 


Mfg. ( 2590 





Burroughs Adding Machine Co.2 
Dalton Adding Mact Div 
Elliott-Fisher (Co 

Remington Tw. Co &, 12 4) 


Underwood Tyre writer (« 


61 i Rack Cover 

Box Files 

Art Steel Co 166 

treneral F'rpfing. ¢ — & ee 

(rlobe-Wernicke Co izi, 2 

Yawman & Erbe Mfg. Co 117 
Business Shows 

leipzig Trade Fair 18 

National Business Show Co 179 

Tate Exposition Co m4 
Busses. 

General Frpfine. (« gs. 6. 7. 8 

Macey Co lhe 180 

Toledo Metal Furn. «© 210 
Calculating Devices 

Meilicke Systems 1h1 
Calculating Machines. 

Burroughs Adding Mach. ¢ 270 


Felt & Tarrant 216 

Portable Adding Ma: 

Reliable T W. & A M. ¢ 138 
Calendar Pads & Stands. 


hine 


Defiance Sales Corp 248 

Weeks. Frank A Mfg. « 257 
Carbon Papers. 

(See Ribbons and Carbons 


Card Cases. 
Gardner, P. A 
Improved Boehner Binder (x 
Wiggins. The John B.. Co 

Cash Registers. 


Izather Wks. 258 





National Cash Register (« 118 
Chair Irons. 

tettcher Stp. & Mfg. ( 2A 

Collier-Keyworth  ¢ ° 
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article of 


municate 
through 


be promptly 
by 


letter, 








oes r Pads and Cu shions 
Eau Claire Pad Co 
Economy Seat Co 
Featheredge Rubber ¢ 
Fox, Geo. E., & ¢ 
Polar Mfg. C 
Sun Rubber (« 

Chairs. 
Beacon Steel Furn. ¢ 
Conrades Mfg. 
Cook ‘ A Co 
Crocker Chair ( 
Derby, P. & C In 
Empire Chair Cs 


Fritz-Cross Co 

Gunlocke Ww H { iir Co 
Heywood-Wakefield 

Jasper Chair Co 

Marble BR. L Chair ¢ 
oo le & Shattu 





Mil ket Chair (C« 

faeces, 8 K & Son 

Sikes Co 

Toledo Metal Furniture Co 

White River Chair Co 
Check Protectors and Writers 

Flaven 


Safe Guard Check Writer Cory 


Todd Co 


Check Sorters 
Kohlhaas Co The 


Checks, Stamped Metal 
Amer. Seal & Stamp ( 
Meyer & Wenthe 


Stewart, R. A & 


Cigarette Humidors 
Norlipp Co Phe 
Clips, Paper. 
See Paper Clips 
Coin Bags, 
Art Steel (Cs 
Downer, ¢ L Co The 
Strayer Coin Bag C« 
Copyholders. 
American lip ¢ 
American Electric Co 
Error-No. In 
Kobler «& ('o 
Premier Metal Pre 
Readeasy 
Copying Devices. 
Eureka Blot, Bath Co 
Yawman & Erbe Mfg. Co 
Costumers. 
Conrades Mfg or 
Furnas Furniture Co 
Globe-Wernicke Co 
Lamb, Geo. I 
Premier Metal Products Co 
Sanymetal Products (<« 


Cuspidors. 
Cello, Ine 
Faries Mfg. Co 
Ireland & Matthews 


Cutters, Paper and Card. 
Burke & James 
Ideal School Supply (C« 


Dating Stamps. 


Amer. Numbering Mach. Co 
Amer, Seal & Stamp Co 
Meyer & Wenthe 


Stewart, R. A & Co 
Desk Calendars. 


Defiance Sales Corp 
Desk Files. 

Josephson Mfg. Cort 

Weis Mfg Co 67 xs “ 
Desk Lamps. 

Cello, Ine 


Faries Mfg. Co 
Silverglo Lamps 
Desk Pads, Blotter. 
Roorum & Pease Co 


Inc 


Fox, Geo. E., & Co 

Hoffman, L 

Sainberg & Co 

Sun Rubber Co 
Desk Pads, Glass. 

Fox, Geo. E., & ( 


Polar Mfg. C 


Ravenswood Offic ¢ 


Spec a 


Sainbere & (« 


ottice 


Trays and Wrappers 
lt 


For the benefit of the subscribers the 
lines advertised are here classified. 
Many of the requirements of the 


modern business office are represented. 
Should subscribers be 


here, they are cordially 
with 

which 

and 


the 
the 

cheerfully 
without 











equipment 


interested in any 
not listed 
invited to com- 
service bureau, 
information will 
furnished 
obligation. 

















Desk Pads, Linoleum 
Fox, Geo & Co 7s 
Polar Mfg. Co 227 
Sainberg & Co.. 248 
Wagemaker Co 16% 
Desk Pending-Letters Holders. 
American Clip Co 7 
Desk Signs and Tablets. 
Atlas Pronze Mfg. Co vo] 
Davenport Taylor 1 
Desk Trays. 
American Electric Co 157, 8 
Art Steel Co les 
Fox, Geo. E., & Co 7s 
General Frpfing. Co _— ee 
Globe-Wernicke Co 121. 2 
Imperial Methods Co 1sv 
Macey Co., The 1N0 
Weis Mfg. Co 67, 8, 9, To 
Yawman & Erbe Mfg. Co 117 
Desk Work Distributors. 
Autobinder Co The 20 
Fox, Geo. E, & Co 7s 
tilobe-Wernicke Co 121 : 
Horn, W. C Bro. & Co 2a 
Irving-Pitt Mfg ( 164 
Sainberg & Co 24s 
Desks. 
Alma Furniture Co 213 
Art Metal Construction Co 115 
Bentley & Gerwig Furn. Co... .225 
Browne-Morse Co : S1 
Clemetsen Co “4 
Corry Jamestown Mfg. Corp... .25 
Englewood Desk Co 221 
Evansville Desk % 230 
General Frpfing. Co...85, 6, 7, 8 
Globe-Wernicke Co 121, 2 
Gunn Furniture Co The 11 
Hoosier Desk Co 232 
Imperial Desk (C<« 177 
Indiana Desk Co 187 
Invincible Metal Furn. Co...192 
Jamestown Metal Desk Co 105 
Jasper Desk Co as 
Leopold Desk Co 191 
Macey Co., The 1S 
Metal Office Furn. Co 4, 5 
Myrtle Desk Co 106, 7 
Orpin Desk Co 228 
Quigley Furniture Co 24s 
Shaw-Watker 100 
Shelbyville Desk Co 227 
Steel Equipment Corp 79 
Tell City Desk Co 225, 
Van Dorn Iron Works €o.112, 13 
Wagemaker Co 165 
Weis Mfg. Co... 67, & %, 70 
Western Furniture Co 240 
Yawman & Erbe Mfg. Co. 117 
Directory Boards. 
Davenport-Taylor Mfg. Co 11 
Dis»lay Fixtures. 
Onken, The Oscar, Co 258 
Orthwine, R 168 
Tyler Sales Fixture Co 262 
Universal Fixture Corp. 242 


Duplicating Machines & Supplies. 


Amer. Multigraph Sales Co... 268 
Arlac Dry Stencil Corp 244 
Canode Ink Co.. 262 
Dick, A. B., Co 147 
Drytype Stencil Co 2M 
Reiner'’s Rotaprint Im 203 
Electric Motors. 
Emerson Electric Mfg. Co 217 
Envelove ners. 
0. K. Mfg. Co.. 219 
Envelope Sealers. 
McCarthy Inserting & Seal 
Mach , 154 
Standard Mailing Mach. Co...148 
Envelopes. 
Ames Safety Envelope Co 251 
Burke & James ‘ 262 
Bushnell, Alvah, Co 101 
Diemer, John F.. Co 247 
Glohbe-Wernicke Co 121. 2 
McGill Paper Products, Inc. . .243 
Nat'l Fiberstok Env. Co 199 
Quality Park Envelope Co 220 
U. S. Envelone Co 267 
Western Envelope Corp 244 


tees. Celluloid. 


Markilo Co 262 
rs. 

Faber, Eberhard ...188 

Ink-Out Mfg. Co. — 

Oo. K. Mfg. Co. -+ 20 

Roberts, Weldon, Rubber Co... 74 
Erasing Shields. 

Typewriter Erasing Shield Co.162 
Exhibitions. 

[Leipzig Trade Fair........... 188 

National Musiness Show Co...179 

Tate Exposition Co 204 


Expense Books. 
Peach Publishing Co 
Defiance Sales Corp 





Harvey, Fred W.. Co 
I. D. L. Mtg. Corp 
Eyeshades. 
Featherweight Eyeshade Co... .262 
File Boxes, Collapsible. 
Bankers’ Box Co 160 
Kay-Dee Co 178 
Steel Bound Box Co 148 
Strayer Coin Bag Co 263 
File Boxes, Metal. 
Art Steel Co 166 
Rockwell-Barnes Co 219 
Filing Cabinets, Cloth Covered. 
Diemer, John F., Co 7 
Globe-Wernicke Co i121, 32 
Hoffman, L.... Qu 
Imperial Methods Co 180 
Macey Co., The 180 
Sainberg & Co 248 
Filing Cabinets, Metal. 
Art Metal Construction Co 115 
Art Steel Co... 166 
Aurora Metal Cabinet Works. 184 
Auto File & Index Co 222 
BRentson Mfg. Co.... .174 
Rerger Mfg Co : 100 
Browne-Morse Co S1 
Columbia Steel Equipment Co.211 
Corry Jamestown Mfg. Corp..24 
General Frpfing. Co...85, 6, 7, 8 
Globe-Wernicke Co.. 121, 2 
Imperial Steel Cabinet Co... 228 
Invincible Metal Furn. Co...192 
Jamestown Metal Equip. (« 226 
Macey Co., The 18 
Metal Office Furn. Co 4. 5 
Premier Metal Products Co a7 
Service Steel Products Corp. . .238 
Shaw- Walker . . 100 
Steel Equipment Corp 7 
lerrell's Equipment Co 207 
Van Dorn Iron Works Co.112, 1% 
Watson Mfg. Co 224 
Yawman & Erbe Mfg. Co 117 
Filing Cabinets, Wood. 
Auto File and Index Co 222 
Browne-Morse Co Sl 
Globe-Wernicke Co 121, 2 
Imperial Methods Co 180 
Macey Co., The 180 
Shaw-Walker 1% 
Wacemaker Co 14% 
Weis Mfg. Co 67, &, 9 70 
Yawman & Erbe Mfg. Co 117 
Filing Supplies. 
Aigner, G. J., & Co 261 
American Clip Co 157, 8 
Browne-Morse Co... os 1 
Filing Eauinment Bureau 176 
General Frofing Co...85, 6 s 
Globe-Wernicke Co 121," 2 
Imperial Methods Co - Ter 
Invincible Metal Furn. Co 192 
Josephson Mfe. Corp 2060 
Macey Co The 180 
McGill Paver Products, Ine 245 
Oxford Filing Supply Co 16 
Quality Park Env. Co 220 
Rockwell-Barnes Co 219 
Simonson, R . Co 257 
Steel Equipment Corp . 7a 
Wabash Cabinet Co. . 
Weis Mfg. Co... 67. 8, 9, TO 
Yawman & Erbe Mfg. Co 117 
Fountain Pens. 
Carter's Ink Co 200 
Conklin Pen Co 208 
Parker Pen Co 13, 4 
Sheaffer, W. A. Pen Co “, 1 
Gold Pens. 
Weigel, E. 0., & Sons 265 
Gold Stamping 
Aigner, G. J., & Co 261 
Gummed Cloth. 
Aigner, G. J., 261 


Gummed Tape Boating “Machines. 
Ryan. J. F.. & Co. 258 
Index Card Senate. 


Cook, H. . Co we 
Grafvf-v Giertens 247 
Macey Co.. The 18% 
Moore Push Pin Co one 
Yawman & Erbe Mfg. Co 117 
Index Tabs. 
Aigner, G.J., & Co ant 
Cook, H. C Ca ey 
Glohe-Wernicke Co 123. 2 


Ink Eradicators. 
Ink-Ont Mfg. Co. 265 
Inks, Adhesives. Etc. 
Canode Ink Co 
Carter's Ink Co 
General Eclipse Co 
Higgins. Chas. M.. & Co 
Kwikestik Co. . 
lather Ink & Stamp Pad Co 





Sanford Mfg. Co. 

Inkstands. 
Bachrach Svnecialty Co one 
General Eclinse Co van 
Sengbush 8-C Inkstanmi (o...171 
Weeks, Frank A Mfg. Co... 257 











oK— — 


Inserting and Sealing Machines. 
MeCarthy Ins. & Seal Mach... 
Labels, Law Book and Number. 
Aigner, U. J., & Co... 
Leads for Mechanical Pencils. 
American Lead Pencil Co.. 
Faber, A. W., Ime......- . 261 
Letter Distributors. 


1h4 


Bristow, Stanley R.. sna 

Globe-Wernicke Co..... 121, 2 

Imperial Methods Co.........189 

Kohihaas Co., The o++-120 
Letterheads. 

American Embossing Co ~++ 206 

Goes Lithographing Co. 235 


Lettering and Show Card Pens. 


Bridgeport Pen Co.. a 
Library \etoment. 
General Frpfing. Co...85, 6, 7, 8 
Rand Kardex Service Co.....215 
Yawman & Erbe Mfg. Co.....117 
Linoleum Desk Tops. 
i VO, Mis GP OBiccocccccce F 
Ideal Linoleum Top Co. oo & 
i Ces ccese oven 
Wagemaker Co.... 165 
Lockers and Storage Cabinets. 
Art Metal Construction (Co...115 
Aurora Metal Cabinet Works 184 
nL Jamestown Mfg. Corp..254 
axe Metal Furn. Co.....226 
General Frpfing. Co...85, 6, 7, 8 
Globe-Wernicke Co....... 12 2 
Invincible Metal Furn. Co...192 
Macey Co., The...... .180 
Premier Metal Products Co... 97 
Steel patepmont i nccesae Me 
Terrell’ jipment v. Neeaeen 207 
112, 13 


Van Dorn Iron Works (x 
Locks. 


0 DE eee 
Leaf Books and Systems. 


Accounting Devices Co 83 
rum & Pease Co 266 
Chicago Binder & File re 0.....243 
Irving-Pitt Mfg. Co.. ..1% 
i A og Neen 83 
National Blank Book Co 93 
Sheppard, C t.. Co. 194 
Stationers. L. L. Co... a, 588 
Trussell Mfe. Co....... 7 
Leaf Envelopes, Oitoid. 
Markilo (Co......... 
Loose Leaf Motals 
Carpenter, E. W., Mfg. Co..259 
me tt Binder & File Co... .243 
a A 
ra nderwood Co. 2. 
Moore Push-Pin Co..... . ‘300 
Matched Office Suites. 
Clemetsen Co., The.. scone OS 
Genera! Frpfing Co...85, 6, 7. 8 
Leopold Desk Co.. 191 
acey Co., The e« .180 
Memorand m Devices. 
Clark, Keith, Inc.............280 
Currier a. Gibébecékéeceaa cule 
Dibb Mfg. Co. veunes 263 
Fox, Geo. E.. & Co soscce 
Wilson Memindex Co....._. 155 
Moisteners. 
Bachrach Specialty Co . -256 
Senghusch 8-C Inketand Co...171 
Nickel Plate Preservatives. 
No-Tarnish Products.... 256 


Numbering Machines. 
American Numb. Mach, Co...142 
pores, Wm. A., & Co.. 182 
oberts Numb. Mach. Co.139 0 
Office Partitions. — 


Add-A-Unit Partition c MT 
Oil, Office Machine. = 
Claretrpe Co 2n1 


Deflance Sales Corp. : 243 
Pads, Figuring (Ruled or Plain). 


Boorum & Pease Co 2686 
‘a 
Poatherwt Paper Co 251 
Weston, Byron, Co . 262 
Paper Genes. 
American Clin Co concede, 8 
Esterbrook Steel Pen (Co. ee.) | 
peat, we Howard, Pen Co... ..202 
an alkenburg, L. D...... .25 
Paper Clips. , 
American  . Lng peuee 157, 8 
Cook, H. C., Co...... .. 66 
Graff-Underw nod ‘Co peceeses 247 
0. K. Mfe. Co ; 219 
Rockwell Rarnes Co........... 219 
Tip-Top Mfg. Co. _2a2 
Van Valkenburg. L. D.. .257 
Seger Fastening Machines, 
eme Staple Co 265 
Bump Paper Fastener Co __ 2n% 
finance Sales Corp 243 
Eveready Mfc. Co 24 
Hoge Mfr. Co. 233 
. D. L. Mfg. Corp. 249 
Neva-Clog Products, “Ine -..190 
a a Speed Fastener Co... ..220 
ockwell-Barnes (Co... 
oo 219 
(See Inks, Adhestves, Etc.) 
and Pencil Clips. 
Defiance Sales Corp....... 748 
Van Valkenburg, L. D 257 
Pencil Sharpeners, 
Graff-Underwood Co 247 
Hunt, C. H., Pen Co 202 
weneia, Cedar. “ 
merican Lead Penctl Co wm 
Faber, Eberhard ae -— 
General Pence! Co.. TTR 
Staedtier, J. S., Inc.. 259 
}. 8. Pencil Co, 243 


Pencils, Thin Lead, Magazine. 3 


Autopoint Co.. 175 
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The Service Bureau 
of Office Appliances 


is maintained for the exclusive 
use of subscribers and advertisers 


In the execution of its various commissions 
this bureau calls upon practically every 
member of the staff. It answers by personal 
letters all inquiries upon matters germane 
to the field, it furnishes special reports upon 
articles of office equipment, supplies names 
of manufacturers of any article wanted, puts 
man and job together, prepares advertising 
copy, furnishes lists of desirable agents and 
dealers in nearly every country, aids foreign 
dealers in securing U.S. A. lines, and in 
many other ways performs useful service, all 
without charge. Subscribers in every land 
have made, and are making, good use of 
this bureau; manufacturers in every section 
of the field have had evidence of the service. 




















Conklin Pen Co.............5. 208 Steel Equipment Corp........ 79 
Dur-O-Lite Pencil Co .. 258 Van Dorn Iron Works. Co..112, 13 
7—ate puget o. seeeccees r Saar Yawman & Erbe Mfg. Co..... 117 
arker Pen Co....... 03, 
Sheaffer, W. A., Pen Co...00, 1 Scrapbooks, a 
Pens, Lettering and Show Card. _— Pee eer eanen - 
Bridgeport Pen Co............ 2%4 Screens, Office. 
Hunt, C. Howard, Pen Co....202 2 eM ccveshdacne weet 241 
Pens, Steel. Sealing Wax. 
Exterbrook Steel Pen Mfe Co.261 Luther Ink & Stamp Pad. Co.242 
Hunt, C. Howard, Pen Co.. Sanford Mfg. Co...........+. 251 
Miller Bros. Pen Co......... 261 Seals Notary and Corporation. 
Spencerian Pen Co... ey Amer. Seal & Stamp Co.....237 
Turner & Harrison Pen Co.. .263 Meyer & Wenthe............ 160 
Pict. re Hooks. Stewart, R. A., & Co -135 
Moore Push-Pin Co........... 260 «=: Shelf Boxes. 
Pins. Diemer. John F., & Co....... 247 
Defiance Sales re 243 Globe-Wernicke Co........ 21, 2 
Platens, Typewriter. Shelving. 
Amer. Writing Mach. Co.155, 231 Art Metal Construction Co...115 
Ames Supply Co............ 239 Dereee Mie. Od..cccececcccs 100 
Bushnell Mfg. Co.......... 262 De Luxe Metal Furn. Co.....226 
Postal Scales. General Frpfing. Co...85, 6, 7, 8 
Hanson Bros, Scale Co.......161 Globe-Wernicke (Co......... 121, 2 
Pelouze Mfg. Co....... 245 Steel Equipment Corp... . 7 
Triner Sales Co.. sm Gaeice Terrell's Equipment Co....... 207 
Triner Scale & Mfg. "Co..... 150 Van Dorn Iron Works Co..112, 13 
Publications Yawran & Erbe Mfg. Co. 117 
Vritish Stationer.. 209 Sien Markers. 
Buro-Bedarf-Rundschau ...... 264 Hellesoe, Hans H............ 258 
Mon Bureau......... a Signs. 
nches. Atlas Bronze Mfg. Co........155 
Boorum & Pease Co. ...2686 Davenport-Taylor Mfg. Co...151 
Chicago Binder & File Co 243 Smoking Stands, Office, 
Defiance Sales Corp “ 2438 Rovle Smoker Co .218 
Globe-Wernicke Co.. aioe ne ae Sorting Devices. 
Schollhorn, Wm., Co ov: R84 Kohlihaas Co Jacnunedsseeent 120 
Push Pins, Stamnp Affixers. 
Moore Push-Pin Co........... 260 OO = eee 154 
Ribbons & Carbons. Standard Mailing Mach. Co...148 
et ae. Gi dik accece 254 Stamp Pads. 
Amer. Manif. Products Corp 244 Amer. Seal & Stamp Co.....237 
SE i a 102 Iather Ink & Stamp Pad Co. .242 
Buckeye Ribbon & Carbon Co.108 Mever & Wenthe............ 160 
Canode Ink Co. ‘ .. 262 Mun-Kee Products Corp...... 129 
Carter's Ink Co..... ..200 Peerlesa Car. & Rib. Co...... 214 
Columbia Rib. & Car. Mfg Stewart, R. A., & Co......... 135 
Th. snchtsaehseabasdeesnans 88 Stands for Office Machines. 
Crown Ribbon & Carbon Co...234 Adjustable Table Co......... 145 
Little, A. P., Ime..... . 217 Kripeer Novelty Co....... - 281 
Manifold Supp ~ See .. 5B, 7 Pre mier Meta! Products Co. oe 
Mittae & Vole seseed . 5 Searles Elec. Weld. Wke..... 255 
Neidich beesene iccéiens dhe 111 Sherman Manson Mfg. Co.....241 
Old Town Rib. & Car. Co.....223 Tiffany Adjustable Stand Co..2% 
Pacifie Carbon & Ribbon Co.. 89 Toledo Metal Furn. Co — 
Peerless Carbon & Ribbon Co..214 Stap/ing Machines. 
Phillips Rib. & Car. Co 246 Beme Staple Ce...cccccecces 285 
ae - Ribbon & Carbon Co...2°5 Defiance Sales Corp........... 243 
emington Tw. Co...58, 123, 205 Fveready Mfc. Co........... 224 
Rockwell-harnes Co. ........ 219 Howe Mfg. Co eebenencene 2223 
Storms, H. M., Co... 235 Hotchkiss Sales Co. ee 
Tnion Ribbon & Carbon Co. 240 Neva-Cloe Products, Inc... .199 
U. 8. Typewr. Rib. Mfg. Co..230 Parrot Speed Fastener Corp. .220 
Tn 2. Gis Gibessceéccas BF Stationery, Fmborsed, Engraved. 
Rubber Bands American Embossing Co.......256 
Faber, Eberhard .188 Kihn Rrothers ....... 257 
Ri bber Stamps. Wiggins, John B., Co 258 
Amer. Seal & Stamp Co.....237 Stationery Cabinets 
Meyer & Wenthe os ..100 De Taxe Metal Furn. Co 228 
ener, Mee Mae @ Gi cccseses 135 General Frofing. Co...85, 6. 7, 8 
Safety Deposit Boxes. Glohe-Wernicke Co..... ~ 
General Frpfing. Co...85, 6, 7, 8 Hoffman, TL iebnsdé coeeeny oan 
Invincible Met. Furn. Co.....192 Imperial Methods Co... 189 
Safes. een Ge TOW wencnctasset 120 
Art Metal Construction Co...115 Terrell’s Favinment Co — 
General Frpfing. Co...85, 6, 7, 8 Van Dorn Iron Works (Co. .112, 12 
Globe-Wernicke Co...... coke, Weis Mfc. Co... . 67, 8, 9, 7 
Hall's Safe Co... 248 Stationery Rocks. 
De Sa. “Ee. antenccesee de 180 Currier Mfe. Co....... 253 
Metlink Steel Safe Co. 172 Tmrerial Methods (Co 189 
fk Ee Repro 72 Stencils. 
Schwab Safe Co..  ‘The.. 269 Amer. Seal & Stamp Co 237 





Meyer & Wenthe........ .160 
Stewart, R. A. & Co .- 135 
Stenographers’ Note Books. 
Boorum & Pease Co.........266 
Rockwell-Barnes Co... .219 
Stools. 
Conrades Mfg. Co...... an 
Crocker Chair Co . 240 
Milwaukee Chair SS 
Searles Elec. Weld W ks.....256 
Toledo Metal Furn. Co.. 210 
Storage Cases. 
Beakere ME Gic occccocccaces 160 
Steel Bound Box Co.. — 
Strayer Coin Bag Co.......++ 2 
Swinging Typewriter Stands. 
Amer. Writing Mach. Co.155, 231 
Globe-Wernicke Co...... 121, 2 
Weis Mfg. Co.......--- 67, 8, 9, 70 
Tables. 
Corry-Jamestown Mfg. Corp. 254 
Furnas Furniture Co....... . 247 
General Frpfing. Co...85, 6, 7, 8 
Globe-Wernicke Co........+- 121, 2 
Macey Co., The........+++- 180 
Mutschler Bros. Co....... at. a 
Premier Metal Products Co... 97 
St. Johns Table Co........- 105 
Van Dorn Iron Works Co..112, 13 
Tablets. . 
Rockwell-Barnes Co......+.--- 219 
Telephone Accessories. 
American Electric Co........- 7 


Colytt Laboratories 
Nat'l 
Thumb-tacks. 


Phone Holder € Orp...+4 


Graff-Underwood Co.........++- 247 
Moore Push-Pin Co.. socom 
Time Stamps and Recorders. 
Ajax Time Stamp Co.......- 161 
Joslin, A. D., Mfg. Co.. wees .154 
Thompson Time Stamp Co...256 
Transfer Cases. 
Art Metal Construction Co...115 
Art Steel Co... . 2.222 -seescees 166 
Aurora Metal Cabinet Wks..184 
Berger Mfg. Co.......++-++: 00 
General Frpfing. Co...85, 6, 7, & 
Globe-Wernicke Co.......-- 121, 2 
Macey Co., The....---+++++> 180 
Republic Box Co.......-+-+-- 252 
Shaw-Walker...... mazesaneent 108 
Steel Equipment OED. cocces 
Van Dorn Iron Werke 112, 13 
Weis Mfg. Co....... 9, 70 
} Ltt mag a Mtg. ‘Co bewee 117 
Trimming 
Ideal School Supply Co....... 213 
Type, Typewr —~™ 
Ames § a Serer . 239 
Tyvewriter inete. one 


Krieger Novelty Co........- 
Furniture Co... 


Toledo Metal 
Typewriter Guentas Brushes. 


Hahn, Arthur W..........++. 260 
Typewriter Abs Material. 
Amer. Writing Mach. Co..155, 231 
Clarotype Co0......-.6seeeeees 261 
Sanford Mfg. Co.. --251 
Webster, F . Co, pieeuseee 2 
ewriter Cushion = 
oo Rubber Key Co. 150 
Munson Supply Co.......+-+- 160 
Peerless Key Co.......++-++- 145 
Sneed Key Mfg. Co..... . 259 
Typewriter Cushion Knobs & Feet. 
Ames Supply Co........«++++ 239 
Azora Rubber Co........ .. -263 
Fox, Geo. E., & C0.......++. 78 
Smith Noise & Shock Elimt- 
MATOP 2. cccrcesesssssesesece 
Typewriter Parts and Tools. 
Ames Supply Co........--++++ 239 


Typewriters, New. 
rn Writing Mach. Co.155, 231 
Rarr-Morse Corp.......-.+«++ 161 
Corona Typewriter Co.........153 
Remington Tw. Co...58, 123, 205 
Royal Typewriter Co.......-- 159 
Smith, L C., & Corona Twes..153 
Smith-Premier Tw. Co....... 212 
Underwood a riter Co. 


Varityper. "Ine 

Woodstock Typ — 
Typewriters Reb i 

Amer. 


61, 65, Back Cover 


Writing tock, Co.155, 231 


General Typewriter Exchange..150 


Regal Typewriter Co......... 255 
Reliable & W. & A. M. C..... 136 
Shipman-Ward Mfg. Co.......130 
Smith Tw. Sales Corp...... 230 
Trpewriter Emporium Se | 
Wholesale Tyrewriter Co..... 141 
Visible Index Systems. 
Glohbe-Wernicke Co...... .121, 2 
Irvine-Pitt Mfg. Co.......... 164 
Presstee] Engr. Corp......... 149 
Rand Kardex Service Co..... 215 
Sheprard. C. E., Co... -- 194 
Stationers Lose Leaf Co..... 181 
Wardrobes. 
Aurora Metal Cabinet Wks...184 
De Luxe Metal Furn. Co 22 
Furnas Furniture (Co..... 247 
General Frpfing. Co...85, 6, 7, 8 
Globe-Wernicke Co 2 


121, 
Products Co.. 97 
‘207 


Premier Metal 
Terrell's Equipment Co 

Waste Baskets. 
Rarbee Wire & Iron Wks..... 252 
General Frpfing. Co...85, 6, 7, 8 
Invincible Metal Furn. Co....i92 
Beacew Ga... TeBcacecccccccecckae 
Metal Of ce Furniture Co...94, 5 
Nat'l Vulcanized Fibre Co..... 201 
Peerless Wire Goods Co ..-240 
Yawman & Erbe Mfg. Co.....117 
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| FOR 


WW ANTS and | 





SALE 








The rate for classified advertisements is eight cents a word, minimum charge $1.60. 


SITUATIONS WANTED 





GENERAL SALES MANAGER desires connection with filing 
cabinet company; am weil known among the trade Have had 
unusually broad experience. Address A-44, care Office Appli- 
ances, Chicago 

AM OPEN FOR situation as manager or as manager of furni- 
ture department of large office equipment dealer or stationer. 
Thoroughly experienced. Address E-191, care Office Appliances, 








Chicago 

MR. PRESIDENT or GENERAL SALES MANAGER. Are you 
entirely satisfied with your present volume of sales in St. 
Louis? If not, a live wire is seeking a connection in this terri- 
tory as agent or district manager. He is an executive of 
managerial advertising, and sales management experience. 
Technical graduate, seasoned experience, courage, initiative, 


vision and vitality. Has had extensive office appliance experi- 
ence in various cities and realizes the difficulty in putting over 
a specialty in the St. Louis territory, however desires to 
locate permanently in St. Louis. Address J-48, care Office 
Appliances, Chicago. 

POSITION WANTED as branch manager or district manager 
with filing device company, by man with thorough knowledge of 
lines, with wide general business experience, and with large ac- 
quaintance in the equipment field. Address Z-84, care Office 
Appliances, Chicago. 








WANTED very active, honest, young single man with car; 
Typewriter Sales and Serv ice traveling North Mississippi. $35, 
and commission for a real “‘go-getter.” Present man ave 
$250 month for six years. P. O. Box 577, Columbus, Miss. 


WONDERFUL NEW SIDE LINE. Big commission with order. 
Sell printing for every busines at half price. Copyrighted illus— 
trations free. Just take order We do the rest. Pocket outfit 
free. Merchants Assn., Dept. 10, 540 S. Dearborn St., Chicago. 


SALESMEN having had some experience in selling visible 
equipment or those who have a knowledge of accounti or 
office procedure with office appliance, sellin 3 4 uct 
on the market several years. Men want d 
states, New York, Pennsylvania, North ag "south Carolina, 
Georgia, Texas, Oklahoma, West Virginia, Virginia, Tennesee, 
Kentucky, Illinois, Ohio, Indiana. Salesmen needed in all these 
states. There are a few state managership’s open or to be 
changed soon. Applicant must give full history of experience 
for last five years and with whom connected, how soon avail-— 
able and at least two references. Address G-71, care Office Ap- 
pliances, Chicago. 














FOR SALE 
ELLIOTT-FISHER biling and bookkee 
and sold. Maloney, Gilmore Co, 508 
cago. 





—. machines bought 
earborn St., Chi- 





MANAGERS WANTED. 





WANTED—High class executive, thoroughly trained in the of- 
fice supply and office furniture business. Capable of running 
a large business of twenty years’ standing in the best city of 
its size in the country. Good salary and stock in the company 
if you can measure up to the standard wanted. E. C. Foster, 
190 S. Main St., Akron, Ohio 

MAN 30 TO 35 able to take charge of up-to-date office supply 
business in good midwestern city. Must be a live wire. Ad- 
dress D-47, care Office Appliances, Chicago. 











SALESMEN WANTED 





desk company for 
care Office Ap- 


established 
Address C-46, 


WANTED, salesman by old 
Minnesota and Wisconsin 
pliances, Chicago. 
WANTED—Outside salesman to sell office, school equipment 
and supplies. Established business, excellent seling possibili- 
ties. Address Y-—46, care Office Appliances, Chicago 
WANTED—Commercial stationery salesman at once by old, 
established store in thriving city of fifty thousand. Write ful- 
ly. Address B-135, care Office Appliances, Chicago. 
WANTED—Men who can sell carbon paper to handle direct 
factory distribution on terms most attractive to both customer 


and salesman. Address P-57, ¢ care Office Appliances, Chicago. _ 
SALESMEN calling on de partment stores and the stationery 
trade in Chicago, 


Middle West and other territories to carry a 




















good selling line of desk pads on commission basis. Excellent 
side line proposition. Address O-80, care Office Appliances, 
Chicago. 

AN OLD ESTABLISHED manufacturer of salesmen’s order 
books, bills of lading, manifolding and loose leaf systems, 


wishes to engage the services of salesmen all over the eastern 
an opportunity for 
350 Broad- 


in which there is 
Address Philip Hano Co., 


states on commission, 


large, steady earning 


way, New York City. 








SALESMANAGER—Marvelous Envelope Sealer seals 3,000 
hourly! Retails $4.50 only. Every office prospect 1 to 100. Now 
being used in quantities by county, city and state governments. 
Guaranteed five years. Equals work expensive power machines 
Real big money for c apable man. Write quick for free trial 
offer. Consolidated, 3B Winthrop Bldg., Boston 
WANTED—Representative by large manufacturer of Loose 
Leaf Accounting Forms, Manifolding Books and Sets, Litho- 
graphed Business and Bank Stationery, Bookkeeping Machine 
Cards, Sheets, etc A complete line selling direct to user. 
Protected territory. Full commissions paid weekly. Real op- 
portunity for men experienced in these or similar lines Ap- 
plications held strictly confidential. R-43, care Office Ap- 
pliances, Chicago 

WANTED—Office equipment salesmen, 
typewriter repairmen to make big money 
SAL SHOCK ABSORBERS for typewriters. Can be adjusted to 
fit any standard make of typewriter, the oldest and only scien— 
tific shock ab orber on the market Write today for prices and 
begin adding to your incom«s Universal Shock Absorber Co., 











typewriter salesmen and 
selling our UNIVER- 











169 Elwood Avenue. New ark New Jersey. 
SALESMAN—Young married man preferre rred, to cover Rocky 
Mountain territory, mild climate. Exclusive sales rights, on 


new and used typewriters, adding machines, Dictaphones, 
Mimeographs, and other office appliances on best commission 
basis Capable of developing Junior salesman and operating 
a branch office. Opportunity for attractive permanent con- 
nection with largest office appliance dealer in territory who is 
growing and expanding, having the best of financial rating. An 


interest in business may be secured if you can qualify Give 
full information in first letter. Application will be treated 
strictly confidential Address V-45, care Office Appliances, 


Chicago 


FOR SALE—Rand-Kardex Supplies: 120 Sections No. 6771 

SB22F 6x4; 140 Sections No. 6771 SA22F 5x3; 35 each Tops and 
Bases for both of above size sections. All in perfect condition 
in original cartons. Will -ell all or any part of lot at attrac- 
tive discount from list price, delivery charges prepaid. 
dress Foster & Reynolds Co., Miami, Fla. 


ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 











LINES WANTED 


EXCLUSIVE REPRESENTATION for Czechoslovakia. Ex- 
perienced, financially responsible and reliable company wants to 
hear from manufacturers of office equipment machines Pa any 
modern specialties; address: U. S. Export & Import Co., Post 
Office Box 393, Jindrisska, Office and Warehouse 8 Palackeho 
nabrezi, Prague, Czechoslovakia. References: The Cleveland 
Trust Co, Cleveland, Ohio. 


THOROUGHLY EXPERIENCED office equipment and supply 
salesman, knows trade in Boston and vicinity, desires con- 
nection with manufacturer for wholesale or retail sales. Have 
well located sales office. Can organize and train sales force 
Hard worker, neat in appearance and has ability to put over 
hard sales. Address H-51, care Office Appliances, Chicago. 


DISTRIBUTORS WANTE,)>—$15,000 to $20,000 yearly made 
easily distributing new office device. Sells on sight. Wide prof- 
it margin. Moderate capital required. Send credentials. Out- 
line territory and full information will be forwarded. Dandy 
Sealer Corporation, 502 Commonwealth Annex, Pittsburgh, Pa. 

















COLLECTION SYSTEM 





THE FEDERAL COLLECTION ASSOCIATION of Hartford, 
Conn. publish a “Self Collection System,” which we have every 
reason to believe is a revelation for the merchants, both in the 
United States and Canada. The merchant fills out the letters 
from the Sy tem, mails them, and receives all remittances him- 
self, thus collecting his own accounts. There are (56) money- 
pulling, cleverly-written collection letters in the system, and 
although typewritten on the above concern’s letterheads, which 
gives them wonderful pulling power, the money is sent direct 
to the creditor by a very novel plan. Their money-back guar- 
antee is very unique, as they will refund the £5.00, which is 
the cost of the system, if it fails to collect five dollars. Any of 
our readers, who have collections to make and do not want to 
turn them over to an attorney or collection agency will do well 
to get in communication with this concern, who is perfectly 
reliable, and who has been in business since 1909. If you write 
them, the fullest information will be sent you without any obli- 
gations of any kind whatsoever Federal Collection Association, 
71 Avylum street, Suite 1, Hartford, Conn. 








MECHANICS WANTED 





A PROFITABLE typewriter exchange can use good service 
and repairman who is able to buy part interest. Only type- 
writer concern in prosperous city of 69.000 with good agencies 
and good location. New man will enable owner to spend more 
time selling and developing business. Give complete informa- 
tion including references. Address F-68, care Office Appli- 
ances. Chicago. 
EXPERIENCED MECHANIC, 
quainted with Wales Adding Machine 
oughly experienced with all makes of typewriters. 
— 77 Diamond Typewriter Co., 434 Diamond St., 
burgh, Pa. 


TYPEWRITER AND ADDING MACHINE MECHANICS 
YOUNG MEN over 22 years old, for our Maintenance School, 
to learn typewriter and adding machine repairing. Two years’ 
high school education, or equivalent required. Promotion to 
sales department later if qualified. Communicate with Rem- 
ington—Rand Maintenance School, Norwood, Cincinnati, Ohio. 





preferably one thoroughly ac- 
Also must be thor- 
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No. 1,650,750.—Automatic type lifting and lowering device for 
portable typewriters; patented November 29, 1927, by Gaspar B. 
Vergara of New York, N. Y., assignor to Remington Typewriter 
Company of tlion, N. Y. 

No. 1,649,379.—-Calculating mechanism; patented November 15, 
1927, by Jean Bergmann of Wannsee, near Berlin, Germany. 


No. 1,649,244.—Card index and file; patented November 15, 
1927, by Maicoim McDonald of Orenco, Ore., assignor to Flor- 
ence McDonald of the same place. 
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No. 1,647,635.—Loose leaf binder lock; patented November 1, 
1927, by Joseph Kahn of Chicago, Iil. 

No. 1,647.274.—Typewriting machine adapted to the writing 
of telephone bills, etc.; patented November 1, 1927, by Clarence 
M. Crews of Brooklyn, N. Y., assignor to Underwood Typewriter 
Comenny New York, Y. 

7,142.—Recorder for dial telephones; patented Novem- 
ber 1, 1927, by Samuel Mindlin of New York, _ 4 

Desian Patent No. 73.849.—Design for a desk clock; patented 

November 15, 1927, by Frederick Lux of Waterbury, Conn. 


1.648.544 Swivel pa support for desk 
a mene : set Marx Finst New York Filed 

{ The RECENT A, Dec. 24, 1926. Serial No. 156,773 
ind K 1.648.549 \utographic registe Louis 
| P >A J r. N -_ S Jensen, Chicage lll. (assignor to United 
} \utographic Register Company, Chicago 
a J} til). Filed July 29, 192¢ Serial No 

125 

Copies of patents herein listed can be 1,647,126. Typewriting machine. Wil I 68.608 _-—* as we 1 ~ 
biained from the Commissioner of ‘am A. Dobson. Bridgeport. Conn. (as i Wee eee Gee ae 
oo tame fre ' € om stone 0} signor to Underwood Typewriter Com to The Paraffine Companies Inc., San 
Patents, H ashington, dD. ¢ r for ten cents pany, New York, N a corporation of Francis Oo, Calif., a corpor ition _of I la 
each im cash, postoffice money orders or Delaware) Filed Dec. 8, 1922. Serial No ware) Filed Sept. 18, 1923 Serial No 


605.559 


certified check. Stamps and personal 





663.378 
1,648,980. Cash register. Samuel Brand 


1,647,275 Cashier's box Edward C 

e rks no "ceptec — - . . > Dayton, Ohio (assignor by mesne assign 
check : . accep / ~-Ursons, a N Y Filed \ug tents to The National Cash Register 

1.646.573 Display ilbun George K 19e8. _Serial No. 48.4 Company, Dayton, Ohio. a corporation of 
Buzza, Minneapolis, Minn Filed Oct. 13 1,647,490. Fastener to bind loose sheets Maryland). Filed April 9, 1923. Serial No 
1926 Serial No. 141.310 of paper Robert Weilenmann, Schaff 630.955 

1.646.669 . eas leaf binder Richard hausen, Switzerland Filed Dec, 8, 1926 1,649,353 Compass ittachment for 
\ 4S a ee ee —. Serial No. 153,425, and in Germany Dec writing implements Lawrence M. Kirk 
M. Van Valkenburgh, Kansas City, Mo & 1995 Newton Maan Wiled Aue 27. 1996. Sertai 
‘assignor to Irving—Pitt Manufacturing ” deb iieite aa N 131 oT — : . 
Company, Kansas City, Mo., a corpora 1,647,529 Total and subtotal mechan NO. IS.2e6. ? ’ 
tion of Missouri) Filed Aug. 1 1925 ism August Kottmann, Sommerda, Ger 1,649,478. Cal ulating machine. Walter 
Serial No, 47,299 many (assignor to Rheinische Metall William Landsiedel. Norwood Ohio (as 

1,646,697 Loose leaf binder Edward waaren-und Maschinenfabrik, Dusseldorf signor, by mesne assignments, to Rem 
a ’Koelling. Jr. St. Louis. Mo Filed Drendorf, Germany). Filed Dee. 30, 1924 ington Rand, Ine Tonawanda N. ¥ a 
May 21, 1926. Serial No. 110,711 1,647,942. Till. Carl Albert Tindall corporation of Delaware). | Filed January 

+e : ds -. ww . 14, 1924 Serial No. 686,02 

1,646,799 Cypewriter and word register Shelbyville, _Ind Filed Mar 21, 1921 1.649.591. C Hart Hi H , 
Frank (. Ursbruck, New York, N. Y. (as me rial No 154,201 hau “. 'N va. TN Y Fil ’ M ry 
‘ignor to Underwood Typewriter Com 1,648,093. Calendar. Warren A. Whit oor "Glacial Ma att 9 _ vacate 
pany, New York, N. Y., a corporation of ney, Worcester, Mass. (assignor to The 1927. Serial No. 177,910 
Delaware). Filed Feb. 7. 1924. Serial No Geo. C. Whitney Company, Worcester 1.649.699 Envelope opener Alexander 
691.129 Mass., a corporation of Massachusetts) Ross Irvine, Brooklyn, N. ¥ Filed May 

1,646,952. Typewriter machine. William Filed Feb. 4, 1927. Serial No. 165,964 °6, 1926. Serial No. 111,870 
A. Dobson, Bridgeport, Conn. (assignor to 1,648, 103 Card-—holding muntin clasp 1.650.673 Typewriting machine Sigurd 
Underwood Typewriter Company, New John Henry Ball, Kirkwood, Mo Filed L. Walsoe, Lyndhurst, and John P. Hill 
York, N. Y.. a corporation of Delaware) Nov. 24, 1926 Serial No. 150,425 North Plainfield, N. J. (assignors to Rem 
Filed Mar. 21, 1923. Serial No. 626,457 1,648,105 Loose-leaf binder Thomas ington Typewriter Company, Illion, N. Y 

1,647,078. Pencil sharpener. George W V. Bell, Montreal, Quebec, Canada. Filed a corporation of New York). Filed July 
Brown, Cape Elizabeth, Me, (assignor by April 26, 1926. Serial No. 104,702 8, 1926. Serial No. 121,134 
direct and mesne assignments of one-half 1,648,482 Manifolding device. Charles 1,650,751 Mechanical pencil John C 
to Susan J. Dodge, Damariscotta, Me H. James, Spokane Wash. (assignor to Wahl, Chicago, Ill. (assignor to The Wahl! 
and one-half to Emma Brown Cape United Autographic Register Company. Company, Chicago, lll. a corporation of 
Elizabeth, Me.) Filed Mar 1 1926 Chicago, Nl... a corporation of Iinois) Delaware). Filed Feb. 21, 1923. Serial No 
Serial No. 91,500 Filed April 10, 1926 Serial No. 101,135 620.2378 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“If you pour water into a vessel twisted into 

ils and angles, it is vain to say, I will pour tt 
only into this or that; it will find its own level 
m all. Men feel and act the consequences of 
your doctrine, without being able to show how 
they foliow. Show us an are of the curve, and 
a good mathematician will find out the whole 
We are always reasoning from the seen 
Emerson. 


nqu Ss 


to the unseen.” 


“While we continue to hold earnestly to the 
bible, we must discriminate. While we cannot 
appreciate too highly the rich legacy of moral 
and religious truth and sentiment that comes 
down to us in its revered pages, let us not be 
guilty of the fatal folly of consecrating error 
because it happens to be associated with truth. 
While, if we understand it intelligently and use 
it rationally, we may well keep the Bible in our 
Sunday schools and churches and homes, as our 
great and, in a true sense, our sacred book of 
religion, we must beware that we do not make 
it a curse instead of a blessing to ourselves, 
and especially to our children, by accepting it, 
and teaching them to accept it, as what it is 
not—viz., an infallible Book.”—Sundcrland, 
“The Bible; Its Origin, Growth and Char- 
acter.” 

* 

The day of the salesman whose chief “talk- 
ing point” for his goods was unfriendly criti 
ism of other men’s merchandise has passed. 
Vert m line to go ts the religionist whose prin- 
cipal recommendation for his own creed is a 
wholesale condemnation of other men’s be 
liefs—l’. P. Randall in “The Christian Busi- 
Wess Van.” 


“Who am I; what is this ME? A Voice, a 
Motion, an Appearance; some embodied, vis- 
ualized Idea in the Internal Mind. Cogito: 
\las, poor Cogitator, this takes us 
but a little way. Sure enough, I am; and lately 
was not: but Whence? How? Whereto? The 
answer lies around, written in all colors and 
motions, uttered in all tones of jubilee and 
wail, in thousand-figured, thousand-voiced, har- 
monious nature; but where is the cunning eye 
and ear to whom that God-written \pocalypse 
will yield articulate meaning? We sit as ina 
boundless Phantasmagoria and Dream-grotto: 
boundless, for the faintest star, the remotest 
century, lies not even near the verge thereof: 
sounds and many-colored visions flit round our 


ergo sum. 





sense ; but Him, the Unslumbering, whose work 
both Dream and Dreamer are, we see not; ex- 
cept in rare half-waking moments, suspect not. 
Creation, says one, lies before us, like a glo- 
rious Rainbow; but the Sun that made it lies 
behind us, hidden from us. Then, in that 
strange Dream, how we clutch at shadows as 
if they were substances; and sleep deepest 
while fancying ourselves most awake! Which 
of your Philosophical Systems is other than a 
dream-theorem; a net quotient, confidently 
given out, where divisor and dividend are both 
unknown ?”’—Carlyle. 
o * * 


“The Genesis stories of the creation, the 
Paradise Garden, the temptation, and the fall, 
are legends, and not historic narratives. In- 
deed, wth the disappearance of Adam and the 
fall from the world of reality, all theological 
doctrines based upon them crumble into ruins 
and become worthless.’—Sunderland, “ The 
Spark in the Clod.” 


* 


“In every point of view in which those things 
called miracles can be placed and considered, 
the reality of them is improbable and their ex- 
istence unnecessary. They would not, as be- 
fore observed, answer any useful purpose, even 
if they were true; for it is more difficult to ob- 
tain belief to a miracle than to a principle evi- 
dently moral without any miracle. Moral prin- 
ciple speaks universally for itself. | Miracle 
could be but a thing of the moment, and seen 
but by a few; after this it requires a transfer 
of faith from God to man to believe a miracle 
upon man’s report. Instead, therefore, of ad- 
mitting the recitals of miracles as evidence of 
any system of religion being true, they ought 
to be considered as symptoms of its being 
fabulous. It is necessary to the full and up- 
right character of truth that it rejects the 
crutch, and it is consistent with the character 
of fable to seek the aid that truth rejects.”— 
Paine. 

* * 

“Over all things that are agreeable to his 
nature and genius, the man has the highest 
right. Everywhere he may take what belongs 
to his spiritual estate, nor can he take anything 
else, though all doors were open, nor can all 
the force of men hinder him from taking so 


much.’—Emerson. 
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No. 1,650,750.—Automatic type lifting and lowering device for 
portable typewriters; patented November 29, 1927, by Gaspar B. 
Vergara of New York, N. Y., assignor to Remington Typewriter 
Company of Ilion, N. Y 

No. 1,649,379.—Calculating mechanism; patented November 15, 
1927, by Jean Bergmann of Wannsee, near Berlin, Germany. 


No. 1,649,244.—Card index and file; patented November 15, 
1927, by Maicoim McDonald of Orenco, Ore., assignor to Flor- 
ence McDonald of the same place. 
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No. 1,647,635.—Loose leaf binder lock; patented November 1, 
1927, by Joseph Kahn of Chicago, Ill. 

No. 1,647.274.—Typewriting machine adapted to the writing 
of telephone bills, etc.; patented November 1, 1927, by Clarence 
M. Crews of Brooklyn, N. Y., assignor to Underwood Typewriter 
Company of New York, N. Y. 

No. 1,647,142.—Recorder for dial telephones; patented Novem- 
ber 1, 1927, by Samuel Mindlin of New York, N. Y. 

Desian Patent No. 73.849.—Design for a desk clock; patented 
November 15, 1927, by Frederick Lux of Waterbury, Conn 


-_— 1.648.044 Swive pen suppert for desk 
sets Marx Finstone New York Filed 
Dec. 24, 1926. Serial No. 156,773 
1.648.549 Autographic registet Louis 
Jensen, Chicage lll. (assignor to United 
\utographi Register Com! ri (‘hicago 
Il.) Filed July 29 192 Serial Nie 
125,734 
. . - " Ty —_— . his } H1N 6 fSudget 0 orac s 
Copies of patents herein listed can be. 7 a RL gue rn — wil 7 , “gue - “C m a 
. . . liam iobson, Bridgepor Conn. (as aAlleston, + erancisco ul ({assignor 
obtained from the Commissioner of signor to Underwood Typewriter Com to The Paraftine Companis Ine., San 
Patents, Washington, D. C., for ten cents pany, New York. N a corporation of Francisco, Calif., a corporation of Dela 
‘ . I M . «© ~ 1 ow 
each in cash, postoffice money orders or Delaware). Filed Dec. 8, 1922. Serial No ~ > an Filed Sept. 18, 1923. Serial No 
certified check. Stamps and personal °°" 1,648,980. Cash register. Samuel Brand 
-heck 7 cepted 1,647,275 Cashier's box Edward C Settee Chin tamaiemee tn ‘ancien cmhats 
enecrs not acceptec Cursons, Buffalo Y Filed Aug. 7 ; 7 ees : wae ~ 
sack Serial N 48778 ments to The National Cash Register 
1,646,573 Display albur George E pop gern Ms ; Company, Dayton, Ohio. a corporation of 
Buzza, Minneapolis, Mint Filed Oct, 13 1,647,490. Fastener to bind loose sheets Maryland). Filed April %. 1923. Serial No 
1926 Serial No. 141.210 of paper Robert Weilenmann, Schaff 630.955 
: » ed ; ; . hausen, Switzerland Filed Dec. 8, 1926 1,649,353 Compass ttachment for 
at ee eH a a . gy Serial No. 153,425, and in Germany Dec writing implements Lawrence M. Kirk 
a ae See bas TS me 8, 1925 Newton, Mass. Filed Aug. 27, 1926. Serial 
‘assignor to tIrving—Pitt Manufacturing diet ae te : , o7 
Company Kansas City Mo a corpora 1,647,029 Total subtotal mechan No. 131.897 : 
Stem of  Siiencurt) Filed Aug , 1995 sm August Kottmann, Sommerda, Ger 1.649.478 Cak ulating machine Walter 
Serial No. 47,399 os many (assignor to Rheinische Metall William Landsiedel. Norwood, Ohio (as 
1,646,697. Loose leaf binder. Edward Waaren-und Maschinenfabrik, Dusseldorf Menor, OF meee sengnments, to Rem 
\. Koelling, Jr., St. Louis, Mo. Filed Drendorf, Germany). Filed Dee. 30, 1924 ington Rand, Inc.. Tonawanda. N. ¥.. 2 
May 21, 1926. Serial No. 110,711 1,647,942. TiN. Carl Albert Tindall ggg 8 pe eee SARUATS 
1.646.799 Cypewriter and word register Shelbyville, Ind ed Mat 21 1921 ic aek, dane ‘ a 
Frank CC. Ursbruck, New York, N. Y. (as Serial No. 454,201 1,649,591. Container Harry s. ty 
signor to Underwood Typewriter Con 1,648,093. Calendar. Warren A. Whit baum, New York, N Filed March 24 
pany, New York. N. ¥ a corporation of ney Worcester, Mass. (assignor to The 1927. Serial No. 177,910 
Delaware) Filed Feb. 7. 1924 Serial No Geo. C. Whitney Company Worcester 1.649.699 Envelore opener Alexander 
691.129 Mass., a corporation of Massachusetts) Ross Irvine. Brooklyn, N. Y Filed May 
1,646,952. Typewriter machine. William Filed Feb. 4, 1927. Serial No. 165,964 26, 1926. Serial No. 111,870 
4. Dobson, Bridgeport, Conn. (assignor to 1,648,103 Card-—holding muntin clasp 1.650.673 Typewriting machine Sigurd 
Underwood Typewriter Company New John Henry Ball, Kirkwood, Mo Filed L. Walsoe, Lyndhurst, and John P. Hill 
York, N. Y., a corporation of Delaware) Nov. 24, 1926. Serial No. 150,425 North Plainfield, N. J. (assignors to Ren 
Filed Mar. 21, 1923. Serial No. 626,457 1,648,105 Loose-leaf binder Thomas ington Typewriter Company, Ilion, N. Y¥ 
1,647,078. Pencil sharpener. George W V. Bell, Montreal, Quebec, Canada. Filed a corporation of New York). Filed July 
Brown, Cape Elizabeth, Me, (assignor by April 26, 1926. Serial No. 104,702 8. 1926. Serial No, 121,134 
direct and mesne assignments of one—half 1,648,482 Manifolding device Charles 1,650,751 Mechanical pencil John C 
to Susan J. Dodge, Damariscotta, Me H. James, Spokans Wash. (assignor to Wahl, Chicago, Ill. (assignor to The Wah! 
and one-half to Emma Brown Cape United Autographic Register Company Company, Chicago, Il a corporation of 
Elizabeth Me.) Filed Mar 1 1926 Chicago, Nl... a corporation of Illinois) Delaware). Filed Feb. 21, 1923. Serial No 
Serial No. 91,500 Filed April 10, 1926. Serial No. 101,135 620.378 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


‘If you pour water into a vessel twisted into 
ous and angles, it is vain to say, I will pour tt 
only into this or that; it will find its own level 
m all, Men feel and act the consequences of 
your doctrine, without being able to show how 
they follow. Show us an arc of the curve, and 
1 good mathematician will find out the whole 
We are always reasoning from the seen 
'—Emerson 


hnqure. 
to the unseen. 


“While we continue to hold earnestly to the 
bible, we must discriminate. While we cannot 
appreciate too highly the rich legacy of moral 
and religious truth and sentiment that comes 
down to us in its revered pages, let us not be 
guilty of the fatal folly of consecrating error 
because it happens to be associated with truth. 
While, if we understand it intelligently and use 
it rationally, we may well keep the Bible in our 
Sunday schools and churches and homes, as our 
great and, in a true sense, our sacred book of 
religion, we must beware that we do not make 
it a curse instead of a blessing to ourselves, 
and especially to our children, by accepting it, 
and teaching them to accept it, as what it is 
not—viz., an infallible Book.”’—Sunderland, 
“The Bible; Its Origin, Growth and Char- 
acter.” 

The day of the salesman whose chief “talk- 
ing point” for his goods was unfriendly criti- 

ism of other men’s merchandise has passed. 
Vext m line to gots the reliqionist whose prin- 
ctpal recommendation for his own creed is a 
wholesale condemnation of other men’s be 
liefs—l. P. Randall in “The Christian Busi- 
ness Man.” 


“Who am I: what is this ME? A Voice. a 
Motion, an Appearance; some embodied, vis- 
ualized Idea in the Internal Mind. Cogito: 
ergo sum. Alas, poor Cogitator, this takes us 
but a little wavy. Sure enough, I am; and lately 
was not: but Whence? How? Whereto? The 
answer lies around, written in all colors and 
motions, uttered in all tones of jubilee and 
wail, in thousand-figured, thousand-voiced, har- 
monious nature; but where is the cunning eye 
and ear to whom that God-written Apocalypse 
will vield articulate meaning? We sit as ina 


boundless Phantasmagoria and Dream-grotto: 
boundless, for the faintest star, the remotest 
century, lies not even near the verge thereof: 
sounds and many-colored visions flit round our 


w 
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sense ; but Him, the Unslumbering, whose work 
both Dream and Dreamer are, we see not; ex- 
cept in rare half-waking moments, suspect not. 
Creation, says one, lies before us, like a glo- 
rious Rainbow; but the Sun that made it lies 
behind us, hidden from us. Then, in that 
strange Dream, how we clutch at shadows as 
if they were substances; and sleep deepest 
while fancying ourselves most awake! Which 
of your Philosophical Systems is other than a 
dream-theorem; a net quotient, confidently 
given out, where divisor and dividend are both 
unknown ?”’—Carlyle. 
‘ * * 


“The Genesis stories of the creation, the 
Paradise Garden, the temptation, and the fall, 
are legends, and not historic narratives. In- 
deed, wth the disappearance of Adam and the 
fall from the world of reality, all theological 
doctrines based upon them crumble into ruins 
and become worthless.’—Sunderland, “ The 
Spark in the Clod.” 


* 


“In every point of view in which those things 
called miracles can be placed and considered, 
the reality of them is improbable and their ex- 
istence unnecessary. They would not, as be- 
fore observed, answer any useful purpose, even 
if they were true; for it is more difficult to ob- 
tain belief to a miracle than to a principle evi- 
dently moral without any miracle. Moral prin- 
ciple speaks universally for itself. | Miracle 
could be but a thing of the moment, and seen 
but by a few; after this it requires a transfer 
of faith from God to man to believe a miracle 
upon man’s report. Instead, therefore, of ad- 
mitting the recitals of miracles as evidence of 
any system of religion being true, they ought 
to be considered as symptoms of its being 
fabulous. It is necessary to the full and up- 
right character of truth that it rejects the 
crutch, and it is consistent with the character 
of fable to seek the aid that truth rejects.”— 
Paine. 

+ 

“Over all things that are agreeable to his 
nature and genius, the man has the highest 
right. Everywhere he may take what belongs 
to his spiritual estate, nor can he take anything 
else, though all doors were open, nor can all 
the force of men hinder him from taking so 


Emerson. 


much.” 
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A ° THOUGHT 


“plus est en bous” 


In the lovely city of Bruges there stands 
an old castle. Anciently it was the castle 
of the Lords of the Gruut Huus of 
Bruges. Over its beautiful door there is 
a knight on horseback, set in a niche, for 
all to see. And underneath are these 
four words: 


‘plus est en bous’’ 


You go up the steps and pass through 

the doorway into the hall of the castle 

Before you there is a carved balcony and 

a glorious staircase. And above the bal- 

cony again you see these four words: 
‘plus est en bous”’ 


As you look about you, at this picture 


By John J. Leckie in The Pencil News 
of the Jos 
again presented for its inspirational value. 


rember, Rouse puobit al 


empioyees ciud, and here 





FOR ° THE > NEW: YEAR 


and at that; as your eyes travel from one 
beauty to another, these words repeat 
themselves, above, below: 


‘plus est en bous”’ 


And their meaning at last becomes clear 
to you, and a thrill comes over you. 
Surely, the dead Lords of the Gruut Huus 
are speaking to you: 
‘plus est en bous”’ 

Their ghostly voices seem faintly to 
whisper it—on gloomy cramped stair- 
way, from groining, from beam! Up, up, 
you go. And now you stand in the top- 
most tower—and there amidst the old 
time-worn relics of their age, the Lords 
of the Grutt Huus repeat their stirring 
CTY « 


‘plus est en bous”’ 


No eve can roam in their castle without 
catching the words. They ring from 
every rafter, enforcing the great lesson 
of their experience and wisdom. And 
every fighting heart must stir in answer. 
For every good workman what a mes- 
sage in four simple words: 


‘plus est en bous”’ 


No searching after hidden meanings. No 
indirection. But as sharp and clear as 
the call of a bell; as spurring to action as 
a tocsin: Consider them: this is their 
meaning in English: 


‘There is MORE in YOU” 


No room for pessimistic doubt; no room 
for soul-destroying fears; no room for 
Up and at your work. The 
past is dead. All your future lies before 
you. You must go ahead. You must 
hammer away, reaching deep in your 
being for the will to win. So it swells, 
this undying war-cry from out of the 
past, always, always, day and night: 


‘“*There is MORE in YOU”’ 


Indeed, the most is in you. We ARE 
masters of our fate. It is weakness to 
pretend that we are not. The fault there 
is is in ourselves. What a tonic these four 
words from the Old World. Not to be 
passed by—if we are earnest, whole- 
souled workers in our business. There is 
iore fruitful effort to come thru our be- 
lief in this. There is more in each of us 

e have ever brought to bear. 


weakness. 


} 


than W 


Reprinted in The Dixontte 
Dixon Crucible Company's 
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U. S. Proposes National Census of Distribution 


which to try out theories and test 


ROM try-out campaigns in more 

than a dozen cities of varying 
size, Uncle Sam is now advancing 
on the task of a National Census of 
Distributors. Members of the office 
equipment trade will be hearing 
from these local marketing censuses 
for some weeks to come, and bene- 
fiting by their disclosures. Because, 
as yet, only the Baltimore statistics 
have been fully analyzed and di- 
gested, with the others to follow in 
turn. Meanwhile the program for 
the country-wide distribution cen- 
must go forward because the 
authorization of Congress is needed 
this winter if a full-fledged new 
division of the Census Bureau is to 
be organized within two years. 


sus 


In contrast to the local, “sample” 
censuses of merchandising re- 
sources, which have paved the way, 
the National Census of Distribution 
is to be exclusively a governmental 
project. Probably the “feelers” 
would have been no less distinctly 
Federal undertakings if plenty of 
money had been available. But there 
was the rub. The need for a census 
of distributors, to balance and dove- 
tail into the census of manufac- 
tures, or census of production, has 


been a subject of agitation for 
years. Always until now has real- 
ization been balked by inability to 


obtain the purse of, say, a million 
dollars to launch the project. 

The turning point came with the 
first National Conference on Dis- 
tribution. This mass meeting sup- 
plied moral support when, by for- 
mal resolution, it declared that the 
facility most and needed 
before all else, as a means of cut- 
ting costs and increasing distribu- 
tive efficiency was the long-sought 
distributors’ census. Even more to 
the point, there evolved from the 
interchan it of this 
conferen “trial 


1.3 
needed, 


ges that grew ot 
‘e a scheme for a 


size’ census, to be carried out by 
vernment in cooperation with 


the g 


Written Expressly for Office 
Appliances 
By Waldon Fawcett. 


Note.—News reports of two 
local censuses of distribution appear 
elsewhere in this issue—one from 
Atlanta, on page 108, and the other 
from Chicago, on page 74. These 
resumés show the changes occurring 
in the data sought, as work in the 
several cities indicates the develop- 
ment of additional statistics of wm- 
portance. 
private interests, notably chambers 
of commerce. 

Out of this partnership for cen- 
sus demonstration came the series 
of city surveys which were staged 
during the year 1927. The U. S. 
Bureau of the Census had a modest 
contingent fund which it was free 
to devote to experimental work in 
a field where ultimate larger action 
was a foregone conclusion. Business 
and organization interests agreed to 
team in the effort, principally by 
lining up and educating local mer- 
chants in the selected cities to the 
point where they would supply free- 
ly and promptly the confidential in- 
formation on wholesale and retail 
operations needed to make an urban 
census a success. In actual practice, 
a few distributors refused to fur- 
nish information and others have 
been dilatory, which latter explains 
why the city-by-city figures have 
come through so slowly. But, all 
things considered, a fine spirit of 
frank helpfulness was shown by al- 
most all of the grand total of near- 
ly 100,000 distributors who partici- 
pated in the experiment. 

Officials Make Tentative Pro- 
gram for National Distribu- 
tors Census. 

Experience in the serial, piece- 
meal census fully justified the belief 
of the census officials that they 
needed a “proving ground” on 


processes before proceeding to 
measure merchandise distribution in 
the national dimension. Each suc- 
cessive city census brought im- 
provements upon its predecessor 
until the last in the procession was 
remodeled in many respects almost 
out of recognition of the first at- 
tempt at Baltimore. The cities, 
other than Baltimore, where census 
rehearsals have been conducted on 
a small scale, comprise: Atlanta, 
Chicago, Denver, Fargo, N. D.; 
Kansas City, Kans.; Kansas City, 
Mo.; Providence, Central Falls and 
Pawtucket, R. I.; San Francisco, 
Alameda, Berkeley and Oakland, 
Calif.; Seattle, Wash.; Springfield, 
Ill., and Syracuse, N. Y. 

Now, before the news is out on 
most of these spotty censuses, the 
officials of the Census Bureau are 
making up a tentative program for 
the first national census of distribu- 
tion. To a layman this looks like 
preparedness with a vengeance. Be- 
cause, thanks to previous engage- 
ments, the census people cannot un- 
dertake to have the full-size census 
cover any earlier period than the 
year 1929. That means that the 
field work and compilation will not 
be done until the early part of 1930. 
Nevertheless, it is desirable that 
Congress put its preliminary O. K. 
on the project in 1928. That will 
allow the census staff to get out 
their working plans and return to 
Congress in 1929 with detailed esti- 
mates of the cost. If an appropria- 
tion is available July 1, 1929, it will 
permit an organization to be per- 
fected and machinery set up in time 
for a flying start. In the beginning, 
the plan calls for a national census 
of distributors at ten year intervals. 
The plot is, however, to have this 
schedule scaled down eventually to 
five-year intervals and then to two- 
year gaps, as was done in the case 
of the manufactures census. 

What will be the form and scope 














of the national marketing census ? 
This is a question which serves 
more than idle curiosity, because 
the tentative schedules which have 
been drawn out are yet some dis- 
tance from final adoption and the 
census officials are yet open to sug- 
gestions from individuals or or- 
ganizations that have convictions on 
the subject. By and large, the 
structure of the national census will 
follow the framework which has 
stood up in the city censuses. From 
its very sweep, though, it will be 
practical to encompass in the na 
tional census certain technical as- 
pects of distribution which were in 
mind for the warming-up prelimi 
naries, but which could not be man- 
aged in that environment. 


Mail Order Distribution Census 
a Problem. 


Mail-order distribution is one of 
the phases that requires to be pic 
tured nationally. There are large 
catalogue houses in a number of the 
cities which were censused this past 
vear, but when the conditions were 
faced the census officials found that 
if they attempted to obtain these 
statistics in city slices it might be 
possible for a shrewd analyst to 
identify mail-order turnover in this 
or that city as virtua'ly synonymous 
with the volume of a single house 
Since the first principle in the cen- 
sus code is absolute secrecy Ww ith re 
spect to the individual trade secrets 
that go to make up its percentages 
and averages, it felt that the 
mail order element must be passed 
over until it could be presented as 
a composite picture 


was 


Somewhat the same situation was 
found with respect to that looming 
factor in merchandising—direct dis 
tribution by house-to-house canvass- 
ing. This is a form of commerce 
that is predominantly interstate in 
character, most of the = specialty 
salesmen operating for agency com 
panies located at more or less dis- 
tant points. Thus the urban pattern 
of marketing census did not throw 
much light upon this direct sales- 
manship in homes and offices which 
has been shrouded in so much mys 
tery as to its financial stature and 
likewise the strength of its person 
nel. Heads of the Census Bureau 
are confident that in a national cen- 
sus of distribution they will be en- 
abled to secure an accurate statis- 
tical perspective on this furtive 


competition which is driving retail 
store 
cruit 


lines to re- 
on salary 


owners in many 
“outside salesmen” 
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or drawing account to match the in- 
vading door-bell ringers. 


Segregation of Sales Data Pre- 
sents Difficulties. 


Commodity subdivision, or segre- 
gation of sales by secondary as well 
as primary lines, is going to be the 
one biggest problem in shaping up 
the national census of distribution. 
This has been forecast by experi- 
ence in the local censuses. Many of 
the concerns that reported in the 
experimental censuses were not 
able to segregate their sales of dif- 
ferent classes of goods. This is, 
perhaps, understandable now that 
the erstwhile stationery stores, book 
stores, drug stores and jewelry 
stores are handling diverse lines of 
specialties—items that in many in- 
stances were wholly outside their 
range in former days. The very 
irregularity of this distributive 
split-up renders it all the more de- 
sirable, however, that means be 
found to follow each given com- 
modity line to all its outlets. 

Disappointment has been felt by 
the census explorers because, in the 
most successful of the city censuses, 
it was found possible to do no more 
than compile fairly satisfactory data 
for 70 principal classes of goods. 
It is hoped, however, to go far be- 
yond that in the national round-up. 
Just here, indeed, we have one rea- 
son why Washington is keen to get 
business America to talking thus 
early about the census that is to be. 
It is thought that through a process 
of dealer education it may be pos- 
sible to induce many merchants to 
introduce systems of accounting 
that will break up sales figures into 
smaller groups. The Census Bu- 
reau is already under bombardment 
from specialty manufacturers who 
want their products “returned” 
separately. The executives tell 
Office Appliances that they hope to 
obtain separate statistics on not less 
than 150 commodity classifications, 
or more than twice as many as in 
any city census. 


Wages and Salaries. 


Further split-ups of the cost of 
distribution are likewise planned in 
an effort to get at the culprit in the 
woodpile. For example, in the trial 
pattern, the statistics on number of 
employes, wages and salaries, etc., 
were divided arbitrarily between the 
“ Selling” and “ Non- Selling ’ 
branches of the organizations re- 
ported upon. The conclusion is that 
this separation does not sufficiently 
break up the totals. Accordingly, 
the national census will inventory 


1928 


the forces of distribution and their 
running expenses in terms of 
“Office Force,” “Sales Staff” and 
“Service Staff,” this last a modern 
element that is deemed wel! worthy 
of separate appraisal. 

It may as well be confessed that, 
im getting their stride via the local 
censuses, the officials have encoun- 
tered some stumbling blocks in the 
least-expected quarters. For ex- 
ample, it has been the ambition of 
the census heads to provide a sound 
toundation for deductions as to dis- 
tribution by careful computation of 
the costs of doing business at all 
levels. To that end merchants re- 
porting to the census have been 
urged not to neglect to charge up 
rent against business property 
owned and to charge to the store as 
“manager's salary’ what the man- 
aging owner would have to pay for 
supervision if he hired an outsider 
as manager. But, in the experience 
of the city censuses it has been 
found virtually impossible in the 
cases of many of the smaller mer 


chants to convert retailers to this 
form of bookkeeping. For some 
reason or other, proprietors of 


many of the more modest establish- 
ments insist upon reporting as man- 
agers salary or remuneration the 
total net profits of the business. So 
strong is this impulse that it has 
been all but decided to forego effort 
in the national census to induce the 
small retailer to charge the business 
with a manager’s salary before mak 
ing up the net. 

The final, up-to-date touch in the 
national census of distribution will 
be the quest for credit information 
This lead was not exploited at all 
in the city censuses. The addition 
to the national program was 
prompted primarily by the many 
calls for data on the volume of in- 
stallment sales, the amounts of de 
ferred payments outstanding, etc. 
Having decided to probe this new 
development in credit, the officials 
feel that they might as well go all 
the way and ascertain the bearing 
of credit in every form on distribu- 
tion at all levels. This inquisitive- 


ness will be far reaching. It will 
tie up, for instance, with a new 


feature of the scrutiny of wholesale 
distribution, i. e., the survey of the 
strength and operations of the pri- 
vate jobbing houses and coopera- 
tive wholesale agencies whereby 
chain store systems or alliances of 
independent retailers are enabled, 
through these subsidiaries, to obtain 
the benefit of the most liberal quan 
tity discounts 
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President Foster Speaks on Mergers 
N AN interview with W. H. power and eliminate competition, it 


Foster, president of The General 
Fireprooting Company, relative to 
recently published intimations of 
mergers in which General's name 
was mentioned prominently, Mr. 
Foster expressed ignorance of any 
such negotiations, either actual or 
contemplated. 

In the course of the interview 
Mr. Foster drew from memory his 
torical facts bearing on consolida 
tions in general, pointing out that 
while in many cases consolidations 
wisely directed have prospered, 
there are outstanding exceptions. 

The recent consolidations of 
makers of ofhce machines and 
equipment, said Mr. Foster, seem 
to have aroused interest throughout 
the world. 

“Visitors from foreign lands, 
who have been with us this week,” 
he said, “eagerly have sought in- 
formation on the subject, and the 
thought seems to be uppermost in 
their minds. The reason may be 
found in the fact that the consolida 
tion has to do with the business 
man’s tools, and, therefore, awak- 
ens a livelier feeling of curiosity 
than otherwise would be the case. 

Reviews Consolidations 

“In this connection, a review of 
the larger consolidations which have 
taken place within the memory of 
many now in active business might 
be interesting. The first was, I be 
lieve, the Cordage consolidation, 
which started with flying colors and 
finally came to grief Then fol 
lowed the sugar consolidation, 
which dominated the refined sugar 
trade for many vears, and was—as 
we well know—successful. Of late, 
however, independent operators ap- 
pear to have torged ahead into the 
position of first magnitude. 

“Consolidation of the tobacco in- 
under the Dukes has 
been successful, although certain in- 
dependents may be said to be equal 
ly successtul. Then followed the 

mergers, known as 
the ‘Judge Moore Consolidations, 
which included the American Tin 
Plate Co., National Steel Co., Amer 
ican Steel Hoop Co. and the Amer 
ican Sheet Steel Co These again 
were merged with the United States 
Steel Corp hese 
«veryone knows were highly 
cessful 

“In close succession followed the 
leather consolidations, with disas- 
trous results, after which came the 
rubber mergers, which can be re 
garded as perhaps only moderately 
successful \bout that 


terests also 


series of steel 


mergers as 
suc 


time took 


In a Special from Youngstown to 
The Wall Street Journal of De- 
cember 1, W. H. Foster, Presi- 
dent of The General Fireproof- 
ing Company, Denies Merger 
Rumors as Affecting His Com- 
pany, and Draws Some Inter- 
esting Conclusions as to Mer- 
gers in General.—Individuality 
Still an Asset. 





WILLIAM H 


FOSTER 


place the consolidation of makers of 
farm The one under the 
Deerings and McCormicks, known 
as the International Harvester, has 
been highly successful. The others 
experienced many trials and tribu- 
lations. Consolidations of wool 
manufacturers, by and large, will 
go down in history, | presume, as 
failures. 


tools. 


Shoe and Motors Successes 


“Consolidation of the shoe manu- 
facturers into the International 
Shoe Co. has been an outstanding 
success, as also has been the con- 
solidation of the automobile manu- 
facturers into General Motors. 

“Considering the successes and 
failures, it is evident that to suc- 
ceed a consolidation must be some- 
thing more than a mere aggrega- 
tion of concerns and capital. While 
the larger institution gain 


may 





loses that intangible something 
which enables the smaller manufac- 
turer to gain a closer touch with his 
customer—the feeling of the heart 
beat. It might be called mutual ap- 
preciation of friendship, Whatever 
it may be, it is something that can- 
not be incorporated in a consolida- 
tion. This problem may be solved, 
however, through change in meth- 
ods. Many of the earlier consolida- 
tions mentioned were based pri- 
marily upon monopoly and price 
control, whereas the aim now ap- 
pears to be toward maintaining in- 
dividual corporate entity with re- 
spect to distribution, as is witnessed 
in the case of General Motors and 
will, I believe be the policy of Rem- 
ington-Rand, as well as the more 
recent Elliott - Fisher - Underwood 
consolidation, 


Individuality an Asset 


“We of the General Fireproofing 
Co. are watching, and shall continue 
to watch developments with a lively 
interest, but with sublime confi- 
dence that the trend of the times 
has not changed to the point where 
large aggregations of capital can be 
substituted for individual initiative 
whose greatest assets are hard work, 
determination to win out along the 
lines of honest dealing and a policy 
dedicated to service. 

“To me, the game of business car- 
ries with it more romance than a 
novel or a drama. While standing 
on our shipping department floor 
this morning, I saw cars being 
loaded with equipment for shipment 
to Soerabaya, Dutch East Indies; 
Guayaquil, Ecuador; Bangkok, 
Siam; Shanghai; Lima, Peru; 
Tokyo; Maracaibo, Venezuela; 
Bombay; Rio de Janeiro; The 
Hague, and Calcutta. I tried to 
picture in my mind the routes these 
wares would traverse before reach- 
ing their destination. In some cases 
dark-eyed Spaniards, wearing wide 
sombreros, will probably carry them 
over mountains on burros; in an- 
other case, probably through canals 
and up rivers, and I wondered what 
conditions might be found in Shang- 
hai, when the crates I saw being 
loaded, arrived there. Also, the 
thought appealed to my imagination 
as to the sort of people who would 
use this equipment, and exactly for 
what purpose it would be used. All 
of these developments lend interest 
and romance to the game of busi- 
ness and provikle that stimulus for 
competition which is still the life of 
trade. 
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The Psychology of the Sales Board 


EMPERAMENTALLY ales- 

men and thespians are alike in 
their susceptibility to approbation 
or responsiveness to praise. This 
characteristic can be capitalized 
with sales people to the advantage 
of salesman and employer. Analy- 
sis of the conditions under which 
specialty salesmen operate makes it 
apparent that unless they were 
highly strung and readily slleptable 
to the varying circumstances and 
types of people they meet daily they 
would not be successful in their 
work. 

Most specialty selling brings the 
salesmen into contact with many 
classes of business with which they 
are only superficially acquainted 
and they must be keyed up to get 
quickly an appreciation of condi- 
tions as they present themselves. 
Many times the salesman will exert 
himself to the full of his capabili- 
ties over an extended period for 
naught, as at the last moment some- 
thing may occur which will kill the 
sale. The real salesman knows that 
no sale is really a sale until the order 
has been signed and is in his pos- 
session. 

When he has accomplished some- 
thing worth while the salesman is 
entitled to recognition and he is very 
appreciative of it. It is a great 
stimulus for further effort. Many 
of the large and successful specialty 
organizations realize this and use 
every practical means to give the 
salesman publicity for his achieve- 
ments as promptly as_ possible. 
Where the men operate in an area 
enabling them to report daily a sales 


By F. A. Hood 


board is kept in a conspicuous place 
so that it meets their eyes on their 
entrance to their office. Various 
forms are used, depending on the 
character of the business, with divi- 
sions for each man and sometimes 
for the various classifications of 
the'r sales. Lines running vertically 
from the bottom of the board to the 
top, with percentages marked off 
from zero to 100% and above like 
the mercury in a thermometer, are 
shown, often in different colors de- 
noting the classification of the sales. 

If a proper valuation is placed on 
this board by the sales executive it 
can be made a very effective means 
of speeding up the sales. Constant 
reference to the board can be made 
so that in time the men will watch 
it with almost the same interest as 
a board recording a world’s series. 
One requisite is that it must be kept 
posted up to the minute so that the 
men will know it represents the lat- 
est results. Some companies post 
the board twice a day and if a sales- 
man requests that a large order be 
posted immediately they gratify his 
wish, knowing full well of his ap- 
preciation and its effect upon him. 
Organizations who have good-sized 
forces keep a person in the office 
whose special duty it is to care 
for the requirements of the men 
in the way of literature, informa- 
tion, etc., for the salesmen. Fre- 
quently this person has charge of 


the board. Often discussions will 
start with the men before the 
board and these are at all times 


At times noth- 
salesman more 


to be encouraged. 
ing stimulates a 


SOMEBODY'S “FOLLY” 


than a desire to have his figures on 
the board surpass those of some 
other salesman. Again, no one en- 
joys seeing his record the lowest of 
all. A well played-up board surely 
does develop the competitive spirit 
and adds to the goodwill of the sales 
force. It makes a “sport” of the 
business, and the average specialty 
salesman has a keen appreciation 
for playing a game. He enjoys the 
distinction of being the “leading 
man” and frequently the contest at 
the end of the month resembles the 
National League race in the closing 
days of the season. Quotas are on 
a monthly basis, which works very 
successfully, as each month one 
makes a new start from “scratch,” 
so to speak. 


When contests are running it has 
been found that it adds much to the 
zest if the prizes are placed on dis- 
play in front of the sales board, as 
it gives the men a chance of gazing 
upon a particular article which 
strikes their fancy, and they cer- 
tainly exert themselves to the ut- 
most to win it. Where the prizes 
are articles suitable for use in the 
home cuts are often sent to the 
wives, who naturally urge their 
mates to bring home the article 
which they desire most. 

The psychological effect of a 
well-played sales board on a sales 
force is a striking one and many a 
salesman in his trips through the 
field mentally pictures the effect a 
certain order will have on board fig- 
ures and it stimulates him to his best 
effort. 


Almost every town has some kind of a monument to the folly of some individual. 
It may be an oversized mansion that used up all tts owner's money in the building and left 


none for maintenance. 


It may be a business building that ts beyond the capacity of the community; a store that can 
never be made to pay; an office building that goes up too many stories for the size of the town. 

It may be something less tangible but just as foolish. 

We all develop a folly of some sort, but not all of us make it so pronounced as to attract the 
attention of the public and to brand us with its foolishness. 

But why are we led into these follies when there is abundant wisdom in the world to advise us 


against making such mistakes? 
We eworll not heed the wisdom of others. 


Answer 
wisdom. 


We must go ahead and dig out our own 


Here is a periodical giving tts readers regularly such information as will help them to avoid 


mistakes in their field of business. 
the mistakes others have made in his line of work. 


Not too much. 


through his own experience. 


should not do. 
his “Folly.” 


He doesn't like others to tell him 


The man who regularly reads such matter can avoid making 
Does he read and save himself from folly? 

He thinks he can get along pretty well on what knowledge he has qained 
what he should and what he 
And he goes ahead and builds something that henceforth bears the name of being 


A little more reading about others’ mistakes and there will be less folly of our own. 


(All rights reserved) 





Frank Farrington's Business Talks for 1927—No. 11 
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EDITORIAL 


THANKS AND APPRECIATION 


There is inspiration in expressions of good will and strength in evidences of friendly regard. To the 
many friends in this country and in other lands who have remembered us with cards and letters expressing 
kindly thoughts we give our sincere thanks. They are part and essence of the Christmas spirit of encourage- 
ment and good cheer, which, like a strong staff, helps to uphold us in discouragement and take away the fatigue 
from labor. They add to the light which Christmas sheds on our forward path, and make it easier to carry out 
the hope and the resolution that we will do some things better this year than last and try to maintain a creditable 


average on the others. Our thanks! 








THE SPECIALTIES SECTION 
On page 124 of the present issue begins a section devoted to the sale of office machines and specialties 
in commercial! stationery establisiments. We believe that it wiil be of interest for dealer readers carefully to scan 
the nine articles which appear in that section, not with the expectation of discovering complete harmony of 
opinion, but with the idea of taking the experience of others and, if possible, adapting it to one’s own require- 
ments, so as to increase business and enhance profits. 


Will and the Power to Do 

HERE is a certain interest in noting that those 

connected with the commercial stationery and 
office equipment industry are quite like the majority of 
their fellow citizens in the possession of rather fixed 
notions of their limitations. Here and there somebody 
becomes enthusiastic about a proposition, forgets it 
can’t be done and goes and does it. The negative atti- 
tude of mind is very often ill-founded and presents a 
serious handicap. 

Selling automobiles has been regarded by general 
consent as a seasonal business, so what was the aston- 
ishment of one of the most widely known automobile 
companies to discover an agent up in the Dakotas who 
sold as many automobiles of a certain well-known make 
in the winter as he did in the summer. F[orthwith a 
representative of the factory sales organization en- 
trained for Dakota to discover the valuable secret. It 
appeared that the dealer, being very enthusiastic and 
new in the automobile selling business, had never found 
out that one could not sell automobiles in the winter 
time, consequently he went ahead in the winter the same 
as he did in the summer and sold machines. It is 
certain that if he had known he could not do it, he 
would not have tried. 

It seems to us that there is a moral in this story. 

There are many dealers who have succeeded con- 
spicuously in selling office specialty machines, and 
analysis of their position seems to indicate that it is not 
so much the location of the store, its size or the num- 
ber and extent of its display windows that have created 
success as it is the strong belief and enthusiasm behind 
the whole proposition. Where there has been enough 
of a will, success has never failed to follow. 

<-> 


Mr. Foster Discusses Mergers 

N A preceding page is an interesting discussion 

by W. H. Foster, president of The General Fire- 
proofing Company, on the subject of mergers. Mr. 
loster’s remarks are reprinted from an authoritative 
eastern publication for which he was interviewed re- 
cently. He gave a number of historical facts relative 
to consolidations in general, many of which, wisely 
directed, have prospered, while others, less ably man- 
aged, have failed. He referred to several widely 


known consolidations such as the cordage consolidation 


which came to grief; the merger of the sugar interests 
which was successful; the consolidation of the tobacco 
interests, the steel interests, tinplate interests, etc., etc. 
Shoe concerns and motors also effected conspicuous 
consolidations, whose success has been phenomenal. 

Mr. Foster denied that there is any movement on 
foot to consolidate The General Fireproofing Com- 
pany with any other concern of whatever kind or char- 
acter. He believes that large aggregations of capital 
can not be substituted for individual initiative. To all 
men with imagination the building of a business is a 
romantic and fascinating thing. To see the goods 
fabricated and to see them go out to all corners of the 
world, to picture in the mind the many and various 
conditions they meet and to realize above all things 
that they are advancing efficiency, promoting comfort 
and performing a service in the world—these are the 
things which make business worth while and make it 
something besides a cold compilation of materials and 
dollars. 

It is not assumed that a consolidation of interests 
necessarily strangles individual enthusiasm, nor does 
Mr. Foster so state. He speaks quite from the view- 
point of the individual and expresses a personal prefer- 
ence based on experience which has given him pleasure 
and satisfaction in the upbuilding of a business through 
personal enthusiasm and application in association with 
chosen assistants imbued with the same spirit. 

<-> 


Business Increases Abroad 
EPORTS from correspondents and returning 
visitors to European countries indicate that 
conditions are growing steadily better. The rate 
of progress is slower than some would wish, but 
we believe that it is as rapid as is consistent with 
the erection of a sound industrial structure. People 
have apparently decided to make the best of the 
situation and to use the newer means available for 
maximum production at minimum cost. Europeans 
are rapidly coming to the general adoption of ma- 
chinery for mass production on farms, in factories 
and in offices. This is a good omen and will do 

much to bring about sound conditions. 

The world’s unrest seems to be largely the stir- 
ring of a desire for better things—for that freedom 
and equality before the law which the fathers of 
this Republic so earnestly and courageously sought. 
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Odds and Ends 


ss Visitor Recalls History 


Winkelried tak 








vuter line that ippeared in penetrable to the har moun- 


\s the ir torces closed for action the SWi1ss Cause al peared 
ypeless. It was then that Arnold von Winkelried present- 
ed his idea It was to break the Austrian line at some 
point, mass the Swiss forces in wedge formation and fight 
1rough to join the forces in the castle 
I will open a passage,” said the brave Swiss “Let my 
wuntry take care of my wife and son.” 
With a shout he pressed forward and 


He rushed against the Austrian band 


In desperate career, 
And with his body, breast and hand 
Bore down each hostile spear; 
Four lances splintered on his crest 
Six shivered in his side; 
Still on the serried files he pressed, 
He broke their ranks and died 
—Scott. 

It was a glorious victory. The Swiss loss was two hun- 
dred and the Austrian two thousand The story of that 
great dav is a grand chapter in Swiss history 

* * * 
One of our recent visitors was friend Michel of Henry 


Michel & Company, Zurich, Switzerland. The conversation 


turned to Swiss history and, naturally, to Winkelried which 


rrought the old thrill to both of us 
The other day there came a packet which bore the 


Michel company’s imprint It contained a beautiful black 
ind white print of the statue of Winkelried, shown in re 
duced fac-simile above, and a wonderful color print of a 
magnificent painting of Winkelried taking the Austrian 
spears at Sempach 


> 


Can You Beat It? Oh, You Henley! 


It was tour devrees above zero in ( hicag« Out of the 
northwest old Boreas sent a blast with teet! n it at a 
velocity of forty-five miles an hour Che weather report in 
the morning newspaper predicted five below at the end ot 
the da 

Re ore Starting to work w ¢ ore ised ane ed the old 
. vy shovel. to ive it re id tor evening exercise The 


ve hunted up the ear-muffs and muffler On the way t 


the station we worked ourselves to a tine trame ot mind 


ibout the temperature. It shriveled up the a : it made 
us peppy Ice and snow and all that sort of thing tor us 
Hurray tor winter! 

On top of the stack of mail at the ofties Vas irwe 
envelope with the name of the sender ur triend A H 
Henley of the Royal Typewriter Company of Miami, Fla 
We had a sort of regret that Henley was not having the 

enehits of the bracing temperature of the nort!l 

Reaching for our handkerchief and suppressing a sneeze 
ve drew from the envelope a beautiful booklet, and these 
ire the fiend-begotten lines we read on the front ver 

‘Bay Biscayne, Miami's seaport, is as typically tropical 

s Calcutta 1s easter ind with as distinctive a ersonality 
t Sas fine i irbor nm ex] s¢ the itt sate il 
chorage a n diversified beaut iS anv great rt n the 
seven seas Its waters tinged ind tinted wit! < evable 
hues of blues and greens, are forever restful, wit ust sut 
ncient caressing swell to lull one to complete repost 
Stately palm fronds, kissed by the soothing trade winds 

it « me tet ered \ t it greatest ft ill sea \ ynders, 

e Gulf Stre sust a few iene Gt tn & nod friend] 
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greetings in their whispering rustle on the fringes of snow- 


white, sand-lined beaches, or coral rock sea-wall. Sunsets, 


matchless in beauty and multi-hued colors, are the only 
rival of the colored panorama of the bay itself, as the Great 


Painter magically changes the superb blue skies of day into 


the vari-colored, pastel vesper benediction of America’s 
only tropics.” 
On the cover a fisherman was pictured removing the 


And parks 


and boulevards and a palm-fringed drive, with a metropoli- 


hook from a prodigious denizen of the deep 


tan sky-line in the distance, topped by fleecy clouds. On 
the inner pages were all the gorgeous hues of Nature at her 
loveliest. The tropical verdure of Floridan parks, bathed in 
golf 


pled with leisurely men and beautiful maidens, nymph-like 


sunshine, vine-clad dwellings, courses, beaches, peo 


in one-piece surf suits. There were pictures of hotels, with 


their tempting conveniences, and broad lawns, on which 


were shown the gambols of the chorus in the Follies of 


nineteen-thirty, or thereabouts. In devilish propinquity was 


a railroad map, which showed how easy it is to get from 
Chicago to Miami, and there was the final Machiavellian 
touch—Florida, beloved by Ponce de Leon, land of per- 


petual youth, where men and women throw off the encum 


brances of the years, and, in the beneficent ultra violet of 


the solar rays, renew the exuberance of by-gone days! 


But by-and-by we came to! And Henley out of reach. 


Lucky for him. 


Work to the right of us; 


top cumbered 


work to the left of us, our roll 
our hard lot 


But, 


Qurs not to whine or cry, or 


deny just for a fortnight gay on tropic beach or bay 


oh, for six hundred'—H. W. M 


> - 
George Wolcott Still Unwed 
Che current issue of a Pacific Coast contemporary re 


ported the marriage George H. Wolcott, director and 


Pacific Coast manager of the Irving-Pitt Manufacturing 
Company, to Mrs. Schuyler Colfax, daughter-in-law of the 
late Schuyler ( ollax, vice president ot the United States 
during one of the Grant administrations We have no 
reason to believe that a (,eorge Wolcott and Mrs. Colfax 


Wolcott 
Wolcott who 


were not married, but this industrv’s own Ceorge 


avers with emphasis that he is not the George 
was married 


Chis down We 


put George's picture in the 


sort o' lets us were getting ready to 


paper again and to bestrew 


his path with the gems of rhetoric and the flowers of fancy; 


to paint the lily of marital bliss and wax eloquent anent 
the beneticence of the honeymoon’s rays. Fact is, we were 
all dressed up and now there's no place to go Mark 
[Cwain once said that the report of his death was much 


exaggerated. George Wolcott is even more emphatic about 


the report of his marriage—it is more than exaggerated 


George is still a maverick, no woman having as yet corraled 


him by force or suasion into the crowded matrimonial pens 


But there are compensations. Our friend is still free to 


wander in any old time ‘o night he pleases. He is still a 


presentable bachelor, sought but uncaught, and his mind 


is free from the burden of bills for jimcracks not of his 
choosing 
We shall still hope that if we 


triend this t'me, we can at some 


can't congratulate our 


later time when the report 
rock of 


of his marriage shall be founded 


erity.—-H. W. M 


upon the solid 
. > s 

Sharpe Divulges Long Standing Circus Secret 

My old 


raveled four days with John 


triend R Lee Sharpe of Carrollton, Georgia, 


Robinson’s circus this sum- 
ner. Some of these days there will be circus stories from 
The most wonderful thing 


i] \ i< t} at if did not destroy a single one of 


Sharpe’s boyhood illusions. And moreover, he never met 
more “golden” folks and never had a better time in his 
life. In the experience he learned a lot about many things, 
but had the greatest satisfaction in being let in on the secret 
of the alluring color of genuine circus pink lemonade. And 
here’s the secret disclosed to Sharpe by one of the girls 


in pink tights: 














— ee 


CIRCUS DAYS.—It is given to few men to bring into being 
the dreams of boyhood and to become intimate with the circus, 
standing beside the beautiful equestriennes and the equally 
beautiful lady crack shot and talking with the wild men of 
Borneo, if such they be But this privilege came to R. Lee 
Sharpe of Carrollton, Ga. In one picture we see him crawling 
under the circus tent We bet he did not get the thrill out of 
it he used to get when he crawled under the tent as a boy 
because he simply had to see the circus and did not have the 
price Some men have all the luck! 


“After the wear and become unusable 


they are dropped in the lemonade barrel for fifteen minutes, 


pink tights show 


giving the acid a chance to put the glowing tint to it. You 
A block of ice is then dropped in 


fast. 
and there vou have it 


know, acid eats 


Old Doctor Tanner’s frozen Ocean 
Cure. Ice cold—5c a glass.” 

R. Lee Sharpe, whose writings have appeared in a num- 
ber of journals, has a fine, simple philosophy of life, al- 
though he has said that he sometimes wonders what is his 
philosophy of living. He is striving for no social reforma- 
tion, isn’t interested in religious reforms, nor metaphysics. 
Selongs to no lodge orders or groups of any sort. Says 
that if he knew what his philosophy is he would probably 
change it at once. Sharpe radiates cheerfulness and friend- 
liness. He knows the value of commonplace things and 
incidents and writes little stories or paragraphs about them 
He establishes an intimacy with his readers through his 
sentiments for these common things—the very things which 
the majority appreciates the most, but which they are prone 


to overlook because they lie so near at hand.—E. J. 
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INTERESTING PHOTO OF OTHER DAYS —The picture on an : 
the right was copied from an old photograph taken in May, 
1896, in front of the store of the United Typewriter and Sup- 
plies Company, old No. 4 James street, Albany, N. Y The 
slender young man at the left wearing a derby hat is George 
W. McClellan, now and for many years manager of the Chicago 
office of the Underwood Next to Mr. McClellan—you would 
never guess'—is good old Tom McMahon, grown up to be 
Underwood manager at Albany these many years, and grown 
up to be a city asset, too, a public speaker much in demand, a 
humorist who multiplies smiles in Albany and elsewhere. Long 
may be wave! 

Another picture showed the interior of the store with the 
three gentlemen named seated at their desks Mr. McClellan 
had the roll top next the window and Mr. McMahon and J. T 
McCulla, then the messenger, were seated at old-style type- 
writing machines Mr. McCulla is the lad on the right in the 
picture above shown The United at this time sold Caligraph, 
Densmore and Yost typewriters—realities to many of us, but 
only legends, if even that, to a newer generation 














ON THE LEFT 

CHAMPION ADDING MACHINE OPERATOR AVERAGES 
FIFTY CHECKS A MINUTE—Miss Florence Peters, champion 
udding machine operator of the Albany Area Institute of Bank- 
ing, won a listing contest recently averaging as above stated 


International Newsreel photo 
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Stationery Store Problems and Solutions 


Speech by Arthur S. Johnson of Johnson’s Book Store, at a Meeting of 
the Connecticut Valley Stationers Association, Springfield, Mass., on 
November 17 


Note.—Z/n this interesting and instructive speech, Mr. Johnson touched upon a number of vital topics of 
importance to stationers. He referred instructively to turn-over and discounts, to the subject of correct buying, 
advocated more care in the ordering of stock, advised against cut-price preferential discounts, and suggested a 
number of paying ideas, finally giving some excellent advice on handling social stationery. We are happy to be 

able to present the text of Mr. Johnson’s speech. 


E AT Johnson's Book Store feel that reducing the 
WV inventory is not an isolated problem but one that 
is linked almost inseparably with every important 
store problem from profit down and especially with a profit. 
My experience in the stationery business dates back eight 
years, that is, to just after the war. At that time, as you 
all know, the concern who could buy the goods had no 
trouble selling them. 
Turnover was a nearly unknown word. If you did hap- 
pen to have a few extra blank books in your store, prices 
were going up and they were making a profit right on the 


shelves. In our opinion, the best merchants at that time 
were those who bought. Selling comparatively took care 
of itself. 


A little later the tide began to turn and the best mer- 
chant was the one whose stocks were low so he did not 
have to mark down a lot of things bought at high prices. 
In common with a lot of other concerns we were a little 
late on the slowing down. You know the rest of that sad 
story. 

During the past six years we, and most other concerns, 
have been placing great emphasis on turnover to reduce 
expenses and losses through change in styles which are 
much more frequent than they ever were before. 

As we see it now, as a general policy, the merchant 
who can turn his stock the oftenest has the best chance 
of making a profit 
It is the benefits which are incidental to turn- 
Goods have smaller chance to 


Not just because it is turning often, 
however. 
over which make the profit. 
become obsolete on the shelves, or to become soiled and 
There is less stock to be handled; it takes up 
a greater 


damaged. 
floor 
tendency to try new things when you are not overloaded, 


less space, therefore less rent; there is 


the interest charges do not mount up, you do not have to 


carry as much insurance, and store looks better 


through stock being always new and clean. 


your 


There are many objections to turnover, but as we see 
it only one disadvantage and that is, it is more work. If 
it wasn’t for that we would like a big turnover much better. 

For the objections, the first one and the one you will 
always hear, is that with smaller buying you get smaller 
Take the books 
Say that our buyer under the old system 


discounts. case of smaller discounts on 
for instance. 


guesses that we can sell a hundred of a certain $2.00 book. 


We buy the hundred. We get 40 off. They cost us 
$120. We have guessed a little too much and we only 
sell 80. Twenty remain to be put in a sale. We get 


50 cents apiece for them, or $10.00; total we have received 
for the 100 books is $170. 
of gross margin is only 30 per cent 


On this transaction the percent 


Our present method is, if we think we can sell a hundred 
to buy 20, stock; if they go, we buy 
20 more, and 20 Probably by that 
sales have begun to slow down and we buy two lots of 
10 each. On these 80 books the discount has been 38 per 


cent 


then watch the 


more. time the 


purchase price $99.20, the selling price 


making the 


$160 and the gross margin is 38 per cent against 30 per 
cent on the other method. 

Another objection is that the shipping cost is more on 
the little shipments. Freight from New York on the 100 
books might be 40 cents, cartage 15 cents, total 55 cents. 
Parcel post on the five small lots would be 95 cents or 
express $2.58. Balance the difference between freight and 
express against the difference in gross margin and it isn’t 
very big. 

Another objection is that buying in smaller quantities 
means more clerk hire to check up on stock and see that 
you do not run out of items. That is correct, it does take 
more people to keep track of the reorders. About one to 
every $75,000 of sales, we figure. 

The Harvard Bureau does not give any figures for mark- 
downs in the stationery business. In department stores of 
under $1,000,000 sales the markdowns were 7.7 per cent 
of net sales. Stationery store markdowns on the average 
we think are much smaller. Our figure estimated for 1922 
was 5 per cent. Now we keep track of original markup 
and markdowns. Our figure for 1926 was 2.4 per cent. 
The difference between these two figures is 2.6 per cent; 
2.6 per cent of 75,000 is $1,950. A girl at $16.00 a week 
to check up on stock is $832. We think it worthwhile 
and we are going to cut our losses from markdowns still 
further. Our present markdowns per $75,000 sales is $1,800. 
We intend to make the $832 cut that $1,800 to a lower 
figure. We are already saving $1,950 per year on this item. 
On top of that there are savings on borrowed capital or 
invested capital due to lower inventory. A saving on in- 
surance and a saving on rent which combine to make a 
formidable total. 

Another advantage of reordering often is that your stock 
is always in a new and clean condition and that is a big 
advantage in a retail store. How often we used to hear, 
we do yet some, “Have you a fresh copy?” This may 
not be as important in the commercial end of the business, 
but it has its effect there, too. You would not like to buy 
or eat canned goods out of a soiled can; why think it 
would make no difference to your customer if the goods 
come out of a soiled box or one that has become faded 
sitting on the shelf. 

Another objection that is raised to carrying a smaller 
stock is that when some one comes along with a big order 
you haven’t the goods on hand to fill it. Here is a place 
where turnover runs into another problem in store man- 
agement. We give no preferential discounts of any kind 
We used to. We used to get some big orders and lots 
of little ones from big concerns. We don’t get so many 
We sell at list prices. We have a single price, a 
dozen price, a hundred price, and so on and that is the 
We don’t do as large a volume of busi- 
ness in our office supplies, but we make a little more money 
and the business we do is done with more satisfaction. 

Cut Price Preferential Discounts Bad 
We feel that the cut price preferential discount business 


now 


price to everyone. 
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is the curse of the stationery trade and that everyone would 
be better off if the practice were discontinued. We believe 
that the individual merchant will find it good business to 
whether his does or 
Horder at 
Boston 


competitor 
the Boston 


stationer about 


discontinue the 


We 


tion, in reply to a 


practice, 

that Mr 
question 
“Don't let 


not noticed Conven 


irom a 


this very thing, said, your competitor run your 


business.” Horder’s of Chicago is successful enough to 


give a great deal of emphasis to his statement 

Che purchasing agent of one of the largest concerns in 
this district said, when we told him that we had cut out 
the preferential discount and that if he bought one item 


and a dozen, the dozen price, 


he would pay the single price 

and so on the same as everyone else, “Well, I'll have to 
nd anothe ucker now We only used you for pickups 
and dangled a big order once in awhile Most of our big 


stuff goes to manutacturers who sell direct or to some one 


who will handle it for the cash discount.” 


So now our demand is more steady and we can keep our 
stock turnnu and if we do get a big order at a satistac 
tory price we find that with the good deliveries we are 
now getting trom the manufacturers that we can make a 
itistactory delivery to our customer. 

| have told you why we have tried to get turnover and 
our reaction to the objections that have been brought up 
In our opinion turnover its not an end in itself, it is what 
results from turnover that is important Probably you 
would be interested to know what our results have been 
ind some of the methods we use to obtain them Here is 
what we have accomplished 

Since 1920, our peak inventory year, we have cut our 
retail inventory $125,000 We have rented 4,000 square 
leet ot spac formerly used tor stockrooms, we have 
changed 1,000 square feet of stock room space to selling 
space and we will shortly add 600 feet more. We have 
kept our sales up, we have cut our losses on obsolete, soiled 
and damaged goods 50 per cent We have increased our 


wages 28 per cent, we have spent $50,000 in store 


improve 


ments, and our profit is still good 

[ will apologize again tor the “we,” but as I said betore 
the only stationery business I know is Johnson's Book 
Store If vou get any value out of our doings I will be 
much pleased 


Some Ideas That Pay 


the which we find work very 


think that has helped us the 


Here are some of schemes 


well tor us The one thing | 
most to get turnover, is the simplest and easiest thing we 


done Wi that 


when we are 


have mark a letter on every item comes 


¢ 


into the store making the selling price on it 


We change the letter every six months. Right there we get 


a sure proof of what are the real sleepers on our shelves 
When we are getting ready for a sale we go over our stock 
and pick out all of the old items, If there are any that 


the buyers believe in, then those are put back in stock, but 


on the whole when we have found a self-convicted sleeper 
on our shelves it is sentenced to go, and go it does. If it 
can't be sold at some price quickly, we either give it away 
or throw it away 

In running sales to clear out slow stock we find now 


that we have to buy some specials to give bulk to the sale. 


Chat is, the sale items are often small in size and to attract 
attention to the sale we need some larger items. For in 
stance, we had a miscellaneous lot of small leather goods. 


a few boxes of paper and some other odds and ends of 
stationery items to close out lo make the sale look 
important enough to attract attention, we bought in a lot 


We sold 
the 


days’ sale cleaned up nicely on the miscellaneous items 


of boxed paper and put it out at a special price 


the three 


We 


always price our items that we want to get rid of at prices 


a thousand boxes of special paper and in 


they mostly half price or less 


will move quickly 


at which 


In our book department we have a good and workable 
system for keeping the inventory down and for making a 
little money, which we find is a comparatively rare accom 
I might say here that another policy 


our line 


plishment in books. 


of the store ts to go around to the best stores in 


and other lines and get as much information and as many 


possible Practically every stationery store oft 


the 


ideas as 


prominence in United States has been visited by some 


member of the firm. 
orders from the 


In our book department we buy original 


salesman. That is, we depend on them to show us the new 


things, but reorders are not given to the salesman 


We do not check up on a publishers’ books when the 
salesman comes around. It takes extra time and the way 
we handle it is not necessary If the salesman doesn't get 


for mail orders, which we believe he 


credit from his firm 
should, he is, I am sorry to say, out of luck. We buy 
small original lots, as I explained before. 

Every card is checked at least once a month, some ones 
a week, and during the busy season a lot of fifty or so best 
sellers, every day The checker marks on the card the 
quantity on hand; the card is then put on the buyer's desk 


If the buyer thinks it should be reordered the card is so 


marked, with the quantity wanted. In addition to this 
checkup, any clerk who sells the last one of a title or finds 
a title getting lower than he thinks it should be, is expected 
to put a card for a stock order on the buyer's desk. This 
means that we do not wait until the regular period to re 
order if it is observed that a reorder is necessary sooner. 


referring to the 
} 


Duplication of orders is prevented by 
file of titles before 
stock 
is taken care of in the 


work. We have not 


heaper t 


card ordering If a book has beer 


reordered the order card will be destroved, if not 


reordered it regular wa\ Chis may 


sound cumbersome and hard to found 


it so We 
work than 


We have 


think that is far simpler, easier, and « 
a perpetual inventory system 


a further checkup that we use not only in the 


book department, but all through the store In the cover 
of every person’s salesbook is a slip Divided in three 
divisions “Out ot Stock” “Not Carried” Stock Low.’ 


Everyone is expected to write on this slip everything that 


they have a call for and that we cannot supply These slips 
are collected every morning. Each buyer is given a sheet 
showing the goods called for that are carried in his depart 
ment and that are out of stock or that would ordinarily 
be in his department, if we had carried it These slips 
are one of the best things that we have They serve as a 
check on the clerks. We find that they sometimes tell 
people we don’t have something that we do carry It 


serves as a help to the buyers by showing them what peo 
a check, as it looks bad to have 


things out of stock very often, or to be having | 


ple are calling for and as 
ots of calls 


for things that we do not carry. One of the things that 


we put in, due to the slips that we have been very success 


ful with is Johnson’s Floor Wax. It is toreign to our line 
but we had constant call for it, due to the name, we sup 
pose If a clerk misses a day or two and has nothing o1 


the slip we check up on them. Every day every person has 


something called for that we do not have on hand, and 
probably several things. In our office supply department 
we have not carried the reorder system quite as far as 


books. 


inventory 


we have in We keep our stock records on stock 


form of sheets checking our stock at frequent 


intervals. We have got this department on most things 


down to where it should be and we have found that on 
some items that we are running too clos We have atded 
our turnover very materially by concentrating on the best 
selling lines “hat is at one time we may have carried 
two or three different manufacturers’ products that were 
very similar. Now we carry the best selling one If some 
body asks for one of the others we suggest the brand w« 
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have on hand; however, if it is not satisfactory to him for 
inv reason we 
With the 


facturers today 


are quick to suggest ordering the item for 
him good service that we get Irom most manu 


it means very little delay 
Handling Social Stationery 


stationery sheets to 


. In our social 


keep track of the different lines. 


department, we use 
We think we have a fine 


system on everyday greeting cards It has worked well 


for us \ sample of every card is mounted on a sheet of 


ecard board about 7x9 in size. These cards are classified 


by guides in the boxes. For instance birthday cards have 


General Birthday cards, with guides between 


10-cent 
birthday cards, with guides for mother, father, etc 


a tray ior 


the 5-cent, cards, etc.; another tray for relatives’ 


These trays are set on a counter that was built so that 


the customers can sit down while looking over the cards. 


Against the wall behind the counter is a filing cabinet built 


for the cards with about 90 numbered drawers and with 


25 guides in each drawer 


On the back of the card board 
i sample of each greeting card is mounted, we 
stock the card 


was ordered and the It also 


on which 


have a record showing the date on which 


number which were ordered. 


carries the manufacturer's number and what we call a line 

number, that is, each manufacturer of greeting cards is indi 

cated by a number 
When the stock of 


puts the sample on the 


a certain card is getting low the girl 
buyer's desk. If in his opinion the 


sale of the card has been sufficiently rapid he reorders, if 


12 10-cent birthdays, 6 15-cent birthdays, etc. If the buyer 
thinks we have too many of any particular classification 
he does not buy new cards of that classification when the 
salesmen show their samples. If low on any he makes a 
point to buy more of that particular classification. 

We use the same system on place cards and tallies. On 
holiday cards we keep a record of how many 5-cent, 10- 
cent, 15-cent, etc., cards we used during each season. It 
gives a good index for next year’s buying and practically 
Our gift 
department, in which we have pictures, some china and 
bookends, desk and novelties, is in the 
poorest condition of any department. I can say that with- 
But in this depart- 
ment we have cut the inventory over 50 per cent and have 
One of the difficulties of the 
gift end is that on many items it does not seem to be good 
policy to reorder, even if they sell. People want some- 
thing new and different. Things like picture frames, can- 
dles, some lines of pottery and many of the book ends and 
desk sets are quite standard, and can be handled with the 


prevents getting badly over or understocked. 


glassware, sets, 


out prejudice, because I run it myself. 


increased the sales a little. 


ordinary type of stock record. 

Another general policy of the store which helps to de- 
crease the inventory is to feature the best selling item in 
every line. On most lines we find that we are getting the 
two numbers and the other half dozen 
are just out for a ride, so more and more the workers are 
getting the center of the counter, or the whole of it, and 


action on one or 


the rest take a back seat, or are dropped. 

We have a program of changes and improvements for 
five years ahead; this, of course, will be modified as time 
We always expect to be changing, for we feel we 
must continue to progress if we hope to continue the good 


passes. 


fortune which has been the lot of our concern in the past 


Watch Your Step 


By M. L. Hayward 


not he marks on the back “Discontinue,” and when the 
card is entirely sold out the girl destroys the sample. 
Every month the girl puts on the buyer's desk a detailed 
) list showing how many samples of each kind of card we 
; ° ors . - . 
are showing That is, there might be 21 5-cent birthdays, 
On Time 
That tellow who just went out shouldn't be allowed to 
run at large.” the bookseller averred. 


“Why so?” the bookkeeper demanded 


“He just gave me a check for an account that would be 


outlawed in a few months, and if he does that with all his 
creditors, some of them'll have heart failure!” the book- 
seller exclaimed 

“Probably they'll have heart failure when they present 
the checks, if he pavs all of them,” the skeptical book- 


Keeper suggest d 


“Ww ell. the 


around by 9:30, 


bank at 10 o'clock, the paying teller’s 


opens 
and they'll always let me in the side door,” 


the bookseller announced, and at 9:45 the next morning he 


left the bank with his money in his pocket. 

At 5 minutes to 10 the customer served a stop pay order 
n the bank, and the bank reported the matter to the book- 
seller 

I've got mv money, and you and your customer’'ll have 

hight out between vou,” the bookseller stated. The 

stomer sued the k in the Washington courts and lost, 
{ e ground that where there is no statute law to the 

ntrary, a bank may, if it wishes, pay a check before the 
egular hour fixed for the opening of the bank. 

In a New York case along the same line there was no 
statute law on the point, but a certain bank had passed a 
v-law: the New York court ruled, that the bank was 
ustihed paving a ¢ heck betore the regular hour. 





The Declining Market. 
draft on a Chicago customer with a bill of 


lading attached for a shipment of goods,” the Kansas office 


“Here's a 


appliance dealer announced. 

“It'll go to your credit today, and if not paid it'll be 
charged back to your account,” the Kansas bank told him. 

The shipment was unduly delayed in transit, the price 
dropped, the dealer settled with the bank, and sued the 
railway company for the resulting loss. 

“You parted with the title to the goods when you got 
credit for the draft on the bank books,” the railway com 
pany argued. 

“If I did the title came back to me when I settled with 
the bank, and I’m the proper party to sue you,” the dealer 
maintained, and the Kansas Supreme Court (in Harring 
R. R. Company, 247 Pac. 441), ruled in 


ton vs. Missouri 


his favor. 
* 
The Purchase Money Notes. 

The office appliance dealer had sold a truck to X, took 
“purchase money” notes retaining the title to the truck 
until full payment, and sold the notes to the local bank. 

Then the local freight smashed the truck at a local cross- 
ing, and the railway company settled by issuing a joint 
check to the dealer and X. 

“You had no right to settle with them as long as the 
were in our hands,” the bank contended, but the 
Supreme Court of Tennessee ruled in favor of the railway 
Bank vs. Union R. R. Company. 


notes 


company in 
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Who Does the Buyingr 


5 


79° 


ws a Leaf From the 
Book—By Wells R. 


Bill, Purchasing Agent, Phoenix Mutual 
g g 


Life Insura 


Note.—Accompanying the subjoined article, Mr. Bill sent 
photostatic reproductions of two articles from his pen which 
had appeared in other publications. One had to do with the 
kind of chairs with which desk workers, typists and others 
should be provided to promote health and efficiency, and the 
other was a discussion of standardization with respect to type- 
writing machines, Mr. Bill expressing the conviction that, 
since all typewriting machines are not adapted for the same 
work, it is not good policy for a large concern to make hard 
and fast standardization rules. The gain, he believes, ruld 
be incidental, but the disadvantage might be costly if some 


eu 


CHART 1 

Question Yes No 
Are all purchases made through the purchas 145 84 

ing department? (63.3%) (36.7%) 
Are purchase orders signed or otherwise ap- 

proved by an official other than the pur 28 201 

chasing agent -(12.2%) (87.8%) 
If requisitions specify a particular make, can 

the purchasing department substitute satis 196 31 

factory materials? (86.3%) (13.7%) 
Are salesmen permitted t interview ficials 78 151 

other than the pu hasing agent? (33.8%) (66.2%) 
Ie the purchasing lepartment onsulted in 

establishing standards « spe ation for 206 23 

material? (90.0%) (10.0%) 
machine other than the standard make adopted would do a 
part of the work more expeditiously Both articles were 
written jr m a rai mal viewp int and contained matter of 


no itttie wmiterest. 


N A recent magazine sent to office managers, an indus 
trial engineer made the statement that ofhce equipment 
and supplies should be purchased by the ofhce manager. 
From the standpoint of management, we do not agree 
with this statement and the writer would go so far as to 
say that the office manager is not the logical man to buy 
the supplies for his department, or in fact any department 
Centralized purchasing today is an important part of 
management If we were to take this statement literally 
and the office manager was to buy for his department, this 
would imply that other specialists such as laboratory, en- 
gineering, sales, production, etc., should buy the necessary 
materials for their departments 
The writer does not believe that it was intended to cor 
vey this idea or suggestion of decentralized purchasing, but 
so long as that is what it does imply, it seems well to bring 
out some of the facts showing why the office managers 
should not purchase office equipment and supplies and at 
the same time give some constructive help to readers of 
Office Applhar that should prove beneficial in their every 
day contact in the equipment field 
CHA 
Who Is the Real Authority in f 
(The figures represent responses 
Raw “in Power Factory Off 
Ma ished Trans- Sup- Equi 
of al terial Parts mission plies mer 
President é 1 1 
Vi President é 
Se tary l 1 4 
Tre irer 
General Manage 1 ’ : 
Ger ul Supt 20 Os 
Engineers ‘4 17 
Master Mechar ! 4 
Spe il Buyers 8 
Executive C 1 
Purchasing C 
om Manager 
M of ils 1 1 
PURCHAS’G AGT. .188 176 16 4 
Phe office manager should, of course, be familiar not only 
with office procedure, but also with mechanical office devices 
and equipment necessary for carrying on this branch of the 


nce Company 


He should have a voice and act in an advisory 
ll matters pertaining to office equipment and 


business. 


capacity on al 


standards 

However, the actual purchase or acquisition of material 
and equipment should be handled by the purchasing de- 
partment for reason that the purchasing agent is a special- 
ist in his line of work. His knowledge of sources of supply, 
contracts, service, market conditions, prices, etc., enables 
him to buy to a better advantage than an office manager 


CHART 2 


To What Official, Board or Executive Is the Purchasing Agent 
Directly Responsible? 

Official Number Per Cent 
President 85 37.1 
General Manager 55 34.0 
Vice President 46 20.1 
rreasurer 132 6.3 
Executive Committee 11 4.8 
Board « Directors é 36 
General Superintendent 6 2.6 
Se ary 4 1.8 
M ne Executives 4 1.8 


whose duties are confined mostly to methods of procedure 
personnel, etc. 
It that in the manufacturing departments of the 


modern industrial plants the 


true 


1s 


waste of human effort is re 


duced to a minimum by the installation of automatic ma 
chinery and equipment, but in the administrative depart- 
ments of many concerns, this principle is ignored or neg 
lected. However, in the mercantile field most progressive 
concerns are alive to the advantages gained through the in 
stallation of mechanical office devices. It might be well in 


this connection to mention a statement made recently by a 
very prominent business man that there has been more 
changes since the war than in all the time prior thereto or 
since the discovery of America. The progress being made 
today is so rapid that all officials, office managers or pur 
chasing agents, should through combined effort and re 
search keep pace with modern-day conditions. 

Che office manager is responsible to his superiors for the 
ethcient handling of correspondence, records, statistics, etc 
Likewise, is the purchasing agent responsible to the same 
superior officers for the careful and efficient expenditures 


company funds for equipment and supplies 
“+ 


To ts showing who actually does the 


buying, a survey was made a few years ago by L. F. Boffey, 


bring out the fa 


president and editor of The Purchasing Agent, published 
RT 3 
*urchases for Industrial Plants? 
from 229 industrial corporations.) 
Office Shop Auto 
Sup- Shop Equip- n Lubr Small 
plies Mchy. ment biles cants Fuel Tools 
1 6 3 9 2 1 
1 1 1 7 1 1 
: 1 
1 1 1 1 
29 19 19 3 3 4 
1 58 52 12 6 2 12 
18 19 1 7 4 
4 ; 1 
6 2 1 
4 1 4 1 
4 7 14 6 4 
94 119 141 184 2 1 
by the Purchasing Agent Company. The results will be 
found in the accompanying charts 
It might be well to mention at this point that this survev 
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covered 300 concerns and the replies amounted to over 70 
per cent whose volume of expenditures amounted to $634,- 
466,000 per year. 

Chart No. 1 shows the authority vested in the purchasing 
department from the fact that 63.3 per cent of these con- 
cerns require all purchases to be made through the pur- 
chasing department, whereas 36.7 per cent do not. How- 
ever, of the latter, 52 concerns allowed only one product or 
class of products to be bought outside of the customary 
channel of purchasing. 

Chart No. 2 shows to what official board or executive the 
purchasing agent is directly responsible. This is a little 
outside of our subject, so I will make no further comments 
on this. 

Chart No. 3 is really self-explanatory and is based on 229 
replies to the questionnaire. 

So long as we are talking about the purchasing of office 
equipment and supplies, I am merely going to call you at- 
tention to the fact that 13 office managers purchase office 
equipment as compared to 194 purchasing agents and that 
5 office managers purchase office supplies as compared to 
209 purchasing agents. If the same survey were made to- 
day, the chances are that you would find even a greater 
percentage of purchasing agents purchasing this material. 

I am further that of the 13 and 5 
office managers doing the buying (as shown on this chart) 


inclined to believe 
some may have been connected with smaller concerns and 
their duties combined office management with purchasing. 

It seems to the writer that this very complete analysis 
made by Mr. Boffey should furnish some real meat to our 
friends the salesmen, especially those who believe that the 
principle of salesmanship is expressed by dodging the pur- 
chasing agent. In 151 cases 66.2 per cent of the salesmen 
are not permitted to interview officers other than the pur- 
In 78 cases 33.8 per cent of the salesmen 
these the 


chasing agent. 
are allowed to interview other officers, but of 
privilege is granted in 42 instances with the knowledge and 
consent of the purchasing department and the caller is in- 
variably referred to the purchasing agent for the consum- 
mation of any transaction that may materialize from the 
visit. 

Success in business today is mostly a matter of applying 


old ideas to the new styles or modern conditions. 


———E— 
Simplified Calendar Again 


reference to the article in last month’s issue by 


With 
Arthur Williams, export manager of the Woodstock Type- 
writer Company, a correspondent writes: 


“The Cotsworth which is being pushed 


give us thirteen 
New Year’s day and leap year 


scheme, very 


energetically, would months of twenty- 
eight days in each month. 
day would belong to no week or month, the same as in the 
plan outlined by Mr. Williams. In the Cotsworth plan the 
would be called Sol 

The extra day in leap year would 
go between June and Sol, I believe, a serious 
because it should come at the very end of the year, 
it need not interfere with any calculations in leap 
taken into account only in 


extra month and would be inserted 
between June and July 
which is, 
error, 
so that 
year, but need to be 


in leap year to a day in the 


would 
irrying over from a_ day 
succeeding year 
™ , the objection to the Cotsworth scheme is 
that it gives thirteen months to the year and the half year 
and the quarter year 3%4 months. 
Eastman Kodak Company is in- 
is backing it 


months 
George Eastman of the 


interested in the 


Cotsworth plan and 


with time, effort and money. The writer sent him a com- 


recently suggesting that he get England to 


idopt the plan. If he could do that it would be easy to 


munication 


put it over in the rest of the world. The writer suggested 


this because of his impression that in England they make 


a good deal more of the half and quarter year periods thap 
we do in this country. In my opinion, no scheme of any 
sort can ever be successful unless it is adopted by both 
Great Britain and the United States. Cotsworth’s plan. 
in spite of its objections, has many very definite and im- 
portant advantages. If, however, it cannot be adopted 
then it is probable that Mr. Williams’ plan could be put 
into operation without much objection and that it would be 
a great improvement over the present calendar. 

“It should appeal to publishers of weekly publications be- 
cause they would have only three variations in the monthly 
date of publication and the publication dates in any one 
year would be exactly the same in every other year.” 

Some additional advantages of the Cotsworth plan may 
be summarized as follows: 

There would be thirteen settlements per year instead o! 
twelve, thus encouraging a faster turn-over. 

Pay-days would fall on the same day of the week each 
time, whether on a weekly, monthly or semi-monthly basis 
thus reducing the labor of making out payrolls. 

Interest reckonings would be simplified. 

Easter would fall on the same day each year. 

All holidays could be placed on Monday, giving every 
body the advantages of a longer week-end. 

The plan, it is said, is being seriously discussed and ther: 
are real prospects of its eventual adoption. 

———_>———. 
Speculators Discover Sheaffer Pen Co. 

Now and again Wall and La Salle streets discover some 
relatively small industrial company with brilliant earning» 
and prospects. Then follow excited speculation in the stoc) 
of that company. 

The speculators have discovered the W. A. Sheaffer Per 
Company, which has 15,000 shares outstanding. These 
shares have been traded in to a small extent in the Chicage 
unlisted market and sold around $650. The stock was 
listed on the New York curb exchange recently. There 
were reports that the company plans a split-up on s 
10-for-1 basis or 20-for-1 basis and that earnings for 192t 
exceeded $100 a share and would be about the same for 
this year. 

The opening trade in the stock on one day was at $65! 
a share and then it soared to $725 on a turnover of only 
270 shares. The next day the price soared to $849 an¢ 
closed at $820, with 450 shares sold. Therefore, this stoch 
has appreciated 170 points in one week and at its highes' 
price was up 199 points. 

The company began in a small way several years ago a) 
Fort Madison, Iowa, starting as a jewelry store and thes 
branching out into the manufacture of fountain pens, auto- 
matic pencils and desk sets. While most of the stocb 
was held by the Sheaffer family, a dealer organization was 
built up by permitting dealers to buy a few shares. Thr 
business has developed phenomenally in the last few years 
There are reports that the company will market part oi 
its stock after the proposed split-up. 


—————_ 
Mrs. Emma M. Welch 


Office Appliances joins the many friends of J. D. Welct 
of Seattle, Washington, in sympathy over the death of his 
wife, who passed away at the family residence, 7039 Sixth 
avenue, N. W., on December 21 at the age of sixty years 
She is survived by her husband and four children—Paul C 
Welch of Seattle, Beryl and Charles C. Welch of San Jose, 
California, and Mamie T. Mitchell of Kansas City, Missouri 
Funeral services were held the following Thursday after- 
noon from the mortuary chapel of A. A. Wright & Son 
amid beautiful floral tributes from relatives and friends. 

J. D. Welch is widely known as a typewriter man, having 
been in the business in the Middle West and Far West for 


many years 
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tematized Methods of Selling 


Brief Outline of Plans Recently Adopted by a Prominent 
Desk Manufacturer to Advance Dealer Sales 








AST month Othce Apphances presented an outline erly cultivated will produce a certain percentage of buyers 

f a part of the selling plans and policies of one of Today's buyer is yesterday's prospec lo have new 

the foremost retail dealers in’ office’ furniture Phe buyers we must create new prospects Che method whicl 
Northwestern Furniture Company of Milwaukee, Wis will help you develop prospects will help you close buyers 
But methods that deal only with today’s buvers will not 


vy brief report whicl 
p your prospects tor tuture business 


ll amplify a ver 
help develo] 


Chis month we sha 
November issue concerning 
eopold Desk Company held at Burlingtor 
6 and 7. where this widely known manu arm to your selling service 

rf The Leopold Desk Company's plan is not new, but is 


torty cars experence 


ippeared in the the sales cor 
Develop your prospect and you will add an entirely new 


vention of the 


lowa. on October 
elucidated plans to merease the sales 


mere skeleton of conception born out of 


icturing concef! 
based on a 


ts dealers. Our previous report was a 
the plan which was made the subject of a two-day cor in the ofthce furniture held 
ention Che new tactors of this plan are 
The Leopold Desk Company follows the policy of sell \ new conception of the modern private othce and a spe 
e through dealers only Theretore, it is of paramount cial factory service which makes it practical rhe second 
mportance that their dealers should have every encourage step is an organized plan for the systematic development 
ment to increase the volume of their sales, and the con of private oftice business 
pany feels itself bound to cooperate with its dealers i Third, a trained resale organizati ctioning under 
wrder that the may make the most of whatever opportu the dealers and with factory assistance inally, the plan 
ties are theirs Speakers were present from other depart will include a complete campaign of direct newspaper and 
ents ot industry who made many valuable suggestions direct mail advertising in which the factory cooperates witl 
After the remarks of the city attorney who welcomed the dealer, who ts requested to analyze his territory from 
‘ conventiotr il d the response by Presider t Leo Id tive stand int of tuture business For the most part, vour 
| D. Mayer, vice-president of Vanderhoof & Company prospects are not thinking of office furniture now and won't 
videly know! usiness experts, outlined broadly the mai come to yo That is the reason for this resale plan 
structure ot the plan which he had assisted the company | voiution 1s changing the cl iracter o the nice iS it | is 
n ftormulat:ine The merchandising plan itself was de changed the office occupant’s living root he tuture 
scribed y | H. Copeland, an associate of Mr. Maver thee reflects hving room comfort, dignity and livability 
he high hehts f Mr. Copeland's remarks leading up t An entire new type of porttolio will et le the dealer to 
the description of the plan were as follows show how this newer idea applies to offices of every type 
] | rther e] the bus ess you are now de ik Wit! thr wal properly prepared the cit iler’s tra ned 
’ Deve ew freld tor idditional sales volume esale staff will present this porttolio of plates to terested 
ipitalizing thar selling conditions which have be quirers and prospects Thoroughly analvzing the pros 
rrow U ‘ dealer prot ts eacl vear rect s sit ition ane s] WwW vv hin the 1 ssibilities ot his 
hel £ " st compettt means selling igainst t . niece A cause il ivet ‘ mber o rospects to he 
eretor I ick dissa shed wit rese . T Ine ys t vecome 
Deve ' \\ ros l ou will t ive terested K \ ‘ eal yiti their 
a4 ‘ ellow prosper at brings us back thees 
tive ‘ if t if sel ~Ositiotl We have ill I is lat ( ( t \ ese tatior 
et t et t taki ‘ us ess iwav tron con r < ( | < oprect t thie t ] S¢ it t s to 
t ‘ ‘ | vent a t vett ey ew business s< te terest i d desire W t S . the de ii¢ 
t i tire sel ettort ! i ticall ve sales i will \ Y spect s retere - nd ha Y 
ecialt s¢ held except ( str . le te ( det s his « eq cme S ‘ ( ymplete 
Si ‘ e] rie t Vis | cs itt si i tive spect e s 4 just 
i ca tr sow attr tive s or e Ca i 
At s ‘ t c ¢ ery buve ‘ is be mie i | ade t t the rf ite Th there Ss i ew fielk 
t it vers, ¢ tivate prospects It is mati evel the meet gr T | © i nas designe: 
! rospects t series rt meet w ms ft enable dealers t examine 
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them and then in turn sell the meeting room idea to many 
prospects who might not be interested in private office 
furniture 

To introduce this new order of things, the opening salon 
idea has been developed. The plan is furnished to dealers 
complete and the company cooperation in an endeavor to 
make every move of the kind successful. The company 
aids the dealers in arranging store displays and offers to 
supply dealers or show them how to prepare the dividing 
sections, all of which can be used afterward tor permanent 
display 

After the opening salon, it is proposed to supply dealers 
with newspaper advertisements, electros for continuous 
advertising over his own name in the local newspaper 

Chere are three basic things which the company proposes 
to do. First Complete, thorough and personal explana- 
tion and adjustment to the dealer’s individual situation by 
the company’s representative who studies the locality, the 
neighborhood, trains the organization and cooperates with 
the dealers in announcing the plan 


Che foregoing is simply the groundwork of the plan. 


The New Merchandising Plan 

We have seen from the foregoing that the merchandising 
plan of the Leopold Desk Company involves certain policies 
which are admittedly valuable, but which all too often are 
neglected But one essential feature of the plan has not 
vet been touched upon. We reter to the arrangement which 
will enable dealers representing the company to sell mer 
chandise on the deferred payment plan. There are legiti- 
mate circumstances under which this method of selling 
an be used to advantage not only in making a sale, but 
in increasing the volume of business by selling a better 
grade outfit than the customer feels he can afford to buy 
for cash. Dealers do not have to use the installment plan 
if they do not want to. 

A talk on installment selling was given by F. A. Ramsey 
of the Merchants’ and Manufacturers’ Security Company 
of Chicago Mr. Ramsey is a strong advocate of this 
plan of selling and is certain that if it has not already 
come in the office furniture field, it is due and will soon 
be one of the accepted methods of selling in this field 
Mr. Ramsey's company are engaged in the business of 
financing installment sales. He described their propos 
tion as being very simple Whether a chattel mortgage 
is taken on the goods or a conditional sales contract de 
pends on the laws of the state in which one is operating 
When the dealer takes contracts from his customers on 
the installment selling plan, he sends them to the financing 
company which sends him a check for ninety per cent of 
the balance due on the contracts, less a discount equal, on 
twelve months’ paper, to eight per cent, and if of shorter 
terms, such as eleven months, it would be seven and one 
half per cent, ten months, seven per cent, etc. There is a 


minimum charge of four per cent for four months or less 


Mr. Ramsey gave the following example of a transac 
tion under their financing plan: We will say the selling 
price of an article is $1,000. Suppose the dealer gets from 
his customer a down payment of $250 and, of course, the 
least minimum down payment that, the finance company 
wants is twenty-five per cent. That leaves $750 owing to 
the dealer. Twelve months finance charge on that $750 at 
eight per cent is $60, which makes $810, which is the 
amount of the dealer's contract which the customer owes 
the dealer. The finance charge of $60 added to ten per 
cent reserve, which is $75, leaves $675, which the finance 
company gives the dealer, who has already received $250 
cash payments from the customer, making $925 Then 
the ten per cent or $75 is returned to the dealer as soon 
as the contract is paid, which makes up the total of $1,000, 


the amount of the sale 
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Philip Rozelle, managing director of Rozelle Aides, made 
a valuable address on “How to Train Salesmen to Get 
Results.” He said that the old proverb, a man is known 
by the company he keeps, has been amplified into the 
statement that a company is known by the men it keeps. 
There are three factors entering into the sale of any mer- 
chandise. They are the merchandise, which means the 
commodity, the service or whatever is to be sold, the 
salesman and the customer. In the case of selling office 
furniture, the merchandise consists partly of service and 
partly of merchandise. Then there is the salesman and 
the customer so that we have the three factors, merchan- 
dise, salesman and customer. Everything that can be 
known about the business in hand comes under this out- 
line and fits into one classjfication or the other. 

In any sale the merchandise comes first. The salesman 
is second. He is the connecting link between the mer 
chandise and the customer and a very important one, too. 
The best merchandise in the world would be very weak 
without sales effort. The customer is the final link in the 
chain and in a sense the least essential because if there is 
good merchandise and good salesmanship one can always 
get good customers. 

The salesman dominates the customer because he 
knows more about his business. He is the expert on his 
proposition. He has studied his merchandise, has studied 
himself and has studied his customer as far as possible 
He may not know more about general business than his 
customer, but he knows more about his desk, even if he 
has only studied it a few minutes. Despite this fact, he 
must keep in mind all the time that the merchandise and 
the house are superior to him because the people who 
make the merchandise have studied it longer, starting it 
from a blue print perhaps. They have studied the sales 
man; they hired him, and they have studied more cus- 
tomers than he will ever see. 

There is no more reason for accepting a salesman with 
glaring defects than in accepting furniture with mars and 
scratches. It is expensive to hire a salesman. If one can 
make a definite picture in his mind when he interviews a 
salesman, he has a better chance of getting a good man. 
One must understand just what he wants the man to do 
and where he wants him to operate. If one can write 
down the job he wants the man to do, he is in better 
shape for the next step. A good picture of the job presents 
a clearer picture of the qualifications of the man to be 
selected for it. When one clarifies the job, he clarifies 
the type of ability that will swing it. 

The fourth item is the salesman’s possibilities for profit. 

The Value of Sales Training 

In talking to salesmen in preliminary interviews, one can 
stress the profits that are to be made from training. One 
can get more men through talking about training than one 
can by talking about money. Let the dealer start his 
training campaign with the applicant to find if he has 
the proper mental attitude toward his work. If he hasn't 
that attitude and can’t get it, then it is best to drop him 
before money is spent. If he can be put in training a 
little bit, it can be discovered whether he fits or not and 
here, too, a lot of money is saved. Salesmen are either 
weak or strong and sometimes both. They may be weak 
in their knowledge of merchandise, weak in their opinion 
of themselves or weak in the handling of their customers. 
The problem is to find out their weaknesses and to train 
weakness out of them. 

\ salesman must know the reason why the buyer ought 
to buy his goods and as many reasons as possible. Very 
few customers know five reasons why they ought not to 
buy and the salesman who does know his goods and what 
they will do has all the advantages of the attack and of 


the well-planned campaign 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited 
The staff at the main office, 417 South Dearborn Street, Chicago, and the staff at the 
H. Everly at 1701 Pershing Square Bldg., Pershing Square, 


journal their headquarters. 
branch in charge of C. 


New York, will be happy to be of any possible service 
so many as at Chicago, there will be found the same desire to serve. 
traveling abroad are cordially 


facturers or their representatives 


upon Office Appliances’ London correspondent, Mr. W. 






~~ = ss 5 s SS Ss. Ss Ss 


to make the offices of this 


42nd St. & Park Ave., 
While the facilities at New York are not 
United States manu- 

invited to call 
Teignmouth Shore, 


18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore’s knowledge of the office equipment business and 
its possibilities in Great Britain makes his counsel 


valuable to those 


th é 


Note.—Mr. W. T. 


Orrice AppLiANces in the British Isles. 


desiring to 


British 


cultivate 
M ar k et 


Shore, whose address is given above, is the authorized subscription representative of 
New subscriptions should be sent to Mr. Shore. 


Renewal orders 


should be sent to Orrice AppLIANCEs’ home address, 417 South Dearborn street, Chicago, Illinois. 


LONDON NOTES AND NEWS 


T. Shore, 


London, December 5, 1927. 

Y THE time you are reading this—if you are wise 

enough to read my letters!—we shall all be enjoying 

the end of the old and the beginning of the New Year, 
and wishing ourselves and others all sorts of good fortune. 
And among the “others” you may be assured you are in- 
cluded. You, all of you; those we know personally, be- 
cause they have been cute enough to come over here and 
see us, and those whom we have not yet had the good for- 
tune to see here, but who we do hope will come along 
Yes, we office-appliancers here wish the very best 
times in 1928 to all you office-appliancers over 
there; and we shall heartily drink your good healths in— 
clear, cool water, out of sympathy denying ourselves any- 
we shall toss off bumpers of spark- 
“Here’s our hearty good wishes 


soon 


of good 


thing stronger! Yes, 
ling Adam's ale, and say: 
to all our friends over the water, he-males and females,” 
and shall sing, “For they are jolly good fellows and fel 
lowesses! 

Elsewhere in this department, for all you good typewriter 
folk, is a message from Parker Drake, chairman of The 
Typewriter Trades Federation of Great Britain—a message 
of cordial rood-will. 

<--> 


Past and Future 
And what are we appliancers here thinking of the year 


that’s dying? Like most mixed 
some good; some not entirely satisfactory. On 
a middling sort of 


years, it was one of 


memories 
the whole, it may be said to have been 
twelve months. I was chatting with a prominent and know 
ing man in the typewriter business not long since, and he 
assured me that he thought that the past year had not been 
In fact, he said, 
knocking 


increasing 


so gloomy as some folks declared it to be. 
had been quite a good lot of sunshine 


been 


there 


own business had steadily 


around His 


18 Templars Avenue, Golders Green, I 


ndon, N. W. 11. Telephone, Speedwell 4931. 

since the beginning of September and was now so good 
that he had difficulty in coping with the orders that were 
coming along. Capital! And he is not one who shuts 
his eyes and sees nothing but what pleases, to put it in an 
He did really hold that things all ’round were 
improving and that the would be steadily 
It is a curious fact, by the way, and one worth 
here, that there is a 
to come South, no longer 
as heretofore to the 


Irishy way 
improvement 


maintained 


watching by American firms over 


strong tendency for business 
confining itself in such a great degree 
midlands and the North. This is particularly the case in 
regard to many of the new industries which are spring- 
ing up, and which may make up in due time for the decline 
in so many of what were staple trades and manufactures. 
Not so many years ago manufacturers had to keep fairly 
close to the sources of supply of their raw materials; now 
so stern, partly due to the coming 


which is hitting many of our 


that necessity is not 
of the heavy-motor traffic, 
railways. Indeed, during the past vear, there has been the 
commencement, I believe, and so do many others, of some- 
thing approaching a revolution in British manufacture and 
This New Year should show us which way we 


are traveling, and most of us hope that good times are at 


commerce, 


last coming 
<--> 
British Stationers Welcome to Herbert R. Marsh 
Association of Great 


R. Marsh, their gen- 


[The Council of the Stationers’ 


Britain and Ireland honored Herbert 
eral secretary, with a luncheon on the occasion of his re- 
from the United States official 
delegate to the convention of stationers at Boston, Mass 
The function was held on Monday, November 21, at the 
Holborn those present 


were 
|. Adams 


where he acted as 


turn 


Restaurant, London, and 
Percy Barringer (president of 


Keene (chairman of the council). L. G. 


among 
+h 
t 


he association), 
Sloan, 
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HANDS ACROSS THE SEA 





PARKER DRAKE 


He National Association of Typewriter Deal- 

ers of the United States heartily reciprocates 
the good wishes extended by the Typewriter Trades 
Federation of the British Isles. We wish each mem- 
ber the twin blessings of good health and solid pros- 
perity; we thank them for their invitation and in 
turn extend the hand of fellowship to all good 


Britons who may visit our shores. 





(THE Typewriter Trades Federation of the 

British Isles extends hearty seasonable greet- 
ings to all American members of the typewriter and 
allied trades who are readers of Office Appliances, 
and takes this opportunity of extending a cordial 
invitation to all members of the fraternity visiting 
London to stop, get neighborly and become 
acquainted with our members. 


(Signed) PARKER DRAKE, Chairman. 





DEANE | S. REYNOLDS 


(Signed) DEANE S. REYNOLDS, President. 





F. C. Guildford, A. E. Owen-Jones (editor, “British Sta- 
tioner”), John Walker, F. Wallace Whitlock, Alderman 
Sidney J. Sandle, J. P. and W. Stebbing Russell (solicitor 
to the association). The council of the association made 
up the greater number of interested listeners to Mr. Marsh's 
account of his impressions of America and of the stationery 
trade in that country and in Canada. 

J. Adams Keene, who presided, referred in his opening 
remarks to the very great pleasure he felt in knowing that 
the association’s delegate had so ably and successfully ful- 
filled his mission to America. In proposing the toast, “Our 
Guest,” which followed the loyal toast of “The King,” he 
said: “We are delighted to have Mr. Marsh with us once 
again; we are thankful for his safe return and his impres- 
sions will hold for us a great interest.” 

Percy Barringer supported the toast, and said it was a 
pleasing feature of the gathering that all the delegates who 
had previously visited the United States were present. “I 
think the most interesting thing I can do is to read you one 
or two communications I have had as president of this 
association from the other side,” he said, and then pro- 
ceeded to read letters he had received from Mortimer 
Byers, Fletcher Gibbs and Charles Dawson. Mr. Barringer 
made reference to the long journey Charles Mitchell had 
made to attend the convention in Boston and personally 
to welcome Mr. Marsh. “That is an example to some of 
us here who think it is a journey from Brixton to Sta- 
tioners’ Hall,” was a comment which caused much laughter. 

L. G. Sloan ably supported Mr. Barringer in an interest- 
ing little speech, in which he referred to the cordial con- 
nection between Rotary and the Stationers’ Association. 
“There are things,” he said, “which Mr. Marsh cannot say 
for himself. He arrived in America very unwell after his 
voyage, but as soon as he got on his feet, he began to 


pick up, and when he got to Boston, he worked incessantly. 


I know he was pretty well done up trying to answer the 
many questions fired at him, but he did a great deal to 
reconcile Montreal and Toronto in differences which they 
had before his arrival.” Mr. Sloan spoke of the personal 
touch in business, and in this connection said, “The personal 
touch between one English-speaking man and another 
make all our differences disappear, and we find we are 
working for the same end. We have the same fine ideals 
in life, and the only thing that is going to save this world 
and this civilization is the English-speaking communities 
getting together. It is delightful to meet Dutchmen and 
Frenchmen, but they cannot understand us as do our own 
flesh and blood. That is what we want to make for. Each 
in our own little way should do what we can to help to that 
end.” “We are thankful,” he said, “to see Mr. Marsh 
sound in body and in mind. I have had experience of 
American kindness, and they try to kill you—and you can 
be killed by kindness!” 

Mr. Marsh (or “Herbert,” as he was called), after his 
health had been drunk and England's old song of welcome, 
“For He’s a Jolly Good Fellow,” sung with enthusiasm, 
said that he did not realize, until that moment, how far it 
was possible to go to make a man feel that he was really 
welcome, but the wonderful welcome accorded him had 
shown him the great sincerity and thoughtfulness which 
had prompted the kindly remarks made by the previous 
speakers. “Really,” he said, “I find it most difficult to give 
you in the short time at my disposal, anything like a com- 
prehensive description of my experiences. To do so ade- 
quately, would take not only hours, but even days. I want 
to say, at the outset, that, whatever I had imagined, or 
tried to visualize from the description of others, of the sort 
of reception I should get as a Britisher, all my anticipa- 
tions were entirely eclipsed by the welcome accorded me.” 

Here Mr. Marsh made reference to his reception in New 











kindly 


described in detail the many factories he had inspected be 


York and the manner in which he was treated. He 


commencement of the convention, making 
to that of Waterman and 
Marsh elaborate the davs of the 


manner in 


tore the 


parti 


ular reference Messrs Eberhard 


Faber. Mr 


convention, the 


went on to 


which it was conducted, its 
magnificence, its attention to detail, its conferences and its 
splendor throughout 

band played 


King ai Mr 


Imagine the scene and imagine my 


In referring to the incident when a military 


the “Star Spangled Banner” and “God Save the 
feelings 
was all-inspiring and a thing one could never 
torget lo my mind, this incident is the very best answet 

the vaporings of that mavor 
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loose leaf books, postal trank:ng machines and a thousand 


1 


and one other devices which are among the necessities 


of the modern office 


[he display of British typewriters will be a special fea 


ture [These should attract attention on account of their 


quality and workmanship 


Fine art calendars and greeting cards will be a part of 
' 


the display and will be present in profus‘on, beautifully col 


ored and des gned bv the best artists 
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Few Americans realize the extent to which that pow this sale, the volume of business in typewriters began to 
empire has been reduced in size and importance since flourish and orders came in from banks, commercial offices, 
the treaty of Versailles, which reduced Hungary from and so on 
ea 325,411 to 91,114 square kilometers—her inhabitants tron “Backed by this success, | looked for the representation 
ei! 20,886,487 to a mere 7,481,959. It is the hope of the Hun of American firms in Turkey and obtained a grant from the 
ul the course of time and by peaceful means Royal Typewriter Company rhis was followed by the 
of eas rt of their lost territory whi s still entirely Corona, and later by calculating machines such as the Mon- 
i Hunga | eventual be restores roe and Dalton, and various appliances from concerns like 
Mr. Faber was accompanied by Mrs. Faber They spent the Globe-Wernicke Company, Conklin Pen Manufacturing 
the nths abroad, part of the time at the Bavariat Company, etc. These articles were first introduced by 
Its factor the hous EK. Faber myself throughout Turkey Many other American firms, 
i 
De 
( 
IEWS OF rHE ESTABLISHMENT OF KH. KROUBALEKIAN, CONSTANTINOPLE, TURKEY.—Right, Interior of office 
A , t . i ! rated Center picture, G p in front of the offices of Kroubalekian Left to right 
a \ tar oO \ in, execut ive ecretary Melkon Gasparian, chief mechanic; Mr. Khosrof 
“ eral 1 2 ad head of the ffics loseph Cantar, bookkeeper; Zareh Askerian, controller 
la fT tight i picture, The typewriting d-partment 
Development of Typewriter Trade in Turkey r the purpose of safeguarding their anterests, began t 
} ‘ _ —_ ‘ P » Cvpewriter Opec aAWCTICICS 
sa teres g ccount \fter the late war and even after the time of the esta 
’ nto that countr lishing of the Republic throughout the Turkish territory, 
ev er siness irke ving to the decree of the government all people or bus! 
; - a) To we ness men were required to use only the Turkish languag« 
: : hing tes ae German factories at once launched into this business and 
Pur .. ' ported typewriters with Turkish type. Now, banks and 
: " oe pte siness firms in general are asking for Turkish type ma 
r* may : — 7 ines, and it is regrettable that no American firms has yet 
nt = Mg - ; irketed such a Turkish writing machine. Machines sucl 
" if With the use OF the ¢ ™ s the Continental and the Ideal are well known in Turkey 
© sar Che max ; so ind a large volume have been introduced into offices and 
s greatly interested in the lin even into governmental departments. 

: ; ay ene _ tow ths the impor Che young generation uses a large quantity of office 
ealeee he privileges reserved egy pment \ new policy has come into being in Turkey 
mut , cnet reigners were effective at that People, generally, are adopting modern methods tending 

s to find a foreigner enjoying toward civilization. The new policy of the government is 
Phe tity ot rebuilt typewriters having bee: to safeguard the welfare of the population. Many con 
toms authorities authorized thes cessions have been granted to foreign capitalists for ex 
be cleare ind thev were sold to me ploiting mines and for railway construction. Swedish, Bel 
le. general vere ignorant and unfamiliar with the gian and German concerns are already active in Turkey 
( dvantage the typewriter consequent P Che new Turkish Republic as compared with the old king . 
( effor d energy t smiliarize ther dom has bettered conditions, and I am sure that Turkey 
‘ vnewrite ersuade ¢ ' liscard pet will soon become a rich country. It is full of prospects 
tten manuscript: ind the new methods adopted by us warrant that Turkey 
\ a ben ee will be an important factor among the leading Europeat 
— Daaaal 7. = countries, 
‘ é : d during the rse of our con 
P , oneeti tried to mal ; understand Mr. Kh. Kroubalekian’s address is P. O. Box No. 8&2, 
, er d preferable t writ vy hand and (,alata, Constantinople, Turkey 
' st ¢ ike too | ‘ roposed then that an 
hey take a sl { paper and write thereon a text which | Howell Business at Guatemala City Sold 
‘ reproduce the typewriter t the same tim The othce equipment business conducted at La Avenida 
" his met w oe hearty laughter and tl . told me the ind sur. No. 14, Guatemala City, Guatemala, has been sold to 
Vriting woul e mu juicker than the typewriter Phe Amos & Anderson Mr. Howell has moved to Denver, 
id scarcely ritten three lines of the text before | Colo his business represents the Marchant Calculating 
shed it with five pies, to their great astonishment Machine Company, Sundstrand Adding Machine Company, 
der these circumstances they began t ippreciate t Royal Typewriter Company, Inc.. The Todd Company 
. e typewrite med:ately placed with me their Yawman and Erbe Manufacturing Company, Kee-Lox 
; er tor tw ma es tor their offce and promised t Ribbon & Carbon Manufacturing Company, and other con 
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The National Company (France) Gives Annual 
Banquet 

W. R. tl 

Monroe Calculating Machine Company, visited France last 

fall. He arrived on October 8, I 


being eagerly awaited by 
Monroe organization, who desired to ask him 


the French 
meeting of Monroe salesmen from all 
as to preside at a dinner which 


Cum 


to preside over a 
country, as well 


Company intended to hold during Mr 


over the 
the National 
mings’ visit 

Mr. Cummings immediately approved the plans of his 
hosts, and it was decided that all the members of the Paris 
and provincial Monroe sales force would be introduced in- 
dividually to him and to G. J. Schmucki, European sales 
director of the Monroe, on the following Monday. 
also decided to hold a general meeting of the entire French 
organization on Tuesday, on the evening of which day Mr. 
Cummings would preside over the banquet offered by the 
National Company. 

According to plan, all the provincial Monroe agents were 
gathered in Paris on the Monday designated, and the next 
day a most interesting meeting was held. In the evening 
all gathered at “Le Clos Normand,” in the Bois de Bou- 
logne, so called because it is built after the style of the 
This place, by the way, is the club 
(Interna- 


It was 


famous Norman inns. 
quarters of the “Association des Vieilles Tiges” 





Cummings, vice-president in charge of sales of the 





























tional League of Aviators). Here a carefully-planned din- 
ner was served, consisting of choice dishes and wines, sev- 
eral of the latter bearing the 1868 label 

L. Demarest, 


general agents, 


head of the National Company, Monroe 


desiring that each of his guests take away 
a souvenir of the occasion, presented Mr. Cummings with 
struck by the 


Lindbergh 


a silver reproduction of the medal French 


government to commemorate the exploit of 


} 


while a bronze reproduction of this medal was presented to 
all the other guests. A likeness of this medal is here shown 
in actual size Che words, “Monroe Paris 1927” were e1 


edge of the medal, wl 


dedication pri ted in French 


graved on the lich was enclosed in a 
together with a 


(translated) 


small casket 


and reading as follows 


“In order to commemorate the exploit of Ch. Lindbergh, 
the French Government had a medal struck at the Mint, 
a reproduction of which we are glad to present you. We 


it to your imagination to find in this symbol all the 


leave 


nes and the enthusiasm which it conveys to our 


kind feel 


friends.” 


hearty toasts were offered to the prosperity 


Company Mr 


Warm and 


of the Monroe Cummings made a speech 


which evoked great enthusiasm, and warm thanks were ex- 
tended to Mr. Schmucki for his effective help to the French 
organization. Throughout this cordial event the happiest 














STRUCK BY FRENCH GOV- 


LINDBERGH MEDAL 
IN SILVER.—The sil- 


ERNMENT AND REPRODUCED 


ver reproduction of this medal was presented by Mr. 
Demarest to Mr. Cummings Reproductions in bronze 
were given to the others attending the Paris Monroe 
dinner. This picture is one-fourth the actual size of the 
medal 


feelings prevailed, and the evening ended with the singing 
of typical French songs by the provincial members of the 
organization, who came from every part of France. 


ANNUAL DINNER GIVEN 


= 
BY MR DEMAREST, HEAD 
=. 3 OF THE NATIONAL COM- 
PANY, AS THE CULMINA- 
TION OF A SALES CONTEST 
AMONG THE MEN OF THE 
FRENCH MONROE ORGANT- 
ZATION.—Vice—President W. R. 
Cummings of the Monroe Cal- 
culating Machine Company pre- 
sided at this dinner 
All of the guests, with the exception of Mrs. Demarest; 
Mrs. Grosjean, the wife of the Paris Monroe sales direc- 
tor; Mr. Picard, sales manager of the Todd Department; 


Mr. Vadbout, sales manager of the Woodstock Department, 
and R. Finck, private secretary to Mr. Demarest, belonged 


to the Monroe 


sales organization 


=- SSS 
British Dictaphone Men in Sales Contest 

The British sales force of the Dictaphone concluded a 
sales contest December 31 The contest was sponsored by 
L. C. Stowell, president he Dictaphone, shortly after his 
re n fro 1 European t The arrangement was mace 
W Will Dixon of | who had been paying an ex- 
te 1 sit t / rf ted State Mr. Dix accepted the 
ott ‘ be lt ot his rga i 

Phe st | e consisted of a Hamilton seventeen-jewel 
movement watch, carrying an inscription paying tribute to 
t MN ‘ The second e was a ngraved sterling 
s é | The names the w ( were not avail- 

é e time this a le went to press 
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Important Typewriting Contests Held in Paris 
s, held 


on Sunday, November 6, 1927, opened the events and oper- 


The European Championship typewriting contest 
ations of Week of Business Organization 

The jury, composed of qualified representatives of or- 
ganizations of employers, of employees, and of technicians 


—embraced, notably, the presidents, secretaries-general, or 


secretaries-delegate of: the Syndicate Chamber of Business 
Organizations; the Syndicate Chamber of French Modern 
Office Equipment Manufacturers; the National Federation 
of Stenographic and Typewriting Societies; the Unitary 
Stenographic Association; the Stenographic Institute of 
France, and the Stenographic Alliance of the Technical 
Press 

In addition to these, we give the names of the members 
of the jury for foreign languages, who came from Lon- 
don, from Berlin, from Barcelona, from Amsterdam, from 
Prague, and from Milan, to Paris, several of them espe- 
cially for the occasion of the Paris Business Show: 

England: Messrs. Hemes, Langelann and Thiebault; 
Germany: Messrs. Meier and Wolf; Spain: Mr. Bori; Hol- 
land: Mr. Marks; Italy: Mr. Frangelli; Russia: Mr. Glae- 
ser; Czechoslovakia: Mr. Pick. 

The various contests which were held at Magic City were 
open to the public. They were held from eight o'clock in 
the morning until noon 





REPRODUCTION OF PHO- 
TOGRAPH TAKEN DURING 
RECENT EUROPEAN CHAM- 
PIONSHIP CONTEST AT 
PARIS FOR “PERFECT 
MAIL” (courier parfait).—At 
the side of each typist contest- 
ant may be seen a “patron” 
dictating mail In this contest 
it was necessary to turn out 
seven letters of 100 to 120 words 
each in fifteen minutes 


Results of the Typewriting Championship Contests 
Here are the results of the great typewriting contests 
which took place Sunday, November 6, 192, 
The champions of several European nations came to 
Magic City to compete on Sunday 


The American champions were not able to cross the 
Atlantic by reason of the considerable amount of expense 
which the trip would have occasioned for them, but, 


through a tacit agreement between Mr. J. N. Kimball, 


pioneer of typewriting ntests. and representatives of the 
organizations of the United States, and Mr. A. Navarre, 
who acted in the name of the French organization, the 
Chambre Syndicale d’Organization Cor erciale, the con- 
tests were held tl > Vy ind ( sw cl 
would permit of a s tly fair comparis 

It was the Amer I erator, George Hoss 1, who 
did the fastest work e copying test and etained 





Likewise in the match for highest speed the English 
champion won over the German champion, Mrs. Olga 
Fischer 

In the contest for the European championship, the best 
operators of each nation achieved the following results, 
each writing in her own language: 

Gross No. Net No. 

of of 
Strokes Errors Strokes 
Miss Eleonore Mitchell (English) .12,408 68 11,728 
Miss Antoinette Dupuis (French) .10,207 44 9,767 
Miss Olga Fischer (German)..... 8,041 45 7,591 
Mrs. Zina Wladislavleva (Russian) 6,531 74 5,891 

For each wrong stroke ten strokes were subtracted from 
the total 

The Perfect Mail (or Perfect Letter) Contest 

1. Mrs. Fanny Loucheron—Seven perfect letters in 15 
minutes. 

2. Miss Eleonore Mitchell, Miss Amélie Delomet—Tied 
for second place with seven letters. 

3. Louis Raguin—Six letters. 

4. Miss Olga Fischer—Six letters. 

5. Miss Madeleine Maupiou—Five letters. 


These letters were in four languages: English, French, 
German and Russian. 





The Repeated Sentence Contest 


Strokes in Five No. of 

Minutes Errors 
c. Rage Se ic. oc. wane eee 3,826 15 
2. Miss Maupiou ..... ae 3,503 2 
3. Mrs. Dupuis aii eit iihiedaneS 3,513 3 


4. Mrs. Loucheron, Miss Delomet 


tied for 4th place, respectively: 


3,420 3 
3,360 0 
5. Mrs. Van Driesten . 3,247 8 
. Miss Vivien . , .3,150 7 
7. Miss Varennes conan 10 


wing are the results in the French National Junior 


hampionship Contest: 
Gross No. No. of Net No. 
of Strokes Errors of Strokes 
Mrs. Antoinette Dupuis.... 10,207 44 9,767 
2 Miss Madeleine Maupiou.. 9,448 67 8,77 
3} Mrs. Fanny Loucheron 9,072 45 8,622 
4 Miss Germaine Vivien 8,897 54 8,357 
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5 Mr. Louis Raguin 9,337 111 8,227 Leipzig Trade Fair Popular in America 


ib] ) iss ko relli r ieps, Miss , , ‘—T , 
Honorable mention M Fornarell Mr Nie] i More than 2,000 buyers and exhibitors from all parts ot 
al Miss Troisgros " 

Wahl, Mi the United States will take part in the Leipzig Spring Fair 
Contest of Record-Holders » be ld from March 4 to March 10, 1928 Che rapi 
: ; ncrease in American participation indicates a notable ex 
The winner wrote 902 stroke mn one minut : : i 1st 
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IEW OF A TYPICAL OFFICE EQUIPMENT ENHIBIT AT THE LEIPZIG TRADE FATI 


Mr. Grauaug Changes His Name xhibits of technical machin 700 exhibit t O00 


(, 1u¢ nawime direct ; \clrer | 


to pronounce. The Swiss authorities granted p French Company to Make and Distribute Steel 
missi t nge the name but gave Mr. Grauaug 1 Products 


| , : Se oe : Coffres-Forts York, S. A. is 
1 ! } } 
ese \ i i tort i ‘ iS Poss ‘ ‘ ‘ 
ch nas bee organ ¢ Pa S " j ( ’ for 
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’ ‘ rict ib ( . 
i i i ‘ ‘ TOR P - _— se of « 121 the met e esc 
| ry Kan A \ 
Tt . \I y } 1, 
‘ ” . tuk : (sTos whethe ] t< ran es and part ] cture sale 
i pal i 
t ' ‘ . We } es that vr ‘ 
e ad nstallation of sates ts ind Sate . towetner 
; ‘ ] ‘ | 
es . 1 4 << ) ‘ ne ah ‘ ‘ 
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Eckert Celebrates Fourteenth Anniversary 





sha Roval H. Eckert of Allentown, Penna., during the week 
bers tf November 14 celebrated the fourteenth anniversary of 
ap is office equipment business by holding a business exposi- 
— t his enlarged and redecorated store in the Royal H. 
bits Eckert building, and by taking an eight-page section of the 
w \llentown Morning Call of November 14, bearing a history 
u 
er 
: 
Y 
= ROYAL H. ECKERT 
ess d the development ot its different features, 
tisements of many of the lines handled by the 
re and directions where to find them and illustrations of 
store, its interior, its delivery facilities and likenesses 
difterent eat the departn ents We observe 
ddition to office furniture Mr. Eckert handles type 
rs Victor iddi gy machines and other oftice devices, 
nd is added a complete commercial stationery stock. 
During the week the store was open nightly Stirring 
isic was provided and souvenirs were given to all the 
sitors, together with handsome favors each evening 
\s ar idditional oftering Mr. Eckert presented to every 
during the week a courtesy card entitling the holder 
te per cent reduction on all stationery purchased 
, < next thirt davs trom the new stationery 
Ml I n ‘ Allentow1 | urtec cars 
pened i Ss! il omece on the second floor ot the 
ses at 615 Hamilton street and laid in a small stock 
ters and checkwriting machines Later he added 
ne upon line « thee equipment, office furniture, etc., the 
growing s demand and capital permitted One 
t wees a lid in the early vears was to place 
usand Ingersoll checkwriters in business 
ses in Allentow: | vicinity He developed his ability 
salesmat ind ga er confidence in himself, at the same 
gamimg entree t nd an imsight into more than a 
nces nd places ot business through the sale of 
heck writers He saw the possibilities for improv 
ng the handling of businesses and determined to profit by 
he learned his led him into steel office equipment 
rst important sale of this class of goods was to the 
Horse Shoe Works Today it would be regarded 
der, but it was a big one then and a rather 
entous undertaking As business grew Mr. Eckert 
, : liged to enlarge his quarters Accordingly he ob 
sel irt of the store room at 18 North Sixth street 
rie secured one-half of the store and basement and added 
ar tf K Tf his delivery f lities Before lor Ww however, he 
he propert it 37 North Seventh street, which 
use f ! (Church street and gave promise 
; re site for the tuture when he might be compelled 
e Sixth street Fortunately, however, his next add 
luded the nner rs at 18-22 North Sixth street 
s Y abl g hit remal it 


the North Sixth street location, where he at once began 
improvement on the building. A new and attractive front 
has been added, the entire interior redecorated and other- 
wise renovated and new fixtures and hangings were placed 
in a color scheme of ivory shaded with ecru. The store 
was made complete with a modern heating system and was 
but recently opened to the public, to whom it is presented 








SOME VIEWS OF THE ESTABLISHMENT OF ROYAL H. 
ECKERT OF ALLENTOWN, PENNA.—Top: Interior of a por- 
tion of the office furniture department showing office machines 
and other devices, office furniture, etc., during the business 
exposition in the store Middle picture Enlarged and redec 
orated store Lower picture Another view taken during the 
exposition of office equipment 


as a modern emporium and exposition of office furniture 
and supplies second to none in this section of the state. 
Mr. Eckert has now added a complete line of stationery, 
which includes loose leaf devices and every other detail of 
the well equipped stationery store 

Mr. Eckert is a man of very engaging personality and 
of great energy and confidence in his community. He is 
socially popular and is a member of various organizations, 
including the Elks, Kiwanis Club and other societies. 

In the eight-page section of the Morning Call above re- 
ferred to there is an interesting article contributed by the 


Steel Equipment Corporation on the process used in mak- 


ing sheet steel for desks, tables, etc. 


It is pointed out in another column that the four floors 


devoted to complete showings of fine office equipment are 
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the culmination of a dream of years to provide for the 
people of Allentown and vicinity a continuous exhibition 
furnishings, machinery, 
sources. The new store has 
For the installation of 


of office equipment and supplies 


and ideas gathered from all 
taken about a year of preparation. 
office furniture, experts are provided and the heads of the 
departments are experts in 
Mr. Eckert is to be congratulated upon the 
office 


several themselves their re- 
spective lines. 
building of an important distributing unit of the 
equipment industry 

Among the lines which are mentioned in the section we 
note the Security Steel lines of the Steel Equipment Cor- 
poration of Avenel, N. J.; chairs of the White River Chair 
Company of Brattleboro, Vermont, also ef the Sikes Com- 
pany of Philadelphia; Montgomery desks and tables, Mont- 
gomery, Penna.; Boorum and Pease loose leaf devices, also 
Wilson-Jones Sheaffer, Waterman and Parker 


pens; Quigley office furniture and accessories; Wagemaker 


products; 
specialties; Peerless typewriter keys; Boston pencil sharp- 
Hamilton Manufacturing Company drawing tables 
Bentley & desks: 


rebuilt typewriters; 


peners; 


and files; Gerwig Corona typewriters; 


Royal typewriters; Victor adding ma- 


chines, etc. 
Mr. Eckert makes a specialty of giving the best possible 
service to all his customers, and accordingly he has devel- 


oped a staff of people who are capable of putting in the 


ideal office, giving each customer the benefit of expert 


information and advice. Installations are accomplished by 


people who understand their business, thus reducing com- 


plaints to the minimum 


— 
Horder’s Salesmen Receive Training in Account- 
ancy 
Horders, Inc., of Chicago, have during the past year 
completed a most successful experiment in giving some of 


their salesmen elementary training in accounting. Twenty 


regular class, which met 


for fifteen weeks 


five men were organized into a 
twice a week from 5 to 6:15 p. m 
The 


salesmen more intelligent in the knowledge and uses of the 


primary purpose of the training was to make the 


forms sold by the company in their various retail stores 
It was that these 
marily for bookkeeping and record use. 
gent serving calls for a knowledge of the bookkeeping uses 


The covrse was planned, therefore to sup 


recognized forms were purchased pri 


Obviously intelli- 


of these forms 
ply this information. 


The class was conducted by La Salle Extension Uni- 
versity of Chicago. The primary instruction material used 
was the standard course of the University in Elements of 
Accounting, which consists of 30 loose leaf assignments. 
These lessons were adapted to the specific needs of sta- 
tionery store salesmen. Bookkeeping procedure was taught 
in detail so that the salesman might come to understand the 
uses of various bookkeeping records and forms. 


Financial statements, ledgers, journals, cash, purchase, 
and sales books, business papers such as invoices, notes, 
checks, trade acceptances, bills of lading, etc., were all 
carefully examined and the entries of the books of account 
fully explained. 

The members of the class were required to prepare writ- 
ten solutions for problems in each of the thirty assign- 
ments, and submit them for examination and grading. 
Practical problems were also solved in the class for pur- 
poses of demonstration and review. 

Opportunity was specially provided for discussions and 
questions. A special questionnaire was prepared for each 
session, on which appeared questions directly related to the 
problems of a salesman. These were filled out by the 
class and returned with the required problem work. These 


questionnaires also provided ample space for questions by 


the student Such questions were explained by the in- 
structor to the entire class at the next meeting 
General office routine was also presented by means cf 


business pictures together with an analysis of merchandise. 
over to the 


For example one entire evening was given 

routil ( purchases. The entire routine from the purchase 
requisition down through the accounting entry was dia- 
grammed by the instructor. At t forms and 


each step the 

records were drawn from stock and displayed before the 

class Thus the salesmen came to see how such merchan- 
1 The kind of a 


dise is used in a same 
sales and another for cash re- 


business office. 
picture was developed for 
ceipts and disbursements. These pictures revealed to the 
salesmen business needs, practice and procedure, and gave 
them a larger sense of responsibility to the buying public 
In addition to these general pictures the instructor also 


assembled merchandise from stock, to demonstrate the 
needs of several typical offices 

For example, at one session all of the equipment and rec- 
ords of an attorney's office were brought before the class; 


at another, the equipment and records of a real estate office; 
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Se ta ey end one cwmageny f 
Do not retard your childs 
mental development by 
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NEW ROYAL ELECTRIC SIGN ON 
TYPEWRITER 
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well as an illumination and is suitable for both day 


floor of an ordinary building and is opposite one of the la 
sign which measures 102x225 feet 
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YORK CITY, FEATURES PORTABLE ROYAL 
rough the typewriter It presents a picture as 
night It is shown at about the height of the second 
There are 3,500 electric lights 
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at another those of a small manufacturer, etc. Thus the 
salesmen were led to visualize the places of business from 
which customers come, and thus become better able to 
sense the needs of customers. 

Throughout the course the main object was accounting 
instruction, and with this the analysis of the merchandise 
through business pictures. Near the end of the course sev- 
eral lectures on salesmanship were added, with specially 
adapted suggestions on sales problems in retail stationery 
stores. 

The members of the class became very enthusiastic over 
the training, and during the course cited many cases in 
which their accounting knowledge was making it possible 
for them to sell more merchandise, and sell it more in- 
telligently. 

It was not the intention that the members of the class 
should become expert accountants, but rather better sales- 
men. Horder’s, Inc., maintains an advisory department of 
expert accountants, specially prepared to handle system 
work. The accountancy trained salesmen will, of course, 
bring their special problems to the advisory department. 

The success of the plan has been such as to prompt con- 
tinuation of similar work this year. 

—— a 
Baton Rouge Stationer Remodels Store 

The Everett School Supply Company, Inc., Baton Rouge, 
La., have remodeled their store. This company has been 
at the present location for about seven years. They carry 
a stock valued at approximately $75,000 with sales running 
in the neighborhood of $250,000 yearly. 

Two salesmen, Leo M. Sanchez and W. W. Ford, devote 
their time to local work, while another man looks after 
the school furniture and supply business throughout the 
state. At one time the school furniture and supply busi- 
ness was the main line of the Everett Company, but Mr. 
Everett states that it has given way to some other lines 

The remodeled store, whose interior is shown in the 


accompanying cut, is equipped with steel shelving that goes 
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INTERIOR OF REMODELED STORE OF THE EVERETT 
SCHOOL SUPPLY CO., INC., AT BATON ROUGE, LA 





back against the wall and on the right hand side as one 
enters the store there are several display cases or tables 
upon which merchandise is spread in plain view of every 
one. These tables have a removable rim which was de 
signed by George C. Everett, president of the company. 
He had them made this way so that the tops of the tables 
could be cleaned easily A quantity of little trays 2% 
inches deep are arranged with partit‘ons which hold the 
merchandise. Beneath the top of these tables is a shelf. 
The tables are 30 inches wide and approximately 4 feet long 


and set out from the steel shelving 214 feet, which gives 


sufficient room to enable clerks to operate. The steel shelv- 
ing is 18 inches deep and runs the entire wall space of the 
store and also is to be found at the ends and back. The 
illustration does not show all of the store. About 60 feet 
from the front there is an L that runs back behind the two 
front stores in the building. In this L the company carries 
filing equipment and supplies, ink stands and bases, games, 
Cook and Cobb fiber stock goods, artists’ materials and 
other devices and supplies. 

Baton Rouge, in which the Everett School Supply Com- 
pany is located, has a population, including suburbs, of 
approximately 40,000. Activities in the city recently include 
new docks at a cost of $500,000, this being the seventh 
largest port of entry in the United States and the farthest 
inland harbor in America. The city was founded on the 
first high lands from the Gulf and has never been sub- 
jected to overflow. It is the capital and the home of the 
Louisiana State University. The new university is under 
construction, the first unit of which, when completed, will 
cost around $10,000,000. Baton Rouge is also the home of 
the State School for the Blind and the State School for 
the Deaf. There are a number of large manufacturing 
plants, including box factories, veneer factories, hardwood 
mills, cypress and pine mills. There are splendid rail facil- 
ities, six main lines tapping the city. 

A 
An Enterprising Typewriter Company 

The illustration here shown presents a view of the front 
and two show windows of the Midwest Typewriter Com- 
pany, 800 Grand avenue, Kansas City, Mo. This company 





WINDOWS AND ENTRANCE, MIDWEST TYPEWRITER 
COMPANY, KANSAS CITY, MO. 


is owned by Lamont H. Wood. His slogan is, if you show 
them, you will sell them. Mr. Wood has recently enlarged 
his windows so that he can now display from 85 to 110 
machines, 

The business was started by Mr. Wood in 1920 on a very 
small scale. He now operates a complete wholesale and 
retail service and is in a position to fill orders calling for 
any make of machine, style of type and width of carriage. 
He is dealer for the Victor Adding Machine Company and 
Corona typewriters, as well as a full line of rebuilts. The 
establishment operates with a staff of fourteen people. 

ae 
Pencil Concerns Move 

Selfeed Pencil Company, Inc., and the Wall-Stich Com- 
pany, Inc, have moved their main office and factory to their 
new building at 267-69-71 Mt. Pleasant avenue, Newark, 
N. J. The removal took place January 1. 
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New Attachment for Typewriting Machines 


J. Justice Harmer, 340 West Fifty-seventh street, New 
York City, is offering for sale a patent for a combined 
paper holder, line gauge and signature indicator. The de 


vice is said to be easily attached to any typewriter without 


the aid of tools. The line gauge holds the paper up in 


front of the nerator so that it alwavs is in sight, and the 








—_ 


HARMER COMBINED PAPER HOLDER, LINE 
GAUGE AND SIGNATURE INDICATOR 


gauge prevents running over the end of the sheet. It is 
claimed that the device can be manufactured to sell for one 
dollar and that the cost of manufacture is low 
Anyone interested can obtain more complete details by 
writing to Mr. Harmer at the above address 
= oe —— 


New Half-Inch Ring Memo Book 

Che Trussell Manufacturing Company, Poughkeepsie, 
N. Y., have brought out a new half-inch ring memo book 
It is said to be the result of two years’ experimental work 
The back plate 


cleverly splitting the leather inside the back, then securely 


is bound into their all-leather cover by 





NEW TRUSSELL HALF-INCH RING BOOK 


fixing it between the two layers of leather created by the 
splitting process. The other metal parts are securely at 
tached to the back plate by metal lugs, so that the entire 


book becomes a strong unit. Another detail is that the top 


plate is nearly flush with the imside surtace of the leather 
cover, when open, and sheets lie flat 
: long 


The levers are of a new design, having an extra 
x 


reach. A slight downward pressure opens the ring, whereas 


they are held tightly closed by a strong spring. The levers 


ire of artistic design and fit neatly between the inside edges 
of the sheets when the book is open; under the sheets when 
it is closed 

The company claims a number of patented details in this 
new ring book which are said to add to the serviceability 


ind beauty of this type of book 
i 
New Insertable Celluloid Tab Guides 
The Oxford Filing Supply Company of Brooklyn, N. \ 
This 


is known as the Oxford “Spotweld” guide because of the 


have developed a new insertable celluloid tab guide. 


ingenious method of fastening the tab to the body of the 
guide 

A series of holes are first perforated in the top of the 
guide in that portion to be covered by the tab. The cellu 
loid tab is then fused on by a special process and at the 
same time pressed together through the small holes so that 


“WY Jas 


Y Sporwet 





NEW OXFORD SPOTWELD GUIDE 

there is a welding of celluloid to celluloid at these points 
The tab itself is slanted to permit easier reference to the 

headings at any angle. While this tab is % inch in height, 

it gives 100 per cent writing space, enough for two lines of 

type with space to spare. 

There is, therefore, less bulk so 

Neither is there 


No eyelets are used. 
that the guides will not distort the file. 
a “front porch” to the tab to catch on other papers or 
guides. 

Color assortments are arrived at through colored inserts 
which are furnished in white, red, green, yellow and blue, 
both blank and with printed headings. This means that 
but one stock of guides and an assortment of inserts need 
be carried. 

\ standard stock assortment of these guides has been 
arranged, covering all stock sizes of guides and all colors 
of inserts. This assortment, accompanied by an attractive 
counter display card is offered to dealers at a reduction in 
Full information, prices and samples can be obtained 
of 500 Driggs 


price. 
from the Oxford Filing Supply Company 
avenue, Brooklyn, N. Y 
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Expanson in “G-F” Office Equipment Lines 


[The General Fireproofing Company, Youngstown, Ohio, 
has notified the trade of its new Ene of “Executive Type” 


steel desks. These were designed primarily for private 
office use They combine those distinctive features of 
richness of design and finish that the artistic decorator 


conceives as an appropriate setting for an executive office 
Both in design and construction the new line marks a long 
step forward in enriching and beautifying desks tabricated 
from steel. The four-leg design is used, a type coming 
into popularity 
ing, 
set off the mahogany or 


among business men. Continuous mould 


cornices and art type beveled bronze pulls and feet 


walnut finish of these desks in 


a very pleasing manner. 


The top 1s of channel and “Z” bar reinforced construc 
tion with rounded edges and corners The surface is 
‘Velvoleum,” giving a permanent, washable writing bed 


The 
flat top desk has the usual drawer arrangement, consisting 

In addition 
immediately the 
One of these box 
drawers is provided with a hinged reference shelf covered 


that does not roughen and is pleasant to the touch. 


of storage drawers, center and letter drawers 


there are two extra box drawers beneath 


top and in line with the center drawer 


with “Velvoleum.” All drawers, except the top and center 





ALLSTEEI EXECUTIVE TYPE DESK 
drawers, are mounted on roller channel suspensions The 
box drawers are slotted for removable partitions, adjust- 
able in one inch steps. The center drawer is fitted with a 


convenience tray. Five removable sloping partitions are 


furnished for one of the storage drawers of the typewriter 


desk. The vertical file drawer is equipped for side filing 


with compressor suitable for letter size or cap size papers 


[The table in this suite is designed to match the flat top 


desk, having full paneled sides extending from front to 


real legs 
full details of the 


desks is available to dealers interested 


An interesting folder revealing new 


Executive” line of 


Che new 700 line of files is an expansion of the existing 
‘G-F” line of that number, to which certain refinements 
ive been added Formerly the 700 line included only 
letter, cap and bill size files. The new line includes these 
sizes, as well as other standard sections, such as ledger, 
ersize, card index, storage and locker sections 


Among the points emphasized by the manufacturer are 


twenty eight inch depth welded construction, progressive 
roller suspensions on all drawers, bale type space saving 
mpressors and q k releasing thumb latches on all 
drawers 
Some interesting figures bearing on costs per filing inch 
ire furnished by The General Fireproohng Company to 
erested dealers 
an 
Novel Display Counter 
Adjustit’”’ is the name of a new display counter being 
ntroduced by R. Orthwine, 344 West Thirty-fourth street, 
New York City It is independent of the counter and may 


Page 37 OFFICE APPLIANCES For January, 1928 


HD 





be used either on tables or on counters for displaying small 
articles of merchandise. 

Adjustit is stee] throughout and measures 72 inches long 
by 30 inches deep. Its height at the front is 4 inches, at 
the rear 8% inches. The stepped-up units comprising the 
bins are 5% inches deep by 3% inches high and run the 
length of the cabinet except the foremost bin which has 





THE ADJUSTIT 


two fixed partitions dividing it into three equal parts. The 
label holders facing the extreme upper surface of the fixed 
parallel partitions are 1 inch high. Two cabinets may be 
placed back to back and in such cases a top-member or 
tray may be provided for holding advertising matter, ad- 
ditional stock, placards, etc. 

A unit is made with adjustable dividers so that the com- 
partments may be varied in size to conform to the goods 
The bottoms are perforated, which makes the 
counter easily cleaned and of light weight, but sufficiently 
strong. False bottoms are provided so as stock is reduced 
in quantity the remainder may be raised in order to present 
an attractive display. 

The Adjustit cabinet may be had in neutral or olive green, 
or to match wood finishes. Circulars giving more complete 
details and prices can be obtained from the above address 


on display. 








THE ABCO SECRETARY 
This new work classifier is the 
product of the Autobinder Com- 
pany, 644 East Ninth street, 
New York City, N. Y A de- 
scription of the device appeared 
on page 31 of the December 


issue. 











“Excellograph” Duplicator from Pittsburgh 
The Pittsburgh & Supply Company, 339 
Fifth avenue, Pittsburgh, Penna., has placed the “Excello- 
graph” rotary stencil duplicator on the market. This is 
a letter size machine, very simple, and made without a 
Each turn of the drum crank prints a copy of the 
The drum is open, and the 
permitting inking of the stencil 


Typewriter 


gear. 
stencil on the machine. 


diaphragm is perforated 











or— 


T he 


protection against 


from within. 


corrosion, which is similar to that used 


on washing machines. The “Excellograph” weighs but 11% 
pounds; the paper receiving tray folds up for carrying and 
shipping 

The printing position may be raised or lowered by means 
of the paper guides or gauges, and also by folding the top 
of the “Excello” backing sheet, on which the company has 


applied for a patent rhe edge of the diaphragm is 


— ; 


top 














EXCELLOGRAPH ROTARY STENCIL DUPLICATOR 
bent to accommodate the top of the backing sheet. When 
the paper feed table is removed the machine is 11lxl1xll 
inches Che rubber impression roll is 7% inches long; 


longer rollers can be put in the machine. Any length paper 
can be used 

T he 
machine includes stencils, ink, cloth inking pads, correction 
Folder 


the printing surface is 7'4x1l inches. 


“Excellograph” is patented. The equipment of the 


varnish, “Simplified” Instruction (copyrighted), 


rubbero'd cover, etc., and as extra equipment, furnished 


without charge, an adjustable post card gauge will be 


included. 
[his 


substantial 


machine is sold at a popular price, subject to a 


discount for dealers 


> 
New Pocket Wallet 


“Pocket Pal” is the name of a new pocket wallet made 
by the Modern Management Corporation, 18 East Forty 
first street, New York City The wallet is intended as a 
handy, durable and convenient method of carrying small 
papers, letters, cards, coupons and similar items whi 
might easily become lost or misplaced when carried unpro 





POCKET PAL 


tected. It is said to be suitable for salesmen, students, law 
yers, doctors and business men in general ‘Pocket Pal” 
retails for twenty-five cents and ts furnished dealers in 


attractive display holders for counter use. The holder cor 


tains thirty-six wallets 


Page 38 OFFICE APPLIANCES For January, 1928 


diaphragm is coated with cadmium, a 


The Duplex Fastener 
[The firm of M. Vogel Akttengesellschaft 
the-Main, Germany, has placed on 
fastener, called the The 
semi-detached metal staples, and in general appearance re- 


desk sold in United 


Frankfort-on- 


the market a new paper 


Duplex. Duplex uses strips of 


sembles the stapling machines the 


States [The Duplex machine may readily be used for 
attaching tags to wooden boxes. German patents and 
patents in other countries either have been granted or are 
pending 

< 
Screens and Costumers 

George L. Lamb, Nappanee, Ind., announces some at- 

tractive Elizabethan and Colonial costumers. These are 


made of built-up posts and bases, which construction guar- 


antees that the posts will not warp or crook. The finishes 
are guaranteed hand-rubbed. We show here an illustration 
of their No. 1770 costumer, specifcations of 
Height, 73 


rounded cor 


which are as 


7) 
4 


follows inches; post, tapered to 


ners and turned top ornament. 


with 


" 
mcnes, 





Bh 24S 












LAMB DRAFT 


SCREEN NO 
DRAFT SCREEN NO. H-1245 
D-1241 
LAMB COSTUMER NO 

Che use is 23x3x2 inches, with turned feet and artistic 
carved ornamental scroll braces, 2x614x9 nches There 
are four solid bronze hooks. These stumers are made 
in built-up posts and bases of solid walnut, solid mahogany 
or solid oak. This is a heavy costumer tor office use or 
employment in other places where lighter sticks will not 
answer. It is built not only to meet the demand for a 
high-class article, but for service, as well. It is also sup- 
plied in built-up posts of select gum and finished in 1mita- 
tion walnut, high-lighted walnut, imitation mahogany, and 
high-lighted mahogany. It is shipped set up 


The company also offers to the trade a number of high- 


class screens These are sta! dard dratt screens a d come 
in many styles; in fact, the assortment is said to be not 
excelled at vwhere price and quality sidered The 
screens are of cretonne, burlap and fiber board. Six com- 
plete three-fold draft screens are packed in one crate. We 
illustrate herewith two of the more than twenty numbers 
which are announced in recent advert‘sing 














GLOBE-WERNICKE STEEL TYPEWRITER DESK 


Globe-Wernicke Brings Out Important Steel Desk 
Line 

The Globe-Wernicke Company of Cincinnati, Ohio, after 
a thorough analysis of the requirements of steel desk con 
pertected a line of steel desks which 
aid to combine rigid strength with durability, con- 
venience, beauty of craftsmanship and smooth and noiseless 
ceperation. The following fourteen outstanding features of 
construction are pointed out in a recent Globe-Wernicke 
steel desk broadside 

1. The top is made of heavy gauge metal rigidly sup- 
ported by four Z-bar full-length braces. The strength of 
the desk is accounted for by the method used in attach 
ing the top frame to the pedestals and placing the linoleum- 
covered top itself into the frame. This makes the strength 
of the desk independent of the top. End and back panels 
consist of two sheets of steel welded together, giving 
double strength. The legs are formed of heavy sheet steel 
to give the utmost rigidity and support. 
2. Globe-Wernicke steel desks are said to be extremely 
quiet in operation, due in part to the double thickness 
of the end and back panels. 
3 There are no sharp edges of corners on top. The 
narrow bronze strip which binds down the linoleum top is 
carefully rounded off, eliminating the danger of tearing 
the clothing or injuring the hands. 

4 With the exception of the drop head typewriter desk, 
all Globe-Wernicke steel desks are fitted with an automatic 


locking device controlled by the center drawer. This lock 

s rugged « s t but is easy to operate 
5 The slide shelves of all Globe-Wernicke steel desks 
re covered on top entirely with linoleum and each shelt 

exte s e full leng 
Chis vy desk s a new type of adjustable drawer 
5 t in or taken out with the least 
ssible stra sides of the drawers. Each partition 
Se ely ‘ ce by a clip, which may be easily 
S place 

7 Drawers slide smoothly The large drawer is carried 
the new G.-W ill-bearing extension slides Small 
drawers ar suspended on steel channels welded to the 
les of the pedestal. Each drawer may be fully extended 
t cannot drop out because of an automatic stop placed 
ick I e darawer Drawer Capacity 1s one hun 


dred per cent accessible because the runners are built 
nd the end of the drawer bs dy. 
8. Roomy, convenient, ornamental drawer pulls ot cast 
bronze in rounded design are provided. 
9. Each leg is capped by a cast bronze leg socket 
shaped to prevent any sharp edges from touching the floor 


t r 


10. The center drawer contains a hardwood clip tray. 
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DOUBLE WALL PANELS 
meOrSec ess 


G.-W STEEL DESK SHOWING CONSTRUCTIVE FEATURES 


ll. Back of the knee space holes are drilled in the 
upper left hand corner, permitting the telephone box to he 
installed without delay. 


12. These desks are attractively finished in rubbed green 
enamel or in walnut, mahogany or oak, as desired. The 
tops are regularly fitted with heavy, exceptionally smooth 
green linoleum covers. Brown linoleum may be had if 
preferred without additional charge. 


13. Pedestals of G.-W. steel desks are interchangeable. 
Type A pedestal has one small drawer and a large corre- 
spondence drawer which may be used as a single letter 
file facing the front or as two separate files arranged to 
face the user of the desk. One cap size and one letter size 
file may be thus accommodated. The smaller drawer may 
be fitted with removable card trays for any of the three 
standard card sizes, or for 5x8 cards. Trays can be hung 
on flanges from the top of the drawer sides. 


14. Type B pedestal consists of three small drawers 
equipped with removable and adjustable partitions. Each 
drawer can thus be divided into compartments of any de- 
sired size for the accommodation of vertical card files, etc., 
or for other things. 

-_ --~<S - --—- 


Interesting Feature of Chinese Typewriter. 


here has been called to our attention a particularly in- 
teresting feature of the new Chinese typewriter which was 
described and illustrated on page 28 of our December issue. 
Chinese, like other oriental languages, is written from right 
to left, and the characters which represent words are written 
in columns from the top of the page down. The inventor 
of the new typewriter suggests that if the types of his 
machine are placed sidewise upon the typeblocks of the 
levers, with the tops of the characters toward the left side 

the segment or machine, the carriage of the typewriter 
will move and the paper be fed as on standard typewriters 
in use in all occidental countries; but after the sheet has 
een removed from the typewriter a quarter turn to the 
right will place the writing in the proper position for read- 
ing in the Chinese manner. 

an 
Attractive Smoking Sets 


The Scroll Art Studios of the Scroll Art Company of 
Bridgeport, Conn., recently sent out an announcement of 
“dragon smokers” in several different models and finishes, 
including verde green, Chinese red, antique bronze, solid 
bronze, antique gold, gold crackle and green crackle. All 
these stands are Duco finish. They are fully equipped with 
receivers for everything smokers need and the tipping lid 
is a feature of all. When the lid is tipped the ashes are 
deposited in the receptacle. The lid automatically returns 
and makes a smoketight seal. The representation of the 
dragon on each stand makes the design a novel one. 


| 
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Increased Protection in “Y and E” Safe Line 

rhe Yawman and Erbe Manufacturing Company, Roch 
ester, N. Y., has added to its “B” line of underwriters’ safes 
an array of safes accredited with the “A” label. The com 
pany has manufactured “B” label safes a number of years 
In considering widening the range of this line, as well as 
bringing out safes of the higher “A” rating, the company 
was brought face to face with the choice of making an ex 
After 
exhaustive consideration it was found possible to make ar 
both “A” and 


The company considers that in offering 


tensive investigation into manufacturing processes. 


rangements to manufacture a full line of 
‘B” label safes 
the new safes to “Y and E” representatives it is present 
ing a line of superior merchandising possibilities. A com 
plete range of sizes in both types is available, including an 
unlabeled safes and burglar proof 


assortment of small 


chests. The complete line carries the “Y and E” trade 
mark, and is available in the company’s standard enamel 
finishes. The sizes will accommodate standard “Y and F’ 
steel or wood interior equipment 


Following is the range of “A” label sizes 


Inside Dim Wide High Deep 
No. 3000A 331%” 601%” 20” 
No. 3024A . 331%” 6014” ad 
No. 3003A 3314" 4814” 20” 
No 3OI3A 1654” 481,” 20” 
No. 3003A 331%” 4814” 20” 
No. 3013A . 165%” 481,” 20” 

“B” label safes are made in the following sizes 

Inside Dim Wide High Deep 
No. 3000B 33 1Q” 60%” 20” 
No. 3024B ee ° 33! eg 60%" 27” 
No. 3003B 331%" 4814” 20” 
No. 3012B 331%” 34.11/16" 2011/16" 
No. 3013B - 1654” 4814” 20” 
No. 3011B 1654” 301%” 20” 
No. 3010B . 165%” 20” yg 
No. 3009B 12” 16” 12” 


designed to offer the utmost 


The “A” label 


resistance to intense heat generated in fire exposure that 


Sates are 
can be built into a safe. The construction is steel through 
out, and the insulation is a scientifically developed mono 
lithic type that is immune to deterioration and free from 
explosive gases under exposure to fire Chere is an im 


proved design of pressed steel interlocking door jambs, 
which prevents the passage of flames and eliminates various 
types ot packing sometimes employed to form close joints 
A thermostatically 


terior of the safe automatically during 


controlled insulated valve seals the in 
a hot fire, providing 
two fre resisting doors, which give double security 


and E” “A” 


by the Underwriters Laboratories showed a liberal margin 


The standard tests applied to a “Y label sate 
of endurance over the severe tests prescribed for cand‘dates 
for the “A” label 

The “B” 
lithic type 


label is also of steel construction, with mono 
heat 
through the heat 


resisting insulation Under test it 
explosion and impact ordeals with flying 
colors 


Both the “A and “B” label 
label of the 


safes also carry the much 


desired T-20 burglary Underwriters Labora 


tories 
—— 
New Bentley & Gerwig Desk Line 
Bentley and Gerwig Furniture Company, manufacturers 
desks, Parkersburg, W. Va., 


new line known as the No. 800 


of office have introduce: ‘ 


The manufacturers state that the new 800 grade has bee! 


brought out to provide dealers with a good quality but low 
price desk [his grade has the essential features of cot 
struction found in the more expensive grades of the Bent 
pate Is 


line, including seven-eighths-inch 


oak, mahogany and walnut 


ley and Gerwig 


It is made in three finishes 


A folder recently mailed shows several different numbers 
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such as the flat top tull size desk, pedestal typewriter desk 
a small flat top desk, and another one with teacher's rail 
: an 


American Visible Numbering Machines Now Come 
in Colors 


rhe opening of the year sees a further development of 
the use of colors in office machines. The most recent 
recruit to the colorful ranks is the new model 41 of the 
American visible numbering machine just announced by 
the American Numbering Machine Company of Brooklyn, 
N. Y., who state-that this machine will be ornamented with 
4 most attractive color combination in which all deliveries 





654321 


NEW MODEL 41 AMERICAN NUMBE}! 
ING MACHINE IN COLORS 





will be made after January 1. The illustration indicates 
somewhat of the richness of the new lustre black finish of 
the frame, but cannot give an idea of the handsome Chinese 
red Duco in which the handle is now finished 

[he new color effect gives this machine a capital display 
value and has the practical advantage, as users have dis 
covered, of being more quickly seen on a crowded desk 
when needed 

[he visible feature of the American model 41 is said to 
I It permits each number to be seen in a window 


the machine further 


re unique 
it the 


t printing \ 
distinction of the new 


tront o before 


machine is its standardization as a 


six wheel model 


Through concentration on a single model 
I These ad 


1 low selling price has been made possible 


vantages, along with advertising in the Saturday Evening 

Post and Nation's 

lemand from users of such machines. 
>_>_>_ © 


Van Dorn Device Saves Time and Avoids Wear 
The Van Dorn Iron Works Company, 2685 East Seventy 


Cleveland, Ohio, has perfected an 


Business, are proving an impetus 


accessory 


ing cabinet which its claimed to save thirty per 


cent in filing time, as well as wear on filed papers 


The “Sway Stop” breaks up the load in the file drawer 


so that the folders in the rear of the drawer do not slump 
four 


down to the bottom The “Sway Stop” consists of 


dividers and two side pieces of sheet steel finished in olive 
permit 


green enamel. Drawers equipped with “Swav Stop” 
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the file folders to be opened like a book, and material 
filed can be referred to, and filing done, without taking the 
folder from the drawer. 

; Filing space is saved, as the compressor is eliminated. 
It is unnecessary also to adjust the follower after a number 





VAN DORN “SWAY STOP 


lers have been taken from the drawer The “Sway 

Stop” may be installed easily and quickly in any make, 

f any length, file drawet, either wood or steel, in cap or 

letter sizes. It may be used also in desk file drawers when 
hese are of low side construction 
ae BS 


New Grand Rapids Desk Combines Wood and Steel 


The Stow-Davis Furniture Company of Grand Rapids, 
Mich., widely known for the beauty and utility of their 
bank and office furniture lines, period suites, etc., has cre 
ated the Grand Rapids Desk Company as a division of the 
parent company through which it will manufacture and 
market a new desk which it is claimed combines beauty 
with certain original features of construction which will 
afford the desk user many of the advantages of both wood 
and steel. Furthermore, the design and constructional fea 
tures are said to be such that the desks can be turned out 
with speed and precision without the assistance of the 
abinet maker. It is stated that on the samples of this 

















‘RAND RAPIDS DESK COMPANY'S NEW WOOoOr 
STEEL DESK DESCRIBED HEREWITH 


desk recently completed by the Grand Rapids Desk Con 
pany not an hour of cabinet work has been included, yet 
they have the sheen of matched walnut and mahogany 
with the authentic modeling of the modern colonial style 
and the tight, perfectly fitting joints usually associated wit! 
expert hand finishing 

In its search for new ideas in construction, the company 
found in the automobile body industry certain practices it 
ombining wood and steel that gave impetus to the new 
desk design 

[he new desk conceals a steel skeleton that makes it a 
structure of remarkable strength and rigidity. It is said 
that this desk is new in every sense and as different in its 
constructional features as it is in appearance. All steel 
parts making up the inner frame of the pedestals are 
stamped from cold rolled steel and spot-welded together 
into a strong, rigid assembly. This permits the elimina 
tion of square corner posts and all the machining opera 


tions heretofore necessary to attach the end panels to them 





Instead, rounded corners are formed by laying up the five- 
ply end panels in specially built cauls. These new panels 
are used on ends and in the well space alike, two panels 
being used to form the sides of each pedestal. 

Machining operations on wood parts are done with ex- 
treme attention to accuracy, made possible by production 
machines of the very latest type, steel snap gauges being 
used for each set-up. Machining operations, however, have 
been very greatly reduced and those remaining are simplified 
to fit into only the faster going operations. Finishing costs 
have likewise been reduced as a result of the constant 
flow of parts through the spray booth as against the 
method of finishing a fully assembled article. 

Drawers are of wood throughout with the conventional 
dovetail construction and three-ply veneered bottom panels 
completely framed in. On account of the rigidity of the 
steel construction in the pedestals it is stated that binding 
has been eliminated permanently—a claim that is backed 
by a series of stringent tests. Pedestals can be readily 
adapted to three or four drawers 

In the building of these desks all gluing and clamping 
operations have been discarded in favor of a much quicker 
method of assembling. Extreme accuracy and standard- 
ized parts have eliminated all hand-fitting operations. With 
the facilities now in use, it is stated that a desk can be 
assembled completely every five minutes, and it is claimed 
that by a very slight extension of the line it is expected to 
obtain production of a desk a minute. 

rhis new method gives, it is stated, a wide flexibility, 
making possible the design and construction of a complete 
variety of authentic period styles without altering the char- 
acter of the steel construction and without interfering with 
the time schedule 

The complete line includes executive desks, typewriter 
desks with single and double pedestals, etc 


Note.—The word “caul” in the foregoing description of 
the method of assembling these new desks is thus defined 
by the Century dictionary: “A form used in gluing veneers 
to curved surfaces. It is shaped to the exact curve or 
form of the piece to be veneered and is clamped against 
the veneer until the glue has set.” 

The caul used by the Grand Rapids Desk Company is 
doubtless a modification of the type above defined 

_ ——— 


New Signal for Visible Indexes 
The H. C. Cook Company, Ansonia, Conn., manufac- 
turers of Cook’s file signals, “Burro” paper clips and index 
tabs, announce No. 20, a new, non-projecting signal for 
visible indexes. This signal has certain exclusive features, 
for which patents are pending, and it is said that everyone 
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4 we id 


by 


Easy to 
Attach 





COOK'S NO. 20 NON-PROJECTING SIGNAL FOR 
INDEX TABS 


who has seen it in action, approves of the unique design. 


Cook’s No. 20 may be attached easily at any point on 
the card. When in place, the most vigorous use of the 


SSS ess stress sss 
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cards will not cause this signal to become detached by 

accident. 
Cook’s No 

which distinguish the line, and special sample cards are 


20 is made in the same twelve standard colors 


ready, featuring this improved device for keeping track of 
important data in visible indexes. 


Acme Visible Systems Now in Book Form 
The Acme Card System Company, 116 South Michigan 
avenue, Chicago, Ill, has developed a book type of visible 
card record in which records are presented in attractive 
book desk Sectional 
where several books are kept on a desk. 


racks are 
The 


made up to accommodate card records, or fitted for tube 


form for use. provided 


books are 





ACME VISIBLE CARD BOOK Bound in black with gold 
stamping. Brings important records to desk in attractive form 
records or “Flexoline” lists Che card books are identical 


in fittings with the cabinet files and may be used in case 


card records are sent into the field. They are transferred 
into a book and as records are developed the proper nota- 
tions are made After field service the cards can be 
returned to the office cabinets. Confidential records kept 
at the desks of executives can be filed in the safe, free 
from intrusion or alteration [The book form permits of 
more effective use of desk Space, as records are condensed 


and the dimensions of the books conform readily to avail- 


able space in desk drawers 


The visible record cards may be signalled in color, 
shifted, substituted, removed or replaced as readily as with 
Acme visible cabinet equipment Single card books are 
made in capacities of 108 and 158 cards 6x4 inches, and 
98 and 148 cards &x5 inches. “W” card books (referring 
to the form of binding) accommodate 210 cards 6x4 inches 
and 196 cards &x5 inches Tube and “Flexoline” books are 
made for four-inch lines with capacities of 100, 200, 136 or 
272 lines; five-inch lines with capacities of 136, 272 or 408 
lines: six-inch hnes with capacities ot 136, 272, 408, 184 or 
368 lines The tube and “Flexoline” books are especially 
useful for lists such as telephone, pricing, payroll index, 
et Tube books are supplied with clear tubes unless the 


amber, orange, blue 


Sufficient 


user requires color, in which case pink, 


or green are supplied without extra charge 


perforated paper is provided to write 


- > 


up the user's list 


A New German Coin Counter and Wrapper 


The Universal coim-counting machine is the name of a 


new product of the Neue Geldzahlmaschinen-Gesellschaft, 
Berlin. The Universal counts into either sacks or wrap- 
pers and may be equipped for either hand or electric motor 
power Coins of various denominations may be put into 


the magazine. By a simple movement of a crank at the 


right-hand side of the machine the mechanism is set for 
the particular denomination of coins to be counted. 
The coins are placed upon a magazine platform. They 


are then pulled forward by both hands and drop into a 


hopper which has a glass front. The counting apparatus, 
when set in motion, will not permit coins larger than those 
being counted to pass the opening. The larger coins are 
retained in the hopper and are later taken out of the ma- 
chine. Coins smaller than those being counted pass through 
the machine without being counted, and are diverted from 
the sack or wrapper. 


When the machine has counted a thousand coins, a bell 
automatically rings. The sack-holding and coin-wrapping 


attachments may be interchanged. <A_ thousand 


half minutes, 
which is said to be eight times faster than hand-counting. 


readily 


coins are counted into a sack in one and a 


Wrapping coins in rolls takes a somewhat longer time than 
counting into sacks. 


than 
two hundred of these Universal machines, and that it has 


It is reported that the Reichsbank is using more 


proved very popular with other German firms and _ insti- 


tutions. 


- —— 
Prague House Patents Filing Appliances for Plans, 
Etc. 

The Planofix is a new vertical file offered by Krenovsky 
a Spol, Salmovska 7, Praha II, Czeskoslovenska 
The Planofix plan file comes in two models, one known 
model A, the B. Model A keeps the 
enclosures in special holders, each of which will take about 
one hundred prints, according to the size of the papers. 
Model B uses large folders in which the plans are inserted 
The folders hang in special carriers 


other as model 


as 


Plans may be hung 


separately when necessary. up to 


Maps, charts, plans, etc 
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THE PLANOFIX—MODEL A 


60 inches long and sometimes longer may be filed without 
, 
folding 


In Model 


are hung in 


kept i 


Plans are kept in the 


\ the plans are lers which 
a rail apparatus 


incident to 


1 special hol 
holders 
by compression which is the operation of the 
de vice 
Model B differs from 
The makers of the 


economy, saving of drawer space and easy classif 


A only in details 


Model 


Planofix claim conveniences such as 


cation of 


contents. It is said to be particularly useful for architects, 


builders, and for anyone who has a large number of plans, 
drawings, blue prints, maps and similar papers to be filed. 
The models are protected by CSR and foreign patents 

Messrs. Krenovsky a Spol will be glad to 
ther to anyone interested 


(Continued on 


forward fur- 


information 
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G. E. HANCOCK, sales man 


G. P. WIGGINTON, vice-pres- H. C. GRUBBS, sales manager, 
ager, Remington Division ident and assistant general 


Dalton Division. 


manager 


Remington Rand Sales Cabinet 


On this and the following pages are presented likenesses 
of members of the sales cabinet of Remington Rand, Inc., 
and managers of the seven zones into which the country 
has been divided. We also show a likeness of George 
P. Wigginton, vice-president and general manager in charge 





lL. WASSELL, sales man- H. R. RUSSELL, sales manager, Cc 
Powers Division. 


er Kardex Visible Division. 


of sales and production, and of C. D. Proctor, advertising 
manager. 

The sales cabinet was announced on October 29 by Mr. 
Wigginton, at which time it was already functioning. It 
has made great strides in shaping up the sales organiza- 
tion to fit the specifications required by present-day 
business. 


» PROCTOR, advertising 
manager. 





H. I. GILLOGLY, sales man- L. L. ALLYN, 


special assign- 


J. LEE SWEENEY, sales man- 


ager, Loose Leaf Division ment. ager, Remington Portable. 
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DEAN BABBITT, sales man H 4. McKEE, sales manager “. E. BURNS, sales manager 
ager, Safe—Cabinet Divisior Library Bureau Division Remington Accounting Machines 
[he cabinet constitutes a1 idvisory representatior t corporatiol Lhe problet was approa hed with ar nt 

every division in the Remington Rand organization It gence and energy characteristic of the leaders of the 
put into effect a comprehensive and well developed sales Remington Rand organization Inasmuch as the several 
plan adopted October 27 The Rem Rand News states components of the organization are companies conspicuous 
that already the impression of this superior organizatior for their success and the ability of their personnels, there 
s being felt in every sales ofhce throughout the country s no lack of men of distinguished capacity t oOMpose 
The sales cabinet is the result ot many mor ths of stud tive abinet whic h t! us becomes a deliberative as well as 
by President Rand and his advisors and is said to const executive body of the highest order—unique in the 
tute the solution of one of tl knottiest puzzles of c history 6 the eld snd of industrial organizations 1 
wdination ever faced by the ief executive of a moder: genera 

Lhe idea ft the sales cabinet is t merge tor 

wreater ethciency and concerted action the sales exec 

itives of the various divisions Che divisions, there 


fore, can tunction as a whole and each division has 
representation in the management 
New York City was s¢ lected as the general head 
iarters of the sales department, and the various 


xecutive sales managers, each of whom has mem 


ership in the cabinet have beer brought together 


under one roof at 374 Broadway The company’s 
sales executives ha veen divided into groups by 
roducts under seven divisional heads, all of whicl 


ire represented in the cabinet as follows: typewriters; 


Kardex Visible: Library Bureau; Safe-Cabinet; loos« 
leaf devices, adding and accounting machines ind. 
nally, Powers 

Che sales cabinet is presided over by Mr. Wiggit 


ton, Who gives S persona attention o the problems 





OSCAR H. RICE, manage t the abine J R. SHEPARD. Reminet 
Zone No. 1 Division 
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M. S. GRAWL, assistant sales 


' L.. E. LANCASTER, sales man E. C. PHILIPPS, sales manager, manager, Safe-Cabinet 
no. iger, Soundex Department Furniture Division Division. 
[he personnel of the cabinet consists of outstanding ington portables; P. B. Porter and F. L. Wassell, Kardex 
men from each of the divisions. Every member of the visible; H. E. McKee, Library Bureau; L. E. Lancaster, 
ral abinet is an expert in his own line and in the handling Soundex; R. E. Fletcher, insurance and statistics; E. C 
us yf sales and personnel. The personnel of the sales cabinet Phillips, furniture and dealer service. Each one of the 
ere s as follows Dean Babbitt and M. S. Grawl, Safe-Cab foregoing gentlemen contributed to the Rem Rand News a . 
Se net; L. L. Allyn and H. I. Gillogly, loose leaf; H. (¢ statement addressed particularly to the members of his 
- Grubbs, Dalton adding and bookkeeping machines; C. E livision ) 
‘ Burns, Remington accounting machines; H. R. Russell, Another strong Remington Rand organization are the 
Powers accounting machines; G. E. Hancock and J. R zone managers, the men who head the seven zones into 
Shepard. Remington Typewriters; J. L. Sweeney, Rem which the country has been divided for better achieve- | 
ment of sales volume On these zone managers | 
falls the responsibility for the field operations of 


the company [he zone managers also presented in 
the Rem Rand News of December 1 their greetings 
and messages to their confreres and to the men 

their respective zones. We are not informed, but 
we presume that the zone managers will on occasion 
exchange views with the members of the sales cab 
inet It would seem that two such organizations 
could work admirably together 

G. P. Wigginton, vice-president and assistant gen- 
eral manager, is well known as the head of the Kal- 
amazoo Loose Leaf Binder Company, whose busi- 


he built up to large proportions 


ness 

( D. Proctor, advertising manager, known to 
his intimates as “Bud,” was advertising manager for 
the Kalamazoo Loose Leaf Binder Company for a 


number of years His experience previous to that 





included publicity work with the Sells Floto circus 
E. FLETCHER, Insurance I’ BR PORTER, secretary. 
Service Department Sales Cabinet. 


‘ H. MATHEWS, manager N. H. EDWARDS, manager FW WENTWORTH, manager 





Zone No. 6 Fone No. 6 Zone No. 7 














Ge 
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ind for various theatrical attractions, political parties and Printing Telegraph Doubles Southern Pacific 
other enterprises. He became head of the advertising Service 
department of the Kalamazoo 1917. Short afterward The new two-channel multiplex machines stalled in the 
on the outbreak of the war, he joined the Publicity Bureat elegraph department the Southern Pacific Company 
of the | S. Marine Corps ut on the termination of his make it possible to handle a heavy ad of news in an 
service he rejoined the Kalan organization. On the aston's nelv briet period oft time This ma ne permits 
merger of the Kalamazoo terests with the Remingtot four messages simultaneously on the sat wire, doubling 
Rand, he went to Tonawanda, but 5 ces hereafter wil the capacity oO the eq ment The entire le ce 18 auto 
be at 374 Broadway, New Y« Cit mati The message is prepared tor t sMission on a 
— ichine whicl s equipped with kevbo similar to a 
National Business Show for Boston in March typewriter, by perforating a tap rl then passes 
The next exposition of the National Business Show over a transmitter which acts as an aut tic sender and, 
Compa! will be held at the Statle hetel Boston, Maré oO the distant end o the circuit, s ( ved on another 
19 to 22 inclusive machine similar to a typewriter. 
The displays will be on the i ul in exhil With the stallat the new tw nel multiplex 
tion hall whicl nects therew telegraph system « the company’s transcontinental wire 
On the mezzanine are check 1s, ladies’ parlor, men’s service Southern Pac has placed in operat the longest 
room and public stenographer multiplex circuit and the only droy circuit on any 
The exhibiti given at the lotel Stevens Chicag railroad in the United States Che ¥ equipment its 
last Novembe was so satistactory to all « erned that primarily intended to take care of the thousands of cars 
the show company expects illy good results the of perishable fruits shipped East during the season. The 
exhibitors at the Boston Statler railroad on which a shipment originates furnishes free 
— telegraph service in performing diversions of cars. The 
Shea Smith Printing Business Liquidating majority of fruit shipments are started their way East 
Shea Smith & Co., Ashland Ave. at Congress St., Cl without definite destination. While en route the cars may 
cago, is liquidating its printing business. The company had be sold, or market conditions will cause a change in des- 
conducted a stationery and printing business many years tination It is then that the telegraph department enters 
on Federal street. In 1924 it moved to the new building into the service and the new machines will expedite this 
on Ashland avenue erected for its occupancy. service. 





Upper left—Distributor table of the San Francisco, El Paso and Houston rew Multiplex circuit in the General Office 
Telegraph Department, of the Southern Pacific Company Back of this table are the operating tables where telegrams are pr¢ 
pared for transmission and from which point the circuit is wired to the distributor table and the signals sent out over the 
wires through the various channels Below Lucille Bridges, of the Los Angeles “HI Office. is at the transmitting position of 
the Los Angeles-San Francisco multiplex circuit. Lower picture is general view of the Gener Telegraph Office at San Francisco 
In foreground is a multiplex operating table, showing on the right sending position and on the left a receiving position 
Above shows small part of the General Office audience of employes who watched a recent demonstratior f telephone service 
staged by young ladics from the Pacific Telephone & Telegraph Compan [heprinted by courtesy of the Southern Pacific 


Bulletir 











Wilson Stationery & Printing Company Opens 
Second Store 
On Thursday, December 1, the Wilson Stationery and 
Printing Company of Houston, Texas, opened its store 
No. 2 at 1103 Main street. The store was really open for 
business on the previous Monday, but the official opening 


occurred on Thursday \ccompanying the present descrip- 
tion of the new store is a picture of its interior as it was 
decorated on the opening day. E. Clifton Wilson is presi 
dent of the company, and also the governor of the ninth 
district of the National Association of Stationers, Office 
Outfitters and Mannufac rers 
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20,000 square feet in the parent store and 3,500 in the new 
store. 

“The new establishment was constructed especially to 
house the stationery and printing firm, Wilson having pro- 
cured a long time lease. It is one story in height with a 
well arranged and attractive mezzanine reached by a wind- 
ing stairway near the rear of the store. 

“A wrought iron railing lends an added bit of attractive- 
ness to the stairway. The flooring is of rubber tile and 
the fixtures are of the newest design, made especially out 
of genuine walnut. 


“The same articles which are carried in the parent store 


eT. se 





rs 


4 


INTERIOR OF STORE NO. 2 OF THE WILSON STATIONERY & PRINTING COMPANY 
ON THE OPENING DAY 


The Houston Post Dispatch of December 1 described 
the store and gave a sketch of the company. The Post 
Dispatch said in part 

“With the most modern equipment and fixtures, the new 
store takes its place as one of the most attractive in the 
city It is well located in the new Freed and Sochet build- 





convenient for the downtown shoppers and yet out of 


the s illed congested traffic district 
Growth Remarkable 

It will be under the active management of Mr. Wilson, 
who will continue to have his headquarters in the parent 
store 508 Fa He has named Herbert Wottrich, 
who has been connected with the Wilson organization for 
the past nine years, manager of store No. 2 

The same pol:cy, which has been the most important 
tactor in the growtl f the Wilson company since its start 
ten years ago, will be in vogue at the new place And the 


1 


same familiar faces which have greeted the Wilson patrons 
or the past several vears will be seen, the staff for the 
new store being chosen from the employees who have been 
connected with the parent store. 

“The growth of the Wilson Company has been remark- 
able. Ten years ago the company opened for business 
with twenty employees and occupying a floor space of 
10,000 square feet 

Attractive Store 


“Today the firm has more than 85 employees, occupies 


will be offered at the new place, office supplies, office furni- 
ture and gifts being featured. 
Grows with Houston 

“In commenting on the opening of the new place, Mr. 
Wilson declared that every possible effort had been spent 
in arranging a store of which all Houston should be proud. 

“*This store represents many months of planning,’ he 
declared. ‘Many skilled artisans have been consulted and 
the result is that I believe that we have a place of business 
unsurpassed in all the South. 

“‘Only the store is new—the same faces which have 
greeted you in the parent store and the same well-known 
brands of merchandise will be seen in store No. 2. We are 
merely expanding. There is no change in policies, but 
Houston is growing and we must grow with it.’ 

“Other officials of the company are Preston Moore, vice- 
president; A. A. Tomlinson, secretary and treasurer; Her- 
bert Beckman, manager store No. 1; Herbert Wottrich, 
manager store No. 2; Mrs. A. E. Anderson, buyer and 
manager of the gift department; A. B. Storey, manager of 
the furniture department; J. S. Poyner, superintendent of 
plant, and G. S. Oderholz, auditor. Clarence Parker, S. P. 
Goodrich and Harry Orem are city representatives. 

“An interesting incident in connection with the staff is 
that each member of the staff has been associated with the 
organization for the past nine years with the exception of 
two. However, these two also are veteran employees, 
having been in the Wilson employ for seven years.” 
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Report ofthe folable / vibes 
in Every Section of the Field. 


Underwood Elliott-Fisher Merger Approved garding the business of the respective companies in recent 
Approval of the merger plans already announced in con months 
and the “Elliott-Fisher did a total business in 1926 of over $10,- 


nection with the Underwood Typewriter Company 
stock- 300,000, with net of $1,767,684 or over 17 per cent, after 


Elliott-Fisher Company on December 15 by the 
depreciation and taxes. Underwood's gross was $27,382,263 


holders of the Underwood organization assures the consum 
and net $2,104,877, or about 8 per cent after depreciation 


mation of the merger 
Che New York Evening Post of December 15 published and taxes, making total net for the two companies. last 
year nearly $4,000,000. 


“In first nine months of 1927, Underwood reported net 


he following report of the Underwood stockholders’ meet 


The plan to change the name of the Underwood Type of $1,741,465, compared with $1,491,840 in corresponding 
vriter Company to Underwood-Elliott-Fisher Company period of 1926. It is understood Elliott-Fisher’s first nine 
ind to merge with the Elliott-Fisher Company was unanm months’ showing this year also is ahead of same period of 


, , 9? 
uslv aporoved by [ nderwood stockholders at a meeting 1926 
law Those most interested in the progress of the Underwood 
Che stockholders authorized the exchange of shares wit! typewriter are of the opinion that Philip D. Wagoner, presi- 


Elliott-Fisher Company at the rate of one share ot dent and general manager of the Elliott-Fisher Company 


series B 7 per cent cumulative preferred stock, callable at and now holding the same positions in the recently orgar 


$115 and accrued dividends, for one share of Elliott-Fisher ized Underwood Elliott-Fisher Company, has all of the 


er ent preterred stock. and seven shares of common tor many quali cations needed as a successor to John Under 


ne share of Elliott-Fisher common of either class. They Wood in the active leadership of Underwood typewriter 


isuthorized the directors to fulfill the contract made with altairs Chey see great opportunities for expansion result 
Havden, Stone & Co. and Wertheim & Co. for the exchange '"8 
Underwood products into one large office appliance enter- 


from bringing together Elliott-Fisher, Sundstrand and 


upon the above basis for over 70 per cent of the outstand 
ing shares of both classes of Elliott-Fisher Company prise [hose who control Elliott-Fisher affairs see advan 


In order to carry out this exchange stockholders author tages accruing to their company in gaining an enlarged 


ized an increase in the capital stock of the company t outlet for their accounting and writing machines and their 
$0,000 shares of 7 per cent cumulative preferred shares, pat adding and calculating machines and cash registers through 
$100; 8,100 shares of 7 per cent cumulative Class B pre merger with the Underwood and utilization of its world 
ferred, $100 par, and 1,000,000 shares no par common stock wide distributing organization 
Shareholders also authorized such other The foregoing is the substance of a para- 
changes in the charter of the company as graph which appeared in the Wall Street 
were necessary to carry out merger with Journal of December 9, which ws said to 
Elliott-Fisher Company accurately.picture the cordial feeling existing 
‘Should all Elliott-Fisher stockholders ex 


change stock for Underwood-Elliott Fisher 


between the merged companies 
The policy of the Underwood-Elliott 


Company there would be outstanding 33,000 Fisher Company will be one of prudence, 
7 per cent preferred shares, 8,100 shares of caution and of careful aggressiveness. Noth 
7 per cent preferred, series B, stock and ing will be done without full investigation 
645,200 shares of no-par common Present and research, but after the purpose is deter 
outstanding capital stock of Underwood mined it will be followed out with the full 


Typewriter Company consists of 33,000 vigor of the united organization 


- rart f -™ -_ ee 
shares of 7 per cent preferred stock, par Directors of the Underwood Typewriter 


aii: aie AARON cheten af eautabiet: ill Company met December 29 for the purpose 
oe ot completing the amalgamation of their 

The Wall Street Journal of December 19, company with Ellott-Fisher Company as 
authorized by the stockholders on December 





ifter briefly epitomizing the capital changes 
15 Amended irticles rt ncorporation were 


stated above wave the following figures re PHILIP D. WAGGONER 
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filed, changing the name to Underwood Elliott-Fisher Com- 
pany. New directors were elected, officers were installed 
and executive and finance committees appointed 


Underwood Elliott Fisher Company Holds Election 

Final steps in the merger of the Underwood Typewriter 
Company and the Elliott-Fisher Company were taken on 
December 29. The name of the new company is Under- 
wood Elliott Fisher Company. The board of governors 
of the Stock Exchange took action on listing the additional 
shares of Underwood stock which will be issued. 

The board of directors of the new company was in- 
creased to twenty-two members, as _ follows John T. 
Underwood, chairman of the board; J. D. Cameron Brad- 
ley, J. G. Bradley, Morgan S. Brainard, Robert L. Clark- 
son, Harry M. Durning, Edward F. Geer, Oscar L. Gubel- 
man, Charles Hayden, Philip Lehman, Henry Morgenthau, 
Morgan J. O’Brien, James H. Post, L. G. Julihn, Herbert 
Lloyd, Evander B. Schley, Kenneth B. Schley, Reeve 
Schley, Charles Strauss, Philip D. Wagoner, Maurice 
Wertheim and Albert H. Wiggin. 

Philip D. Wagoner was elected president and general 
manager and Reeve Schley was elected a vice-president 
Che other officers of the company remain unchanged. 

The board appointed the following committees: 

Executive Committee—Philip D. Wagoner, chairman, 
Reeve Schley and John T. Underwood 

Finance Committee—Reeve Schley, chairman; Charles 
Hayden, Kenneth B. Schley, Albert H. Wiggin, Charles 
Strauss and Philip D. Wagoner. 

Nineteen twenty-seven sales of all the properties which 
have been amalgamated in the formation of the Underwood 
Elliott Fisher Company promise to exceed those of 1926 
and the directors are optimistic over the 1928 outlook. 

——_<g——— 
New Officers and New Factory for Hall and 
McChesney 

At the time of the recent death of F. H. McChesney ot 
Hall and McChesney, Syracuse, N. Y., a new, modern 
factory had been in process of construction for three 
months. The new building, one of the largest and best 
equipped book-making plants in the central part of New 
York State, is now nearing completion and will serve as a 

4 


lasting memorial t» Mr Chesnev's keen business acu 


men and ‘ores‘ght 
At a reces* corporation meeting, Mr. McChesney’s son, 
LD = McChesney who has been associated in the bus! 


ness for many years, was elected president and treasurer 
G. S. McChesney was elected vice-president, and George 


H. Bond secretary It is understood that all progressive 


and forward-looking policies of the company will be con 


tinued by the new admunistration 


For some time past Hall and McChesney have needed 


} Te - 


additional space badly, on account of their expanding lines 


particularly their rapidly increasing county record book 


business. They have cupied their present building since 
1893 

The new factory occupies an entire city block and 1s 
ocated on the Osweg thoroughfare, one of the man 
traffic arteries leading north out of the center of Syracuse 


All manufacturing in the new building will be taker 


are of on the main floor, which will make it possible t 
effect economies in production. All offices will be located 
n the second floor The building is of modern construc 

throughout, and will have the finest of equipment. Its 
il length windows on all four sides make it a daylight 
It is ated i developi g industria sectiol 
svracuse ind w \ private rf uilroad sidi of 
the ma Y r \ & O. R. R., Hall and McChes 
expect to ( i t give even better s¢ e to the 
d ] the ‘ e past 

Owing to the pre ut il orders w h must be 
completed for the first of the year, the business will not 
be moved until after January 1, although the new factory 

tically ready cy now 


Victor Export Manager Widely Experienced in 
that Field 


Evan Hansard, export manager of the Victor Adding 
Machine Company of Chicago, has had a wide experience 
in the office equipment field. He joined the Victor organ- 
ization in May, 1927, as export manager. For some years 
prior to his present appointment Mr. Hansard had been 
with the Remington Typewriter Company as sales super- 
visor in Latin America. He has made frequent visits to 
the cities of Mexico, South and Central America and is not 
only acquainted with the languages, but has a wide knowl- 
e’ge of business conditions in the countries to the South. 





EVAN HANSARD 


Mr. Hansard has gotten his information at first hand be 
cause he has been out in the field himself and has met and 
solved problems on their own ground. His experience was 
hrst as a traveling salesman in Mexico, next as a sub office 
manager for the Remington on the west coast of that 
country, then office manager of sales in the Argentine 
Republic, division superintendent in New York handling 
Latin America for the Remington and finally field sales 
supervisor for that company covering Latin America. 

Mr. Hansard is enthusiastic over the possibilities offered 
by the Victor lines, and his many friends in the office 
equipment industry not only wish him continued success, 
but are certain that he will have it. 

Mr. Hansard expects to visit Europe at an early date. 
where he will call on present Victor agents and establish 
others 

——— ~o- -- 


Neahr Testimonial Month Shows Big Underwood 
Gains 

In 1927, December sales of large machines promised to 
ve the biggest of any month in the history of the Under- 
wood Typewriter Company. J. E. Neahr, general sales 
manager, is completing his twentieth year in that position, 
ind, as a testimonial to him, the salesmen tried to 
make December the banner month in the history of the 
company. Indications are that December sales of large 
machines will run twenty-five per cent over sales fo, the 
corresponding month of 1926 and that the sales staff will 
more than reach the objective striven for. 

Indications are that the company had one of the largest 
fourth quarters in 1927 in its history. The first quarter is 
usually the largest, but such was not the case last vear. 
the last quarter having outpaced the first. The record for 
the fourth quarter, 1927, in large machines and portables 
will result in net earnings for that quarter of about $950,000 
or more, as against net earnings the first quarter of 
£933. 858 

Net earnings for 1927, it is stated, will be about $2,700,- 
000, as compared to $2,104,877 in 1926, equivalent to over 
$6.00 a share on the 400,000 shares of common stock out- 
standing 

It is not impossible that Underwood earnings will be 
found to have exceeded for the quarter ending December 
31 the previous high mark of $1,011,842 made the first 


quarter of 1925 
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Ames Safety Envelope Awards Slogan Prizes 

The Ames Safety Envelope Company of 55 Sudbury 
street, Boston, Mass., has announced slogan winners in its 
recent contest and has given cash awards to the victors. 
Following a long and interesting session, during which hun- 
dreds of slogan entries were judged, the board of judges, 
acting for the Ames Safety Envelope Company, finally 
announced their selections for the prizes, and presented 
awards as follows: First prize, $50, awarded Miss M. 
Sylvia Henry, Old Colony Trust Company, Boston, Mass., 
for the slogan: Like a Vault Door—Is Amestyle Envelock. 
Second prize of $25 was awarded to Sarah J. Steere, Rhode 
Island Hospital Trust Company, Providence, R. I., for the 
slogan: To Save All Claims—Don't Fail to Use Ames. 
Third prize of $10 was awarded to Edwin C. Miller, Hemp- 
hill, Noyes & Company, New York City, for the slogan: 
Amestyle Perfection for Your Protection. 

The following won the dollar The 
Amestyle for Quality and Security; Workmanship and 
Amestyle all the While; Ames Envelocks for 
Bonds and Stocks; Where There's a Need, There's an 
Ames; Use Amestyle When You Mail or File; Aims at 
Security, and—Hits the Mark; If You Want the Best, 
Give Ames the Test; Once a User, Never a Loser, with 
Amestyle Envelock; Staunch as a Rock—the Amestyle 
Envelock; Be Safe—Stick with Ames; Amestyle Envelock 
Envelope for Protection and Safety; (A)ttractive, (M)od- 
ern, (E)fficient, (S)afe Envelopes; Insure Your Files with 
Amestyle; No Sealing Wax to Stock When Using Amestyle 
Envelock; The Ames Way—the Safe Way. 

The board of judges consisted of Henry MacDonald, 
chairman, National Shawmut Bank, Boston; James Ack- 
royd, Paine, Webber & Company, Boston; Samuel Hutch- 
inson, Lee, Higginson, Boston; J. Milton Robertson, Bos- 
ton Consolidated Gas Company, Boston; Robert E. Ram- 


slogans prizes: 


Quality 


sey, The Robert E. Ramsey Organization, Inc., New 
York, N. Y. 
The contest was declared to be a great success. Hun- 


dreds of slogans were received from all parts of the United 
States, and many of them were meritorious and deserving 
Many of the slogans were submitted by people connected 
with banks, insurance companies and business houses. 
alee 
James F. Tate Enters Exposition Field 


James F. Tate, until a few months ago connected with 


the National Business Show Company, with which he was 
associated for eleven years, has formed the Tate Exposi- 





JAMES F. TATE 


headquarters at 225 


tion Company, Incorporated, with 
Broadway, New York. 

The company announced that its first office equipment 
exposition will be held in Mechanics’ hall, Boston, the sec- 


ond week in April. 


The Guest Book 


ROYAL H. ECKERT, Allentown, Penna., paid a visit 
to Office Appliances in December. Mr. Eckert is a leader 
in the office furniture business in his section of Pennsyl- 
vania. Elsewhere in this issue will be found the story of 
his enlarged store, with some interesting illustrations. 

H. C. PRICE, managing director of Hallam, Ltd., Syd- 
ney, N. S. W., paid a visit to Office Appliances on Decem- 
ber 5. Mr. Price’s house is connected with the drug and 
chemical business and Mr. Price was in the United States 
for a short stay only. He had been to London, where he 
had spent two or three months visiting his brother, and at 
the same time he called on Office Appliances, on his way 
He spoke of conditions both in Eng- 
Australia, all 


home to Australia. 
land and Australia. 
things considered, are satisfactory. 

J. H. BAILEY of the Western Furniture Company, St. 
Louis, Mo., called at this office on November 30. 

C. E. REYNELL, representative of the Oxford Filing 
Supply Company, called on November 30 and left his name 
in the Guest Book. Mr. Reynell resides at Cleveland, Ohio. 

RUPERT L. BURDICK of Marquis Regan, Inc., New 
York City, spent a short time in our office on Decem- 
ber 6. 

CARL M. SCHUTZ, manager of 
Morse Company, Muskegon, Mich., visited Office Appli- 
ances on the seventh of last month on one of his regular 


Jusiness conditions in 


sales the Browne- 


trips. 

DEAN 5S. PATTON, assistant of the 
Marchant Calculating Machine Company, New York City, 
spent a short time with Office Appliances on December 6. 
Mr. Patton is much encouraged concerning the business 
situation and looks forward to a good year in 1928. 

C. E. MORRISON of the Prestocopy, San Francisco, 
called on December 22. 

HIDEO KIMOTO of Osaka, Japan, spent a short time 
in this office last month. Mr. Kimoto is visiting this coun- 
try with a view to obtaining information regarding new 


sales manager 


developments in the office appliances field 

A. H. HAARBLEICHER of the Manifold Supplies Com- 
pany, New York, signed the Guest Book on December 14. 
It was a special pleasure to have a visit with our old friend. 
In our more youthful days we had many interesting hours 
in friend Haarbleicher’s office. Sometimes business was 
discussed, but most of the time was usually devoted to 
Mr. Haarbleicher has traveled con- 


Out of his ex- 


quite different subjects 
siderably and has always been a student. 
perience he has built a fine philosophy of life 

E. K. RAY of the L. C. Smith & Corona Typewriters, 
Inc., New York, N. Y., called on December 16. 

MR. AND MRS. ERNEST WALLACE passed through 
Chicago December 16 en route to California, after having 
About a week was spent in 
Washington, where they President and Mrs. 
Secretary Hoover and Washington's 
official family. Mr. Wallace expects to start on his next 
trip around the coast territory just after January 1. 

New York Office 
PALMER, 


Company at 


spent a month in the east 
visited with 


Coolidge, others of 


manager of The 
visited the 


LIONEL G. H. district 
General Fireproofing 
eastern office of this journal on November 23 

GEORGE B. GRAFF, 
wood Company of Cambridge, Mass., 
2, just before his return to Boston, after having seen some 


Boston, 


Graff-Under- 
December 


president of the 
called on 


friends off on a round-the-world trip. 


A. R. MACDOUGAL of Toronto, Canada, called on 
December 5. 
J. A. RUYS of Ruys’ Handelsvereeniging, The Hague, 


Holland, called on Office Appliances on December 9. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers, Office Outfitters and Manufacturers 








OFFICERS : 
Woodson P. Waddy, President, Richmond, Va.; Richard B. Carter, First Vice-President, Boston, Mass; Arthur C. Moench, 
Second Vice-President, San Francisco, Calif.; Charles M. Marshall, Third Vice-President, Atlanta, Ga.; Roy J. Simpson, Fourth 
Vice-President, Chicago, Jll.; Harry G. Horder, Treasurer, Chicago, Ill. 


REGIONAL GOVERNORS 


1 J. F. Mol- District No Carl M. 


District No . 4) 
loy, Meriden, Connecticut Schutz Browne - Morse 
District No. 2. Richard B Company, Muskegon, 
Lockwood, Millington Michigan 
Lockwood, Buffalo, N. Y 
District No. 6 Conrad A. 
District No. 3 Francis B Netzhammer, Northwes- 
Irwin, James Hogan Co tern Furniture Company, 
Ltd Philadelphia, Penn- Milwaukee, Wisconsin. 
syivania 
District No. 7 Sterley F 
District No. 4 A. W. Me- Jeruc,. McClain & Hed- 
clure, The McClure Office minan Co., St. Paul, Minn 
Equipment Co., Macon, Ga esota 





REGIONAL GOVERNORS 


District No. & 8S. B. Hud- District No. 11. James 8. 
son, The Star Printery, Ball, Kilham Statione 
Muskogee, Oklahoma. & Printing Co., Portland, 

Oregon. 


District No. 9 E. Clifton 
Wilson, Wilson Stationery District No. 12. Howell D. 


& Printing Co., Houston, Melvin, Melvin, Roberts & 
Texas. Horwarth, San Jose, Cali- 
fornia. 
District No. 190. ee  m. 
Hoffrine, Hoffrine Print- District No. 13. Wiillam F. 
ing & Stationery Co., Dawson, Litd., Montreal, 
Casper, Wyoming. Canada. 


SECRETARY'S OFFICE—4! Park Row, New York. GENERAL OFFICE and INFORMATION BUREAU—403-495 Conway Building, Chicago 


District No. 13, N. A. S. O. O. M., to Meet in 
February 

William F. Dawson, governor of Regional District No 
13, will preside over a regional meeting of his district, to 
be held at the Montroyal hotel, Montreal, February 6, fol- 
lowed by the annual banquet of the Stationers’ Association 
of Montreal, that evening. A regional district meeting will 
also be held on the following day at the King Edward hotel, 
Toronto 

On December 7 the annual meeting of the Stationers’ 
Association of Montreal was held, at which meeting the 
following officers were elected for the current year: Presi- 
dent, Charles F. Dawson of Charles F. Dawson, Limited; 
vice-president, W. S. Pennycook of Thomas V. Bell, Lim- 
ited; secretary-treasurer, William F. Dawson of Charles F. 
Dawson, Limited. 

aaincieeninacacaia 
Ninth District to Meet in March 

E. Clifton Wilson, president of the Wilson Stationery 
and Printing Company, Houston, Texas, and regional gov- 
ernor of the ninth district of the National Association of 
Stationers, Office Outfitters and Manufacturers, plans to 
hold a regional meeting in that district about March 29 and 
30, which will be two weeks prior to the meeting of the 
fourth district to be held in Jacksonville, Fla. It is be- 
lieved that such an arrangement will enable traveling men 
to attend the meeting and work their regular territories on 
to the Jacksonville meeting. 

Mr. Wilson points out that this will be the first time that 
the Texas conference ever held a two-day session and indi- 
cations are that there will be a larger attendance than has 
ever before been present at a district meeting in Texas. 

Particulars as to the place of meeting will appear in a 


later announcement. 
Ge 


District No. 2 to Meet 

A regional meeting of District No. 2 of the National 
Association of Stationers, Office Outfitters and Manufac- 
turers will be held in Buffalo February 9. The name of 
hotel has not yet been announced. 

Richard B. Lockwood, governor, District No. 2, wants 
a large attendance and will be glad to hear from members 
of this district relative to the next meeting. 

mesciapeliliicaaiiiies 
Gardner Made Lieutenant Governor of District 
No. 9 

E. C. Wilson, president of the Wilson Stationery and 
Printing Company, Houston, Tex., and regional governor 
of the ninth district of the National Association of Station- 
ers, Office Outfitters and Manufacturers, has appointed 
L. B. Gardner, president of the Hill Printing and Station- 


ery Company of Waco, Tex., to serve as lieutenant gov- 
ern of the ninth district. 

Mr. Gardner is a successful stationer and is a man of 
force and influence in his community. His selection as 
lieutenant governor of the district will be a source of sat- 
isfaction to members of the association. 


oncencntlliimsiniat 
Sidney Collins Appointed Regional Governor 
Sidney E. Collins, president of the Automatic Pencil 
Sharpener Company of Chicago, has been appointed gov- 
ernor of regional district No. 6 of the National Association 
of Stationers, Office Outfitters and Manufacturers, replac- 





SIDNEY E. COLLINS 
ing C. A. Netzhammer, who was elected at the last con- 
vention in Boston but who was unable to serve owing to 
previous engagements. 

While members of the association will regret that Mr. 
Netzhammer can not give his time to the work of the gov- 
ernorship, they will rejoice that so able a man as Mr. 
Collins has been found to take up the work. Mr. Collins 
is capitally equipped for the work. He understands thor- 
oughly the problems of retail stationers, having spent 
twenty-eight years as a member of the staff of Cameron, 
Amberg & Co., Chicago, before he came with the Auto- 
matic Pencil Sharpener Company. He began with the house 
of Cameron, Amberg & Co. as a messenger boy and by his 
alertness and industry worked up through all positions to 
that of manager. Few men are better informed regarding 
the details of the stationery business, both from the retail 
and manufacturing standpoints. 

Mr. Collirs has been with the Automatic Pencil Sharp- 
ener Company since November 11, 1918, and enjoys a wide 
acquaintance in the trade. 
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MEETINGS 








ERAL OFFICE EQUIPMENT CORPORATION, 


GAVE A DINNER 


conference 


WAGONER 


IN 
began on 


DINNERS—CONVENTIONS 


ON DECEMBER 7, DURING THE WEEK OF THE DISTRICT MANAGERS’ CONFERENCE OF THE GEN- 
PRESIDENT 
THE DISTRICT MANAGERS AT THE LOTUS CLUB, NEW YORK CITY.—Th« 


HONOR 





OF 


December 5 


und ended on December 10. President Wagoner and Vice-President Eylar presided Following are the names of 
those whose likenesses appear above, beginning with President Wagoner and going around the table to his left 
nding with Mr. Olson, who is seated at Mr. Wagoner's right L. G. Julihn, vice-president Oscar Sundstrand; 
iL. KB. Letz, vice-president; F. F. Wright. Pacific district manager; H. R. Leonard, president's office; C 
Bolton, Southern district manager; R: F. Crudgington, works manager; C. H. Reed, New York district manager 
A. Davilla, Jr., sales manager, Sundstrand division; V. H. Taggart, purchasing agent; E. R. Barnes, comp- 
troller " A. Gries, Atlantic district manager; } A. Seely, sales manager, Elliott-Fisher Division; F. L. Bene- 
dict, Eastern district manager; C. Stevenson, manager, export department; R E Richwine central district 
manager; C. S. Duncan, secretary and treasurer; R. B. Buswell, Western district manager M. S. Eylar, vice 
pre sident 
Reiner s Christmas Party peration the members obtained trom the seattic Police 
‘ | ‘ try , + ] on . hee } . at ] 
Reiner’s Rotaprint, Inc., New York City, held a Christ Department on stolen and lost machines; of the arrival bs 
mas party tor the employees December 24 This was the association of a suggesting retail selling price list based 
. n ir r labor it atidine tuneurriter ; 
keeping with the policy of the officers of the company, the ©" @ [alr return jor ta rebuilding typewriters; and of 
, +} mnrasnects for hetter one gieeline 61 — 
plan having been in effect for several years S pun for bette cre : g the coming 
‘ , . Veal 
All worl n the day before Christmas was suspended The | , 
. ‘ ‘ ne Jecember meetings have been devoted t atte t 
and eve the ills wh h came into the ince over the : eS ~ . 
“ar to equalize the minimum suggested retail sel r prices 
telephone were turned into a merry Christmas conversa — eee ee ae S pri Ex 
; ! ‘ j ; 
ane ie ingé stole! nd < mac es i i or slow pav 
ion The slogan of the day was “No Business ‘ ; ne we 
. w Ac¢ ts were @g r VY ear mie eT t the weekly 
Greetings an remembrances were exchanged betwee: F 
+} } . ' . meetings 
i el ers of the organization and a lot ot eg ad 
M- @ 
wholesome with music, dancing and entertainment was , 
ete Christmas |} P s were res sible r ssay . 
enjoye l on was served about one o'clock and , pa ¢ 
es t vy the Seatth [ypewrite Jealers ss t 
many membe f the office appliance industry were present \ F 
runest postpone the regular weekly meeting from Dec. 27 1 
as x i¢ 
lar 10 Ever eT er of the or tion reported e 
f¢ é } ? « ti ' there 1 rl > ‘ r P : 7 ‘o= . he ea x 
R ‘ tee 4 nere i8 a piace eve : : = 
j remety ecavyv Sale ew ta es re qn P 
isiness r friendship and good will, and this eve : 
: ge the Yuletide seas . ¢ M 
s ‘ t means rf cementing a Closer triends 
ries & - 
etureen ¢ ficers and the emploves . : “ 
| ploye December Meeting of Philadelphia Stationers 
lorry S Sander ‘ ident . meral manag 
irry ders, vice-preside anc re | r , est Lnld ' 
i } 4 | c i | int he Philadelphia Stat ners Ass clatior held its regula 
was in < t the event nd was largely responsible r , ' , ' .11 
. , ' Decet er meeting on Thursday, the eight at the beue 
the party 1 ) ’ 
e-Stratford hote President Fr s B. Irwin presided 
. or , . » ving maters of routine, | Ir lescribe 
Seattle Typewriter Dealers Elect Officers ' ; he Bal 
: eta nis visit to the nual mee re rt the bait ore 
) roprietor of the Washington Typewriter . 
' Stationers \ P er l¢ was inied there | 
( ted nrec« “ey the Seat. newriter . 
} ine Cal | ypew \ alte - r Strings | ‘ p ‘ of ‘ - cit was ty 
LD \ ation at the Ds 6 meeting succeeding H ; 
, port the project f ge the R ; er 
) tH +} ~ ee! : ‘ ‘ VWI , P 
£ 6} T . } 
( ' | 
I As ente é 
() ‘ te ‘ I r I VW H i \ ~~ l t I 
ent \ ; I P 
. ' \ | t | Pp, ' 
~ | 
\ vat . , 
Ss existe c | o Pr ‘ ¢ . 
| ] ; | 1A 
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Toronto Stationers’ Association 


[his association holds meetings weekly with an attend 
ance of from twenty to thirty-five 

Since the Boston convention, President Luckett has put 
n the program the various men who attended the conven- 
tion to give thirty-minute talks on some phases of the meet- 
ng. In this way all of the members obtain a very good 
dea of the various activities, even though they could not 
all go. One of Mr. Luckett’s objects in doing this is 
to make all the members realize the benefits of attending 
conventions, with the idea of taking an even bigger dele- 
zation next year. 

Following is an outline of the talks which have already 
been given: J. E. Poole spoke on Store Management; 
Reginald Everett on Salesmanship and Display; James 
Moir on Stock Control; J. P. Cook on Retailers’ Problems: 
Sid Evis on General Impressions. Another talk is planned 
vy F. D. Chisholm on What I Got Out of It Personally 


One or two meetings will be given over to the Harvard 
report which Mr. Luckett is studying carefully so as to be 
able to get the most from it 

Mr. Luckett, by the way, has recently undergone an oper 
ation which confined him to his bed for several weeks. He 
wot along splendidly and his confinement to his room en- 
ibled him to do some thinking and studying that he would 
1ave been unable to accomplish had he been active every 
lay in his business. His friends will rejoice to know that 


e is getting along capitally and that by the time this 


ppears in print he will no doubt have completely recovered 
e = 
Newell-Thomas Co. Celebrate First Year in 
Business 
| yn November 7 Atlanta, Ga., executives, employes 
ited guests of the Newell-Thomas Office Equipment 
any of that city celebrated the completion of the com 
iny’s first vear in the office equipment business. E. | 
the Macey Company, Grand Rapids, Mich., was 
eaker of the « g e dinner and the ensuing events 
e¢ ‘ " i ccas which will be long 
isantly reme ere 
Newell-Thomas Company has enjoyed a remarkable 
R wt Organized but a little over a year ago by W. (€ 
Newell and W. D. Thomas, the company first leased small 
remises in an office building. In a few months the original 
tarters were out-grown, and a store building at 90 Wal 
street was taker Not long afterward, being in urgent 
eed of more room, they erected a balcony in their sales 


m, whereby they increased their floor space by fifty per 


nt Within the last ninetv davs they have rented an addi 





tional store for the display and sale of second-hand furni- 
ture. They have also taken a warehouse. 


In office furniture, the Newell-Thomas organization han- 
dies the lines of the following well-known houses: The 
Macey Company, The Van Dorn Iron Works Company, 
The Taylor Chair Company and the Imperial Desk 
Company. 

Mr. Thomas was employed for a number of years by 
the Foote & Davies Company as an outside salesman, while 
Mr. Newell was employed in a like capacity by the Horne 
Desk & Fixture Company. For years they were active 
competitors and crossed swords on many occasions. Thor- 
oughly understanding one another’s mettle, they finally be- 
came friends, and decided to go into business together. 
They are hard workers, who know their business, and their 
many friends rejoice in the standing of the organization 
they have built in a single year. 

—=<— 
Elliott-Fisher Nine o’Clock Sales Club 

Members of the New York City sales force of the Elliott- 
Fisher organization have organized the Nine o’Clock Sales 
Club. The objective of the club is to promote and inspire 
a spirit of good fellowship, enthusiasm and co-operation 
in the interest of securing quota individually and collec- 
tively, also membership in All Star Salesmen’s Club. The 
slogan adopted is “Tell More, Sell More, Work More, Earn 
More.” 


Meetings are held every morning, Monday to Saturday 
nclusive, from 9 to 9:15. Subjects for discussion must be 
constructive and educational. There are no dues, but there 
is a fine of ten cents for tardiness and twenty-five cents 
for being absent. 

The officers are: R. M. McCleary, president; B. B. 
Horwitz, vice-president; F. A. Andrews, treasurer; B. H. 
Moreland, secretary; W. E. Phillips, chairman of meetings; 
|. A. Briggs. clerk of meetings; W. M. Thomson, sargeant 
at-arms 

[he members of the board of control are made up of the 


nd Messrs. Atwater, Coronway, Widland, Fell and 


tt 


cers a 
Wilson 
- aa 

Fourth District, I. S. M. A., Holds Good Meeting 

The last meeting of District No. 1 of the International 
Stamp Manufacturers’ Association, held in Cleveland, proved 
a particularly good one. The chairman of the different 
groups brought up a number of matters which repaid those 
vho attended. W. F. Forrester, governor of District No. 1, 
stated that while the attendance was somewhat light in 
numbers it was heavy in quality. 
Che next meeting will be held in Pittsburgh, June 14 








NEWELL-THOMAS COMPANY CELEBRATE.—Following are the names of those whose 


likenesses appear in the above picture, reading from left to right: William E. Patrick, Southern 
representative of the Macey Company Mr. and 


Mrs. W. C. Newell, Mr. and Mrs. Luther H 


Rand ll, Mr. and Mrs. W. D. Thomas, E. F. Taber, of The _Macey Company; Mrs. Jeanette 
James, Mr nd Mrs. J. J. Wilson and Mr. and Mrs. R. P. Kitchens 
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DINNER OF 


Veterans of Horder Staff Dine 

The Five and Ten Year Club ot 
Ill., enjoyed a dinner at the Bismarck Hotel 
About 


Horder folk Community 


Horder’s, Inc., Chicago, 


December 10 


150 were present, including members of families of 


‘ 


singing proved an inspiration to 


the event 
A sketch by Miss M. L. Higgins, T. S. Ingram and R. V 
Nimmy was very entertaining and won tumultuous 


was the star of a broadcasting 


Short talks were 


applause F. P. Seymour 


stunt which was novel and entertaining 
made by E. Y. Horder, president, and Harry G. Horder, 
treasurer 

The dinner was arranged by R. V. Nimmy, H. Hegg 


Shapiro was responsible for the 


and \ J Krelle Ed 


photograph made of the Bismarck 


group at the 
> 


Arkansas Business Machine Dealers Organize 


machines in Arkansas 
wav an organization to be called the 
Association of Arkansas. H. IF 
[Typewriter & Equipment Com- 


th 


chairman of the 


\ number of dealers business 


have undet Business 
Machine 
secretary of the Arkansas 
El Dorado, Ark, is temporary 


Dealers Sanderson, 


pany, Ine 


organization 

Several the machine dealers who attended meetings 
of the National Association of Typewriter Dealers are of 
the opinion that such an organization for their state would 
work a number benetits Among the advantages to be 
obtained from such an association are: Organized co-opera- 
tion between dealers of the state with reference to employ- 
ment of salesmen, mechanics, etc.; assistance in locating 
lost or stolen machines in Arkansas: exchange ot different 


items among dealers through semi-monthly or monthly 


bulletin se: e; promotion of advertising Arkansas through 
news items from various dealers in national trade publi- 
cations: increased discounts through quantity purchases « 

different items handled »y most dealers such as ribbons 
carbons, checkwriters, etc.; exchange of “money pulling” 
ideas from different dealers through semi-monthly or 
monthly bulletin service; creation of spirit of good fellow- 
ship and cooperation through quarterly, semi-annual or 


annual “get-together” meetings; advertising the independent 


dealer, impressing the public with his responsibility and 


the advantages of doing business with him rather than with 


salesman or tramp mechanic; perform- 


the fly-by-night 
ance of any other functions that the majority of the mem- 
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THE HORDER FIVE AND TEN YEAR CLUB, 
BER 











DECEM- 


HELD AT THE BISMARCK HOTEL, CHICAGO 
1927 


bers of the assoc’ation deem for the best interest of the 
body as a whole 

rhe 
benefit of any single one but for the combined profit of all. 


monetary 


organization as planned is not for the 


H. F. Sanderson will be glad to hear from dealers who 
have questions to ask or suggestions to offer. 
can 
Commercial Teachers to Hold Thirtieth Annual 
Convention 


[he National Commercial Teachers’ Federation will hold 
its thirtieth annual convention December 28, 29 and 30 at 
the Hotel Baltimore, Kansas City, Mo. The local 
mittee and chairmen of the various departments and round 
will be 


com- 


tables have prepared excellent programs which 


varied enough to provide interest and profit for teachers 


less experienced. 
1 


schools 


of experience as well as those who are 


In fact, all the governing tactors of the will be 


benefited by the information whi« will be brought out in 


ese programs. 


Reduced rates are provided on all ratlroads equal to full 
fare going and half fare returning over the same route by 
the convention certificate plan 

The announcement of the meeting carries with it an invi- 


tation to commercial school people to send their checks for 


$2.00 to the general secretary, C. M. Yoder, State Teachers’ 


College, Whitewater, Wis., as a membership fee 


+ 
I. S. M. A. Executive Committee to Tour Pacific 
Coast 
Phe executive committee of the International Stamp 


composed of Henry Ev 


Associati nN: William 


Asso 1ation, 


Prov idence 


Manutacturers’ 


resident of the 


chairman ot the board, and Henry Hansor Chicago, will 
nake 1 tour of the Pacific Coast, starting fr mm Seattle 
January 28 and ending in Los Angeles, February 18 Chey 

ill visit Portland al d San Franc isco where thev will meet 
\ members of the association An informal meeting 
will be held in Seattle on the twenty-eighth and another 
one in San Francisco about February 2. They will attend 


Zones 7 Angeles, 


meetings of and 8 in 


and 18 


the combined 
February 16, 17, 
el - 


Mr. Simler Visits Cleveland 
A visitor to Cleveland was Henry Simler, president of 
the American Writing Machine Company, who called on 
F. McBurney, manager of the local branch.—A. E. D. 
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A GOOD thing always rises to its 
level and assumes its proper posi- 


tion as STANDARD. That is why 


“OUR LINE” 


TYPEWRITER RIBBONS 
AND CARBON PAPERS 


| is recognized as the most 
| standard on the market today. 
The element of goodness is 
' conveyed in every impression 
| fromour ribbonsand withevery 
copy from our carbons. There 
| is the same element in our pol- 
icies. We co-operate with the 
trade in every way and meet 
every condition. Our splendid 
STANDARD brands are the 
best aid in building up a trade 
for this line of goods— 








EUREKA—M. M.—TAGGER—Ribbons 
TAGGER—M. M.—MITVOL—PROGRESS 
—EUREKA—SILK-SPUN—Carbon Papers 


WORLD LEADERS IN EVERY SENSE 


MITTAG & VOLGER, Inc. 


Principal Office and Factory, PARK RIDGE, N. J., U.S. A. 


Branches: 
NEW YORK BOSTON CHICAGO ST. LOUIS 


261 Broadway 115 Federal Street 205 W. Monroe Street Merchants Laclede Bidg. 
CLEVELAND LOS ANGELES SAN FRANCISCO MINNEAPOLIS 
326 Erie Building 102 San Fernando Bidg 591 Mission Street 1040 McKnight Building 


406 So. Main St. 


AGENCIES ALL OVER THE WORLD 
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= The Jobs of a Large Number of 
= Office Appliance Salesmen 
















































































































































































= have been affected by consolidations and absorp- 
= tions in the office appliance and equipment field. 
-—— Sales forces have been pared down to meet new 
— conditions and new selling arrangements. Big 
= consolidations have already taken place; others 
—— are soon to be made. This means drastic read- 
— justments and curtailment in selling forces all 
== along the line. =—S> 
= We are looking for men who have had experience 





in this field. We want men with vision and energy. 
—S Our products—-Typewriter Ribbons and Carbon 
Papers—are the highest quality. They are sold in 
connection with a service which lifts them out of 

















VE the competitive class and breaks down sales re- 
= , sistance. 

> ( Hustlers who can go out and build an independent 
JA'= line of trade are the men we want—-who build for 
HY their own future as well as for ours. 

5 If you believe you can qualify, write for an ap- 
=f) pointment to: 


Manifold Supplies Company 

















W) : 190 Third Avenue \ 
ae Brooklyn, New York a 
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CARBON PAPE N PAPERS: 
TYPEWRITER RIBBONS 


“The Line that can't be matched” 


A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN, cstationta N. Y., U. S. A. 
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HY close your windows to shut 

out the nerve-racking noise of the 
steel riveter next door, when you open 
your ears to the noisy clatter of a type- 
writer in your own office. 

American Business Leaders every day 
are removing the “little riveters” from 
their offices and installing instead the 
New Improved Remington Noiseless 
typewriter to get that quiet so sought by 
Men Who Do Things. 

The New Improved Remington- Noise- 








Have you a little riveter in your office? 


less is mechanically perfect, enabling 
your operators to work without annoy- 
ance or delay—and noiselessly ! 
Telephone or write to-day—see the 
New Improved Remington Noiseless— 
have your stenographer type a letter on 
a Noiseless and you will quickly put the 
“little riveter” out of your office in the 
interests of both health and efficiency. 
Don’t make your mind compete with 
office noise any longer—telephone or 
write to-day. Send fora Remington Man. 


Remington Typewriter Division 


Remington Rand Business Service, Inc. 
374 BROADWAY, NEW YORK CITY 


BRANCHES EVERYWHERE 


World’s largest manufacturers and distributors of office equipment and systems 


Rand Kardex = Library Bureau 
Safe Cabinet — Dalton =< Line-a-time 





Races 





Baker-Vawter = Powers 
Remington Typewriters - Kalamazoo 
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and development of the L. C. Smith typewriter. Mr. Gil 
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EYE EASE at the 
SNAP of the SWITCH 


Where Desk Lamps Are Needed Sell 


I. S. M. A. Works to Organize Canadian Stamp Men 

The International Stamp Manufacturers’ Association has 
been making a strong plea to interest the trade in Canada 
and at the present time prospects are very bright. Dis- 
trict No. 6 reports at least two good workers in each large 
city. 

At the last meeting held in Ottawa, committees were 
organized for each branch of the industry and a combined 
meeting is to be held in Boston next March. A number of 
the Canadian members have signified their intention of 
being present. 

H. M. Pritchard of the Pritchard-Andrews Company of 
Ottawa, Limited, states that the outlook in Canada at pres- 
ent is very encouraging. 

Credit for being a pioneer worker along association lines 
in the movement in Canada is given to Mr. Dougherty of 
Montreal. 

ee 
Seattle Stationers Resume Meetings Following 
Holidays 

The Seattle Stationers’ Association will resume its meet- 
ings January 3. Regular sessions were discontinued during 
the holiday season. 

—— a -—— 


Wholesale Stationers’ Conference 


The fourth joint trade distribution conference of the 
Wholesale Stationers’ Association was held at Hotel Mc- 
Alpin, New York, N. Y., December 5. 

The purpose of the conference was to continue the dis- 
cussion of the distribution problems and line simplifica- 
tion plans which have been outlined and developed at pre 
vious conferences. 

The meeting was called to order by A. L. Salomon, first 
vice-president, and the subjects outlined by H. Y. Otto, 
chairman distribution and educational committee. 

The program was divided into five main subjects: Sim 
plification and Line Reductioh; Free School Supplies—or 
the Legitimate Distributor and Merchant; Selective Dis- 
tribution, Protection for Service and the Education of Retail 
Outlets to the Economic Advantages of Wholesaler Func 
tions; The Smal Shipment Evil and Broken Package 
Abuse, and Price Control Legislation 

An enjoyable luncheon was served and provided a period 
of relaxation 

H. C. Whittemore, secretary, has his office at 1741 West 
Eleventh street, Brooklyn, N. Y. 

Ee 
Chicago Typewriter Dealers 

Following the customary routine at the meeting of the 
Chicago Typewriter Dealers’ Association last month, H. S 
Gilbert, manager, L. C. Smith & Corona Typewriters, Inc., 
gave an interesting talk in which he outlined the history 


bert then introduced Mr. Denman who demonstrated the 
operating and mechanical teatures of the L. C. Smith ma 
chine 

W. T. Plummer, who has been ill, was not able to attend 
the meeting but is again back at his office. The secretary, 


Mr. Kinnisten, read a letter from Mr. Plummer in which 
he thanked the members for their floral remembrance 
while he was confined in the hospital. 

The corrected forms of mortgage contracts and rental 
contracts were approved ind the secretary was authorized 
to order the necessary quantity for the needs of the mem- 
bers 

There was some discussion on the advisability of deal- 
ers using «display space for advertising, but the general 


I 
1 
} 


opinion was that such action was not desirable. 








No. 12 199” hi 
Old English Bank e, 
or any standard finish. 


The retailer should 
lay emphasis on qual- 
ity, first of all. 


It is better to sell one 
lamp for $20.00 than 
four lamps at $5.00 
each. Many a lamp 
has been sold for $5.00 
when the purchaser 
was prepared to pay 
$15.00 or $20.00. 


Sell more lamps and 
better lamps in 1928 
by featuring SILVER- 
GLO desk lamps. 


The Lamp of Quality. 


Our sales are built on 


a QUALITY basis. 


In our factory, first 
consideration is given 
to workmanship, ma- 
terials and design. 
After these conditions 
are fulfilled, we price 
the lamp. 


We never set a price 
first and we never 
make a lamp to fit a 
price. 


No. 230 


Send for illustrated booklet and prices. 


Silverglo Lamps, Inc. 


300 East Federal St. 


Baltimore, Md. 


‘The Modern Genii of the Lamp” 


(Remember—The Silverglo Desk Lamp is an all 
metal lamp, using the modern idea of indirect 
lighting. No replacements of glass lenses or 
other breakable parts required. All parts used 
in the construction of these lamps approved by 
the Underwriters Laboratories.) 
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Ideal 


~ Linoleum Tops 


Lowest 
Prices 


Finest 
Quality 


All Types 


Immediate 
Delivery 


Write for Catalog 


IDEAL 


LINOLEUM TOP CO. 
109 W. Austin Ave. 
CHICAGO, ILL. 








First District to Meet with Connecticut Valley 
Stationers 


Ihe regular meeting of the Boston Stationers’ Associa 
tion was held Monday evening, November 14, at Marston's 
James T. Rodd, associate sales counsellor of Gordon J. A 
Hargrave of New York City, spoke on “Classified Commor 
Sense Applied to Salesmanship.” His talk was distinctly 
different from ordinary sales talks and contributed specific 
and practical thoughts to be employed in developing and 
closing sales An unusually large representation from the 
local stores together with the factory representatives made 
a large gathering and contributed to a most successfu 
meeting 

The annual dinner of the Boston association has beet 
definitely arranged for Monday evening, January 30. Their 
annual dinner and ball will not be combined with the 
regional meeting of District No. 1. This year the regional 
meeting will be held in Springfield, Mass. This change 
seems desirable because Boston put on such a wonderful 
week of intensive association activities at the annual meet 
ing of the National Association held in October. It was 
considered wise to shift the January association work to 
Springfield in the hope that it might be an advantage t 
bring this National Association event nearer to dealers 
in the lower end of New England 

The regional meeting will, therefore, be held in conjunc 
tion with the annual dinner and meeting of the Connecticut 
Valley Stationers’ Association. Every effort possible will 
be made on the part of both the Boston association and 
the Connecticut Valley organization to make this occasior 
eventful and successful 

The Connecticut Valley’s annual meeting together witl 
the regional meeting will be held at the Kimball Hotel 
Wednesday, February Ist. The business meeting of the 
association with the election of officers, etc., will be held 
at 11:00 a. m. and completed before lunch. The regional 
conference will probably open at 1:30 p. m. The Valley 
association dinner, which has in the past been a stag affair 
this year will include the ladies. Dinner will be followed 
by dancing. President Woodson P. Waddy has already 
assured the arrangements committee of his intention to be 
present and it is hoped that other National Association 
officers will come also. 

As in the past, the Boston and the Connecticut Valley 
annual affairs will be held on Monday and Wednesday 
respectively, during the same week to make it convenient 
for all who may choose to attend both events. Attending 
both events has become a happy custom during recent 
vears and has created a fine spirit of co-operation so de 
sirable in association work 

The regular monthly meeting of the Connecticut Valley 
Stationers’ Association was held at the Highland Hotel 
Springfield, Mass., Thursday evening, November 17, at 6:30 
o'clock. 

Arthur Johnson of the Johnsons’ Bookstore, Springfield 
Mass., spoke on “Reducing the Inventory—Store Arrange 
ments and Store Policy.” It was one of the most interest 
ing and profitable talks yet listened to by the association 
It was particularly valuable because Mr. Johnson is 
member of one of the most successful stationery stores in 
New England. He related the recent efforts of his or- 
ganization to meet the new conditions of modern merchan- 
dising in their relation to our industry Arthur Johnson 
and his brother, Roger Johnson, have visited retail estab 
lishments throughout the United States for the purpose of 
observing methods and choosing advanced ideas for the 
improvement of their business. The discussion following 
this splendid talk was animated and of constructive value 


to all present 
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= Another Victory / 


sagtie's 11~ © Annual World: Typewriting Championship 
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change 
ccaiiaaiial 13 WORDS a minute tor one hour! 41,232 strokes or more than 
_~ i 11 strokes per second! A phenomenal performance of speed H 
Raters and accuracy by the World's Champion Typist in establishing a | 
ned NEW WORLD'S RECORD on the Underwood at the 22nd Annual | 
tha Typewriting Contest, Carnegie Hall, New York City. | 
The World's Typewriting Championship, the World's Ama- 
sonlene teur Typewriting Championship and the World's School | 
~eger Typewriting Championship—all won on the Underwood. 


tion and Gov. Alfred E. Smith Trophy 
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) 
occasior | 
won by Chester Soucek, Coraopolis High School, 
ee Coraopolis, Pennsylvania, at 81 words per min- 
z of the ute. This trophy for speed and accuracy in 
ba’ taal typewriting was won in competition with 
regional 55 other contestants representing all sec- 
tions of the United States and Canada. 
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pm A complete copy of the Official | 
rates Records will be sent free upon re- | 
on to be quest. Underwood Typewriter | 
sociatior Co., 30 Vesey Street, New | 
York City. 
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This New Cardogratr 
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- Ee 
Keyboard Graphotype— 
Same keyboard—same operation 
ss modern typewriter Fastest 
way to ‘ boss Address ograpna 
plate 30% faster than other 
electrically-operated Graphotyp« 











Automatic Feed Addressograph— 


Prints thru a ribbon. Feeds and 
widiresses torms at great peed— 

un hour. Signs checks in 
! Prints bills, notices, etc., 
in duplicate, triplicate or quad- 
rupucate. 





Hand- Operated Addressograph— 


Ribbon Print 1,2 t 1,800 

ms an hour Dates, 
imprints and addresses Lists 
name on  sheets—duplicates, 
triplicates. 











— 
Entirely Automatic— 
Feeds, addresses and stacks en- 
elopes, cards and certain cir- 
culars at a speed of 5,0 an 
hour Holds full drawer f 
plates. Feeds and re-files them 
automatically, 











OFFICE APPLIANCES January, 1928 


REGISTERED TRADE MARK 


PRINTS THRU RIBBON 


1,500 TYPEWRITTEN MESSAGES LIKE THIS AN HOUR -- 

















Could your office NOW get out 1,500 messages like 
this in an hour? It can be done with the Cardograph 
latest product of Addressograph Company. 


This message was "Cardograph-ed" at a single oper- 
ation, THRU A RIBBON from embossed sectional message 
plates made with same Graphotype that embosses stand 
Addressograph platese These Cardograph message plat 
are inserted in a frame which can be indexed and fil 
for future use. You can make these message plates - 
nearest Addressograp fice can do it at small cost 



















ts various forms, in severa 
hru ribbons of variouggolor 


Cardograph quic 
type styles and 
























Sectional plates 
can be had to 
print the short 
way of the card, 
too. 





Another New 


Addressoofaph 
dressogtap 
Product to Increase YOUr 
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OW effective are the letters you write to your pros- 


pects and customers? 


Charles Austin Bates, noted authority on advertising 
and selling, makes this valuable suggestion to increase 


YOUR profits: 


“Send out a campaign of 13 pieces in 13 weeks. 
If half or more of them are POSTAL CARDS 
and not more than three are letters, because of 
the postal cards your three letters will bring 
anywhere from 50% to 300% more replies 
than they would had they been sent alone.” 


The Cardograph is just the message-writing machine to 
help you make profitable use of this suggestion. Use it 
for sales messages, postal card price lists, factory and 
store tickets, office forms, record cards, order acknowl- 
edgment cards, salesmen’s advance notice cards, 
etc., etc. 


The card above tells how the Cardograph operates. The 
local Addressograph Man will gladly demonstrate in 
your office—-without cost or obligation. Just check and 


mail the coupon below—TODAY! 


903 W. Van Buren St., 
Chicago, U. S. A. 


Canadian Main Office: 
60 Front St., W. 
Toronto, 2. 






4 


yhwitt Increase Your Results— 





Prints Completed Letters— 
Dupligraph prints name, address, 
salutation, date and ENTIRE 
letters in ONE operation 
Signs with ink signature. 2,000 
COMPLETED letters an hour! 














a ———ee 
Electrically- Operated Addressograph— 
Model F-2. Prints thru a Rib- 
bon. ‘‘Fills-in’’ name, address, 
date and salutation on letters 
ee than typists—30 times 
aster. 








Electric Graphotype— - 4 
=" + Pp va ates ox -s oy 7 
a i gl type- —— 4 
t 1 Makes 4 
of us F 
4 to 800" a MAIL 
os 7 WITH 
YOUR 
; LETTER- 
yal HEAD TO 
4 Addressograph Co. 





7 


4 903 W. Van Buren St., 


4 Chicago, Ill. 


7 
#@ © Send FREE Samples of Card- 
ograph work. 
1 Have Addressograph Man cal! and 
4 demonstrate Cardograph in our office 
4 —without cost or obligation. 


4-1-28 
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The Stratford—A New “CLEMCO™ Suite 


Arrived 


HE day of the Fine Office Suite is here---and here to 
Stay. 


Executives have been trained to the finer office idea 
through the many personal refinements so broadly pro- 
moted in recent years 


Today, executives are demanding “CLEMCO’ Fine 
Office Suites --- comparable to {their home idea. Their 
friends have them. They mean to) have them too 


Through our progressive advertising 
and selling policy, you can share in 
this big market. Let us tell you how 


THE CLEMETSEN CO. 


Makers of a Complete and an Exceptional Line of Desks and 
Fine Office Suites for Business, Bank and Professional Use 


3403 West Division Street Chicago, Illinois 
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Some Furniture News from Evansville 

fhe Furniture Manufacturers’ Association of Evansville 
Ind., in their news letter of December 3 report that sales 
for 1927 up to the present exceed those of 1926. Changing 
conditions and the further development of distant sections 
of the country, which opened up new markets, are given 
is the reasons for the increase. The manufacturers report 
ig increased sales over 1926 are principally producers of 
dining room and bedroom furniture. Preparations are very 
active for the January market. Exhibitors at the Furniture 
Mart have on display some of the most attractive designs 
ver presented 

[he National Furniture Manufacturing Company expect 

establish a factory branch at Dallas, Tex., shortly after 
he first of the year 

he trade mark recently adopted by the Furniture Manuw- 
facturers’ Association of Evansville soon will be ready 
r distribution The design is an outline of the state of 
Indiana with Evansville and Henderson, Ky., shown in 
hraseology will be on the face 


large type Appropriate | 
¢ 


f the trade mark 


oe — 
Atlanta Office Appliance Association 

The Atlanta Office Appliance Association has been 
rganized. Officers of the new association are David 
[Thompson, of the National Cash Register Company, presi- 
dent; Sydney Vayneés, of the Stephen Greene Company, of 
Philadelphia, first vice-president; F. R. Wood, of the 
Comptometer Company, second vice-president, and Everett 
Brown f the Dictaphone Company, secretary and 
treasurer 

A committee was appointed by the president to draw up 
by-laws and rules for the association 

4 meeting to complete the details of the organization 


was held on November 21 


itiieianes 
Dictaphone Men in Golf Tourney 

\ number of the Dictaphone representatives participated 
in a golf tournament at the Crystal Springs Country Club, 
jurlingame, San Francisco, staged between Los Angeles 
and San Francisco. There were two foursomes and one 
twosome [he San Francisco branch won the trophy with 
five points out of a possible fifteen 

Those playing were: H. W. Jewell, W. O. Ryle, A. W 
[rimble, J. W. Murphy, A. McGrew, of Los Angeles; H. C. 
Warren, J]. McEachin, L. T. Schreiber, R. ]. Malcolm, J. H. 
Best, of San Francisco 

 ~ -- — 
A Remington Rand Dinner 

Che Remington Rand Business Service of Los Angeles 
recently celebrated a sales contest between the Kitchen 
Police and the Heavy Artillery. In this contest the 
Kitchen Police were the winners, so on November 21 the 
Heavy Artillery, who were the losers, gave a dinner in 
ionor of the victors. 

Ray Larter, district manager, was captain of the Kitchen 
Police and Charles W. Morton, supervisor of the loose leaf 
division, was captain of the Heavy Artillery. The follow- 
ng prizes were awarded Testimonial watches given by 
james H. Rand, Jr., president of Remington Rand, Inc., 
were won by L. H. Himmelrich of the systems division, 
and George W. Boyd, also of the systems division. The 
special prize given by Vice-President George P. Wiggin- 
ton was won by J. C. Youenes of the loose leaf division 
rhe winner of the Larter prize was D. H. Newhall of the 
systems division. Winner of the Morton prize was E. W 
Scott, Dalton division. Winners of the company prizes 
October visible contest D. H. Newhall, M. F. Ferrell, 
I. G. Cooley, W. H. Burk, T. H. Howells and R. A. Win- 
terrowd. Member-elect of the Larter Club, W. H. Burk, 
yperations manager 
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The Model il 
lustrated shows 
the New Inking 
Attachment. 


Underwood 
Duplicater at 
a cost. 





Saving Office Dollars 


HE Underwood Revolving Duplicator 
holds down office overhead. 


It reproduces in quantity all kinds of written 
work. It takes care of those last minute Bul- 
letins that have to be rushed out to the sales 
force, new price lists and nearly every kind 
of office form. It turns them out in a few 
minutes—at a fraction of the cost of print- 


ing or multigraphing. 


It is so simple that anyone can »2perate 
it. An easy turn of the handle—and from 
40 to 60 neat, legible copies a minute are 


duplicated. 


Any Underwood office can give complete 
information on the Underwood Revolving 
Duplicator. Write or telephone for these 


dollar saving facts. 


UNDERWOOD TYPEWRITER CoO. INc. 


UNDERWOOD BUILDING 


UNDERWOOD 


NEW YORK CITY 


Revolving 


DUPLICATOR 
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For Visible Indexes 


Non-Projecting File Signals 


{ 
ne we 20 
Easy to 
Atlach 


the new 
COOKS 





OTHER 


INDEX 


BULL 
LETTER 





COOK 


PRODUCTS 





“BURRO”" 


TABS 





“BURRO”" 
PAPER CLIPS 





DOG 
CLIPS 














Trade Mark 







Payments 


Due 


No.20 


coon's 
| melo 


Stays Flush h 


Other Cards 


Will Not Catch. 


An adjustable metal signal for 
visible indexes which - slips 
onto the card easily, yet re- 
mains in place in spite of one 
card scraping against another. 
Patent pending. 


> > * 
The new No. 2 like other 
Cook Signals has exclusive 
features which make your 
customers enthusiastic. No. 


20 now ready in twelve colors, 
100 to the box. 


Dealers who use Cook’s Sales 
Display No. 660 will tell you 
how signal sales are showing 
better profits. This Cabinet 
actually pays for its 14"x16” 
space on the counter. 


Write us for sample cards, 
including Cook’s new No. 20 
Signal, and our best offer 
which includes a Cabinet—no 


charge. 


THE H. C. COOK CO. 


Ansonia, Conn. 





: | Prospective | 
imit stomers 
be | eo aly, 


of 


t= 


PSs 


| A 


' a 56 


NAME Pr. 











January, 1928 


Esterbrook District Managers Meet 


The district managers of the Esterbrook Steel Pen Manu- 
facturing Company met recently at the factory in Camden, 
N. J., and held their annual discussion of the outlook for 
the ensuing year. The meeting was presided over by 
H. C. Sharp, general sales manager. 

The following attended the conference: From Chicago, 
J. H. Hildreth, C. M. Flight and H. L. McFarlan; from the 
New England district, Courtland J. Worth; from the south 
and southwest, James B. Stites; from New Jersey and 
Pennsylvania, Walter T. Ridgeway and Roy N. Tope; from 
the New York office, William I. Halsey, Harry W. Lynn, 
Rudolph W. Mueller, Jr., and Richard B. Gingland. 

A feeling of optimism prevailed, the general impression 
being that 1928 would be a most excellent year. Three 
days were spent at the Camden office and then all returned 
to their respective stations, resolved to make the year a 
greater 1928. 

——— 


The Stationers’ Twelve-Thirty Club 


A group of New York City stationers who have been 
meeting every Monday at twelve-thirty for the past year or 
so, organized on November 28. 

Louis H. Tavernier took the initiative in starting the or- 
ganization and called for nominations for the office of presi- 
dent. William S. Donnelly, of the Modern Stationer and 
Bookseller, was elected president, and Arthur Gilbert sec- 
It was then decided to have a board 
George 


retary and treasurer. 
of governors, and the following were elected: 
Nitschke of the Automatic Pencil Sharpener Company, 
Harry Lynn of the Esterbrook Steel Pen Manufacturing 
Company, Harry Tehan of Charles M. Higgins & Com- 
pany, and Ray Urmston of the Staedtler Pencil Company. 
The board of governors was called together by the presi- 
dent a little later for the purpose of recommending a name 
The Stationers 12:30 Club 
occieailiaintianniiian 
Stewart and Meyer to Attend Los Angeles I. S. 
M. A. Zone Meeting 
Bert A. Stewart, president of the Hill-Independent Man- 
ufacturing Company of Philadelphia, and Gust A. Meyer of 
the Meyer and Wenthe Company of Chicago, are planning 
Los February 15 at the the com- 
bined meetings of Zones 7 and 8 of the International Stamp 
These two gentlemen, 


such as 


to be in Angeles, time 
Manufacturers’ Association are held 


with the three members of the executive committee, plan 


to return to the Atlantic seaboard on the Steamship Cali- 
fornia by way of the Panama Canal. 
— ee — 
St. Louis Stamp Men Meet 
The St. Louis Stamp Manufacturers’ Club, a local branch 


International Stamp Manufacturers Association, held 
t 
Arrange- 


of the 


its monthly meeting Thursday, December 15. 
ments were perfected for attending the meeting of District 
No. 4 at Chicago, 


Committees also were appointed to look after the prelimi- 
Districts 


January 21 


nary arrangements for the combined meeting of 
3, 4, 10 and 11 in April at St. Louts. 
> 
Little Rock Apelans Elect Officers 
The following officers were elected at a recent meeting of 
the Little Rock Apela Club: President, Frank L. Eaton; 
Vice President, A. L. Wooten; Secretary-Treasurer, W. P. 


Gruenberg 
- _— 


Marsh Recovering from Operation 
Marsh, the Marsh Stencil 
Selleville, Ill, underwent a 


December 10 He expected to 


Machine 


j. W 


Company, 


president ot 
major operation 


Saturday, return to his 


duties shortly after January 1. 
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Upper Left: The new Los Angeles home of Schwabacher-Frey 
Stationery Company. Lewer Left: Zellerbach Paper Company, 
Los Angeles. Right: Interior view of H. S. Crocker Company 


store, 649 South Spring Street, Los Angeles. 


Read W hat Los Angeles Dealers 
Say About Weis Products 


"We have been handling the Weis Line for a great 
many years, and we have nothing but commenda- 
tion, not only for the Line, but for the Weis 
Policy as well. 


"The Line is highly satisfactory to all dealers 
handling it because it gives such entire satis- 
faction to every purchaser. And the Weis Policy 
is in every respect, as commendable as the 
quality of their product. 


"We have a warm regard for The Weis Manufac- 
turing Company, and the highest appreciation for 
their methods and policies and especially their 
western representative, Mr. Will T. Hughes. 

We wish them long and continuous success." 
-NEUNER CORPORATION 


"When the "West Coast" was organized, a little 
over nine years ago, one of the first orders 
placed was with The Weis Manufacturing Company, 
and hardly a month has gone by since that time 
that we have not had a shipment coming from 
them. 


"The Weis people have always shipped our orders 
promptly, and as we are so far from their 
factory, this feature is one that Pacific Coast 
dealers appreciate above all others. 


"We have made many sales to prospects furnished 
us by the factory, their policy being to refer 
inquiries which they receive from their national 
advertising to the local dealer for attention.” 
-WEST COAST STATIONERY & PRINTING COMPANY 
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Upper Left: Interior view of, the Neuner Corporation, Los Angeles. 
Lower Left: Exerior view of the same store. Lower Right: Los 
Angeles branch of West Coast Stationery and Printing Company. 


"We have been purchasing merchandise from The Wherever you go, up Cape Cod way, down along 
Weis Manufacturing Co., for the past twenty the Gulf Coast, in cities in the Great Lakes 
years, and consider it the best line of merchan- , ; . 

dise at its price shown to us. In all these district, throughout the Central States, or out 
years we have had little or no complaints, and in the land of eternal sunshine, dealers are of 
we consider the policy laid down by the Weis one opinion: The Weis Line is a profitable line, 
company, regarding sales through legitimate backed by prompt service and a policy that pro- 


dealers only, as being sound and just." tects the legitimate dealer. 
~SCHWABACHER-FREY STATIONERY COMPANY 


: If such a Line appeals to you, write us at once. 
ae ee Se Se eee ee ee The success dealers are having with Weis Pri 
carried this line of merchandise for a good many ie sabe : g a - 
years and have always had a very satisfactory ducts is not restricted to any one locality. 


sale of Weis Prooucts. Our dealings with The Wherever you are located, the Weis Line will 
Weis Manufacturing Company have always been help to swell your volume and your profits. 
cordial, and we can only speak in the highest 

terms of those of the company with whom we come The Weis Manufacturin * mpan 
in contact."—H. S. CROCKER COMPANY, INC. B 0 pa y 


162 Union Street 








"It is the policy of this company to promote Monroe - Michigan 
and feature those lines of merchandise that are New York—A. H. Deany, Inc. Chicago— Associated Stationers Supply Co. 
7 poole aaa = 356 Broadway Franklin Street 
made by RELIABLE MANUFACTURERS WHO CAN SEE THE 
IMPORTANCE OF CONTROLLING THEIR AVENUES OF oO 
DISTRIBUTION."-ZELLERBACH PAPER COMPANY 
es 
NN ee Eee 


— 


—— 

















Tew profit builders for the 
legitimate dealer tr 


Sample Case 
Sent Free! 








Rugged Strength and Exceptional 
Economy are Combined in These 


New Fibre Storage Cases. 


Coming at a time when the files of business are Banks, stores, railroads, public utilities, insurance 
being cleared and old records stored away, Weis companies, trust companies, city, county and 
Economy Fibre Storage Cases offer new money- state offices—wherever economy and strength are 
making possibilities to alert retail dealers. desired in equipment for the storage of records, 


you’ll find a prospect for this new line. 
Economy Storage Cases are made of extra-heavy 
fibre board in sizes to meet all storage needs: , es 
ee Ae ‘ies SAMPLE SENT FREE 
For 3x5, 4x6, 5x8, 8x5 and 6x9 cards, cancelled 
checks, letter, cap, invoice and ledger size papers. 
In order that you may fully appreciate the dis- 
Each case is shipped flat as illustrated, to save tinctive merit of Weis Economy Storage Cases, we 
“ . ‘ . «< ase . < ° o« 
space on your shelves. In ten seconds it can be 
No flaps, strings, clamps together with price list. Do this today! Be in 


suggest that you write at once for a Free Sample, 
set up ready for use. 
or bands to contend with. a position to get a larger share of transfer 
business than you've ever been able to get before. 


Covers are snug-fitting and are copper-stapled lhe Economy Line will help you. 


at corners to strengthen. A pull aids in 
removing case from shelf or pile. All cases 
(ledger size excepted) are twenty inches long 
and of sufficient height to hold vertical guides with 
top tabs. Gummed labeling strips, with printed 
headings are furnished with every case. 


NOTE: Weis Economy Fibre Storage 
Cases will be advertised in The Saturday 


Evening Post, January 7, 1928 


Start the New Year right! Put in a supply of The Weis Manufacturing Company 


. . a . . . T ; ap 
these quick-selling cases. You'll find a big 162 Union Street 
market ready to receive them open-handed. Monroe, Michigan 


fits’ ECONOMY 


Fibre Storage Cases 
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A PERFECT POINT FOR EVERY PERSON 

















Your Name and Address 
~Imprinted Here™ 




















— a 
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QUALITY L— : 








Free Advertising For You 
WE will send a supply of these attractive blot- 


ters, free to Spencerian dealers, imprinted 
with your name and address. 
Slipped into your packages or bills they remind 
customers of your service. 
Sample pens are available for selected lists of your 
customers who are large users. 
Beautiful counter cards and window display cut- 
outs are free also, and will be sent you on request. 
\Ve are glad to support the retail stationers in 
every way possible for we fully appreciate their 
support in the steadily increasing sales of Spen- 
cerian pens. 


ee ee ee ee ee ee ee ee ee ee 








NATIONALLY ADVERTISED PENS MOVE FASTER 


SPENCERIAN PEN COMPANY, 349 Broadway, New York City. ©. A.-1 
‘ er ‘ ser fre 1 suppl f the new Spencerian blotters with 1 
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Name , “ Address 
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enable the dealer to follow through to sales with the least 
resistance because Mosler Safes are of radically improved 
design, construction, and finish, and embody the greatest 


number of new and exclusive protective features 










UNDERWRITERS LABORATO 
INSPECTED SAFE “:s*A NOE 






RIES¢ 





MOSLER SAFES 


have been awarded the 
Underwriters’ Labora- 
tories’ “‘A’’ and ‘“B”’ 
Labels for fire-resistance 
and the Underwriters’ 
Laboratories ‘‘T-20’’ 
Burglary Label. 





\ OSLER SAFES are built in) cumulative experience of more 
- a Cc 


mplete range of sizes than 75 years devoted to building 
[he large assortment of metal fil- the highest type protective equip- 
ing units can be used in these safes ment which is in general use 
in combination with circular or throughout the world—a _ record 
rectangular door steel money and prestige of inestimable value 


chests, if desired, thus enabling to every MOSLER dealer 
MIOSLER dealers to meet the 


, , ‘e se ple J ( Onsicder 
demands of any business, large or We will be pleased to consider 


applications from dealers for our 
exclusive selling franchise in ter- 
MOSLER SAFES reflect the ritories not already assigned 


small 











"THE MOSLER SAFE CO., 375 BROADWAY, NEW YORK.N 
_TH! WAY. NEW WOR} 


The Largest and Most Complete Safe Works in the World 














™ Factories: Hamilton, Ohio MOSLER has meant Safes and Safety for more than 75 years 
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Harry P. Fowler Made “Elsie” Atlanta Manager 
Harry P. Fowler, formerly assistant manager at San 
Francisco for the L. C. Smith & Corona Typewriters Inc., 
has been appointed manager of the Atlanta branch. He 
succeeds the late L. A. Davis. Mr. Fowler's connection 
with the typewriter field has been within the L. C. Smith 
organization He joined the San Francisco sales staff of 
the Corona Typewriter Company, Inc., March 20, 1920. 
He continued in this work until April, 1921, when he be- 
came assistant manager. In June, 1922, he was appointed 
manage! He retained this post with increasing success 
until May, 1926, when the San Francisco branches of the 
L. C. Smith & Bros. Typewriter Company and the Corona 
Typewriter Company, Inc., were merged. At that time he 
became assistant manager of the consolidated offices. 
Mr. Fowler was born in Pennsylvania in 1899 His 
higher education was obtained at the Carnegie Institute of 
Technology, Pittsburgh, and at the Baltimore Polytechnic 
Institute After leaving school Mr. Fowler took a two 
vear’s course as sales apprentice with the Westinghouse 
Electric & Manufacturing Company. In 1913 he moved to 
California, where he was connected with the Prudential 
. Insurance Company 
J In his new position Mr. Fowler has the best wishes of 
s former associates at San Francisco, and the officers at 
e executive offices, as well as the wholehearted co-opera 
tion of the Atlanta organization. 
> — 


Berger Chicago Branch Moves to Loop 
e [The Chicago branch of The Berger Manufacturing Com 
pany has been moved to Suite 1037, Builders building, 228 
'? \ 
been located at the warehouse, 3622 South Morgan street, 


orth La Salle street. For several years the branch has 
n a rather inaccessible neighborhood. The Builders build 
‘ ing faces Wacker Drive, which affords an outlet by auto 
mobile to all the important North, West and South side 
fares. The drive is double decked, and space for 


parking cars, without restriction, is available on the lower 


level of the drive In addition, the building provides day 
ize numive ( cars 

he new location of the Berger branch accommodatcs 

he engineering department, equipment division and build 

ng division, as well as the branch offices and local execu 

\ handsome display room is provided, in which are 


Berlov” desks and tables, safes, the “S800” line files, 
steel unters le ckers W edgelock”’ shelving and aut 
e equipment. The branch offices are 


ted throughout with “Berloy” office furniture 


Che 1 downtown location has been felt a long 
time, and convenience, with ample space for all require 
ts, has been achieved. Office equipment dealers visit 
Chicago are invited to call at the new Builders build 
ng offices and avail themselves of the conveniences and 
oe 

Better Business Bureau Forming at Lancaster 

Business men of Lancaster, Penna., are organizing a 


Better Business Bureau as a means of creating standards 


ess and enforcing better methods. H. H. Herr, ot 
Ream’s s chairman of the commiuttec organizing the 
bureau. He was appointed by the president of the Lan 
ster Advertiser’s Chl \ campaign for raising funds 
r the operation of the ireau was very successful. Upon 
S¢ endorsement of the National Better Business 
Bi l | orgar tion will be incorporated and a 
( ihe | ird will elect the mcer 

» iré re ma cities this cour 

P y e ¢ | ¢ business 

‘ g ence ¢ e cons er 

good ‘ actices 
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SAMS 


OFFICE AND DIRECTORS’ TABLES 














here are many distinctive 
construction features built 
into the Samson line of office 
and directors tables by which 
these pieces may be identified. 


Every feature has definite 
merit and the sum total repre- 
sents the most quality possi- 
ble to put into any table 
regardless of price. 


The price, contrary to what 
you might expect for such 
quality, is within keeping with 
the ideas of those who cannot 
afford to waste. 


Our new catalog No. 27, just 
off the press, gives complete 
information. May we send 
a copy? 


Mutschler Brothers Co. 


511 Madison Street 
NAPPANEE, IND. 





No. 321 
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Census of Distribution at Chicago 


The United States Department of Commerce has released 


preliminary figures on the census of distribution at Chi- 
cago compiled with the assistance of the ( hicago Associa- 


n of Commerce. Statistics on the office equipment, ma- 
chine and stationery establishments have been abstracted 
are presented here. The live stock and packing indus- 


f the city led the list, with annual sales in 1926 of 


World's Quality Standard $526,190,400, reported by wholesale establishments 


es 


This work has been undertaken by the Department of 

Some of the Commerce in various cities, with the co-operation of the 

66 S i me L. iz Ss ” various local chambers of commerce, or other civic bodies. 

ete rhe figures given are preliminary, and subject to correc- 
tion when the final printed report is issued 


General Classifications 


Office Equipment—Number of establishments, 159; per- 
sons engaged: Employes, 1,784; fir me vers and pro 
prietors, 98; total, 1,882 Total salaries and wages, $3,440,- 


100 (does not include any form of remuneration for pro- 


prietors and firm members Merchandise inventories 
Average for year, $2,827,200; December 31, 1926, $2,836,- 


100. Total sales, $19,510,200. Personnel averages for year 


Officials and office employes, 5 


, 575; selling employes, 664; 
service employes, 545 Number of employes in: April, 
1,760; July, 1,745; October, 1,785; December, 1,767. Aver- 
age salaries and wages per employe, $1,928 

Stationery, Books, Magazines, Etc.—Number of estab- 
lishments, 489; persons engaged Employes, 3,405; firm 
members and proprietors, 393; total, 3,798. Total salaries 


and wages, $4,402,300 (does not include any form of re- 


muneration for proprietors and firm members). Merchan- 
dise inventories: Average for year, $2,038,000; December 
31, 1926, $2,025,700. Total sales, $16,228,600 Personnel 


averages for year: Officials and office employes, 807; sell- 


ing employes, 2,369; service employes, 229. Number of 
employes in: April, 3,331; July, 3,336; October, 3,334; De- 
cember, 3,427. Average salaries and wages per employe, 


$1,293. 


Typewriters and Calculating Machines —Number of 


establishments, 29; persons engaged: Employes, 718; firm 
members and proprietors, 17; total, 735. Total salaries and 


wages, $1,457,500 (does not include any form of remunera- 


tion for proprietors and firm members). Merchandise in- 
ventories: Average for vear, $710,200; December 31, 1926, 
$7 26,400 Total sales, $5,727,000. Personnel averages for 
year: Officials and office employes, 288; selling employes, 


234; service employes, 196. Number of employes in: April, 
706: Tuly. 695: October, 723: December. 724. Average sal- 
aries and wages per employe, $2,03I 


Volume of Retail Sales by Class of Commodities 





[he preceding statistics show the total sales of all com- 
modities in Chicago in each class of stores. Following are 
figures showing the total number of outlets for each com- 
modity listed and the sales as reported by such outlets. 
[hese statistics cannot be reconciled absolutely with those 


, 
WORLD'S = i an called: ti Gliediinn of eile tate 
QUALITY different establishments. Volume of sales for 
Calculating Machines and Supplies—$1,748,800; six out- 


STANDARD lets On = ‘Equioment and Sup) 1 es—$20,394,900; 285 out- 


lets. Books, Magazines and Stationerv—S$23,780,100; 1,744 


Meet every want of outlets. Typewriters and Supplies—$4,097,600; fifty-two ou 
your most particular Se een alle 
patrons—in perform- single stores) classified by annual volut of sales 
ance and price Classification by Sales Volume 














Office Equipment—11 less than $5,000; 10 from $5,000 to 

\. - $9,999: 27 from $10,000 to $24,999; 17 from $25,000 to $49,- 
999: 36 from $50,000 to $99,999: 16 from $100,000 to $249,- 

Weldon Roberts Rubber Co. Newark,N.J.U.SA. 999; 11 from $250,000 to $499 7 from $500,000 and 
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B. L. Marble Business chairs in the “Gece of The Lawyers Westchester Title & Mortgage Co., 


hite 


lains, N. Y. 


Increased Profits for 
The B. L. Marble Dealer! 


ODERN business, in its 
M trend toward the expres- 

sion of individuality in 
office furnishings, has indicated a 
very marked demand for quality 
office chairs. The progressive 
executive is fully alive to the 
possibilities of the well groomed 
office and to the reaction of his 
clients to their surroundings. 


B. L. Marble Business Chairs 
meet fully the exacting require- 
ments of modern business. They 
include designs to match the vari- 
ous ‘‘suite’’ desk lines as well as 
those of medium grade for general 
office requirements. In Catalog 
No. 33, ‘‘The Blue Book of Busi- 
ness Chairs,’’ will be found a 
particular type of chair for every 
specific need. 


THE B. L. MARBLE CHAIR COMPANY 
BEDFORD, OHIO, U. S. A. 


BL MARBLE 


Se BUSINESS CHAIRS & 
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0 The leather is split from the center of Back to right and left. 
0 Under the flaps thus formed the Back Plate fits tightly and is d ° 
0 cemented to leather surface beneath it. The leather flaps are then €cl e a 
i cemented down onto the Back Plate; a piece of strong cloth y 
I between furnishes an adhesive surface, and is cemented to both 
5 leather and plate. 
0 Full thickness ot leather 1s retained at ends of the Cover Back eat advance 
) where strength is required. Neither the Flaps nor the Hinge 
y Grooves extend to the edges of Cover. 
in Ring Book 
f 
0 In ng OO 
1] 
i 
0 ° 
construction 
] 
i} 
0 
0 
y 
b 
i 
b 
0 This enlarged cross section pictures che Back Plate in position, 
0 securely cemented to upper and lower layers of leather. Several 
0 Lugs, which are part of the Back Plate, attach to the metal above; 
ww binc . le » taae 
4 they bind the whole metal part firmly together TOP VIEW 
Q | i 
0 \ SIDE VIEW | 0 
0) 0 
0 | (| ~~ 0 
0 | \ | fj 
0 4 0 
i i 
0 Solid Leather ) 
u Single Ply : u 
' This new Lever has an extra long reach, : 
8 San, y and multiplies power four times. Easy 4 
0 ke : Way operation is the result 0 
S —— The design and shape permits placing it 4 
b between the sheets, which in turn permits o 
0 One-piece, single-ply, all-leather. This is the Trussell way of the long reach. An exclusive Trussell 0 
0 maxing a Ring Book Cover feature i 
0 \ 
b i 
0 o 
ee see ee ee ee se, cee sees ee ce ee ee ee ee a Ss ss ee 
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The ‘*400” 
Line 





ee ee ee 


oy RESULTS of two years’ work and experiment are embodied 
in these new Half Inch Ring Memo Books; there are definite 
improvements in the parts and in the construction. Every detail 
will find favor with critical loose leaf buyers who appreciate beauty, 
strength and fine craftmanship in Ring Books. 


Top Plate of ring mechanism is almost flush with Fan-shaped Levers fit between the corners of 
inside surface of Cover. When open, sheets lie flat; sheets when open, and under them when closed; 
no hump near the Rings; improv ed appearance made of nickel silver. The action is downward, not 


Metals are permanently bound into the one- outward. Book can be opened readily without 


piece, all-leather Cover by our patented method of lifting from desk. 
splitting the leather on the inside of Back; cannot A powerful Spring clamps the Rings tightly 
work loose; guaranteed for service and wear. together; and yet a slight pressure of the finger 


Rings will hold 100 sheets and index—and more on the multi-power Levers will open them easily, 


with a fu d 
Rings and the plates which carry them are stamped ith a full load of 





sheets 
from one piece of heavy brass. 


Solid metal Rings, not tubular. Contact points One-piece, all- 


- > > Vv > sd 
of ring-bearing plates are milled to reduce friction leather Covers; 


Joints of Rings are milled for pertect fit. either black or 
mahogany Cow- 


: . . le . 
Your customers want the best; give it to hide, handboard 


them. Order a supply of this “400”’ line. 
ora sample for inspection and compari- 


ed. No lining oi 
interlining. No 
metal on the out- 
son, now! side 


teeta ett om tanto 





TRUSSELL MFG. CO. 
23 to 29 Cottage Street, Poughkeepsie, New York 
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1928 
Suggestions 


Felt 
Cushion 
992 Style 





Cushion 
3000 
Style 


Flexible 
Desk 
Pads 





Folding 
Pads 


Glass 
Letter 
Tray 


Leather 
Tray 


No. 297 
Embossed 
Work Distributor 


Made by 


GEO. E. FOX & Co. 


325 W. Ohio St. Chicago, Ill. 


A. H. Denny, 356 Broadway, New York 
New York Representative 
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Stationery, Books, Magazines, etc. 
$5,000 to $9,999; 83 


159 less than $5,000; 
71 from from $10,000 to $24,999; 38 
from $25,000 to $49,999: 17 from $50,000 to $99,999. 13 from 
$100,000 to $249,999: 9 from $250,000 to $499,999. 4 from 
$500,000 and over 

Typewriters and Calculating Machines 
3 from $10,000 to $24,999; 7 
8 of $100,000 and over. 


Wholesale Establishments 
The volume of business reported under this head includes 
brokers, 


7 less than $10,- 


000: from $25,000 to $49,999: 


sales made by wholesalers, commission merchants, 


manufacturers’ agents, sales offices, co-operative selling or- 


rations, etc. The total includes a comparatively small 





\ ime of sales made at retail by establishments which are 
imarily engaged in the wholesale bus:ness, but make some 


retail sales. 

Office Equipment.— Number of establishments, 136. Per- 
| 2,300; firm 
Total 
038,300 (does not include any form of remuneration to pro- 


Merchandise 


December 31, 


sonnel figures: Employes, members and pro- 


prietors, 59; total, 2,359. salaries and wages, $4,- 


inventories 
1926. $2.897,- 


firm members). 


year, $2,890,100; 


prietors or 
Average for 
YOO Sales, $27,522,700. 

Stationery, Books, Magazines, etc Number of establish- 
Employes, 2,868; 
2,904. Total 


48.000 (does not include anv form oft 


ments, 87. Personnel figures firm mem 


bers and proprietors, 36; total, salaries and 
wages, $5,5 y f remunera 
Merchandise inven- 


1926, 


members 


$4.973.700 


tion to proprietors or firm 


Average for vear, December 31, 


$4,573,100. $32,127,300. 


- | 
Sales, 


Volume of Wholesale Sales by Commodities 


Books, 


Stationery $31,730,700; 110 out 


Magazines and ut- 
$1.680,400: 11 


lets Calculating Machines and Supplies 
outlets. Office Equipment and Supplies—$28,582,700; 160 


’ 


outlets. Typewriters and Supplies—$2,659,200; 25 outlets 
Machines 


' 
pilove Ss. 


[Typewriters and Number of 
411; firm 


Total salaries and 


Calculating 
establishments, 30. Personnel figures: En 


members and proprietors, 5; total, 416 


ges, $830,100 (does not include form of remunera- 
proprietors or firm members Merchandise inven- 
1€s Average for year, $394,600; December 31, 1926, 
$403,800 Sales. $4,695,900. 
AC cCiati or t tals etwee \\ r ind retail out- 
S imposs e, due to the ict t rchases by dealers 
es by w lesalers é ] the Chicago dis 
‘ lealers bu of tow ] ers have I 
‘ ‘ 
> 
]. B. Frisbie Joins National Chamber 
BR. Frishie s joined the +7 , Cammerce 
States, Washington, D. | ssist man 
, s Mr Fr p \ he 
\ ( r ( ( | i 
‘ ; ( gn sé 
( B y Arge i 
( Hye na t Na ( 
( \l has " ‘ 
oy ( ‘ exe t ¢ é 
1 7 
‘ ' ; 
> 
Marsh Represents Van Dorn in Southwest 
Van Dorn Iron Works Con , Cleveland, Ohi 
p Ge \W \f ~ “1 distr + P 
‘ ‘ His te es J Arkansas, Okla 
Mis i K : M M Was a tra eler 
Slew ( 
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»,000; 
); 38 
from 
from 


$10,- 





oe Everything in its Place Means Economy 


STORAGE CABINETS 





Provide a Place for Everything 


Securaway (cabinets are the most useful articles of office equip- 
ment made. Every business has need for one or more of these 
Cabinets for protecting the thousand and one articles incident to 
the maintenance of its business. 


Write our Sales Department for the Securaway 
Storage Cabinet Sales Campaign 
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Supreme Test 


PENCIL 1s 

only as good 
as the user thinks 
itis. The supreme 
test is daily use. 
Day in and day 
out, year in and 
year out Semi- 
Hex undergoes 
this searching 
test in thousands 
of offices and in 
hundreds of thou- 
sands of hands. 
Steadily mounting 
repeat orders are un- 
solicited testimon- 
ials that once again 
prove Semi-Hex to 
be “The Pencil In- 
comparable.” 


General Pencil Co. 


Jersey City New Jersey 


Ie 
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Instrumentation of the Chirographic Art 


By Ted Sloat, W. A. Sheaffer Pen Co. 


Back in the davs ot Og, the caveman, the stenographers 
carried a mallet and stone chisel when they went in to take 
dictation, if we are to believe the cartoonist’s drawings oi 
those good old times Or. if the boss wanted to do a little 


inscribing himself, he blithely seized his desk mallet set 


and in the course of half a day or s fhxed his signature 
to the business letter. This sort of thing tended to keep 
correspondence down to the mini 

In the days of Sumeria and Chaldea bookkeepers used 
the stylus industriously to jab « characters into 
tablets of mud which were set out in the sun to dry—a 


handy arrangement that made for interchangeable parts 

cas oo Theost » I he keenine j 

in paving, building houses, o ie keeping of records 
King Tut-Ankh-Amen and the Rameses found the reed 

more to their liking and equipped their secretaries with 

1s handy little apparatus mads tron a plat growing 


THIS DISSATISFIED AGE 


g “WHAT, OUT OF INK AGAIN 


WHY, | JUST FILLED (T A WEEK 

















rinuTe Anrai nanan mec oANniccoonence Mate AnInTAt THA 


riIMELY CARTOON FROM CHICAGO DAILY NEWS OF 
NOVEMBER 1927 


¢ ac Rive Nile l e ree sed like i Ss r 
inscr ny whts ¢ re pal] 
“ r word “paper s derived 
( ¢ s the M vs i Ma c s iis Cal | 
Va this ype ot wr re s e Celestial 
King n, where e ideogr shed ce es 
Ie ‘ << t TL at W led 
| c stvlus weve Ca i Cc 
We worl the lay aes 1 
ven il s¢ \ ible s La i dit Savyvs 
c eve ste graphers Ss) é iking es ? 
Ww « (sau d ed i Sa d S ae 1 
way that has been the er ealtors t 


Now Comes the Squeaky Goose Quill. 


This time marked the high point in stylus stock, tor 
}, rt! t} fter * 4 | ided that the !] ] homely 
Srl¢ \ tnerearter it Was ceciaed a tne iow ly omely 
. j ‘ . ++ } 
w se carried a ete wr w is W 2 in 
he Styvius ever id e¢ () came is 
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The world would stand still and decay, were 
it not for the natural desire of men to leave it a 
little better than they found it and to add their 
contribution toward its advancement, slight or 
insignificant though it might be. 


And as we look back over the years that have 
gone, we can see the milestones of Progress, gleam- 
ing white along the way. Each day, each year finds 
us further advanced. New methods, fresh and bet- 
ter ways of obtaining results are constantly being 
devised. Not content merely, to keep step with the 
progress of others, but to be in advance of them, 
must be our aim and endeavor if we are to succeed. 


We must not, we cannot, be satisfied with do- 
ing things as they have been done, simply because 
the old methods sufficed at the time. The public 
is quick to judge the man who does not advance, 
and soon he will find himself left by the roadside, 
alone, while the world is flocking to the banner 
of him, who, not content with what has been 
done, has left the ranks of the commonplace and 
made himself a leader. 


Browne-Morse Company 
Muskegon, Michigan 
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More than ffuman~ 


Faster—errorless—tireless! The Dal- 
ton ten-key Commercial Ledger Posting 
and Statement Machine does more work 
with less effort than human hands and 
brains could ever do because it’s auto- 
matic! 

Automatic addition, Automatic ex- 
tension and printing of new balances, 
Automatic subtraction of credits, Auto- 
matic proof of posting. 

Over and over again the word Auto- 
matic has to be used to describe the 
work of this wonderful bookkeeping 
machine. 

Automatic printing of date, Automatic 


paper injector, Automatic paper car- 
riage return. Even the work of the book- 
keeper's fingers becomes automatic be- 
cause Dalton is a touch method machine. 
The ten keys are scientifically arranged 
for touch method operation. 

You owe it to yourself to see this 
machine, to learn what it can do for your 
business, what it can actually save you 
in dollars and cents. 

The Dalton Man will bring a machine 
to your office at your call. He'll show 
you developments that will amaze you. 
Absolutely without obligation. The only 
cost to you will be your time. Send for 
him today. 


Darron Appinc Macuine Division, Remincton Ranp Business Service Inc. 
374 Broapway, New York City 


Dalton. 


REMINGTON RAND 
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and everyone sharpened his own with a small knife carried 
for that purpose. This knife came to be known as a “pen 
knife,” a term still in common use for pocket knives. The 
best quill pens were supposed to come from the left wing 
of the goose, although just why this should be so is a deep, 
dark mystery to this day. 


With parchment for paper, quill pens and horns of sand 
for blotters the monks kept alight the feeble flame of 
knowledge through the Dark Ages, producing hand-written 
and decorated volumes that are still regarded as the highest 
art of their kind in the world. There was no printing. 
Parchments were not to be bought by the ream at the 
corner store, since there were no corner stores worth men- 
tioning and each parchment represented a whole sheep. 
Everyone who amounted to anything in that day of raw 
meat and high blood pressure was too much engrossed 
in whacking his neighbor with broadsword and cleaver 
to bother about trying to find a substitute for parchment. 
This led to a perculiar practice among the student monks 
of taking the older parchments and erasing the words 
from their surfaces for new writings. Often the older writ- 
ng was not completely deleted and fragments of words 
could be made out through the later inscriptions. Such 
varchments were called “palimpsests,” and one of the 
great indoor sports among scholars of modern times is to 
pick out the story told in the palimpsest that the writer 

the secord message deemed too unimportant to save 

Quill pens still continue te be used in some European 
countries. One firm in London does quite a nice business 

the sale of them and does them up in packages of twelve 

not so easy as it sounds—for the trade. 

The advent of the metallic pen is rather a 


, 


necient, too, 
has been found 


nd possibly antedates the quill, since it 
uried in the ruins of Pompeu. At any rate, the metallic 
pen superseded the quill and ruled the world unquestioned 
or many years from \Vladivostock to Kalamazoo until the 
modern fountain pen bearing a lifelong guarantee and 
iving excellent writing qualities changed this type of 
writing instrument trot a luxury to a necessity in the 
world of business, placing it on a par with the dip pen 
Exponents of the age of machinery and modernity are 
prone to regard the fountain pen as a product of today’s 


its origin is shrouded in the mists 


Pens Founted in Ancient Egypt 

Archeologists, prodding around the dusty sarcophogi otf 
ancient Egypt, tound a fountain pen where it was dropped 
or laid 4,000 years ago, according to recent press dispatches. 
It differed considerably from its brilliant colored descendant 

today The barrel consisted of a reed of about the 
same diameter as a lead pencil mounted on a piece of 
opper wire, presumably to strengthen it. The end of the 
reed was cut away to a writing point, and the narrow tube 

the reed served to hold a quantity of writing fluid. 

We hear of the fountain pen again in the “Journal of a 
Trip to Paris in 1657-1658" by A. P. Faugere in this 





passage: “We went to see a man who has made a mar- 
velous invention for convenient writing He makes a 
silver pen in which ink can be kept without drying, and 
without taking more ink you can go on writing.” The 
tamed Dr. Pe pys in his diary in 1663 makes reference to a 


“silver pen to carry ink in.’ 
In 1754 a “Dictionary of Arts and Sciences” describes a 


lountain pe n greatly like some ot those ec ld today, con- 


sisting essentially of an ink barrel, a pen of silver, brass, 
juilll or iron, and a cap which covered a minute hole in the 


op by which the flow of ink to the pen was regulated 
From that day to the present time references to the foun- 
tain pen are numerous. Many variations were tried, but 


¢ 


was not until within the last few decades that the instru- 
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The CADCO 


VISIBLE RECORD 
EQUIPMENT 


Costs less than the card system and 
makes record keeping efficient in every 
department of business. 
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The-ADCO “Visible” Prong Binder with 
the Double Opening Feature. 





The ADCO “V U” Five Book Unit Rack 
for Flexible “Visible” Record Binders. 





The ADCO “V R” Five Book Rack for 
“Visible” Record Binders. 


Your STATIONER can supply you. Send for 
New Price List No. 14, issued January, 1928. 


W. G. LLOYD COMPANY 


626 S. CLARK ST. CHICAGO, ILL. 


ACCOUNTING DEVICES COMPANY 
W. G. LLOYD COMPANY 
Consol:dated 
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ment comes to be recognized as a dependable necessity 
of business 

It is interesting to note in the histories of these different 
writing instruments that none seemed definitely 


later, but all 


types ofl 


to succeed another because it was invented 
have existed practically throughout the whole of the written 
| history period of man, with each type having in its turn i‘ 


|era of general use and widespread popularity. 


CC, TS SS ~ 


Punches and Rolls Eyelet 
In One Operation 


“Wunaxion” No. 130 punches the paper 
and rolls the eyelet in one operation. Slid- 
ing gauge in the throat regulates the dis- 
tance from the edge of the paper. 

Spring action, compound leverage, full 
nickel plated. Made in 6-inch only. Packed 
one tool and small box of standard stainless 
eyelets in a handy office kit. $2.00 retail 


BER 


TRADE MARK REC 


STATIONERS 


OOCS 


Made by the Makers of 
TRIUMPH EYELET PUNCHES 


THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONN. 











Patent Office Makes New Record 


A new record for the number of applications received 
United States 


the fiscal year 1926-27, 


in the Patent Office was established during 
when a total of 113,783 applications 
were presented for consideration, an increase of 3,753 over 
the previous year and 186 over 1922, the previous record 
year, according to the annual report of Commissioner of 
Patents Thomas E. Robertson 

The impossibility of the Patent Office adequately coping 
pre- 


applications 
staff of 


with the rapidly increasing number of 


sented without a considerably augmented exam- 


iners is pointed out by the commissioner 


For a number of years past, except for a two-year period, 


when a increase of force was provided, this 


| branch of the Government has been understaffed, according 


temporary 


to the commissioner, who said the lack of sufficient per- 
sonnel has resulted in seriously hampering the efficiency 
of the Patent Office with a resultant drag on the indus- 
tries of the United States occasioned by the delay in 


acting on applications received. 


During the fiscal year 1926, the report reveals, the 


average time it took to reach a patent application for first 


consideration was two and one-half months while the 


months and some of the patent 


The 
number of new applications is increasing consistently, the 
1927 113,783, 103,591 in 
Because of insufficient personnel to this 
action have risen to 64,646, 


average now is three 


divisions have cases which are six months in arrears 


total in reaching compared with 


1925 


' 
} 
t 


handle 
cases awaiting official 


yusINess, 


an increase of more than 20,000 during the year 


Trade-Marks and Designs Are Current 


In contrast to the situation prevailing in the patent 
divisions of the service the report shows that the trade- 
mark and design divisions are able to keep their work 
current, acting on new cases within thirty days. With an 


increase of five new patent divisions in addition to the two 


which have been authorized for the fiscal year 1928, Com 
that it will be possible to act 


on applications much more expeditiously 


missioner Robertson stated 


Attention is called in the report to the high turnover in 


the examining corps as a result of the present low scale 
: ety-eight of the 


that 


of salaries During the fiscal year nin 


technical and professional force resigned for reason 
According to the cor 


man, scientifically and 


nmissioner, “to give a_ professional 


P , —- , 
legally educated, an intensive tra‘n- 


ing tor several years in our particular work and then to 


have him resign merely because he is paid an insufficient 
salary is not only false economy but entails large economic 


loss 

Of the 113,783 applications received during the year, 
89.360 were for patents for inventions, designs and re- 
issues, while 24,423 were for trade-marks, labels and prints 


Fees collected and turned into the United States Treasury 
amounted to $3,497,132.41, the largest of any year in the 
history of the Patent Office. The number of printed copies 
of patents disposed of totaled 5,532,000, of which 3,204,000 


1.4 ¢ 


| were sold to the pul ten cents each, yielding an 


ncome to the Government of more than $25,000 per month 
= ———— 
| 
| Are you getting something from each day or just spending 
| time The Webster Way (F. S. Webster Company) 
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OFFICE EQUIPMENT DEALERS 
WHO SEE THE HANDWRITING 
ON THE WALL ARE CONCEN- 
TRATING ON 
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Note these advantages— 
and you will agree that this new 
700 LINE of files is the greatest 
value in the office equipment field 


HE GF 700 LINE files 

are low in price—lower 
than any line possessing 
the quality, capacity, and 
strength that are inherent 
GF qualities. 


Each file is of welded con- 
struction, has the GF roller 
suspension drawers, regular 
baked enamel finish, bronze 
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hardware and typical GF 
space-saving compressor. A 
new thumb latch is standard 
on all drawers except the 
tabulating unit. 

Drawers are all 28" deep, and 
the cost per filing inch is 
25% to 40% lower than 


previous GF files having all 
these features! 


Only GF could produce such 
files to sell at a price so low, 
for GF has the tremendous 
resources, purchasing power 
and mass production, and 
an unquestioned reputation 
for building the best. 


Write today for informa- 
tion on the “700 LINE.” 
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Business |\Vien who pride themselves 
on the modernity of their offices 
are choosing G-F Equipment 


The private office of 
the business executive 
or the professional 
man is no longer 
merely a workshop. 
The atmosphere of 
culture and_ refine- 
ment has been intro- 
duced to reflect the 
personality and posi- 
tion of the occupant 
and the standing of 
the institution which 
he directs. 


In such an office the 
executive can meet 
with pride his associ- 
ates and his business 
guests. 





<i 


The new GF Execu- 

tive Desks have struck a new note in 
office equipment. They combine all 
the richness of design and finish that 
the most artistic decorator might con- 
ceive—and all the permanence and 
utility that only steel can possess. 


very desirable feature is present — 
handsome, baked-on, washable finish; 
smooth, eye-rest- 
ful tops of Velvo- 
leum; drawers 
that never warp or 
stick; perfect ap- 
pointments; and 
resistance to fire 
and other agents 
of destruction. 








THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
CANADIAN PLANT: TORONTO, ONT. 


Branches and dealers in all principal cities 





DESKS and SAFES 


The first investment 
is modest compared 
with the less perma- 
nent values of the 
finer woods, and the 
cost per year of serv- 
ice is infinitely less. 


GF Allsteel Safes pre- 
sent another side of 
the picture. They, too, 
are finished in an at- 
tractive fashion, to 
harmonize with the 
setting of a modern 
office, but their mis- 
sion is a serious one. It 
is their function to 
protect the very life 
blood of the business, 
its records, against 
fire, water, build- 
ing collapse, and all 
the risks in the insurance agent’s 
book. And to protect them in safes 
like these is the only way to insure 


their safety. 
ctr 


A GF Allsteel Safe may be moved from of- 
fice to office, or corner to corner, just like a 
desk, and in addition to providing more cer- 
tain protection to records, has this mobile 
feature that built-in vaults do not have. 
CRrw 

These are sales facts 
that will interest your 
customers. With the 
GF line you can meet 
competition, and that 
means profits for you. 
Write today for in- 
formation on the GF 
franchise. 
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The GF Allsteel Line 


can mean a great deal 
of PROFIT to yo 


Here is the GF policy: line as an integr: usiness, give it his 
— , ’ ’ } ¢ +1] y “+ stHionert ana ] lh; “4 ward 
lt is our obligation to supply our dealers with the vest thought and effort, and do his share toward 
est stee office equipment line it 1s possible to Keeping the line betore the UDI 
produce ; then to back the line with strong national ; : , : 
s When hecome a GF de: —— : ike thi 
RB . . 1} ey ree a ive you pecome a \u aeaier®r « a DASIS 11KE LNs 
advertising to give the dealer tair protectio 1 tHe eee k , 
ou can’t help making profits 
his territory, and to keep manutacturng costs : I 51 
down so that both he and we may make a profit Some attractive territories are still open. Send 
return, we expect the dealer to look on the GF the coupon today, 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio 


Canadian Plant: Toronto, Ont. Pranches and dealers in all principal cities 





The Genera! Fireproofing Company, 
Youngstown, Ohio. 
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Fifteen Years Ago 


Random Slants at Office Appliances in 
January When 1913 Began Another Lap 
Toward Infinity 


The Stenotype, which was acquired by the LaSalle Ex- 
tension University, Chicago, last year, was being placed 
on the market by the Universal Stenotype Company, 
Owensboro, Ky 

Roberts & Son, Birmingham, Ala., had increased the 
capital of this business from $50,000 to $100,000 

The annual review of conditions abroad, contributed by 
lead:ng men of the field in various countries, was presented 

“The Rebuilt Typewriter Industry” discussed conditions 
in that trade, and mentioned abuses which should be cor- 
rected. 

“Office Furniture in Appliances Stores” showed that 
desks, filing cabinets, chairs, etc., formed a legitimate and 
proper part of the stock of the commercial stationer 

The business show held at St. Louis, Mo., December 
9-14 was highly successful. 

The B. L. Marble Company, Bedford, Ohio, announced 
that its production would be confined in the future to 
office chairs and contract work. Household lines of chairs 
were discontinued 

The Browne-Morse Company, Muskegon, Mich., had 
moved into a large new factory. 

Che Commercial Furniture Company, Chicago, Ill, had 
completed a large addition to its factory, bringing up the 
production to 12,000 desks a year. Even in those days the 
company was heading toward period desks, as a line of 
matched office suites had been announced 

H. S. Gilbert, now manager at Chicago for the L. C. 
Smith & Corona Typewriters Inc., had jo:ned the Chicago 


sales staff of the L. C. Smith & Bros. Typewriter Company, 


com'ng from the St. Louis ofhce, where he had been man- 
ager. He was appointed city sales manager at Chicago. 
> 
Scientist Develops Ink Sensitive to Violet Ray 


Newspaper d 


ispatches made reference to a new form of 
protection against alteration of checks and other papers 
A scientist employs an ink which is invisible when written 


paper, but may be seen plainly in the light of a violet 


pal 
ray lamp. The plan is to write the check in the usual way, 
and then “cross” the face of the check with the amount 
written in this special ink. The amount to be paid is veri- 
fied by the bank by the use of the violet ray 

) Fh hind 

Classifying War Documents Progresses 

The adjutant general of the army reported progress to 


he staff in classifying and filing approximately 100,000,000 


Led 


documents which the world war added to the department 


records. These papers include the individual records of the 
soldiers, and the correspondence and other papers of the 
war®r tit c camps tk c rt r cs mn France and Sil cTia ind the 


pation in Germany 


adie - 
Important Fashion Note for Equipment Salesmen 
Here and there in offices one sees unusual uses for filing 
ibinets. It concerns the excess capacity of the equipment 
which is not wasted oftet In one office a modificati 
é ‘ Ra S ipologies to “G-W ds the 
cnr ti eadpieces the ste graphers filed away be 
‘ w S e files are consulted the st thing 
morning, a the last thing in the late afternoon 
l n ler hve-| chapeau is plenty space 1 a 


























You Cannot Buy the 
GRAND PRIZE 


Carbon and Ribbon Tester 


Here is a little device 
that is changing the 
carbon and ribbon buy- 
ing practice of knowing 
office managers. It is 
possible now to deter- 
mine beforehand the 
quality of carbons and 
ribbons. 

The Grand Prize Tester 
secures impartial and 





Manufacturers of comparative tests 
Carbon Paper since and proves by graphic 
isos demonstration what 


Grand Prize users and dealers already 
know—the superiority of Grand Prize 
carbon paper and typewriter ribbons. 

This machine, which will increase your 
carbon and ribbon business, is not for sale— 


But It’s FREE with Minimum 
Order 


Carbon and Ribbon Testers have never 
been obtainable for less than $75 to $100. 
But the Grand Prize Tester is free to 
dealers with minimum order. Write us 
for details of this offer .. . and of our 
entire money-making proposition. 

The tester can be carried in salesmen’s pockets. 
It is only 13 oz. in weight. The type-bar is non- 
adjustable, the parts are all nickeled, the frame 
is aluminum. Steel type, rubber platen. 65-ft. 
roll of paper. 


Pacific Carbon & 
Ribbon Mfg. Co. 


J. Francis O'Connor, President 
1451 Harrison St., San Francisco, Calif. 
396 Flinders Lane, Melbourne, Australia 
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Builders! No Sheaffer dealer 


sells merely fountain-pens. He 
sells with Lifetime merchan- 
dise that respect for superior 
%00ds which daily builds for 
him the greater profit of faith 
in his $00d judgment and in- 
teprity. 

And no Sheaffer dealer is 3iven 
merely a contract to sell. He 
is §1ven every protection that 
Puaranteed merchandise, right 
advertising, and the restraint of 
jobbing, can produce. Sheafter 
franchises row in value. 


SHEAFFERS 


PENS*+>PENCILS+: SKR 
W. A. SHEAFFER PEN COMPANY FORT MADISON, IOWA, U.S. A. 
Reg. U.S 
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2 p») Identify the Lifetime 
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Long-life is a matter 
of substantial building 


It is easy to build for a day. It is difficult to build a 
thing, that will withstand hard usage for unnumbered 
years. But it is not only because of its durability 
that the pen with the little white dot has had its out- 





ranking success. It isa real achievement in art. Itisa 









faithful performer, instantly respondin, to the lipht- ei) 
We est touch, yet capable of making, several carbon copies. ered C: 
y ae Backed by policies whichinsureatonce good profitand Merde Litwine AND 
Song good reputation for dealers, it has built for Sheaffer nga 3 


franchises an enviable value for constant worth. 











* pen in Areen or black, $8.75, Ladies’, $7.50—pencil, $4.25. Others lower 





Lif time® 








At better dealers everywhere 


SHEAFFER'S 


PENS: PENCILS: SKR 
W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S. A. 


New York . . Chicago . . San Francisco 
W. A. Sheaffer Pen Co. of Canada, Lid. - Toronto, Ont.—60-62 Front St., W. 
Wellington, N. Z. + Sydney, Australia - London—199 Regent St. 
©Reg. U.S. Pat. Off. AXES 

Reg Ss. J ct. ve: 
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r Every Purpose 


Folders 


Tuere’s a market for real quality 
folders as well as the other kind. Qual- 
ity brings you immediate profit and 
enhanced reputation. Cheapness brings 
little profiit and destroys reputation. 
Sell Supreme Quality Folders — they 
build friends. The line’s complete. 


eWabash Cabinet ©. 
Wabash ~ Indiana 


_ 
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and the possibility of the return of the picture hat, the 
reporter conferred with the editor of a millinery publica- 
tion. 

“No,” said that gifted personage, “the small hats will 
continue in favor so long as the tube effects in women’s 
apparel persist. A large hat does not make a good effect 
with the streamline dress. But when dress styles change 
to greater amplitude, hats will be larger.” 

So the office equipment salesman watching style changes 
casually, will some day find opportunity to sell cap size 
files when the women’s hats outgrow the letter files 

SE 
Insurance Man Calls for Hospitable Office 

An article by A. W. Spaulding, advertising manager of 
the Hartford Accident & Indemnity Company, published 
in The Insurance Field, suggests to local agents that they 
look to the appearance of their offices. While most of the 
local agent’s business is solicited in the office or home of 
the insured, the office is often the scene of a conference 
Said Mr. Spaulding: 

“Then when you step inside your office door, ask what 
sort of treatment a customer or a stranger would receive 
if he were standing in your shoes. Who greets him? How 
is he greeted? What happens if he has to wait a few 
moments? Is your office a hospitable sort of a place or 
is it just a collection of files and typewriters?” 

Most of the article covers the subject of signs and other 
display material, and newspaper advertising. But the sug- 
gestion about a “hospitable office” will sink into the minds 
of many insurance men, and may prove fertile ground for 
the office equipment salesman to cultivate 

- 
Survey Helps Salesmen to Increase Useful Time 

A New England concern which was investigated during 
a survey conducted by the policyholders’ service bureau 
of the Metropolitan Life Insurance Company discovered 
that its salesmen were not giving enough time to actual 
selling. In approaching the problem the company first 
analyzed the division of their salesmen’s time and disco\ 
ered that forty per cent was spent in traveling, twenty per 
cent in waiting, twenty-five per cent in clerical and mis- 
cellaneous duties and only fifteen per cent in selling. Fur- 
ther analysis showed that the salesmen were prone to can- 
vass unsystematically, regarding both the territory they 
were covering and the times at which they called upon 
prospects and customers. In order to secure first hand 
information, two territories were selected as experimental 
felds; one a city district, the other a typical country ter- 
ritory. The chief aim of these experiments was to try to 
reduce the forty per cent of time hitherto devoted to trav- 
eling and turn some of it into sales production; at the 
same time, particular attention was given to who and where 
the company’s prospects were and what the best time or 
seasons were for them to purchase 

A sales plan formulated along these lines showed, after 
about a year’s time, that the salesmen were devoting prac- 
tically double their former time to actual sales work, 

This interesting business experience is but one of many 
uncovered during a survey undertaken to determine the 
extent to which research has been employed by New Eng- 
land industries in the solution of every day problems. The 
investigation was conducted among more than three hur- 
dred companies who gave their willing support and co- 
operation. The survey included a wide range of indus- 
tries, such as shoes, textiles, machinery, toys, paper, silver- 
ware and many other typical New England industries. 
Some of the companies were large, some were small 
Some were located in or near large cities, while others 


were found in remote country places. The findings of the 


survey dropped quite naturally into three easily definable 
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For your office records, National 


Salesmen and salesmanagers are 


Equipment offersgreater mechan- enthusiastic about the Monarch 
ical convenience and shorter cuts Steel-hinged, Ball-bearing, 
to results. Ask to see the quick- _ Leather-covered Ring Book. They 
action, convenient Aladdin Key- _ use it to carry sales datacompactly 
less Ledger, Monarch Steel- and conveniently. The Monarch 
hinged Ring Book, National is made in many sizes, and is 
Post Binders, Ring Binders and _ well-known for its fine appear- 
Planned Business Forms on ance, serviceability and long life. 
Hammermill Paper. Write for Folder No. 34, Free, of course, 


Our FREE 48-page book, “Ready tells about it in detail. 


Records for Accounting.” for this folder. 


National 
Loose Leaf asd Bound Books 


Simplify Business Control 


Write 


= The Basis of Business Planning 
q 


To keep your finger on the pulse 
of your business today requires 
more than a record of what 


happened a month ago 


OSTS—ot production, materials and selling— 
are fighting a daily battle to wipe out that nar- 
rowing profit margin, 

You must know definitely—in terms of dollars 
and cents and cases of merchandise—how much 
business you did yesterday, what it cost you to do 
it, and what profit it realized. 

National Forms and Record Equipment make it 
easy for you to better your business by bettering 
your records, With no more trouble or expense 
than your present monthly records require, you can, 
with National Equipment, have a daily record of 
stock, production, collections, labor costs—and all 
the other vital figures of your business. 

Your stationer carries National Record Books and 
Forms and can explain their advantages. Or, write 
us for name of a nearby distributor. National Blank 
Book Company, Holyoke, Mass. 


NATIONAL 

















With National Columnar Books 
you can compare and analyze 
records of production, sales, etc. 
You can know, day by day, which 
salesmen are gaining, and how 
the records of departments com- 
pare with given periods in the 
past. These books are bound in 
black cloth, with pages of depend- 
able Hammermill Paper, ruled 
from 2 to 40 columns. 


The unique automatic features of 
National Machine Bookkeeping 
Steel Trays and Binders make 
posting easier and smoother. 
With this National Equipment 
your operator can accomplish 
more in a given time, and you 
can get maximum results from 
your accounting machines. Write 
us for ree Catalog No. 3, and 
“ What users say.” 
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— Dineniects Pines Contialomion 


E take real pride in presenting Mr. Wege’s 

latest creation in metal furniture—Steelcase 
executive furniture. Through this organization it is 
now possible to secure a distinctive line of desks and 
tables whose design, finish and character at once put 
them in a class alone. 


The Steelcase executive furniture shown here must 
create a new conception of steel furniture—a new 
standard of quality! Rich in dignity, superb in de- 
sign, the grace and beauty of this furniture is perma- 
nently moulded from steel to last forever. Nothing 
comparable has ever before been manufactured. 
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To TheMeta Furniture Industr 











HE distinctive hardware of wrought 

bronze is in statuary finish as is the 
bronze binding around the edge of the lino- 
leum. All panels are of double thickness 
steel, with asbestos between. Drawers glide 
on a specially designed suspension and close 
silently. A new locking device unlocks all 
drawers when the key in the center drawer 
is turned. Reference shelves are linoleum 
covered. 

Steelcase executive furniture is in stock 
and available for prompt shipment. Know- 
ing what a favorable impression this furni- 
ture has created wherever shown, we can 
confidently urge you to recommend it en- 
thusiastically to your better customers. You 
will not overstate its merits, for the furni- 
ture itself will better every expectation. 
Write for details and prices today. 


Metal Office Furniture Co. 
Grand Rapids Michigan 


—_—__— 


|} STEELCASE, 
Susiness Equiprnent § ™ 


“ = 



















Colors 


Packed in 
“4% gross cartons 
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NIQUE 
THIN LEAD 
Cotorep PEncits 






























UPERIOR quality and wide adaptability: 
These are the features which have estab- 
lished world preference for UNIQUE Thin 
Lead Colored Pencils. UNIQUE contains 
a colored lead of the same diameter as in 
No. 1 writing pencils; handy hexagon 
shape—sharpen easily in a pencil sharpener. 
Unequalled for figuring, checking, under- 
scoring, sketching, marking blueprints, re- 
touching, etc. Widely used in business 
offices, studios, drafting rooms, photograph- 
ers’ galleries and schools. Useful to everyone. 


Assortment Box No. 1116 


Contains one piece each of all 12 colors listed below: 


Blue . . . No.1206; Orange . . No.1214 
Red . . . No.w1207) White . . No.1215 
Green . . No.1208 | Lt.Blue. . No.1216 
Yellow . . No.1209 Pink. . . No.1217 
Purple . . No.1210 Lt. Green No. 1218 
Brown . . No.1212 Maroon. . No.1219 
Packed 6 boxes to a carton ('; gross Pencils 


Assortment No. 1222 


Contains 1 gross Pencils—1 dozen each of a!l colors 


UNIQUE Thin Lead Colored Pencilsarealso 


supplied in 4 gross cartons (solid colors). 


Your customers need these quality pencils. 
Be sure your stock of all colors is complete. 


American Lead Pencil Company 
220 Fifth Avenue, New York 


Makers of the famous VENUS Pencils 
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Only in Wooden 
Thin Lead 
Colored Pencils 
can a needle 


point be made. 
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classincations The [ se ot 
and The Use of Research in En- 
Booklets for free distribution, de- 


Research in Production, 
ployment Stabilization 
scribing the practical use of research in each of the three 


cations, are in preparation. A preliminary report, 


classi 
survey in summary form, is 
charge 


recording the findings of the 
already available. \ 
r obligation by 
reau, Metr politan Life 


without 
Service Bu- 


York. 


may be had 
Policyholders’ 
New 


‘ oOpy 
addressing the 


Insurance Company, 


= i. a 
House Organ Philosophy 
which unlocks many a lock, 
marked 


Courtesy its the golden key 


luding the one that’s on the treasure chest 


Net Profits..—The Coach (published co-operatively by 


he Boorum & Pease Company, Eastern Manutacturing 
ompany, C. Howard Hunt Pen Company and Sanford 
Manutacturing Compat 
* a ad 
lime is the big factor in our lives. Its use determines 
success and failures; the good salesman appreciates 
he value of time He conserves not only his own time 
the time of the customer whom he serves Typeba 
Bulletin (L. C. Smith & Corona Typewriters In 


Knowing vour merchandise goes a long way to win 


S ‘ confidence Faith in vour goods is contagious 
ith begins with knowledge, based on demonstrable tacts 
The Lincoln Line (Commercial Furniture Company 

The “go-getter "is a salesman who speeds up to what he 

nks is coming to hin Faultless Loos« eaf Bulletin 
Stationers | se Le Company). 

\ good many ta skeletons are in public view these 
lays . «6 rt skirts necks il sleeves (Cothece 
Topics (Baker | ting ( pany 

| ( irder the iré S¢ ] the lo wert the, Stay sold 
\ Metal Se: ( ‘ Metal Construction Company 

> emienl led t = 

I \¢ s Ke apple ple pienty of crus needet to ove 

ple sauce pe-High (Hollywood Cuitize1 

Promise vourself to be so strong that n ng can disturb 

peace d (Jua Clarke & Courts 

\ det if s the ongest distance between two drive 

: Bra ‘ s Bramwood Press 
\\ hg here would never be shadows Che Office 
The Richmond & Backus Company 
* . * 
Success comes to those who don’t wait tor it Phe 
11 
‘ \ 


~ uxury in Desk Fittings Achieved by Dunhill’ s 


‘ ighest priced desk set embodyit i a “Lifetime” 
ntain pen is reported from England. It was placed 
the market by Messrs. Dunhill, London, England. The 

set comprise la eautifully designed base of rosé quartz 
ed Sheaffer pens ind receptacles In addition to 
ting instruments, the set included ash trays, Dunhill 
ght calendar, cigarette box, letter opener and other 
Lite It sold D4 
> 

Case & yong Open Store at Arkansas City 
s. Case and I.. Graham have opened a stationery, 
al r book store at 217 South Summit street, 
\rkansas City, Ark his is the only store of its type 
( Mr. Case ut e€ located Independence, 


AP? L 
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PREMIER 


STEEL SECTIONAL 
BOOKCASES 


At the 
Price of 
Wood 


Standard sizes and 
finished in Oak, 
American Walnut, 
Mahogany in natural 
wood effects and in 
Olive Green enamel. 
Constructed of cold 
rolled steel welded 
into rigid units. 


Each section com- 
plete. No top is re- 

uired. Receding 

oors. Can be had 
with steel doors, with 
glass doors, or with- 
out doors to be used 
as shelving. 











New Prices Effective Dec. 1, 1927 





No. Dimensions Olive Green Wood Finishes Shipping Wt. 
201 Base Height 6” & 4.50 S 5.00 11 Ibe. 
202 9% High Inside 
11” x 11%" x 34” 10.00 11.00 23 Ibs. 
203 11%" High Inside 
11” x 138%” x 34” 10.00 11.00 24 Iba. 
204 13%” High Inside 
11” x 15%" x 34” 10.00 11.00 27 Ibs 








Prices are F. O. B. Mishawaka, Indiana. Liberal trade discounts. 





Premier Steel Filing Cabinets 
‘Built for Business’’ 


Electrically and Acetylene 
Welded. Rigid in construc- 
tion. Beautifully finished. 


Full Roller Bearing. Double 
drawer fronts. Brushed brass 
finish hardware. “Pinch” fol- 
lower, positive in operation. 
Drawer capacity 25 filing 
inches. Automatic locking 
device if desired. All stand- 
ard finishes and in 4, 3 and 2 


drawer sizes. 


Constructed for Unlimited Service 








DESCRIPTION PRICE 
—————_— shps 
Stock Olive Mahg & Wat 
St o No. Green Walnut Cr’td 
ationery 504 4 Dr. Letter File $33.00 $39.00 135 
Cabinets 3&t-& 4 Dr. Letter File-Lock 39.00 45.00 135 
506 4 Dr. Legal File 39.00 45.00 145 
506-L 4 Dr. Legal File-Lock 45.00 61.00 145 
Tables 304 3 Dr. Letter File 29.00 35.00 115 
304-L 3 Dr. Letter File-Lock 35.00 41.00 115 
Stands 306 3 Dr. Legal File 35.00 41.00 125 
306-L 3 Dr. Legal File-Lock 41.00 47.00 125 
104 2 Dr. Letter File 25.00 29.00 95 
Copy 104-L 2 Dr. Letter File-Lock 29.00 33.00 95 
106 §=62 Dr. Legal File 29.00 33.00 105 
Holders 106-L 2 Dr. ‘Legal File-Lock 33.00 37.00 105 





Prices are F. B. Mishawaka, Indiana. 
beral “Trade Discounts 


hihdeees All Cunmunaiictiiiin to the Chicago Sales Office 


Premier Metal Products Co. 


JOHN W. MESSIMORE, Sales Manager 


1467 Catalpa Ave. Chicago, Illinois 


Address Export Inquiries to G. W. Snowman, 215 W. 35th St., 
N 


ew York City 
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No. 478 Pedestal Typewriter Desk— 
32x60 inches. Covered by our 
new 400 semi -quartered line, 
quarter -sawed tops and 
fronts. Also made in 
walnut and mahog- 
any finishes. Lac- 
quer finish. 


THE JASPER DESK COA 


Desks and chairs can be purchased from us in pool cars, at@ad c 
arrive in first class condition, with#ama 


Jasper Desk Company 
Jasper, Indiana 
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No. 150 
Quartered Oak 


No. 250 
Imitation 
Mahogany or 


APPLIANCES 


No. 151 
Quartered Oak 


No. 251 
Imitation 
Mahogany or 





Imitation Imitation 
Walnut Walnut 





These chairs are lacquer finished in light 
oak, dark oak, fumed oak, standard brown, 
mahogany finish and walnut finish, 
and are constructed with the same 
rigidity that characterizes the 
entire Jasper Chair Co. lines. 

Our suggestion to you is: 

Look at ours and the 
other fellows--and may 
the best chair win. 


OAND JASPER CHAIR CO. 


;, at@ad discounts, lower freight rates and the assurance that goods 
withtamage. We solicit your inquiries. 


Jasper Chair Company 
Jasper, Indiana 
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E BERLOY yg 


hf OU are at the dawn of ‘ 

a New Year. Your sales rT. 
You will profit later if you ( ) 
pause now. If you believe % 
in the ever increasing pref- | ) 
erence for steel equipment 
and are open to conviction | 
on a better sales policy, the | 
greatest merchandising | 
plan ever devised awaits | 
you. Write our nearest | 
representative today. J 

The Berger Mfg. Co. — 


Canton, Ohio 
BRANCHES 


Bostoe Houston Pittsburgh 


























(B) volume will depend largely 
BERLOY upon the line of steel equip- = = _— 


ment you choose and the 
sales momentum back of 
you and that line. 
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THE COMPLETE LINE: 








Steel Desks Insulated Cabinets Chicage San Antenie Columbus 
Stee! Tables B-Label Safes Kansas City Roanoke Milwaukee 
Steel Filing Cases Plan Drawer Units Minneapolis St. Louis San Francisco 
Transfer Units Wide Sections Dallas Cincinnati Les Angeles 
Storage Cabinets - ~— ~~ ~~ Jacksonville Detroit Atlanta 
7 > ~ . Vv ‘ 
Wardrobe Cabinets . yy Sena _ — apa eda 


Desk Cabinets Card Index Cases 


THE BERGER MANUFACTURING CO. 
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Oliver Typewriter Supplies Sold in Chicago 

The Oliver Typewriter Service Company, 159 North 
Dearborn street, Chicago, IIL, has been granted the dis- 
tribution of “Revilo” typewriter ribbons and carbon paper. 
Since the Oliver factory at Woodstock was moved to Eng- 
land, there has been no official source of supply for Oliver 
typewriters, which have numerous users throughout the 
United States. These are stocked at Chicago by the 
Oliver Typewriter Service Company, the ribbons on stand- 
ard Oliver spools, which are furnished for all models 

\ stock of new machines is on hand in Chicago. The 
company also has extensive supplies of repair parts for 
all models of the Oliver typewriter, and is equipped to give 
prompt service on repair jobs. Machines which have been 
shipped to Woodstock, Ill, for repair, are sent on to the 
Oliver Typewriter Service Company at Chicago for work. 

This new arrangement makes a national business of the 
modest organization tormed in 1924 by several former 
members of The Oliver Typewriter Company sales staff 


turer abandoned the Chicago office, and 


Iter the manutac 
conducted the business from the factory office at Wood- 
stock The Oliver Typewriter Service Company consists 
FF. M. Inger, president; Wm. O'Neill, secretary-treas- 

R. P. Bergsvik, L. Johnson and Walter Mil'er 


— oe -_ 
S. D. Childs & Company Rearranges Stocks 
S. D. Childs & Company, Chicago, Ill, made a radical 


change in the disposition of its stocks last month, in time 


the Christmas shopping Gift wares and novelties, 
had not been grouped systemati ally, were gathered 
showcases and on shelves on the south wall of the store 
Clark street Much of this space has been devoted to 
| se leat items heretofore he emphasis given to holiday 
goods the new arrangement proved effective in increas- 
, ‘ —_— sr . 
g¢ the volume ot holiday business 

» I . « j — th — f 4] tor 

Loose eaf goods were moved to the rear ot the store 
special shelving erected to display the stock Ind 


dual samples of binders and oth ! eo 1 ' - 
lal amp nad an ther oose ileal items are 


where the customer can pick up the merchandise 


rests him, and look it over Close at hand are 

iking i simple matter t t t the accounting 
ements e customer The new arrange 

r v es s é icilities f studving he loose 
s \\ i ssil le tron Y Street he 

i Is r ed 1 l he othe i es I 


permitting quiet and uninterrupted study of the 


lormerly the loose leat goods were located on at 
g e store, and interruptions were 
1¢ 
ae 


Morgan Division Drops Papeteries 


Che Morgan Stationery Company division, United States 


knvelope Company, Springfield, Mass., has discontinued 
eterie lines This change was made because of the 
general unsatisfactory condition which has prevailed for 
me time in the papeterie business. Effective January 1, 
1928, the manufacture of papeteries was discontinued, and 
the department lhqu:dated The P P Kellogg & { ompany 
the United States Envelope Compan Spring 
‘ g d papers k envelopes and 
r re e Me i itione Lom 
( rele is¢ ic¢ 1! | 
| | K we x ft i d V 
M i | | i ( ans 
j eX] i’ i idd i 
ir é Ik « 
( t M Ka 
“ft { < ] item 
I I Kellogg ( i r ‘ 
& > I ( 
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There are still those who 
demand Quality 
before price 


Some of us who sell to the 
public often conclude that 
price is the only object, and 
that Quality, Wear and 
Usefulness are not serious- 
ly considered. 


It would seem that the 
‘price first” fellows are in 
the majority — but perhaps 
that is only because they 
usually make the most 
noise. 


BUSHNELL “Paperoid”’ 
Wallets and Filing Con- 
tainers are not made for 
“price first” buyers except- 
ing for those who know that 
quality goods are the lowest 
priced in the long run. 


Alvah Bushnell Company 


13th and Wood Streets, Philadelphia 
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“AC WV 
COLOR PRODUCTS 


TYPEWRITER RIBBONS 
TYPEWRITER ~ PEN & PENCIL 


‘ CARBON PAPERS 
REFLEX 


WRITING INKS+ SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 





















































THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 48 years, is in 
itself first evidence that super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands has been 
rendered. 


Grade for grade—price for price, 
there are no stationers color 

roducts that surpass the A. & 
W. Line. 
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U. S. Envelope Company Moves Chicago Office 

After a tenancy of about thirty years in the Silversmiths 
building, Wabash avenue at Madison street, Chicago, IIL, 
the United States Envelope Company branch has been 
moved to 222 West Adams street. When C. H. Geraghty, 
the manager, established himself in the Silversmiths build- 
ing there were few skyscrapers in the vicinity. East and 
south were open to view. Mr. Geraghty recalls that in 
the early days his office entertained many visitors on days 
when the yacht clubs held regattas. They could follow 
the ships over the course with binoculars and field glasses, 
without any obstruction to the view. Now one has to use 
a Michigan avenue office window for this purpose, and the 
north end of the race course is not visible. 

When the offices were moved the mahogany furniture, 
which had seen years of service, was left to the dealer 
who supplied the equipment for the new offices on Adatrs 
street. New walnut furniture is used throughout, and some 
cherished portraits of executives of the company were 
reframed in walnut to be in keeping with the new fittings. 
\ handsome display room for papeteries, the product of 
the Morgan Envelope Company division, is equipped with 
special walnut cases, iliuminated in a striking manner. 
The rubber tiling throughout the office carries out tlhe 
walnut tone. A stockroom nearby carries a supply of sani- 
ples of envelopes of all kinds. This is of special con- 
venience to salesmen of paper stock houses, who do much 
of their work in the vicinity. Many of the supply houses 
are close at hand. 

Mr. Geraghty celebrates the thirty-sixth anniversary of 
his connection with the United States Envelope Company 
this month. J. B. Ahart is assistant manager. 


The Chicago branch represents all divisions of the cor- 


pany, which include: Logan, Swift & Brigham Envelope 
Company, Worcester, Mass.; White, Corbin & Company, 
Rockville, Conn.; Plimpton Manufacturing Company, 


Hartford, Conn.; Morgan Envelope Company, Springfield, 
Mass.; National Envelope Company, Waukegan, IIL; P. P. 
Kellogg & Company, Springfield, Mass.; Whitcomb En- 
velope Company, Worcester, Mass.; W. H. Hill Envelope 
Company, Worcester, Mass.; Morgan Tissue Paper Com- 
pany, Springfield, Mass.; Pacific Coast Envelope Com- 
pany, San Francisco, Calif.; Central States Envelope Com- 
pany, Indianapolis, Ind.; Logan Drinking Cup Company, 
Worcester, Mass.; Monarch Envelope Company, Philadel- 
phia, Penna. 

An artistic announcement of the new location at Chicago 


was sent to the trade by the United States Envelope Com- 


pany. This was bound in stiff covers, with decorated tissue 
end sheets, hand made stock for the body, all stitched with 
silk cord. The announcement was illustrated with a per- 
spective map of the Chicago business district, showing the 
former and new locations of the office. Railroad passenger 
stations and important civic buildings are pictured 

—_ — ~<—- - — 


G. O. E. C. Has Splendid Store at New Orleans 


The local offices of the Elliott-Fisher and Sundstrand 


divisions of the General Office Equipment Corporation at 
New Orleans are now domiciled in a ground floor loca- 
tion. Both sales and service departments occupy the store 
at 606-08 St. Charles avenue, facing one of the busiest 
thoroughtares ot the Crescent City A.3 Seely, the local 
manager, has accommodations for ten salesmen. The new 


arrangement is particularly advantageous for the Sund- 
strand salesmen. They can drive their cars to the door 
and take on adding machines and cash registers for dem- 
onstration. The entire front of the store is glass, giving 
excellent opportunities for display of the Elliott-Fisher 


and Sundstrand lines. 


» 
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We Asked 


1000 Dealers 
75% said — 





“Spring School Opening” 


We wanted to know when most fountain pen dealers 
preferred to have us give them special national adver- 
tising co-operation at different special periods through- 
out the year in addition to the regular Parker Year-In- 
And-Year-Out campaign. 


So we sent out questionnaires to 1000 pen dealers picked 
at random. 

75% of the replies designated, “Spring School Opening”’ 4 
for one of these special drives. ad 


W hat we have done to meet their views in connection 
with this particular season is shown on the next page. 


It is going to sell thousands of Parker Duofold Foun- 
tain Pens and Pencils. 


It is going to increase your business appreciably if you 
take advantage of it in a very simple, easy way. 


Po 


President, The Parker Pen Company 
JANESVILLE, WISCONSIN 
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2,700,000 Double-Page Color Spreads 


On January 28th 


in the Saturday Evening Post devoted to “Spring School Opening” 


This means: 


The more active moving of mer- 
@ chandise at this season of the year. 


Faster turnover, which lowers your 
2. expenses and increases your net profit 
margin. 


Adding still more Parker Prestige to 
3. Your Prestige by placing more Non- 
Breakable Parker Duofold Pens and 
Pencils in the hands of new consumers. 


Creating more future as well as im- 

4. mediate business for you through in- 
creased word-of-mouth advertising for 
your store, your stock and your judg- 
ment in offering the best and best 
known products. 


Make Bookings Now 


For Contributing Displays 


Window displays to substantially 
contribute to the results from this 
special sales impetus are ready for 
you now. 

Book one for yourself. We urge quick 
action. Dealers everywhere are asking 
for them. They are free, of course. 

Send also for special newspaper cuts 
(including illustrations and copy) which 
we have prepared and will furnish 
without charge to those who wish to 
identify their stores with the idea in 
local newspaper advertising over their 


a | 

& The Parker Pen Company . own names. 

g Dept. J-28, Janesville, Wisconsin ' Write today—or wire—after check- 
. Please reserve and ship to me at your expense, one set ° ing up your stock to see that your Par- 
8 Parker “Spring School Opening Window Display Material” 4g ker Li . let d dy to meet 
° and the following newspaper mats (check the one you wish er Line 1s Complete and ready ’ o mee 
8 or all six if you want them). : the full demand. Order now if short 
: | One 4-in. s.c. Pen adv. | One 4-in. d.c. Pencil adv. - of any items. 5 , 

: One 4-in. d.c. Pen adv. } One 4-in. s.c. Penciladv. 58 The demand 1S coming. Make the 
s () One 8-in. dic. Pen adv. [] One 4-in. d.c. Duette adv. § most of it—in profit for yourself. 

5 . ° 
P H Mail the coupon now to reserve dis- 
es Spee eetnse : plays and mats. 

5 oe : THE PARKER PEN COMPANY 

: City State . Janesville, Wisconsin 
re | 
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Louisiana House Believes in Advertising 

The Monroe Store and Office Equipment Company, Inc., 
510 Walnut street, Monroe, La., came right out and an- 
nounced its position in the office equipment industry by 
using a full page advertisement in the fourth annual prog- 
ress edition of the Monroe News-Star issued under date of 
November 21 

The store was chartered in the month of July, 1925, with 
a capital of $5,000. The officers are Dan Armand Breard, 
president; Henry C. Mayo, vice-president; Armand V. 
Breard, secretary-treasurer. Charles B. Ragan, James A. 
Massey and Lyston Tabb are service mechanics. Miss 
Velmer Tyson is in charge of the bookkeeping and steno- 
graphic work. The company maintains a branch at Alex- 
andria, Louisiana, which is under the care of Jacques L. 
Levy. 

Che Monroe Store and Office Equipment Company, Inc., 
carries a general line of mechanical equipment for stores 
and offices. An impressive feature is the free service which 
accompanies a sale made by this company There is a 
repair department completely equipped with tools, parts 
and accessories representing an investment of $3,000. 

[he territory of the concern includes all of northeast 
Louisiana and in some lines the entire northern part of 
the state and twenty counties in Arkansas. While the 


usiness is young, it has made rapid strides. 











STEVE STOUT.—Notice of Mr 
Stout's appointment to the sales 
force of the Irving-—Pitt Manufac 
turi Company appeared in Office 
Appliances for November He wili 
cove Ohio, West Virginia, Ken 


.* I 

icky and portions of Indiana and 
Michigan, making his headquarters 
t Cincinnati He is an expe 

need loose leaf man, having been 
for nine years with the Sam’'l C 
Tatum Company Office Appl ances 

ns his many other friends in 
wishing n t verflowing meas 








Remington Rand Inc. Establish Offices in Seattle 


Remington Rand, Inc., have opened an office in the 
Alaska building. Second avenue and Cherry street, Seattle, 
Was! C. M. Leonard, well known in Seattle as manager 

u Ret v [Typewriter Company's office, has beet 

ed inage e < s dated ofhces ess 

en of Se « il Ss gy < intry are c< ll 

ed ce i spect the i s ies ol 

( , é ent.—C. M. | 


> - 
Evanston Man Buys Store in California 
Charles Travis, formerly The Chandler Company, 


recently purchased the College Book Store 


Herke le ( aint 
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AMAZING 
VALUES 


St. Johns 


Office 
Tables 


Never before have you seen or known of such 
amazing values in office tables—never before 
such quality at the prices. 


St. John’s Tables have a nation-wide reputa- 
tion for sturdy construction—tables that stand- 
up and take hard usage—at prices surprisingly 
low, and on which you make a very substan- 
tial profit. These tables are made in all pop- 
ular sizes and in any desired finish. Each table 
has a single dovetailed drawer with three-ply 
bottom. 


OUR SPECIAL PLAN 
OF SELLING 


makes it easy and convenient for you to handle St. 


John's Tables. 


By this plan you need make no extra investment, in- 
crease your inventory or carry any stock, except the 
minimum sample disp lay. 

Increased production, because of plant additions makes 
it possible for us to guarantee exceptionally prompt 
deliveries; and they also make possible these remark- 
able values. 

Get in touch with us now for full particulars, prices and 
complete descriptions. There is office table business in 
your territory that rightfully belongs to you. These won- 
derful values will get this business for you. Write today. 


t.clohns 


ST. JOHNS TABLE CO. 


Cadillac, Michigan 
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TheMyx = tle 230°Series 


wf Ad Adap tation 
Built to Attract ~Priced to sell 


oa 
And now Myrtle offers you a handsome Period Type Desk at an 
incredibly low pric« No longer need your customers turn t 
plainer desks because of costs. For the price of the Myrtie 2300 
Series brings a Period Style Desk, in all its dignity and grac 
within reach of almost any office 
: Such an achievement is possible only through Myrt! mammoth 
A production facilitic It can come only from proper development 
of a design that can be and is manufactured in quantitic 
7 ’ ' 
, Look at this desk closely Note the rich walnut veneering on al 
~, exposed surfaces; its gracefully turned posts and distinctive hard- 
all up to the Myrtle standard 


a ware 


\t the price we can quote, youd be safe in ordering sight uns¢ 


Many such orders have come just from description by our sal 
men. They didn't even have a photograph. If you want morc 
letailed information, write or wire us. But act today 


New York Warehouse 
Pier 21, East River 
J. Wallace, Representative 





MYRTLE DESK COMPANY saorttrcarctix, 








— 
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BUILT FOR 





The MYRTLE pies 


























has stepped into business 


Daily the offices of your customers and prospects strike a richer note 
of decoration. Period Desks, upholstered furniture, colorful rugs, 
striking linoleum and distinctive drapes are finding a definite place in 
big business 

Myrtle thoroughly believes that beauty has stepped into business— 
believes that we are now entering a new era in the office furniture 
held 

Backing this belief is the New Myrtle 3000 Series, as illustrated 
Superbly designed and soundly executed, the beautiful center 
matched wainut and gleaming striped walnut surfaces unite with the 
sraceful posts and massive top in producing a desk that has beauty 
lor its keynote and dignity for its watchword 


Full details of this 3000 Series are available on request. Just write or 


VITC 
New York Warehouse 
Pier 21, East River 
J. Wallace, Representative 


MYRTLE DESK COMPANY 
High Point, N. C. 
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You Can Eliminate 
Ribbon Guesswork 


(he Bucki Supreme Typewriter 
Ribbon takes the guesswork out 
of ribbons and ribbon selling. 


Under day in and day out pound- 
ing—continuous typing—this rib- 
bon stands up, giving clean, sharp 
impressions and renewing itself 


overnight. 


(he renewing process—ink mov- 
ing from one part of the ribbon 
to another—is what makes it so 
universally satisfactory. 


The Bucki Supreme ribbon is 
well supported by carbon papers 
of like quality—a most pleasing 
combination for any typewriter 
supplies department. 


Both products are backed by the 
Buckeye plan for creating a suc- 
cessful ribbon and carbon depart- 
ment. Ask us about it now. 


THE 


BUCKEYE 
RIBBON & CARBON CO. 


1466-68 East Fifty-fifth Street 
CLEVELAND, OHIO Established 1896 
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Census Bureau Completes Atlanta Trade Survey 


By J. H. Reed 


Note: The following information, with reference to the 
results of the Atlanta trade survey by the United States 
Census Bureau, is of interest-in connection with the article 
by Waldon Fawcett in the present issue, describing the 
objects and purposes of the national census of distribution 
projected by the Bureau.—Ed 

Many interesting facts concerning the office equipment 
industry in Atlanta have been brought out by the recent 
trade survey completed by the United States Census Bu- 
reau in co-operation with the Industr‘al Bureau of the local 
chamber of commerce. 

Atlanta, according to this survey, which is one of the 
first to be taken in a number of leading cities of the coun- 
try, has 30 office equipment stores. These have an average 
total inventory amounting to approximately $483,800, and 
do an annual business of $4,608,500. Average inventories 
per store come to approximately $16,487, and average sales 
per store to $153,617, or about ten times the amount of 
stock carried 

In inhabitants per store, the office equipment stores and 
stationery stores are very nearly alike, the ofhce equip- 
ment stores having 8,137 and the stationery stores 8,417. 
While Atlanta’s office equipment stores have 319 employes, 
all told, of this number, 136, or 43 per cent, are “selling” 
employes, while 183, or 57 per cent, are “non-selling.”” This 
is a much higher percentage of “non-selling’” employes than 
are found in the stationery business, in which only 27 per 
cent of the employes are classified as “non-selling.” 

Salaries and wages paid out by oftice equipment houses 
total $626,900, or nearly double the amount paid by local 
stationers. The average salary per employe is $1,965—a 
figure exceeded in Atlanta only by the average salary of 
$2,068, paid salesmen of optical goods. Employes in the 
office equipment business receive more than those in the 
automobile, hardware, plumbing and many lines of work. 

At the same time, the percentage of salaries to total sales 
is not unusually high. Salaries and wages in the ofhce 
equipment business amount to approximately 13.60 per cent 
of the total sales of the stores 

Cn the whole, the survey brings out much valuable data 
about the office equipment industry which could be applied 
by office equipment men in all sections of the country 
[The survey gives the industry actual figures instead of 
scientific guesses about the stock, volume of business, turn- 
over, salaries and wages, and so on, and for this alone it is 
invaluable to the trade 

- —_ 
Handsome Catalogues of Office Specialties 

George E. Fox & Company, Inc., of Chicago are the 
publishers of an unusually handsome, twenty-four-page 
catalog of the various specialties of their manufacture 
These specialties are included in the “U-Need-Me” line, and 
include chair cushions, felt chair pads, cushionettes, rever 
sible cushions, all felt cushions, DeLuxe cushions in genuine 
leather, the Fox ventilated cushion, folding desk pads, wing 
extensions, designed as work distributors, containing 
pockets for the temporary filing of papers and letters, fold 
ing blotter desk pads, with work distributors, flexible blot 
ter pads, stiff blotter pads, the new Fox desk tray, with a 

] 
] 


cover, polished plate glass letter trays, an¢ many other 


devices including inkwel] pads, embossed am unembossed., 
work distributors. etc Each article is illustrated in its 
appropriate colors, and many of the articles are so de- 
signed as to match specified turniture nishes. An index 


is to be found on the twenty-fourth page 


The « italog is neatly bound tn ornamental covers 
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Get the facts 


Long-continued and profitable rela” 
tions are enjoyed by our dealers, many 
of whom have been with us 20 years or 
more. They have a complete line and 
an exclusive selling franchise that is 
admittedly one of the most sought- 
after in the industry. Your territory 
may be open. Why not share in Shaw- 
Walker’s success? Your inquiry will 
be held in strictest confidence. 


Mail the Coupon NOW/ 
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Every Elliott-Pisher machine has the famous Flat Writing Surface. 

This exclusive feature gives it the marvelous manifolding powers 

and the adaptability which enable it to combine many details into 

a single operation. Elliott-Fisher accounting is unusually accurate 

because it is self-checking. Elliott-Pisher is automatic—electrically 

anerated—therefore een. Elliott-Fisher will save you money by 
doing more work and better work. 













Every Sundstrand machine has a ten-key keyboard. One hand controls 
all operations. And you no longer need be satisfied with a machine 
which simply adds. Sundstrand does direct subtraction by merely 
touching a key. Touch another key and you are ready for automatic 
shift multiplication. No faster machine is made. All operations are vis- 
ible, insuring accuracy. Sundstrand machines are saving money for 
thousands of companies now. They will do the same for you. 


Bigger Profits 


OW — each day with 

the morning mail— 
you can have a complete 
report of all operations in your business, 
including the preceding day! 

Thousands of executives have proved 
that the closer control provided by such 
daily information is the straightest road to 
bigger profits. 

With Elliott-Fisher and Sundstrand 
equipment, such daily data are easily ob- 
tainable. You can know the exact status of 
accounts payable and receivable, orders 
received, sales billed, shipments, collections, 


bank balances—every vital statistic—every 





Daily figures make 
them possible 


day. You can compare 
them, item by item, with 
records of yesterday—a 
year ago—any period. You can steer your 
business by facts instead ot guesses. 

And — most remarkable — Elliott-Fisher 
and Sundstrand will not increase your ac- 
counting costs. The reverse is true. Costs 
actually go down. Work is done faster and 
more accurately. A smaller personnel is need- 
ed. Money saved as well as profits gained! 

Just how Elliott-Fisher and Sundstrand 
will fit into your business—large or small 
—can be told in a very few words. Write 


us for more information. 


eo Cyrent QC) fice Feipment (Grporation CE 


342 


MADISON AVENUE ~ 


NEW YORK CITY 
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Memphis House Changes Name 

The Memphis Second Hand Exchange, Inc., Memphis, 
Tenn., has been changed to the Standard Equipment Com- 
pany. The address remains at 44 North Front street. The 
company sells office equipment and store fixtures, new, 
rebuilt and second hand, as well as carbon papers and 
typewriter r bbons. 

— ee 
Illinois Booksellers Appoint New Membership 
Committee 

Inasmuch as only members of the Illinois Booksellers’ 
and Stationers’ Association are permitted to purchase and 
sell the copyrighted lines of I. B. S. A. merchandise, which 
at present consists of loose leaf covers and fillers, a mem- 
bership committee has been appointed to be responsible for 
the selection of the retailers in this state who are to dis- 
tribute these goods. The following committee has been 
appointed W. C. Miner, Macomb; Frank Simmons, 
Springfield; W. W. McKnight, Normal. Applications for 
membership in the association may be sent to the secretary, 
C. H. Marquis, 315 North Main street, Bloomington, IIl, 
or the president, Harry H. Chumley, Woodworth’s Book 
Store, 1311 East Fifty-seventh street, Chicago 

ital 
A New and Worth While Publication 

Number One of Volume One of the Rem-Rand News, 
dated December 1, is a promising infant in the field of spe- 
cial house publications his new magazine is 11 inches 
long by 8% inches wide It has a neat cover, on which 
appears the likeness of George P. Wigginton, vice-president 
and assistant general manager of the Remington-Rand or- 
ganization. The present number contains twenty pages, 
not counting the cover. There are various interesting con- 
tributions in it, such as an article by Mr. Wigginton on his 
mpressions of the Remington-Rand man, an editorial which 
is a greeting and a forecast, and a complete description of 
the sales cabinet of the Remington-Rand organization, with 
portraits of the heads of the different departments and of 
the zone heads, the country being divided into seven zones, 
with a managing head for each zone. Office Appliances 
congratulates the sponsors of the new publication on its 
appearance, interest and good promise. 

ES 
Patterson Pictures Jungle Beasts at Play 

Several weeks ago Frederick B. Patterson, president of 
the National Cash Register Company, returned from an 
African trip, bringing with him some highly interesting 
reels of film, taken with a moving picture camera in the 
wilds. It is said to be a truly remarkable collection of wild 
animal pictures. Among the most striking photographs is 
a group of twenty-five lions, taken only about twenty feet 
from the camera. Then there are pictures of elephants, 
rhinoceri and other jungle creatures, including some of the 
most elusive and difficult ani'mals, photographically speaking. 

\ number of specimens Mr. Patterson brought down with 
the rifle. The collection includes a rare golden baboon, a 
rare black sable antelope and other animals and birds. A 
number of animals were captured alive and shipped to New 
York, from whence they will go to the Museum of Natural 
History at Dayton, Ohio. 

Che primary object of the trip was to take pictures, hunt- 
ng being secondary, and for purposes other than sport. 
Mr. Patterson captured a fifteen-foot python, and desired 
to get it to this country alive, but it is said that the snake 
proved to be too dangerous, and had to be killed 

Mr. Patterson and his party visited little frequented sec- 

ms, where the animals have not been harried by contact 
with white and black hunters. He was able to get close to 
his subjects and has, as a result, some of the most remark- 


able animal “stills” and “movies” ever taken. 
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“TRANSFOUR® 


A Revolutionary Idea 
in Carbon Paper 














A Hit of the 
National Business Show 








Designed as the only method of equipping 
the typist to efficiently perform every mani- 
folding requirement within the range of 
carbon copies. Indispensable for secretaries. 


The attractively designed container is of 
permanent construction, and holds four qual- 
ities of different weights and finishes, with 


visible instructions for their proper use. 
fills of each quality supplied as needed. 


Re- 


It has met with instant approval and accept- 
ance by the trade. It solves the stationer’s 
problem of satisfying every manifolding need. 


Dealer information gladly furnished on 


request. 


Neidich Process Company 


Burlington, N. J. 


“The Line of the Lowest Ultimate Cost’’ 
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A complete line of flat 
top and roll top desks 


‘To Help You Sell 


I} 'O more lost sales because of an 

incomplete line if you handle Van 
Dorn equipment. You can figure on the 
biggest installations as well as the smallest. 





Double pedestal four legged Purchasers of part of the line will know cit ite eae 
desk for large corporations . . 

they can add to it at any time and your 
repeat sales will increase through your 
ability to serve them. 
The scope of the line eliminates special 
work to a great degree. But if it is wanted 
our years of experience in this field are at 





Drop head typewriter desk 


Single pedestal four legged Xo e Cc 
dock for lavgs eovpovations your customer's service. 





Two styles of desk height cup 
boards, with or without legs 
and with steel or linoleum top 


Counter height cupboards 
to use with our regular 
counter height assemblies 


Full height storage cupboards in two depths 
double and single door in many combinations 


Files « Desks + Safes « Storage Cupboards . Shelving « Spectal Work 
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A complete line of upright 
files in three different grades 


‘Profi ts are Assured 


4) OONSTRUCTED and designed for efficiency, 
A and B Underwriters) label _~ durability and permanent beauty, Sinai 

Van Dorn Steel Office Furniture requires that can be assembled 
no high pressure selling. It is built right 
and priced right to sell easily at a profit. 


Sf 
: nutcase sa 
1 rues 
? OfeRs 
5 Sarees 
4 sToeAcE 
CUPBOARDS 
5 vine 
° mus TO capa > 
EQUIPMENT Card cases of all sizes in 
one and two drawer widths 


Transfer cases of 
advanced construction LenPue FOR STANDARDIZATION 












One drawer vertical 
sections in letter, 
cap and bill sizes 





Counter height cases in a 
wide variety of assem blies 


Convertible shelving 
for all purposes 


THE VAN DORN IRON WORKS COMPANY + CLEVELAND, OHIO 
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YOUR PROFIT 
in 
1928 


NOW is the time to investigate 
your PROFIT Paying lines for 
the NEW YEAR! 


The sale of 


Sunruco Sponge Rubber 
CHAIR CUSHIONS 








Should appeal to every live Dealer! 


Because of......... 


QUALITY 

MASTER WORKMANSHIP 
BROAD ASSORTMENT 
RAPID SALES 

LIBERAL PROFITS 
SERVICE 

WIDE MARKET 


Let us tell you in detail why “Sunruco” 
sponge rubber Chair Cushions are so pop- 
ular with the trade. 


CLIP AND MAIL TODAY 


THE SUN RUBBER COMPANY, 
Barberton, Ohio. 


lease tell us about your proposition on sponge rubber 
Chair Cushions, also send catalogue 

















Victor Adding Machine Co. Appoints New 
Distributors 
The Victor Adding Machine Company, Chicago, has re- 
cently added to its list of distributors the following well- 
known concerns and individuals: Santa Fe Book and Sta- 
tionery Company, Santa Fe, New Mexico; L. E. Davis, 
McAlester, Oklahoma; Ernest F. Phillips, Pine Bluff, 
Arkansas; R. E. Blair, Fayetteville, Arkansas; C. L. Patter- 
son, Fort Smith, Arkansas: C. S. Goodson, Hartsville, 
South Carolina; Acme Office Equipment Company, 
Phoenix, Arizona; Office Appliance Company, Providence, 
Rhode Island; Beaumont Typewriter Exchange, Beaumont, 
Texas; Business Service Company, Ogden, Utah. 
aeeieeeiiiceciins 


Coggeshall Covers South for Associated 
The traveling men of the Associated Stationers Supply 
Company, Inc., of Chicago have all returned to this city 
and will not leave until the first week of January to take 
up their duties for the New Year 
Harold Coggeshall is now covering the southern field for 





HAROLD COGGESHALL 


the Associated organization. This was formerly traveled 
by Jack Johnstone, who has made a connection with the 
National Blank Book Company, with headquarters at At- 
lanta, Ga., where he is doing excellent work selling the 
National lines. 

Mr. Coggeshall’s territory covers the entire South, and 
already he has made two very successful trips through that 
section for the Associated 

—— 
The Office Journal—A New Publication 

Che Office Journal has made its bow to the public in the 
form of volume 1, number 1 It is started as a monthly 
by A. C. Kurtz, publisher, 129 Lafayette street, New York 
City 


Che first issue is made up of tour pages, somewhat in 


newspaper style [he first page carries a subtitle to the 
effect that this is the magazine of the office for practical 
business people. The advertising is made up chiefly of 
office equipment items. There is a section devoted to new 


things and ideas, and the other reader columns treat of 
office activities. 
> 


Madison House Offers Bing Binders 
The house of Blied Office Supplies, 124 East Washing- 
ton avenue, Madison, Wis., has a number of Bing binders 
and sheets which it wishes to dispose of and are prepared 
to ship freight prepaid to anv destination. The stock is 
said to be in perfect condition The Blied organization 


will give full information on request 
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= 50% More 
..| Filing Capacity 
“a in the same : 


Floor Space.. 


This file sells because it can save 


pr eeneny aan = 


your customers actual rent dollars 





AVE your customer money and you'll inter- The extra drawer does 
est him. One of the best things this Art the trick along with 
Metal Leader does is to save floor space, thus _ the exclusive Art Metal 
saving rent dollars. In addition, it speeds “folder support’’* an entirely new principle 
filing and is much more convenient. of file drawer construction. Gone is the 
bothersome compressor, There is no skid- 


The new Art Metal “3500” 
File—five drawers, fifty per 
cent more filmg capocity. 





A brand new principle—no wasted 
drawer Space 


Two Art-Metal 5500” Five-Drawer Files will 
contain as much material as three ordinary 
four-drawer files. Yet the Art Metal “5500” 
is only 54 inches higher and takes up no 
more floor space. 


ding of folders when a partly filled drawer 
is opened or closed—no sagging or ridin 
up. Hinged pressboard “folder wales 
into the bottom of the drawer—dividing it 
into sections. A flat metal stop plate—adijust- 
able every three inches—holds the supports 
rigid and is taken out when the drawer is 
filled. Every bit of drawer space is used for 


filing. 












Improved roller bearing suspension and 
trigger release makes it easy to operate and 
completely remove every drawer. 


The economy and convenience of the Art 











Metal “5500” File will appeal instantly to 
your customers. Business men will be quick . 
to appreciate its ad- +f 
= vantages. Order now if 
uctic | for display and dem- } 
“| onstration. } 
all No follower or compressor g i 
aoe used. “Folder supports’ 3 * Patent applied for. 
t i aecep material in place. iP 
"Folder = oon gt 30- ! : 
port pressboard. Hinges . 
minus Steel Office Equipment | 
shing- Jamestown, New York i 


U.S. A. 
THE WORLD'S MOST DIVERSIFIED LINE OF STEEL OFFICE EQUIPMENT 
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Over Night — 


Over night, 41OTW went over. Never 
has the Derby organization brought 
out a chair which took so quick and 
substantial a hold on the office furni 


ture buying public. 


The reasons are readily ascertained 
410TW is the finest example of a cor 
rect posture chair ever made. It has 
the Thompson seat, exclusive with 
Derby, which is considered by the 
orthopedic fraternity as the only true 
intaglio of the seating structure. It 
has a carefully determined lumbar or 
back support, provided with all ad 
justments to make it equally correct 
for all persons. It is of wood and har- 
monizes with other office equipment. 
It is solidly constructed, gives evidenc: 
of real durability. It is manufactured 
to sell at a price the office manager is 


willing to pay. 


Derby correct posture chairs are 
sold only to regularly established of- 
fice equipment dealers who are served 


on an exclusive basis. 


P. DERBY & CO., INC. 


Chairmakers for 84 years 
GARDNER, MASS. 


New York, N. Y. Boston, Mass. 
One Park Avenue 197 Friend St. 
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Catalogue of Shaw-Walker Executive Safes 

The Shaw-Walker Company, Muskegon, Mich., manufac- 
turers of filing cabinets, filing systems, safes and supplies, 
have published a new catalogue devoted to executive safes. 
It is said to be the only catalogue of its kind which goes 
into complete details as to the various kinds of fire hazards, 
and, seemingly, it discusses the proposition from A to Z. 

The foreword announces that the catalogue is published 
to assist business and professional men in deciding just 
how to give their records reasonable protection against loss 
by fire, and otherwise. 

In presenting the catalogue, the company has tried to 
discuss in the language of the layman such subjects as, Do 
I Need Protection for My Records? Have I| Reasonable 
Protection Now? How Good a Safe Should I Buy? What 
Fire Protection Do Shaw-Walker Safes Give? Is This 
Protection Permanent? Is It Dependable? What Thief Pro- 
tection Do Shaw-Walker Safes Give? and, Is the Construc- 
tion Strong Enough to Protect Against Crushing? 

rhe catalogue is richly illustrated, there being several 
pages in colors. The printing is in black on cream-tinted 
stock, with borders of olive green. Most of the safes are 
shown in green. There are forty pages plus a strong 
cover! 

Credit for the catalogue goes largely to W. H. Randall of 
the Shaw-Walker organization. Mr. Randall is quite well 
known in the trade and his friends should be interested in 
seeing this splendid piece of work. Dealers should find the 
catalogue a real sales help. 

= 


Montgomery House Opens New Store 
The Mercantile Paper Company of Montgomery, Ala., 


‘ 


wholesale and retail commercial and society stationery, ot 


hice equipment, etc., recently sent out invitations to friends 
to attend the opening of their new store at 108-110 Com- 
merce street, on Thursday, December 16 The members 
of the Mercantile Paper Company are well known men in 
the South and a representative of the company usually at- 
tends national conventions Active in the company are 
Messrs. Sidney, Irvin and Leo Gassenheimer 


—_—_—_—_—~<}>_ 


F. R. Felt Takes Important Territory for Art Steel 

Frank R. Felt has taken over the territory of Wisconsin, 
lowa, Minnesota, Illinois, Indiana, Nebraska and Missouri 
as a representative of the Art Steel Company, Inc., 401 
East 23rd street, New York City. Mr. Felt had previously 
done some work for this company in the Middle West 
He has been associated with the Art Steel Company, Inc., 
for several years and is well known among the stationery 
and hardware dealers 

J oa 


Urmston to Head West this Month 

R. J. Urmston, general manager of J. S. Staedtler, Inc., 
53-55 Worth street, New York City, will start his annual 
trip to the Pacific coast about January 8 

Mr. Urmston will be away for several weeks and cover 
practically all of the principal cities on his way to the coast 
and return. 

He has the agency in the United States for the Staedtler 
pencil line for the last five years and has built up a wide 
acquaintance in the territory he travels. 

sticanagtine 


Hoge Manufacturing Company in New Premises 
The Hoge Manufacturing Company, Inc., have moved 
to new quarters in what is known as the Mercantile build- 
ing, 23-25 East Twenty-first street, New York City. The 


new home provides more commodious quarters and enables 
the company to render better service to the trade at large. 
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Look for the tray with the Red Band 


ERE is the ideal article for the 

majority of machine account- 
ing installations, the new ‘‘Red 
Band”’ portable tray, made in three 
sizes by “Y and E”’. 


These trays carry up to 750 ac- 
counts on cards up to 10 inches 
wide. Yet they are easily carried 
about the office. A ledger 
carried in these trays can be 
always right where it is 





wanted during the day and guarded 
against fire and meddling in the 
ordinary office safe at night. 


With sales of bookkeeping ma- 
chines breaking records every 
month, an ever-increasing market 
is open for tray sales. Tray sales 
are profitable in themselves and 
they usually create a steady 
business in “‘Y and E”’ ledger 
sheets and forms. 


This new“Y and E” tray has a big market 
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Typical installation of National Accounting Machines 


Would you O. K. a system 


that could save $1000 a month in office help as two 
National Accounting Machines did for the Household 
Furniture Company of San Antonio? 


that through the use of three machines saved the 
work of three employees in the Sales Audit depart- 
ment of Frank & Seder Company, Detroit? 


—that reduced labor costs to the extent of two em- 
ployees for Dulin & Martin Company, Importers 
of Washington, D. C.? 


—that has made similar records in practically every 
kind of business requiring the classification and 
adding of figures? 


National Accounting Machines provide such a system. 
In wholesale houses, banks, hotels, retail stores, 
factories and direct mail distributors they have made 
outstanding records in reducing clerical expense, speed- 
ing up records and giving information that was not 
previously available. 


The National Cash Register Company 
Dayton, Ohio 
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— Horder’s Add New Division 
Horder’s, Inc., of Chicago have recently inaugurated a 
new division known as their printers’ division and have ) 
issued a new and special eighty-page printers and binders 
catalogue covering everything in their general line that is 
purchased by printers and binders for resale, as well as ae 
materials that are also purchased for consumption. This : 
new department follows the organization of their office 
machine department which was described in a previous i 
Sioux City House Opens New Store ti 
Oftice Service Company of Stoux City, lowa, has if 
opened a new store at 617 Nebraska street, where they f 
offer the public the following nationally-known lines: Leo- , 
pold desks, chairs and tables, Johnson office chairs, Shaw- | 
Walker steel filing cabinets, safes and supplies, L. C. i 
Smith and Corona typewriters, Lymetco steel storage cab- it 
inets and other minor lines. The new store has about tour | 
thousand feet of floor space and is well situated to display Ht 
the lines to the best possible advantage In addition to 
the lines mentioned, the company handles Macey steel filing bal 
cabinets, rebuilt typewriters, several lines of typewriter sup- f 
lies and rents and repairs all makes of office machines. ) 
E. L. Isaaksor is manager A Bette Se ice : 
_ r Servi | 
Passiac Stationer Celebrates Golden Anniversary For Desk Use rs . 
W Jewett, Passaic, N. J., recently celebrated his - 
ftieth anniversary in business. 
Mr ewett started with little capital and says that it exclusively GUNN 
vas a struggle to make both ends meet until after the first Made in Grand Rapids 
year Through hard work and good service he won the 
confidence of his townsmen during the first twelve months Help your trade to get the best results 
of business and within a few years found it necessary to from their staff. Sell them the unex- 
seek larger quarters He hanged locations twice after . 
Sak <ihnstiy cacviius de Sle aeaeae Gs a celled service of GUNN LINO. These 
ops distinctive desks do more than enhance 
Mr. Jewett set out for himself when about nineteen years the office interior. They promote 
ot adie etins: to Geek, Weeki Os eee ae accurate vision and add to the user’s \ 
East for the Centennial in Philadelphia in 1876, and later comfort. 
entered the grocery business, from which he went into the 
itionery field. During his years in this industry he has 
made mat friends and a large number of visitors called to “It isn’ta At 
ngratulate him on his fiftieth anniversary No 
bad Unless It’s a 
Dennison and Universal Pictures GUNN” 
What Next the bi-monthly publication of the Denni- 
Manutacturing Company, Framingham, Mass., has a 
st ay riate cover desig 
he ver features Miss Marion Nixon, Universal picture 
wearing a slipover Christmas costume made of Denni- 
son crepe She forms a regular human Christmas tree, as 
iny giits are pendant from her attire ; i} 
The Dennison Compar ire starting a publicity tie-up hy, 
the Universal Pictures Corporation. In their house i 
lication they reproduce a number of different views, in ih, 
ne of which Anna Q. Nilsson is presenting Francis X 
Bushman with a Christmas gift wrapped the Dennison way i 
Another view shows Mary Jane of the Buster Brown (i) 
comedies dressed up for a Christmas party e q 
The Dennison Company made a strong otea for Corit- | 1 M@ Gunn Furniture Co. 
mas business, their advertisements having been scheduled GRAND RAPIDS, MICHIGAN 
as “ “pice cadence 1 ‘Sacco tien be Branch Cifese and Satesy i 
tormed the reader that the Party Magazine and Dennison 11 East 36th St., New York City Hi 
Christmas goods were for sale at the stationers’ and de 1027 So. Broadway, Los Angeles i 
. : al iruggists’. This campaign was 21 Second St., San Francisco ; 
e larg ‘ e ever ehind the Christmas season. ‘S J 
—— - 
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MR. AUDITOR 


1928 calls for 1928 equipment 


What about your 
sorting methods? 


is a sorting device that will sort any 
into 10’s in one sorting. 


Here 
series of 1000 pieces 
In a recent test an inexperienced girl in 
144 hours sorted 1000 checks into correct 
numerical order. 


INDEXES 


Alphabetical, Geographical, 


Numerical, 


Special Wording 


Space 


required desk 
for only 
sorter when 
6x 18 in 
inches use 





No. 462 





Made in any size and indexed to fit your needs. 


Representative firms using 
from 3 up to 160 sorters 


NEW YORK 
Alexander Hamilton Insti. 
John Budd Co. 

Cunard Steam Ship 
DePinna, A., & Co. 
Guarantee Trust Co. 
Home Insurance Co. 
Macy, R. H., & Co. 
MeCall Co. 

MeCreery, James & Co. 
Mutual Life Ins. 

New York Edison 
New York Telephone 


CHICAGO 
Automatic Electric 
Carson Pirle Scott & Co. 
Chicago Surface Lines 
Chicago Tithe & Trust 
Diamond T Motor 
The Fair Store 
Hibbard Spencer Bartlett 
Inland Steel Co. 
International Harvester 
Marshall Field Co. 
Montgomery-Ward Co. 
Northern Trust 


Swift & Co. Spectator Co. 

Tyler & Hippach Underwood Typewriter Co. 
Wilsen & Co. U. 8. Customs 

Abrahams & Strauss Brooklyn, x. % 
American Malleable Co. . Lancaster, 


Chicago ticle By rl 


American Manganese 
Ithaca, N. Y. 


Associated Gas & Elec 


Bacon, Chas. H., Co. Lenoir City, Tenn. 
Bamberger, L., & Co. . Newark, N. J. 
Consolidated Gas & Elec. . Baltimore, “od. 
Du Pont de Nemours Wilmington, Dela. 
Haas, Baruch & Co. .Los Angeles, Cal. 
Loulsville, Ky. 


Loulsville Gas & Elec. 
; .Detroit, Mich. 


Maccabees 

Ohio Fuel Gas Co Pittsburgh, ~~ 
Public Serv. Products Newark, N. J. 
Remington Eypowener Philadelphia, "pa. 
Standard Ol] ..... Albany, %, 4 


Towns & James _Brookly n, N. Y¥. 


More than 18,000 banks all over the world. 
We shall be pleased to give you the ideas we have 
gathered in the 12 years we have specialized in 


this work. Catalog and full details upon request. 


THE KOHLHAAS CO. 


Manufacturers of Instant Reference Files 


183 N. Dearborn St. Chicago, III. 
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An Attractive Invitation 
[The Leopold Desk 


beautiful cordially 


out a 
their 


Company has recently sent 


invitation, inviting tr ends to visit 


showroom at their Burlington, Iowa, plant rhe display 
comprises the most modern ideas that are to be found 
embodied in the “gracious oftice.” 


Mention is made of the special service the company is 


putting at the disposal of its customers They invited 


if possible in order 
is headed by 


ne period suite 


dealers to bring customers with them 
the 


illustration of a handsor 


that they see layout Che invitation 


beautiful half 


may 
tone 


in appropriate surroundin vs 


— 

Expanding Envelopes in Handy Packages 
The Quality Park Envelope Company. St. Paul, Minn 
and 416 South Dearborn street, Chicago, IIL, has introduced 
an innovation which facilitates the merchandising of ex 
panding envelopes The company’s “Leatheroid—D« 
Luxe” expanding envelopes are now packed in cartons of 
ten wallets of a size. These cartons are dark green, labeled 
it each end with the stock number and a full description 





ARTON PACKAGE FOR EXPANDING ENVELOPES 

of the contents lhe harmony ot dark green carton and 
reddish-brown wallets makes attractive material for both 
counter and window display Che carton packing permits 
the dealer to place these goods on the stock shelves witl 
other items 

Che handy package insures to the customer that the e1 
velopes are absolutely clean, unsoiled stock, and permits 
him or her to be waited on with unusual promptness. As 


a merchandising device the new carton tends to increase 


the volume of individual sales, as it is sold as a unit in a 


convenient quantity which discourages customers from ask 


ing for one or two envelopes at a time. 

Imprint circulars are turnished all dealers on this new 
rroposition. A special price list giving full information 
will be sent to dealers on request 

> 
Royal Typewriter Notes from Miami 

The Miami branch of the Royal Typewriter Company 
was visited recently by Elkott G. Dodge, assistant sales 
manager, in charge of the eastern district Mr. Dodge 
maintains his residence in Coral Gables, where his famil\ 
lives, and his visits home are always welcomed by the 
“Royal” family, as well as his own family. 

A. J. Newlands of the portable department in New York 
headquarters was a recent visitor to the Miami territory 
his was the first trip to this section by Mr. Newlands and 
he was highly elated with the tropical sunshine and grow- 
ing flowers in December and regretted the coming of the 
time for his departure, stating this was one of the cities 
in which he most desired to prolong his stay. 


thousands of winter residents and tourists who are 
into the Miami 
the best 
enjoyed for 


Portable ty 


The 


coming 


area every day now stimulate busi- 


+} 


this par which has 


the 


ness, and trade in ticular line 


been some time ts expected during next 


few months pewriters are quite in demand, 


this tvpe of machine is good 


rade on ft s 


and tourist t 











‘ow offices in Chicago... . 


keep step with growing business 














This emblem ap 

pears on the win 

dow of every deaks 
authorized and 
qua'ified lo render 
Globe -Wernicke 
Service. Look for it 








Mr. Otto R. Geuthe f Marshall 


ETTER looking, smoother 
working offices Planned, 
quipped and supplied scientifically. 
Floor-space measured, ipportioned, to 

ike every square-foot return full 


lue for the money invested in it 


hquips ent selected only ifter most 


eful analysis of the particular busi 
tis to serve 
In Chic Wo, such ofhices are now bye 


planned for the Northwestern 


Railway Con pany, the Chicago ofhee 


Fire Association of Philadel 
i. and other progressive firms. ‘The 
work is conducted by Marshall-Jack 
n Company, Globe-Wernicke Agents 


or Crreater Chic ivo under personal 


supervision of Mr. Otto R. Geuther. 


The planning method used by Mr. 


Geuther—and by authorized G-W 


igents everywhere is known as 
Globe-Wernicke Service. It is a 


method perfected after almost half a 


century experience in the making of 


EEEEEEEEEEEEEE EEE EEE EEE EE EE 


GLOBE-WERNICKE EQUIPMENT 
includes 

Stee! Shelving 

Steel Safes and Storage Cabinets 


Steel Filing Cabinets 


Sectional Bookcases 
Safeguard Filing System 
Visible Record Service 
Office Furniture Library Equipment 
Stationers’ Goods 


Descriptive literature on any of these items 
sent free on request. Address The Globe- 
Wernicke Company, Cincinnati, Ohv. 


lacks Company, replanning an office to handle more work efficiently 


fine office equipment, and exhaust! 


research in actual office conditions 


Globe-Wernicke Service is the key 
note of the entire Globe-Wernicke na 
tional advertising and sales-promotion 
campaign in 1928. It is the most 
progressive form of dealer co-opera 
tion ever offered to the trade. Through 
Globe-Wernicke national advertising, 
the Globe-Wernicke Dealers’ Sales 
School, and a gigantic dealer service 
sales promotion campaign, the oppor 
tunity is extended to every G-W agent 
and dealer to place his business among 


the leaders. 


A few choice territories are open 
An inquiry will bring full details 
promptly. 


Clobe-Wervieke 


EQUIPMENT SERVICE 
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FILING 





he 





the usual speed 


more convenient 


and Better Sales 


For You 


The Tri-guard principle that 
provides a perfect file pocket— 
tor every subdivision in the file— 
showing the twin side rods which 
act as “sway checks” allowing the 
guides to fall into “V cuts” 


ew G-W 


RI-sGUARD © XPANDING | OCKET “ILE 


Every user of office equipment has long 
felt the need for just what the G-W TRI 
GUARD has to offer 


This is the super-file that frees the office 
of confusion. It gets rid of perpetual re-ar 
rangements of correspondence, and of trouble 
some, fixed, filing partitions. It provides 
working space It keeps the folders neat, 
orderly, upright, whether you use two folders 


or fifty in a single filing division 


The user has nothing extra to buy, nothing 
to install; the G-W TRI-GUARD comes 
complete—and introduces the highest stand 
ards of convenience and efhciency that engi 
neering genius has thus far produced in a 
correspondence or cap-size file. 

Your customers and prospects are waiting 
for a G-W TRI-GUARD demonstration 
Write us for details on how you can best 


reach and sell them. 


Globe “Werenicke 
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FOR EVERY HOME | 
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HE Remington Portable is lightest and smallest of all stand- 
"Reveghale’ typewriter. For ard keyboard portables—weighs 
the young and old, and for all only 8'% pounds net and fits in a 
ages in between, it is always the case only four inches high, but it 
same handy little helper and time _ is a strong and reliable machine 
saver. So simple and easy tooper- complete in every feature. 





ate that anyone can quickly learn Can be purchased on terms as 
to type at a speed far surpassing low as $5 monthly. Send for our 
the pen. booklet, “For You—For Every- 


The Remington Portable is the body.” 


Remington Typewriter Division 
Remington Rand Business Service, Inc. 
374 Broadway, New York 





Branches and Dealers Everywhere 


Remington 
PORTABLE 
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This Section 


contains a number of articles pre- 
] senting the views of several successful 
and widely known stationers with re- 
gard to extending stationery store dr 
| service to include a greater variety of 
| office machines. Herein are ideas | 
| well worth attention. Opinions are | 
not identical, but all are inclined to | 
the affirmative side. Ideas naturally 
| vary as to what machines and other | 
| office specialties the stationer can use | 

with advantage to himself and cus- 
tomers. 
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Stationer Logical Outlet for Office Machines 





Being the Views 


of a Prominent Stationer in One of the Leading Cities of the 


Un ited States 


N MOST of the articles and suggestions heretofore given 
on this subject, which is being seriously considered by 
practically every stationer, we have heard much about 


the profit or otherwise to be derived from the sale of spe- 


cialties themselves and little concerning the influence of the 
presence of those machines in the stationery store and the 


fact that they will, when sold, increase the size and profit 


of the average sale. 


us analvze, for instance, the stationers loose leat 


He sells a few ledgers and outfits, but the 


Let 
department 
greater part of his business in this department is made up 
of sales of ring books, sheets, transfer binders, etc. Once 


while he sells an unusually large order of a high 


ma 

priced article, but eighty to ninety per cent of the sales 
consist of single items of small value. <A like situation holds 
true with regard to blank books, filing supplies, etc. These 


goods are all desirable and their successful handling re 
quires intelligence and energy. 


[he stationer’s overhead is high and the most of his in- 


dividual sales are small, with only moderate profits. It 


seems to be up to the stationer, therefore, to take on items 


which will create larger individual sales and profits in the 
gross 
When the dealer adds items to his stock, vielding larger 


individual profits, he increases his gross profit. There is a 


point where profit ceases on small sales and a point at 


If the average sale is above a certain 
The sta- 


which profit begins 
point, then the dealer should be making money. 
tioner cannot follow the example of the cheap store, because 
he must give service and employ relatively high-priced help, 
because selling office equipment is an occupation that de 
mands intelligence. If the stationer does not sell as many 
the larger items, 
likely to be one of the poorer brethren 


as possible of which bring him greater 


profits, he will be 
of the craft 

It is true that the stationer selling certain oftice machines 
may obtain a smaller percentage of profit, but this may 
not mean anything Possibly one might make a sale of 
several ordinary loose leaf outfits and find himself in pos- 
session of a gross profit of, say $15, and in the next hour 
he might sell an office machine or device for $50 or $60, for 
instance, which would yield him a profit of $20 to $24 gross. 
his dealer believes that the selling of a well-known de- 
vice or machine should allow a materially higher net profit 
on the individual sale than the stationer can obtain on the 
average sale of staple goods. 

Where office machines are practically and properly dis- 
played so that the sight of them reaches the largest possi- 
ble number of people, many sales are made outright, without 
the need of trained specialists and even without a large 
investment of money in stock. In such cases there is very 
little increase in the cost of selling a $50 article over the 
cost of selling a $5 article. The stationer will not at once 
number of office machines, but every one he 
without a 


sell a great 
does sell, will increase his gross profit corre- 
sponding increase in expense. 

In selling office machinery, aggressive, intelligent, well- 
sent out to make an office- 
They demand 


informed men are most usually 
to-office canvass. These men are expensive 


The other way 


and receive high salaries and commissions 


of selling is the dealer's way by window displays, advertis- 


ing and the suggestion of the regular sales staff. Some- 
times some of the sales staff themselves become experts. 
Che dealer's method is successful as far as it goes. Possi- 


bly it may not bring the volume that an office-to-office can- 
vass would produce, but the profit is, nevertheless, wel- 
staffs 
offered 
there appears to 


Furthermore, as stationers’ become accus- 


tomed to the 
familiar with their use and selling points, 


come. 


machines which are and become 


be no reason why the stationery salesman should not be 
as much of an expert in selling specialties as the specialty 
It is a matter of growth and develop- 


salesman himself. 


ment. Intelligence and aggressiveness are not confined to 
men of specialized occupation, but are likely to exist almost 
anywhere e'!se. 

The stock of office appliances and machines, if it is rep 
resentative and practically shown and advertised once in a 
shown, and 


while, raises the tone of the store where it is 


helps to build up prestige in the public mind. These de- 


vices themselves belong to the stationery store, which is 
the natural place for every one to go for what he needs for 
his office. Every such device that the stationer adds to his 
stock broadens his field, gives him greater opportunities, 
and provides a wider scope for the energy and intelligence 
ot his sales staff. 

We do not advise any dealer to add any device which he 
He cannot in such case be fully suc- 
than the man 

Faith, energy, enthusiasm, will 


does not believe in 


more can be successful 


himself. 


cessful with it 
who lacks faith in 
sell any office machine in any store, whereas the opposite 
the best ever 


any 


qualities will hopelessly handicap article 


made. 


It is a favorite remark that “Yes, we sell these machines 
but we do not stock them.” We doubt the wisdom of this 
attitude. The notion of a stock order is several dozen or a 
gross or more, which does not at all apply to such machines 
as portable typewriters and the like. A demand for such 


machines can be created if, in short, they can be sold, as 


shown and demon- 


half a 


they undoubtedly will be if properly 
strated. A_ stock 
machines and would certainly not be burdensome to carry. 
The dealer would be fairly certain of selling that number 


if he showed them 


order might constitute dozen 


of machines within a reasonable time 
in his window and gave them the proper backing. 
getting out of stock he could order more, for by that time 
he would have had a return sufficient to justify him in 


doing so and reordering would be in a measure simply 


Before 


reinvesting a profit atready made. 


With the addition of saleable machines to the stock will 
logically come some arrangement whereby suitable service 
can be given to keep machines in top-notch condition and 
to see that they are working properly for customers. A 
reputation tor prompt and efficient service is a very con- 
siderable establishment. There are 
stores in the big cities which enjoy the reputation through- 
out their entire territories of being absolutely square in 
every transaction and anxious that every customer be satis- 
fed and get the most out of his purchase. Such reputa- 
tions are worth millions of dollars literally for the value of 


asset to a _ business 


such a reputation is almost bevond estimation 
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Some Questions and Answers 





D. S. Hansen, Secretary of Carlson Bros., Moline, 

Illinois, and Former Governor of the Sixth District, 

Comes to Bat with Some Explicit Replies to a Search- 
ing Line of Queries 





HE ensuing questions were originally based on 

hypothesis; but a few days after they were sent out, 

along came a reply from a Western stationer, saying 
that we had stated his situation, his qualms and his doubts, 
exactly, and requesting us to send him, as soon as possible, 
a digest of the replies received. As he is a reader of Office 
\ppliances, we are certain that one man at least will scan 
this department, with the idea of getting a money value 
out of it. 

So, now that our straw man has so unexpectedly come 
alive, put on the habiliments of mortality and walks among 
us, we can proceed with good conscience to lay before the 
reader the questionnaire itself and the remarkably apt and 
convincing replies which Mr. Hansen has sent, in the per- 
fect assurance that we are dealing with a situation that is 
real and acute. Here ts the questionnaire 

A reader living in a town of 60,000 wishes to better his 
service to a growing clientele. He handles staple office 
stationery and has a well-balanced office furniture stock, 
but finds that many customers go to local agencies for 
office machines and supplies which he doesn’t carry, or, in 
the absence of such agencies, send to houses in Chicago or 
St. Louis 

He realizes that his problem ought to yield to analysis 

He knows that he can put some of the devices in stock 
and sell others from catalogues. But, he asks— 

a) Is selling from a catalogue a make-shift, or is 
it not? 

b) Can one sell as much from catalogue pages as 
by showing a stock ready to deliver? (It is 
assumed that the salesman has a sample of 
the machine or device to demonstrate.) 

c) If one sells from a catalogue, can one make 
money on a smaller margin of profit than 
one must demand on goods sold from stock? 

(d) Where is the fallacy—if there is one—in argu- 
ing that one can make money by taking 
orders at ten per cent commission for de- 
vices not in stock, provided one can order 
them shipped direct to the customer? 

[he dealer knows that if he orders an office machine, 
such as a typewriter, he cannot make any guarantees or 
give service in case of accident or break-down 

(e) In view of this fact, what is the dealer's posi- 
tion? Is he or is he not at a disadvantage? 

(f) Can he afford to sell the goods and take the 
profit if he doesn’t back the sale all along the 
line? 

Our friend is aware that he already has built up enough 
doubts to frighten a timorous man, but he isn’t satisfied. 
He asks _ 

g) What could an all-’round mechanic do to pay 
for himself in a growing store? 

(h) If he could break even, then would it, or 
would it not, open the door wide enough to 
permit putting some of these universally-used 
machines on the shelves and backing them 


from soup to nuts? 


Our dealer friend doesn't like to see a customer walk 


out of his store empty-handed. He knows that if the 
customer must go elsewhere, he will buy, not only what 
he couldn't get in the first store, but a lot of what he 
could have bought. In other words, every customer who 
goes away unsatisfied, takes more than one sale with him. 
The dealer asks: 

(i) Is it not better for me to help my customer get 
what he wants, even if I make little or noth- 
ing on that sale? If he is happy, he will Le 
likely to buy supplies. If, through me he 
comes into possession of the machines he de- 
sires, I have the inside track on supplies for 
that machine, and through them to sell 
everything else the man needs in his office. 
Is this, or is it not, a valid argument? If 
the matter of repairs comes up, I'll have to 
take care of it, somehow—but how? 

The dealer wants to make his business grow. He 
queries: 

(j) Can I create sales for more pencils, fountain 
pens, loose leaf and blank books and the mul- 
titude of smaller devices? Or must I study 
my field, and, while lopping off the unprofit- 
ables, add the devices that now more than 
ever make the modern office complete? 

(k) Can I, by intelligent initiative, build up a 
community-serving store and find prosperity 
by providing complete equipment for the 
business and professional office? 

The Answer 

To the foregoing, Mr. Hansen replied as follows: 

You are hitting on a subject that is uppermost in the 
minds of progressive dealers in our trade. This is an 
opportune time, indeed, for office supply dealers to be real 
office equipment headquarters. 

While we are very busy here with our Christmas trade, 
and general business being good, we are going to take 
time to answer the best we can, the questions as outlined. 
Your questionnaire is returned herewith for further refer- 
ence. 

In view of the fact that manufacturers of various office 
labor-saving devices are placing agencies with those dealers 
who are willing and able to sell those goods, and displac- 
ing branch offices with its tremendous overhead expense, 
we should yvrasp the opportunity and “cash in” on a wait- 
ing market. Our answers are as follows: 

(a) Selling from a catalogue is necessary on higher-priced 
items only. 

(b) Showing a stock, ready for delivery, places a dealer 
in position to clinch the sale. A sample of a device is 
sufficient for demonstration, and may be sold outright, and 
replaced with a new item when Sold. Samples cost money 
and depreciate fast. 

(c) Without question, one can sell from catalogue on 
smaller margin of profit, but those sales are limited, due 
to inability to make prompt delivery. 

(d) Taking orders at 10 per cent is insufficient profit, 
whether from stock or not, on account of service and in- 
stallation expense for the present-day devices. 


wii, 


Paatns 
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(e) A dealer handling office machines must be in posi- 
tion to handle repairs or minor services, but manufacturers 
catering to dealer business today are increasing their efforts 
toward giving better repair service all around. 

(f) A dealer cannot afford to guarantee service unless 
he has taken the proper profit on the first sale and some 
reasonable profit on repairs and replacements. 

(zg) An all-around mechanic, who has the ability to ad- 
ailments on typewriters, check protectors and 
additional business by 


just minor 
adding machines, could build up 
making up a list of present users and calling on them in 
the role of a service man. The customer would look to the 


dealer as the logical source for new equipment when 


needed. The mechanic will pick up tips for the dealer to 
work on. 

(h) A dealer must more than break even in handling 
universally-used machines. We have found this a profitable 
department 

(i) The dealer must make a reasonable profit on a first 
sale, as in most cases he will be called upon to give some 
kind of service for a mechanical device he has sold, not 
only for supplies. This idea of taking care of a customer 
with no profit is a thing of the past. 

(j) The office equipment dealer today goes out for his 
business and this business is on big items. The order-taker 
for pencils, fountain pens or the other smaller things is 
gone. People wanting those things call up or come into 
the store. These are the items on which price-cutters make 
adding machines and other de- 


Another angle is the 


leaders. Used typewriters, 


vices can be sold a good margin 
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renting of these machines, which we have done very suc- 
cessfully. 

(k) This is the most difficult question of the lot, and 
can only be answered by the man who, from practical ex 
perience, and who has made it a business, watches his local 
market. We have picked out the items and checked them, 
which we believe 
50,000 or more. We 


The ones not checked are more or less specialized items, 


should go into the dealer’s stock of a 
community of carry these items 
which are sold direct by the manufacturers through highly- 
trained salesmen, and with little or no dealer profit. The 
held is limited, and the average stationer would not be in 
position to handle 

(Mr. Hansen listed the 
ones handled by his house: 


following office specialties as the 
Adding machines, check en- 
dorsers, envelope openers, gum tape machines, paper fas- 
tening machines, punches, stapling machines, typewriters, 
adding typewriters, check protectors and 


duplicating machine: 


new and rebuilt; 
writers, copyholders [mechanical], 
and supplies, eyeletting machines, letter distributors, pencil 
sharpeners, sorting devices, time stamps and recorders, visi- 
ble index systems, check sorters, dating stamps, envelope 
sealers, numbering machines, stamp affixers and trimming 
boards for paper and cards.) 

We really believe that if the dealer of today is to survive, 
he must apply himself to creating new fields for office 
equipment. He must go out and sell complete outfits and 
of the better grade. His men must be trained to visualize 
better offices and create the desire to have something bet- 
ter than their fathers used 


First and last, every transaction must bear a fair profit. 


Ann Arbor Dealer Gives Suggestions 


Being 


A Communication from The Mayer-Schairer Company of 


Ann Arbor, Mich. 





READER at Ann Arbor is of the opinion that sell- 


ing trom the catalogue is not irregular, nor 1s ita 


makeshift, even though one cannot sell, in his opin 
ion, as much from a catalogue as by showing a stock which 


is ready to be delivered to the customer. This ts assuming 


even that the salesman has a sample of the machine which 
believes 


he demonstrates However, our correspondent 


that smaller merchants whose resources do not permit them 
to extend their stock into outside lines, must necessarily 


use a catalogue from which to sell specialties, until such 
time as their business will permit them to stock certain 
lines which have proved most readily salable. 

Our friend at Ann Arbor insists that on all sales, whether 
from catalogue or not, the dealer must make some profit 
Indeed, he does not see why any goods should be handled 


less than the regular margin of profit, whether they are 


ior 
stocked 


cent, even if he sells the goods from 


or not. No one can stay in business on ten per 
catalogue and has 





nothing to do with their delivery or servicing machines 
He does not believe that it is good policy for the dealer 


to sell a machine for which he cannot sell service or give 


service If the dealer sells the machine, whatever goes 


wrong, comes back to the door of the dealer, whom the 


customer charges with the responsibility of making it right. 


[It is better to refuse to sell goods which cannot be serviced. 


provided there is any likelihood of their needing service 


The dealer must back the sale all along the line 


t 
Asked whether an all-around mechanic could not pay for 


himself in a growing store, our correspondent refused to 


commit himself, saying that he had never tried it out. <A 


man who wishes to get into the sale of machines, such as 


adding machines, typewriters, adding typewriters, etc., 


should get a couple of specialty salesmen and a good 
nechanic. 
Such, in brief, are the suggestions from the gentleman in 


Ann Arbor 


OEE TS Oe 














January, 1928 OFFICE APPLIANCES 129 


TRADE 


Protect~Your~Desk 





National Advertising Creates Demand 
J°°\MUN-KEE STAMP PADS 


There is a constantly growing demand being cre 
ated for Mun-Kee Silent Stamp Pads through na 
nal direct by mail and magazine advertising 


The program for 1928 includes publications that 


reacl ver 249,520 buying executives. Every 
advertisement, every mailing piece will bring direct 
results to our dealers Thousands of dollars are 
being spent in this campaign to create this business 
tor y 
| ‘ . ¢ ] T. rim? th Fa 
Mun-Kee Stamp pads are tar superior to the old 
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"tur hee Products Cor oe 


Newark NJ 





Newark, N. J. 


ciency. It is a “better” stamp pad—a real quality 
item that is growing daily in popularity in banks, 
shipping departments, and every type of office. 


We want every office equipment dealer to be thor- 
oughly familiar with Mun-Kee Stamp pads —to 
know why you should carry Mun-Kee Products in 
stock. That is why we want you to send for one on 
trial! Examine it—test it—we know that you'll 
igree that it is the finest pad on the market. 


Sell Mun-Kee Pads that DON’ T come back 
To customers that DO. 





SEND FOR ONE ON TRIAL 


MAIL THIS COUPON TODAY 





Mun-Kee Products Corp. 





Mun-Kee Products Corp., 
Newark, N. J. 


I : send me 
Mun-Kee Stamp Pad n tria 
} es and trade discounts 
Samples advertising material 
dealer cooperation 
I 1 








ILO NERY THE 5) LOTITO 





EL 











130 OFFICE APPLIANCES January, 1928 


THE WORLD’S BEST REBUILT 





‘*‘When you think of 


UNDERWOODS 


think of Shipman-Ward 
Rebu Its’’ 


UNDERWOODS 


when linked with 


1 in the World for the Dealer—It’s the Magic Com- 
bination that will bring Big Profits! Write for our New Wholesale Price List and Sales Plan NOW! 


Is the Most Profitable Typewriter Proposition 


SHIPMAN-WARD MANUFACTURING CO. 


Established 1892 The Rebuilders of the Underwood 


1771 Shipman Bldg., Montrose and Ravenswood Avenues, Chicago 


“A Third of a Century in Business 


EVENTUALLY SHIPMAN-WARD REBUILTS—WHY NOT NOW? 
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(‘apitalize the most Amazing Success 
in the Office Appliance Field 






A profit 


opportunity for dealers, 


office specialty men 
and salesmen 


There is today a remark- 
able new Corona machine 
doing all the work that used to 
require four distinct appli- 
ances. You are offered op- 
portunity to sell this machine 
under a unique plan. We carry 
the financial burden. 

The Corona Accounting 
Cashier is Cash Register, Add 
ing Machine, Sales Slip Reg- 
ister and Accountant. All 
these in one compact, good 
looking unit 

\nd the 


$175.00! 


price is only 


Backed by 
National Advertising 


National advertising is car 
rying the amazing story of 
Corona Accounting Cashier to 
every business man. 

Demand has been instant. 
Salesmen and dealers are earn- 
ing big profits right now. 


Office Appliance men see in 
this new Corona 


Cashier 





“li 





‘ 
ALL THESE 


In One Machine 


\ Cash Register 


es cash and ¢« irge sales, 
ne date lerk and com 
y 
add amoun r 
ris nd echanica 
: nts l wh 
and for wh 
I f istome n 
4 ng wi re rd 
4 ts a any 
‘ l nder lox 


es I g 
leposits al 
and acco s 
l accounts |} I 
and payr s 
ba T s lds 4 ba 
ze sa a by ; a 
. Re ter 
rir 1 sales siiy r cu 
the t x a tl 
I latt 
" irning a 
‘ ae ords 
t This ¢ isiv fea 
possib to ¢ rd 
Mone paid ont 
hi " | arge 
‘ \ 
k er e 
r week 
nN . 
ks 
for of and 
1 at ty sta 
ha Ww “ and wl 
w“ was | 1 
nth 4 
f 


"A SHIER 








00 


Complete 





1928's big profit opportunity. 
It is new. It fills the need 
for complete sales records 
quickly and cheaply arrived at. 
Business men in every field 
have received Corona Account- 
ing Cashier with enthusiasm. 
Already you'll find satisfied 
customers in hundreds of busi- 
Yet the field is virgin. 
(ood territory is still open. 
Use the coupon below for full 
Laditiresiathiak Learn at once 
the facts about the machine 
and the unusual plan under 
which it is sold. Write for 
details today. 
PORTABLE ADDING MACHINE CO. 


Dept. 2-J 
343 S. Dearborn St. Chicago 


nesses. 


&§ Portable Adding Machine Co., Dept. 2-3 § 
§ 343 8. Dearborn St.. Chicago. 
' Please send me full details of your ' 
' new sales plan ‘ 
t ' aa t 
' ama | Salesman 1 
; [am a a Dealer ' 
i 
5 r 
s Name | 
8 ' 
' ' 
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105 Worth Street 














USE THIS DISPLAY 


—_ a 7 

SELF RELEASING 
LOCKING CATCH 

Secure no fumbling ' 


IMPROVED INK P 
= t. Piacr cing of Mu umbers 


Te ONCE WOE 150 


ANON OKO BAU aay oko) ox op 


SIX WHEELS” Fouiumes CONSECUTIVELY. in DUPLICATE orto REPEAT 
EUS /mpressions showing Style of Figures | 461508 | 





and Watch Your Numbering Machine Sales Increase 


Here is a window and counter display that will 
attract attention and be areal silent salesman. It 
is printed in three colors on heavy bristol board and 
fitted with a double wing easel. We also furnish 
circulars for mail distribution. Use the margin 
below and receive these sales helps and dealers’ 
discounts on this new $7.50 machine. 


Wm. A. Force & Company, Inc. 


New York, N. Y. Chicago, Ill. 




















180 No. Wacker Drive 
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A NEW Opporeaniny 


exists for 


Dealers 


Retailers are finding an extra source of profit 
in Sateguard Check Writers. A new and unusual 
DEALER PLAN is now ready for your serious 
consideration .. . It is complete .. . It is thorough 

. It will show you exactly the profit possibilities 
in your territory—Send for Details. 





New 
SPEED > 


on 1. Writes EXACT amount in WORDS. 


Phe W a Model 

“p" , ' ' 
B is the astest CnecK 

e aA 
cit 





writing macnine eve¢ 


» give complete 


Checks written with the 


Sateguard are automati- 
] ‘ ‘ ! 
eda 





2. AUTOMATICALLY protects Payee’s Name. 









The same operation that writes out the amount in acid-proof 
red ink, shreds the payee’s name and the amount as written in 
gures. It’s automatic—“ You Can't Be Careless With a Safeguard. 











Amount is ALWAYS written in ONE line, 
full width of check; eliminates danger of 
raising by additions. 


—_ “jan 
cares » wGlEck 


Manufactured by 


SAFEGUARD CHECK WRITER CORP. 
5 BEEKMAN STREET NEW YORK 
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Four Tests of a Desirable Specialty 





What Questions Must be Answered Before the Dealer is Justi- 
fied in Adding New Lines 





ORRIS SANFORD of Cedar Rapids, lowa, presents 
briefly the four questions which a desirable special- 
ty must answer in order to be a profitable feature 
of the stationer’s stock. He says: 
that the should 


provide so far as is feasible all the needs of the office man 


“Of course, we believe stationery store 
In determining the detail of his policy, however, the mer- 
chant should analyze his trade and adapt his stock and his 
The 
average dealer would make a sad mistake in attempting to 


methods to the need that exists in his own territory. 


handle any item on which he could secure a reasonable vol 
ume of sales. 

“A desirable specialty which will really earn a net profit 
for the dealer must stand the following four tests: 

“1. It must have universal appeal and be saleable at a 
reasonable price. 

“2. Its sale must not require too much technical knowl- 
edge nor must it demand over-expensive servicing. 

“> 
without 


stocked 
danger of loss and it must be capable of being 


must be of such a nature that it can be 
pushed for frequent turn-overs. 

“4. The gross margin must be large enough to cover the 
cost of selling. The manufacturer who expects the trade to 
handle an office specialty on a margin of twenty-five per 
cent or less is either ignorant of selling costs or else delib- 
erately plans to impose upon the dealer.” 

Several years ago when Office Appliances started these 
special discussions on office machinery sales, we found that 
stage of de- 


opinions apparently were at the yes and no 


velopment Those dealers who handled office machines 
were for them and those who did not handle them were 
against them. We note with some satisfaction that now 


the trend of opinion seems to be flowing into more flexible 


channels Those who are successfully handling office 


machinery are as confident as they were before, but those 


who handle a part and reject a part are more willing to 
make concessions and perhaps add a little more, while those 
who claim to be handling no office machines at all, tind that 
they are handling them in the shape of the smaller devices 
sold without 
tending towards 


held 


which can be service obligations, and are 


gradually a more general participation in 


the broader Despite the obstacles which appear to 


beset the way, it seems to us that the stationer is the logical 
handler of office machines, just as he logically handles of 
fice furniture and everything else for the office 

Mr. Sanford suggests that the article must have universal 
appeal and be saleable at a reasonable price. The portable 
typewriter, for instance, has practically a universal appeal 
and the price may be considered reasonable—that is to say, 


$60 for any one of several excellent four-bank portable 


machines now on the market. Adding machines even of 
the less expensive types can hardly be said to have a uni- 
versal appeal, but they are used with practical unanimity in 
every business house from the largest to the smallest, so 
considered the appeal of such machine is, if one 
The 


same is true of duplicating machines which are successfully 


all things 


may be permitted to say so, universal within limits. 
handled in many localities by dealers and of other machines 
which we could mention. 

The second test of Mr 


we find a great many dealers hold. 


Santord voices a thought which 
We admit that techni- 
cal knowledge is not part of the repertoire of the average 
there are men of 
know \s 


to servicing, it is always an open question as to what is or 


store salesman On the other hand 


technical knowledge who can teach what they 


what is not expensive, the expense being relative to the re- 


turn received from the sale of the machine and the value 


of the customer's trade 
The third test is one which we believe the average oftice 


machine will answer without much trouble. In the first 


place it is not necessary to stock a large number of such 
machines, and while the turn-over might not be rapid, on 
the other hand, the amount involved would be much 
greater than on smaller items and the cost of selling would 
be doubtless less in proportion 

The fourth test is the stumbling block for many. This is 
something for the manufacturer himself to consider if he 


lines We 


needs little argument to convince a 


would have the dealer distribute his believe 


that it 
can not stock and sell goods on a twenty-five 


dealer that he 
per cent mar- 
losing money by the transaction If 


gin without manu- 


facturers will arrange their affairs so as to give the dealer 
a normal profit, we believe that a large number of them will 
give serious consideration to the distribution of the heavier 


lines of office machines 


Small Margins Hinder Machinery Sales 





Being A Few Suggestions by Arthur J. Walker, Vice-President of the 
Farnham Printing & Stationery Company, Minneapolis, and Former 
Governor of District No. 7 





r THE 


idea that he 


outset of his letter Mr. Walker expressed the 


would have to cover a considerable ter- 


ritory if he gave ideas and suggestions on the sale 


of all the machines and devices which are in common use in 
offices throughout the country He intimated that his 
house has not up to the present time been particularly suc 
cessful with certain types of machines 


that 


Explicitly he stated 


these can be classed as the machines 


more expensive 


which require a well informed specialist to sell them as 


well as a capable service man to be always at the call ot 
users. He said that they were trying to avoid selling this 
class of machine not because of inability to sell them or to 
while the sale of each such 
little 


dealer by the 


service them, but because, 


machine amounts to quite a money, the margin of 


profit allowed to the manufacturer is not 


(Continued on page 138 
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The Famous 


EXCELSIOR 


STAMP PAD 2.c.veige: tite. co. 


Made since 1884 and sold all 
over the world. Recognized as 
standard universally by the 
trade and business public. 





THE 
TRIU MPH 
Self- Inking 
Band Dater 

















A similar impression can be used 
on either Defiance or Triumph 


Band Daters. 


80 Duane Street 
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-OMBINE 


Ai NK CA 





STRiet 





SCRAPE OFF THE OUST OCCASIOWALLY WITH A KNIFE TO INSURE A CLEAN INKING SURFACE 


WENMDAESEA SEAS , GOULD ORF QOAARASG. 
~RrA CTOUORS- 

IN aS Sasa 
OM Ast wk Box 


BOX LID CANNOT CRUSH DOWN 


ad METAL SL AMPS 
of Every Description 
Made by 


R. A. STEWART & CO. 


THE DEFIANCE BAND 
DATER 





The above illustration 
shows the new ONE- 
PIECE ALUMINUM 
ACTUATING ROLL now 
used on all Self-Inkers and 
Crown Line Daters and 


Numberers. 





THE CROWN 
Line Dater Made in 
7 Sizes 


7 a s INCI RPORATED soo an 
New York, N. Y. 
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AS EASY TO SELL AS A 
FOUNTAIN PEN 


Your Newest Clerk Can Make a Complete Demonstration 
in Five Minutes 


Retail Price 























Here it is! Just what business High price has kept thousand 
men everywhere have wanted — a from buying an adding machine 
low priced adding machine which until now. The Addometer re- 
does work hitherto performed only moves all barriers. It breaks the 
by the most expensive shackles of convention and does 
The ADDOMETER is the answer. what everyone said couldn't be 
Look at it. Note the simplicity of done It sells for ten dollars 
design—built so anyone can oper right over the counter by any 
ate it. Speedy, accurate, portable, clerk, with a handsome, clear 
fully guaranteed profit on every sale 


Everybody is a prospect — a million user market 


ADDOMETER 


Ten Exclusive Features: 


1. Does direct subtraction as easily and simply as plain 
addition. 

2. Adds and subtracts fractions. Few machines under 
$200 will do this. 

3. Clears instantly. 

4. Embodies handy ruler—inches or centi- 
meters. 

5. Portable—weighs only 14 ounces. 
6. Can be placed right over the fig- 

ures being computed. 
7. 8-column capacity—counts to 

99,999.997.. 
8 Shows totals at all 

times. 

9. Unqualified _life- 
time guarantee. 


10. Ten do!lars. 


What the 
Dealers Say: 


Skinner & Kennedy, 
St. Louis: “We are very 
much pleased with the 
ADDOMETER which 
we have ius 
Please advise us what is 
pri you can 


| ’ ’ ley , 
nak I i eXCiluUus 


t receive 






Atlas Typewriter & Sta- Office Specialty Mfg. 
tionery Co., San Fran- Co.. Newmarket, On- 


cisco: “We received the tario: “We have re- 
two sample ADDO ceived the ADDOME 
METERS today and or TER you mailed for 
the first demon stration ward a few days ago 
id them both. We are ind tested it out and 
é inxiou to have find it a wonderful ma 
ship ten more ’ hine for the money.” 
Write, wire or phone your reservations This is your golden opportunity to build up 
a new source of profit 4 day's delay may mean lost sales. Act pow 


PELIABLE 
Typewriter& Adding Machine Corp 


‘All That the Name Implies" 





Dealers in Europe desiring exclusive 
distribution will please address ROB- 
ERT H. ENGLISH, European Sales 


Director, 15 Boulevard des Italiens, 





170 West Washington Street CHICAGO Paris, France. 
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“Ever taxpayer shall keep such permanent books of account or records, including 
nventories, as are necessary to establish the amount of gross income and deductions, 
ts, and other information required by an income tax return.” (Extract from Seca 
1300 and 03 of Revenue Act of 1921.) 











LIBERTY Record was created to provide the best and most complete ANSWER to this legal 


requirement It is the simplest, short-cut bookkeeping method ever invented Simplified to the 
last degree Cuts bookkeeping time one-half to two-thirds Mistakes almost impossible. “Checks” 
itself Designed to fit any line of business—large or smal! ENDORSED BY Expert Accountants, 
Income Tax Inspectors, Trade Associations and 300,000 USERS A school boy or girl can keep 
this record t is so simple Gives every fact that must be known about a business—sales, expenses 
profits It wil lo everything a full-sized system will do—and do it more easily, with remarkable 
efficiency, at a fractior f a! st Less space Less time. The original, genuine, and THE 





STANDARD OF ALL INCOME TAX RECORDS 


INCLUDING 


RETAIL PRICE FIVE DOLLARS 
EXCEPTIONALLY 


LEOGER SECTIONS 

nee Queene LARGE DISCOUNTS 

autnenu, LO DEALERS! 

MOUSEMOLD BUDGET SYSTEM - 
With Your Order for One Liberty we will give you FREE 
One opy f the ALTOMATIC SALESMAKER which tells IN PICTURES and BIG 
BOLD TYPE st what LIBERTY w DO for YOUR CUSTOMERS Can be read 
EASILY SIX FEET AWAY FOR A WINDOW DISPLAY:—a new display for every 
lay—no 1 st TURN A : 





~~ vor or grief LEAF AS A COUNTER DISPLAY:—it will DO 
ITS OWN SELLING while st ers are waiting for hange. package. or service or it 
an be USED BY YOUR SALESMEN to demonstrate LIBERTY convenient y and quickly! 


44 PAGES OF SIMPLE, STRAIGHTFORWARD SALESMANSHIP 
FOR THE LIBERTY 


want t? AUTOMATIC SALESMAKER 





Be sure ¢ SPECIFY 


s sent ONLY hen «pe a jested with your order for at least ONE LIBERTY 


COMMONWEALTH PUBLISHING COMPANY 2%2,20078 DEARBORN st. 








la A am in 
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(Small Margins Hinder Sales—Continued from page 134) 
satisfactory and is soon eaten up in selling and service costs. 

The sale of the heavier and more complicated office 
machines demands specialized information which the aver- 
age stationery salesman does not have. It is not implied 
here that he could not obtain it, but to educate a man for 
a new job is sometimes an expensive process, unless the 
man is particularly enthusiastic and willing to educate him- 
self for greater and greater responsibilities. He can readily 
picture such a man, who by his own force and aggressive- 
ness might take hold and make the handling of the heavier 
machines a profitable part of the business provided always 
that profits were permitted to be high enough to cover the 


necessary costs 


Othce Appliances knows a number of successful station- 
ers who are handling the heavier office machines in large 
numbers and who are maintaining special departments for 
their sale. We do not know that in any case these men 
have any special arrangements as to price concessions 
from the manufacturers, yet they claim to be making 
money through the sale of such machines. It would ap- 
pear that the problem is one which can be worked out pro- 
vided one has the right kind of a territory and the right 
man to go at it. We admit freely that where the cost of 
doing business is $32.30 for every $100.00 taken in and the 
discount on any given article is 33% per cent, the out- 
look for a profitable undertaking is very dim. Even sup- 
pose the discount is forty or fifty per cent, profits would not 
be exaggerated. 


Walker's remarks, he says that when 


it comes to the smaller devices such as check writers, copy- 


To resume Mr 
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holders, dating stamps, gummed tape machines, numbering 
machines, paper fastening machines, pencil sharpeners, etc., 
they find that these are rightfully within the line of the sta- 
tionery business and are profitable daily sellers. Further- 
more, the average type of office supply salesman can handle 
this class of machine successfully where he could not 
handle the other class without being thoroughly schooled 
in the matters required for selling them. 

Mr. Walker questions whether in the case of those con- 
cerns who have a large number of the heavier and more 
expensive office machines, if the floor space is not a con- 
siderable item in the expense of carrying such a stock 
an item which added to other items of cost would perhaps 
put the balance in red on the ledger at the end of the year, 
if the analysis were carefully made. In other words, he 
wonders if the floor space taken up by such a department 
could not be used profitably for something paying a high- 
er rate of return. 

It is evident from the replies Office Appliances has re- 
ceived from a number of letters sent out to dealers that the 
subject of office specialties in the stationery store is one of 
those matters which is receiving close attention by the sta- 
tioner. It is also evident that the question of whether to 
put in such machines or not to do so is not one which can 
be answered with a yes or no. The subject is one which 
must be analysed with relation not only to the surround- 
ings, but with relation to the individuality of the head of 
the house and his responsible assistants, because unless a 
very real enthusiasm for the distribution of all office ma- 
chines exists, those which are more difficult to sell will fail 
simply by lack of enthusiastic work on the part of every 


one conc erned. 


The Business Men’s Department Store 


Being Some Pointed Remarks by Charles A. H. Thom, Head of the 
Gregory, Mayer & Thom Company, Detroit, Mich. 


NOTE lhere is a pomt m the experience of Vr. Thom. 
would be fine, of course, U 


s depend upon doimgd so ts 


require a lit of consideration. It 


it indefinitely. That he cannot alwa 

pened AT os nd , » avian. th os hea tom 
situations Vet conditions may artsé fhe manusyacturer ma’ 
ciatisis he can increase his profits through larger sales volume 


ly disappointed and resents an action 


tion in knowing he did build up a aood business on the specialty 


deal with a profit. 


This clash of mterests can hardly be avoided until dealer 


7 
} ; | 


will be fair and equitable to all concerned. 


Vr. Thom says 


66 [ HAS always been my idea that the up-to-date sta- 
tionery store should be the business man’s depart- 
ment store, selling all of the various and sundry 

specialties used in an office rhe list of specialties append 

ed are those which we handle and which I think are suitable 
tor the average stationer because they do not require exper 
ienced service men to take care of them after they have 
been sold Here is the list card ledgers; check protec 
tors and writers; check sorters; coin changers; copyholders 
duplicating machines and 


letter 


(mechanical); dating stamps; 


supplies; eyeletting machines; gum tape machines; 


distributors; numbering machines; paper fastening ma- 


chines; pencil sharpeners; punches; stapling machines; 


time stamps; trimming boards and visible index systems. 
“We carry card ledgers, loose leaf ledgers, visible in- 
dexes, etc., etc., on which we do quite a large volume of 


business. These are items that go to complete the stock of 


every well operated Stationery store 


once an 


and enhance his own prestige accordingly. 


hat takes away a profitable part of his business. 


; 
) 


he relates it in the subjoined discussion, that would seem ti 
tablished with the dealer, he could retain 


agency were e¢sta 


unfortunate, but we have so far discovered no way to avoid such 


establishing his own branch under control of spe- 
The dealer is natur- 


shot S 
i that by 


However, he has a certain compensa- 


did, after all, come out of the 


i 


he is giving up and that he 


wd manufacturers get together and work ut a solution that 


‘Sorting machines, stapling machines and stamp afhxers 
have a ready sale and are practically all disposed of through 
outside salesmen, but we find still that a good many of 
these specialties are represented by direct factory branches. 

“My attitude toward handling office machines in the sta- 
tionery store is that the stationery store is where they 
should be sold. This, of course, will apply only to smaller 
cities. The tendency in the larger cities is for the manu- 
facturers to maintain their own sales branches and during 
my experience in the business we have had some unsatisfac- 
tory experiences in handling such specialties as typewriters, 
duplicating machines, autographic registers, visible indexes, 
stamp affixers, env elope openers, envy elope sealers, fireproof 
light safes, visualizing systems, etc. When such devices 
are introduced, manufacturers quite generally go to the sta- 
tioner and get him interested in introducing the new device 
to the public because in many cases it would be too expen- 


Continued on page 146) 
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is the world’s largest 
selling, popular priced 


numbering machine? 


NOWING WHY makes your selling easier, your sales lar- 
ger and your prohts greater. When you know that an item 
has proven itself to be the best instead of merely claiming to be 
$>, you can turn prospects into purc hasers a lot easier. Every 


added customer represents an added proht. 


The Roberts “ 49” Aas proven itself to be the world’s lar- 
gest selling, most p ypular low priced numbering machine, over a 
period of years. Figures do not lie—fgures on proven turnover 
and prohts are the most convincing argument for the popularity 
ot any number. In performance, in reputation, in prohts, the 
Roberts “49” stands alone! 


THE ROBERTS NUMBERING MACHINE CO. 








THE ROBERTS 
NUMBERING 
MACHINE CO. 
TIO VaMAaica ave 
BROOK iYN, N.Y. 





Send to Roberts, the world’s largest numbering machine 
manufacturers for sales-making information and material on num- 
bering machine selling, which is the result of years of study and 
research work pertaining to selling problems of the dealer 
NOW a proven way of profitable selling on a small investment 
and a small stock doubles dealers prohts, 


Let us prove to you why Roberts “ 49", the Roberts Big 
Six and the entire line of Roberts Numbering Machines sell in 
greatest volume. Send for this information to-day. Do not fai 
to study the important facts presented on the reverse side of this 


page. 


694-710 Jamaica Avenue, Brooklyn, New York 


Western Distributors 


SUPERIOR TYPE COMPANY, 


3940 Ravenswood Ave ., Chicago, Ill. 
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694.710 Jamaw4 Ave 
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NUMBERS, increasing by 
hundreds of thousands, 
now govern to-days’ all-impor 
tant routine of business system- 
atizing, recording and follow-up. 
New uses for numerical sys- 
tematizing are rapidly coming 


into existence. 


It naturally follows that 
Roberts, the world’s leaders in 
numbering machine manufacture 
are also the leaders in numbering merchan- 


dising for the dealer. 


Now, more than ever before, \ou should 
be in a position to deal quickly, accurately 
and positively with the numbering require- 
ments of your customers now, that this 
veritable Niagara of Numbers is crealing 


even greater prohts for you. 


LEARN NOW, ABOUT THE RO 
BERTS BIG SIX WHICH FILLS 
PRACTICALLY ALL NUMBERING 
NEEDS— which gives you a quantity dis- 


MACHINE CO 


Ts NUMBERINY Brooklyn. 


Jbhgation full devas 
h 
Yio Sax ancl t 
Roberts Bee ot De 
| Roberts Sales Plan tos 
rr) 


rut . 
~ and withow e revued ~ 
the alers ' 
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ert pan 


count, bigger profits and quick. 
er turnover at little investment? 


and at no risk. 


Cake advantage of this rising 
market in numbering by using? 
this comprehensive grouping] 

not an “assortment”) which 
hills practic ally every numbering | 
need. It has been evolvedi 
through years of actual dealer 
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ROBERTS 


NUMBERING MACHINE 


COMPANY 
694-710 Jamaica Avenue 
Brooklyn, N. Y. 


Use the coupon below! 





experience. It is made up @ 
but six machines. Each is a “leader”—a! 
quick seller. The selection is all your own; 
your own individual requirements dictate 
exactly your numbering machine _ stock 
needs. 


Let us tell you more about this ever. 
increasing business of numbering. Let 
us tell you, in detail, about the proht- 
making Roberts Big Six. Let us send’ 
you, without obligation, a copy of the 
Roberts Sales Plan for Dealers—now 


in its second edition 
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REMANUFACTURED 
UNDERWOODS 


pretiowmerr > 


d quick. 


vestment 


his rising § 
»y using 
ouping 
} which 
mbering 
evolved 


| dealer 


ee - 
ao eas eer name: > (ag tener mper reed — gna 


tig 


e up a 
der” —a 
ur own; 

dictate 
e stock 





Reet tn en eee ened 


us eVer- 


Let 


| profit. 
us send. 
of the 
snow 
{ 
{ 
{ 
{ 


UNQUALIFIED SATISFACTION 


Remanufactured means just what it says 
—not just overhauled. Remanufactured 
means putting a machine in condition 





similar to a new one, and in service it 
means unqualified satisfaction. 
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This is why you should specify Master- 
grade remanufactured Underwoods — 
built only by the largest wholesale dis- 
tributor of typewriters in the world. 
Our price list shows the savings. May 


we send a late copy? 


THE 
WHOLESALE TYPEWRITER CO. 


428-430 Broadway, New York 
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| 
NEW! 


Chinese Red 
Handle and 
Lustre - Black 
Frame. 





OVER THREE MILLION 


will see this machine each monthe 










Y Concentrate | 


Your Numbering Machine Stock 
on this ONE Model 


cpl a big gross profit in selling Numbering 
Machines and a fine net profit too, if your shelves 
aren’t cluttered with a lot of different machines for 
various uses. 


American Visible “41” is Universal Business Model. 
Here at last is ONE Numbering Machine that suits 


99 customers out of 100. It has everything. 


Right Price—$12.00 Retail 

Right Capacity—6 wheels to number 999999 

Visible Feature—found in no other make 

Wonderful Appearance — lustre - black 
frame; Chinese red handle 

High Quality—Fine action; long wear 

Unmatched Value—due to quantity pro- 
duction of ONE Model 

Unqualified Guarantee of Satisfaction 


National Advertising—every month in 
Saturday Evening Post and Nation’s 


Business. 





VISIBLE 
means that 
you SEE the 
number to 


be printed 













Reduce your stock of numbering 
machines by concentrating on this 
wonderful American Visible Model 41. 


Keep your money turning on this one machine and 
also get the extra profit offered by our quantity discounts. 


MERICAN VISIBLE 


Write at once for Special Combination Discount Offer 
AMERICAN NUMBERING MACHINE CO. 
233 Shepherd Avenue, Brooklyn, N. Y. 

LONDON ~ 







654321 


Impression of Figures 





Branches: CHICAGO, 123 W. Madison St. ~ PARIS 
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Add-Index 


the ]$%# portable electric 

adding-listing machine 
Add-Index offers enterprising 
dealers a sales opportunity 
that is without parallel in 
office appliance history— 


. a 

















Portability and self-contained electric operation in 
one machine. 8 new—modern—exclusive features 
—14 standard features raised to Add-Index effi- 
ciency. Sturdy construction. “Eye resting” finish— 
everything, in fact, to make Add-Index outstanding 
in performance—in sales opportunities—in profit 
possibilitiess 

















Write or wire today for our sales plan 


™~ ADD-INDEX CORPORATION 
> Grand Rapids Mich. 








i Coast to Coast Service—60 
aad Complete Service Stations, 
Conveniently Located. 


Fully Equipped 
(Slightly ae ome West of 


Rockies) 
NO STAND REQUIRED 
MADE LN FOUR MODELS 





ADD-INDEX CORPORATION, Grand Rapids, Mich. 





A few well known users of 








y Add-Index Equipment ; Send Sales Plan at once. 
. United States Steel Corp. . 
. 
ye a Standard Oil Company ‘ NAME 
“ Radio Corporation of ‘ 
America 
United States Rubber Co. ’ COMPANY 


N.Y. Central Railroad 
E-uitable Trust Co. of N. Y. - STREET and NUMBER 


CITy STATE... -...- ---ccccecce 
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THE WRITING MACHINE 
OF NO LIMITATIONS RROER- 


is the only real 
copyholder sold 
thru the dealer 
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Error-No is sold through the deal- 
er successfully because its sim- 
plicity does not call for factory 
trained representatives. 
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Error-No because of this simplicity 
is a favorite among users. It is on 


THE VARITYPER | 
| 
| or off in a jiffy. There is no com- 


THE WRITING MACHINE 
| licated mechani onfuse th 
ENDORSED BY BIG BUSINESS | J = ‘-aw™"™™"o"e™ 


Error-No is a profitable typewriter 
FOR accessory and one you can sell be- 


Condensing Reports— cause others are doing it. 


Making Forms—Giving Punch | Get the facts; then judge. Write 

to Sales Letters and Bulletins. us today. 

A VARITYPER teamed with | 

Reproduction Equipment De- | 
creases Printing Costs. 


Seventeen Sizes and Styles of 
type with appropriate spacings 
between letters for each size. 
Fifty-five foreign languages. 


ALL ON ONE VARITYPER. 








GUARANTEED TERRITORIES for 
DEALERS &® SALESMEN 











FRROE=NO inc. 1 | 
VARITYPER INCORPORATED | J 5 sto: se: Rochester, New York |] | 


Manufacturers and Patentees of 


Home Office and Factory The Famous ERROR-NO 1 | 
Brook Ave. at 132nd St. New York, N.Y, 
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1) | “SATELLITE? |) aie Roespasten 


The Perfect OUT OF 
Typewriter Support * ““b, 
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And four out of five (we mean dealers in 
Stationery, Office Equipment and Typewriter) 
profit on Peerless Rubber Typewriter Keys. 





To claim that a product is the best means 
nothing. To have an overwhelming majority 
of dealers prove it in point of preference and 
sales is many times more convincing. 








: This ad is addressed primarily to the 
wg aia positions oe ws a eraine skeptics. To each we'd like to send a sam- 
are essenti o constan spee an accurac e e 

: r ple Peerless Key, of soft resilent rubber which 


in business service. “SATELLITE,” the , : 
perfect typewriter support, is unique in this iS Casy on the finger tips and the eyes of 


service. No other stand is so firm, so free typists. And may we remind you—Peerless 
from wabble and vibration—no other so eas- Keys are the only ones on the market for 
ily moved or adjusted—no other so nearly which a demand has been created. Years of 
indestructible. : es ‘ 
direct consumer advertising are responsible. 


“Proven highly satisfactory,” says one user; 
y y 


“most indispensable furniture in the office,” 


Use the Coupon 


says another; “most practical of the kind,” 

etc. Public stenographers and typists of all PEERLESS KEY COMPANY, Inc. 
kinds prefer it. Their increased output and 176 Fulton Street New York City 
greater accuracy soon pay the cost. abe Gum ae eu Gt eas ees Gl ee eee 


























PEERLESS KEY Kindly send us, without obliga- 
DEALERS: Every business furniture dis- COMPANY, Inc. tion, all details of your special 
play should include this business producer. 176 Fulton St., New York City profil making plan together with 
Write for information and prices Agents in the World's sample Peerless Key and erasure 

P , Principal Cities shield with our imprint (telephone 
number if desired.) 


-PEERIFS 
. Adjustable Table Company i = en | NAME ve 
| Grand Rapids | | “hs 
\ —— ADDRESS a 


Mich. es Es 5 
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(Continued from page 139) 

sive for the manufacturer to establish his own branches in 
all the large cities simultaneously. The result is that the 
stationer has to do the pioneering at the stationer’s own 
expense 

“The stationer becomes enthused about the proposition, 
gets his sales force enthused and starts a selling campaign 
which usually costs him more than he gets out of it for the 
first year or two. As soon as the business is worked up to 
a point where it is profitable for the manufacturer to estab- 
lish his own agency in this particular city, the stationer is 
advised that he can no longer handle the line and that the 
manufacturer will handle it direct. Thus all of the promo- 
tion work which the stationer has done is lost to him. 

“Let me cite an event which happened to us last year, 
something which is no doubt the experience of other sta 
tioners in large cities. About twenty-eight years ago we 
took the agency for a widely used office machine at a time 
when it was in a rather primitive state. We pioneered the 
machine through its different stages of development, the 
cost of each sale amounting to more than the profit made 


APPLIANCES 


January, 1928 


on the machine. We depended on the profit we might af- 
terward make on the sale of supplies to balance up the loss. 
During all these years we were among the largest dealers 
that this manufacturer had and there was never a com- 
plaint about the way we handled his business. We dis- 
counted every bill, chased out infringers and kept two ser- 
vice men looking after the machines without any charge 
to the customer. 

“About a year ago the manufacturer opened his own of- 
fice in Detroit and we were notified that we could no long- 
er purchase his lines except at the same price which other 
large users paid. 

“We had practically the same experience with a line of 
light steel safes and two lines of autographic registers 

“For the reasons last above given, I hesitate to advise sta- 
tioners to waste much time working up businesses on this 
class of merchandise because if the stationer is successful 
and does a large volume of trade he is all the more likely 
to lose his agency. It seems to me that it is about time 
that the dealer should be allowed to deal.” 


Local Conditions Limit Office Machines 





Being a Brief Statement by W.. Neill Stewart, President of the Stewart 
Office Supply Company, Dallas, Texas, the Former President of the 
National Association of Stationers, Office Outfitters and Manufacturers 


R. STEWART expressed the opinion that the size 

of the city in which a dealer may be located to- 

gether with local conditions and the extent of the 
territory he covers necessarily will have a great deal to do 
with the answer to the question whether or not he should 
handle a line of office machines. Mr. Stewart does not be- 
lieve that a statement can be made broadly that the 
handling of these items would be generally profitable, but 
that stationers who contemplate adding such a department 
should carefully analyze their local conditions and sur- 
roundings before venturing too far in this direction. 

At the present time the Stewart Office Supply Company 
does not regard itself strictly as a dealer in office machines 
However, the company successfully handles one very im- 
portant machine and its accompanying line of supplies 
the Mimeograph and its allied devices made by the A. B. 
Dick Company of Chicago. The company has found the 
handling of the Mimeograph to be satisfactorily profitable 
and has established a department that handles this machine 
exclusively, promoting sales very energetically and render- 
ing a high type of service in connection with this work. 
Mr. Stewart does not regard such devices as letter distribu- 
tors, paper fastening machines, pencil sharpeners and stapl- 
ing machines as office machines, but rather looks upon them 
as regular office supply items. If we count these devices 
as office machines, then the Stewart Office Supply Com- 
pany does a rather extensive business in this class of goods 

No doubt Mr. Stewart feels that his situation and condi- 
tions at the present time do not justify extending the busi- 
ness into heavier machines such as adding machines and 
the like 
ditions which must govern the judgment of the dealer as to 
what machines he believes he can or can not successfully 
In some places a dealer can successfully handle 


Of course, there are in all places collateral con- 


market 
rebuilt typewriters and certain lines of new machines, 
particularly the portables, but in places where the field is 
already thoroughly covered by dealers who specialize on 
new and rebuilt typewriters, the dealer would be likely to 
question whether he would find it profitable to enter a field 


already well occupied. 


In such a case, Mr. Stewart’s remark at the outset would 
apply with particular force because the dealer would have 
to consider his whole territory with relation to the goods he 
purposed to add. If he found that he could serve a portion 
of the community not already well served in some part of 
his territory of sufficient importance to make profits pos- 
sible considering that additional sales might and doubtless 
would arise from still other parts of the territory, then he 
might seriously consider the additional lines. The ques- 
tion seems to be whether the dealer can add these lines 
without overreaching himself and attempting more than he 
can handle. 

It seems to be the opinion of most dealers, even of those 
who appear to go on record as opposing the sale of office 
machinery in the stationery store, that certain things can 
be sold successfully. 

When the dealer is asked concerning his opinion on 
these matters, his instant assumption is that an attempt is 
being made to advise all dealers to handle all machines, 
which is by no means the case. What is suggested, how- 
ever, is that most dealers could successfully handle more 
office machines than they are handling at the present time. 
the point being not that the dealer should order the whole 
lot, but that he should gradually try out the proposition, 
one item at a time, and determine what methods he will 
have to follow in order to make the sale of each particular 
machine a success. His previous experience in selling 
smaller specialties should give him some indication of the 
general requirements, and the advice of other stationers 
and of traveling men who are acquainted with the meth- 
ods of successful houses, he would find of great value, but 
over and above everything, he must determine in his own 
mind the situation and take up no new device until he is 
sure that the preceding ones are solidly grounded. In this 
way, while the dealer will build with relative deliberation, 
he will, we believe, build solidly and in the end find him- 
self in possession of a well rounded profitable business 
which will bring him much more than the one and one- 
tenth per cent net profit which the Harvard Bureau has 


found as the average stationer’s income 
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A FAN FARE! 












We have never said half enough about this simple 
device as an agent in economy. A mighty saver of 





cash! Its ability to reduce expenses has made it an 
absolutely necessary factor in thousands and thou- 
sands of businesses and schools. Economy! We 
cannot herald that word too lustily to the modern 
world. The Mimeograph does its important work at an 
almost negligible expense, requires no trained operator, 
and turns out daily thousands of well printed forms, let- 
ters, bulletins, maps, etc., quickly, easily, cheaply. Get 
particulars from A. B. Dick Company, Chicago, or from 


OUR BRANCHES IN THE FOLLOWING CITIES 





New York, Chicago, Boston, Philadelphia, Washington, Pittsburgh, 


Cincinnati, Indianapolis, Detroit, Milwaukee, Minneapolis, 


St. Louis and Kansas City. Mimeograph dealers in all the cities. 
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STANDARD 
ENVELOPE 
SEALER 
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STAMP 
AFFIXER 


Dusk--and the neck 
of the Bottle! 


S daylight fades to dusk the mailing de- 

partment springs into feverish activity 

to clear away in minutes the output of hours 
of typing—the neck of the bottle! 





| STANDARD 





In thousands of business concerns this 
scene of confusion has been changed to one 
of smooth precision as Standard machines 
prepare the mail for the post office in a frac- 
tion of the usual time. 


The beginning of the New Year finds several 
excellent sales territories available for Standard 
dealers or District Agents. Such appointments 
require no capital investment while sales carry a 
generous profit. 


Standard is proud of the caliber of its repre- 
sentatives throughout the country—concerns 
whose character and ability are reflected by 
their substantial incomes derived from Standard 
products. 


Some devote their time exclusively to Standard 
some also represent other prominent manufac- 
turers of non-competitive appliances. Complete 
information will be gladly given upon request. 











STANDARD 
POSTAL PERMIT MACHINE 


Standard 


MAILING MACHINES CO. 
Revere Boulevard Everett, Mass. 
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OPEN 


You profit more and 
your trade is better 
served with 


STEEL BOUND 
Storage Filing BOXES 


It you sell banks, railroads, brokers or 
eeneral business houses, you can build 
up a highly profitable trade. Below we 
list ten stock sizes, but we will make 
any special sizes in lots of 100 or more. 


STOCK SIZES 





No. 6—24” long 6” wide and 4” deep 
No, 7—24”" long 8” wide and 4” deep 
No. 8—24” long 9” wide and 4” deep 
No. 9—24” long 10%” wide and 4%” deep 
No. 10—24” leng 7” wide and " deep 
No. 11—24” long 8%” wide and 5%” deep 
No. 12—24” long 10” wide and 8” deep 
No, 13—24” long 12” wide and 10%” deep 
No. 14—24” long 15” wide and 10%” deep 
No. 15—18” long 12” wide and 12” deep 


To test out STEEL BOUND, try our 
two leaders, No. 8 for checks and 
drafts, and No. 13 for letters Send us 
an order for these two popular sizes, 
or write for full details. 


Steel Bound Box Co. 


5039 Cottage Grove Ave. Chicago 
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Are you training a sales force 
to sell Specialties .... 


| Seventy of the most aggressive dealers in the country are adopting this 
type of selling. They saw the handwriting on the wall. Tomorrow's 
successful dealer will have trained his sales force to move specialties 
effectively. Order-taking won't do. Peculiarly suited to the dealer in 


Pressteel Visible and Vertical equipment, a quick moving specialty with 





a high dollar unit of sale 


PRESSTEEL FILE-UNITS 
Vertical and Visible 
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Pressteel Engineering Corp. 
Derby, Conn 
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NOW 
DEALERS 


MUST SELL 
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REMANUFACTURED 


Underwonds 
SATISFY 


their Clients 


GRATIFY 
in ene 


MULTIPLY 
their Profits 


WE SELL ALL OTHER 
MAKES 


Quickest Service 
WRITE 


GENERAL TYPEWRITER EXCHANGE, Inc. 
462-4 Broadway New York City 


Cable Address: Gentype, New York 


Best Prices 











TO SATISFY 
ALL! 


January, 19 
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p/ 
Tap/ 
All the day---for I a / 
eight hours, week ° 
in and week out. 
That’s the real test 
of a typewriter key. 
And under such 
tests the Lincoln 
has proved superior. 


Any stenographer-- 
user knows it. 


LINCOLN 
RUBBER KEY CO. 
27 Thames St. 
NEW YORK 
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AIR MAIL SCALE 


The Uniform Air Mall Rates at 10¢ Per Half Ounce or 
Fractien, to All Points in the United States on the Air Route 
Are Now in Effect. 





THE TRINER NO. 9 AIR MAIL SCALE 


United States Post Office Department has equipped 
the service with 27,000 Triner 9-ounce Air Mail 
Scales. This scale was selected on competitive bids 
as the best type for the purpose. 

It is built entirely of steel, with a brass beam and 
brass poise. Each half ounce graduation is clearly 
cut on the beam with a deep “V” shape notch and 
the poise is equipped with a steel dog that seats 
properly, making it easy and positive to obtain ac- 
curate weight. 

The tubular beam is equipped with a balancing 
biock within, so that the scale can always be kept 
in perfect balance. 

A high grade scale all the way through at a mod- 
erate price. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, II. 


We also manufacture Parcel Post and Mail Automatic Scales 
used by the Post Office Service 
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FOR EVERY DESK 


MINAS 


TELEPHONE BRACKETS 


BURNS Brackets are supplied in two styles—the 
Regular” adjustable in-and-out, and the “Hi-Lo” 
adjustable both in-and-out and up-and-down 
Both styles are furnished in various lengths 

It is possible to attach the BURNS Bracket any- 
where—on top or side of desk, on wall, window 
casing, or even in the middle of a room. 

It is not necessary to disconnect the telephone 
when installing the bracket; simply clamp to the 
bracket and fasten cord with the clips. 

Ask tor complete data and trade prices. 


Manufacturers 
State and 64th Streets 
Chicago, U. S. A. 





If not on ma'ling list for “‘Sales Data Cards’’—advise us. 











eilicke 


will save TIME, 
MONEY, WORK, ERROR 
in ALL your figuring / 
ARITHMETIC is too expensive! Day 


after day the same problems—the 
same answers—consume time that should 
be used getting profits. Meilicke Calcu- 
lators give the answers to all these daily 
problems—direct, correct, without waste- 
ful scratchpad work. Anyone who can 
read can use a Meilicke Calculator 


Calculators for 


Interest Savings Time 
Payrolls Unit basis Dozen basis 
Freight Express Lumber 
Coal Commercial Butterfat 
Yard goods Discounts Prices 
Gas bills Electric bills Water bills 

; ‘ ndexes and The Dictaforr for forn 

and paragraphs 

Dealers: Send for new Catalogue 


which will help you close inquiries 


Meilicke. Systems Inc. 
3471 No.Clark St. Chicago, Illinois 











D & T Quality Products 


A LINE YOU SHOULD CARRY 


Mr. SWEET 


CLERK ON DUTY 





Desk Name Plates 


Ar wed in every office and bank 
D> & T changeable styles are the best 





Edge-Lite Directional Signs 


Are use< n banks, hotel lobbies and halls, office buildings 
t We have many styles to chose from 


WILL RETURN 


ss x 





In and Out Registers 
Are used n auto sales rooms, real estate offices, hospitals 
ind everywhere returning time is essential. 





Record and Graphic Charts 


les rooms that are the largest in 


Are used in factories and sa 


the country and are proven to be better than the old 
style methods 
Write for our dealer’s proposition and circulars 


DAVENPORT TAYLOR MFG. CO. 


General Offices and Factory 


412 Orleans St. Chicago, IIl. 
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A Permanent Office Machinery Display 





How Horder’s, Inc., Conduct Their Exhibit of Machines, and Some- 
thing About the Value of the Department, Its Operation, Etc. 


DEPARTMENT which has created interest all over 

the country among stationers is that portion of the 

Horder stores devoted to the display and sale of 
various types of office machines, from typewriters and add 
ing machines, on to the mailing machines, duplicators and 
other devices commonly numbered among the heavier office 
When this 
department was established in a spacious room in the rear 
of the former George E. Cole store in the Conway building 
on Washington street, it was not at first clear to the trad 
just what the idea was nor how the Horder organization 
expected to make a department of that kind occupy valu 


able floor space and still pay dividends on the cost. 


machines and popularly known as specialties 


The room is beautifully arranged and is entered through 
an artistic archway [he machines are grouped on tables 
in front and at the right of the arched entrance. On the 


left are desks for the use of outside salesmen and others 


At the rear of the office machines department is a smaller 
office, entered through a door devoted to a small, but well 
equipped repair shop, in charge of a competent mechani 
who makes minor repairs on all sorts of office machines 


major repairs, such as replacement of parts, being attended 








in the sale of supplies and rounds out the service that 
Horder’s folks give to all their customers, for every busi- 
ness house and every professional man who trades with 
them, is at Gne time or another in the market for something 
in the offce machinery line 

Office Appliances’ representative was curious regarding 
how they made the department known to their customers. 
They rephed that this was done in several ways. The first 
and most obvious method is by occasional newspaper ad- 
vertisements, where liberal space is taken, and the writer 
of the advertisement is careful to say something about his 
Another method is by means of personal sugges- 


When it 


is discovered that a customer in any other department is 


subject. 
tions of the store salesmen and the outside men 
in the market for an office machine of the kind that 
Horder’s have in stock, or can get, the customer is encour 
aged to accompany a salesman over to the machinery de- 
partment, where the machine is discussed and demon 
strated, and often sales are made in this way. Machines 
are either delivered on order to the manufacturer, or, in 
case where a stock of machines is held in the warehouse, 
they are delivered from that stock. A wide variety of ma- 
chines can thus be offered, including rebuilt typewriters, as 





HORDER’S PERMANENT OFFICE MACHINERY EXHIBIT, WHICH OCCUPIES A PART OF THE HORDER 


STORE IN THE CONWAY BUILDING 


to by factories or district offices, where the resident repair- 
man cannot do the work. In this way, Horder’s people 
carry the sale of an office machine clear through and either 
give service, or arrange for it on a reasonable basis 

A representative of Office Appliances recently talked 


to 


no less than four of the principal members of the Horder 
organization, all of whom were enthusiastic concerning the 
results of this office machinery department. They asserted 
flatly that not only does the department pay for itself and 
make a profit, but that its presence gives the Horder or 
ganization entré to the places where they would not have 
a hearing in the ordinary course of the stationery business 


The sale of machines opens up considerable opportunities 


ON WASHINGTON STREET, CHICAGO 


well as new ones, new portable typewriters, and other 
machines 

The third method is by direct mail solicitation. We have 
before us “A Story and an Invitation,” announcing the 
opening of the office machinery department. The story is 
as follows: 

“Many years ago, in central Europe, there lived a com 
munity of wood-carvers, famed through generations for 
the incredible smoothness of their finished work 

“One of their greatest helps in maintaining such perfec 
tion was nothing more than a proverb, handed down from 


father to son 





ocean 
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Corona in colors! 


[ Channel blue] 











~-pACKED by powerful color advertising in national maga- 
B zines the new Duco finish Coronas are becoming im- 
mensely popular. In all, there are six different colors, Light 
Maroon, Bruce Green, Lavender, Cream Color and Mountain 
Ash Scarlet. Watch the following magazines for Corona 


advertisements in color: 


; AMERICAN - - COSMOPOLITAN 

. GOOD HOUSEKEEPING .--+- POPULAR SCIENCE MONTHLY 
AMERICAN LEGION MONTHLY --+- COLLEGE HUMOR 

: LIBERTY --LIFE-+ JUDGE++- NEW YORKER 


Smith & Corona Typewriters Inc 


Established 1903 


Executive Offices, Syracuse, N. Y. 








Free copies of this new folder L C Smith —the Ball-bearing 

showing the Duco finish Coronas office machine. Its light touch, 

in color are being featured in easy action and speed increase 
a Cor 








ma Magazine advertisements output and reduce fatigue 








SERVICE 
Is Built Into the 


Barrett Portable 


When It Is Made 


You can pay more money, but you cannot 


get more, in either results or service 


88 
The Lowest Priced 


aie 


9-Column Adding 
Listing Machine 
in the World. 


Weighs 24 Pounds 


Manufactured and Distributed by 


Lanston Monotype Machine Co, 


Philadelphia, Pa., U.S. A. 
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START THE NEW YEAR RIGHT 


BY INCREASING YOUR 
SALES AND PROFITS WITH 


sostin's ECLIPSE rime stamp 


every Retail 

Office, $ ] 7-50 
Factory, 
Gar age, Attractive 
Hospital, Discounts 

Hotel 

Free 
_ _ Replacement 
it. Guarantee 





——— UNLIMITED FIELD —— 


OUR NEW GENERAL CATALOG 
NO. 25 IS NOW READY FOR 


DISTRIBUTION. 
--ASK FOR YOURCOPY!-- 
A. D. JOSLIN MFG. CO. 


Manistee, Michigan 


























The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 


Eliminates four out of five necessary oper- 
ations in the stamping of mail. Prevents loss, 
misuse and mutilation of stamps by keeping 
them locked together in one safe place. 
Makes possible an accurate record of all 
stamps used. 
DEALERS: 
You know that persistent National Advertising 
creates a steadily increasing 
demand for an article, the 
merit of which has already 
been established. Each of our 
advertisements urges pros- 
pects to ask you for the Mul- 
tipost and you should be pre- 
pared to supply them. Under 
our Dealer Plan you carry no 
stock, have no money in- 
vested and are not obligated 
for service. 
[2 you have not received our 


Dealer Book “Why & 


How,” write for it now 


Multipost Company 


ROCHESTER, N. Y. 
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| Mailed ‘On Time 








Inserted and sealed—ready for the mail- 
bag in a fraction of the time required for 
hand stuffing. Mailed on time means added 
returns, more orders, more profit. 
Inserting and 


The McCarthy Sealing 
Machine does the job quic ker, easier and 
better than by hand One, two, three or 
more enclosures at the rate of 3,000 an hour. 


Write for full details 


and prices 


Western Office at 
Chicago 


145 Lafayette St. 
New York, N. Y. 
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The -/Vemindex 


cAn «Automatic «Memory 


Profits! 
Repeat 
Business 
in the 
Meminde x 
Renewal 
Dates 
for 1928 












The Memindex is the modern device that automati- 
cally takes care of all kinds of memoranda. It is 
a pocket and desk card-index system designed 
for personal use. 


We invite leading Stationers to represent 
us. Write fer literature and discounts. 


Wilson Memindex Company 
163 St. Paul St. Rochester, N. Y. 






ROUGH 
PREMIER And 
A.W.M.Co. GRADE 







TYPEWRITERS 





Send for New Price List 
No. 91 


Ribbons-Carbon Paper-Parts 


RUBBER 

















BRONZE TABLETS 


ARE IN CONSTANT DEMAND 


[he demand for bronze tablets is by no means 
confined to any one business. Banks, Depart- 
ment Stores, Office Buildings, Public Build- 
ings, Schools, Auditoriums, Churches, etc., are 
continually in the market for bronze tablets 
Memorial tablets are purchased by various 
ganizations and individuals to commemorat« 
deeds of valor, names of donors, landmarks, etc 


SALES EASILY MADI PROFITABLI 


Bronze sales are easily made In most in 


tances the demand is already there, but the 
We can supply 
3 good profit. This 
to you and we car 


uurce of supply is in ubt 
uu—and you can mak 
s rightfully belong 





ATALOG Ni 
1 hundred illustra 
name plates and 
rice list and informa 
n quoting accurately, 
| be sent vou upon 


ATLAS BRONZE MANUFACTURING CO, 
ORLEANS STREET AT AUSTIN AVE., CHICAGO 











COVERS 


24-HOUR 
SERVICE 


on 


LATENS 






AMERICAN 
WRITING MACHINE CO. 


449-455 Central Avenue 
NEWARK, N. J. 


And 20 Principal Cities 
Established 1880 













156 OFFICE 


(Continued from page 152) 

“Let a young worker grow the least bit careless toward 
the end of a job, and his boss had only to repeat the folk- 
lore saying first spoken, with fine sarcasm by some exasp- 
erated old craftsman generations before. 


‘Polish, and polish, and 


“And this is all he had to say 
polish,—ther: finish it up with an ax 

The invitation was as follows 

“Even today it’s easy to polish one’s business, and polish, 
and polish; and then, alas!—when it comes to the routine 
of office work—'‘Finish it up with an ax"’ 

“That is, whether other departments are keyed up to the 
Nth power, much office routine is still performed, expen- 
sively and inaccurately, by the hands of high-salaried brain 
workers 

“Why? 
die and compare all the best office appliances, and so come 
to understand that they really are adapted to nearly every 


Simply because it’s inconvenient to see and han- 


office operation except thinking 

“It is to enable you to survey the field conveniently that 
Horder’s has established a 
You'll find it on the main floor of the Conway 
building at 119 West Washington 
only display of its kind in this part of the country. 


permanent exhibit of business 


machines 


street, Chicago,—the 


“Here, in peace and quiet, you can take time to under- 


stand thoroughly just what’s what in ultra-modern, cost- 


saving office machines 
“Many of 


hibit, realizing that modern competition forbids ‘ax’ methods 


your competitors are studying this same ex- 


in any department—even the office 

“And, so, we take pleasure in placing this exhibit at your 
disposal. It’s yours 
“Drop in and browse around!” 
Opinion on the feasibility of handling the heavier office 
store apparently is not yet 


specialties in the stationery 


crystallized among the trade at large. Therefore, it is a 


APPLIANCES 


January, 1928 


bit puzzling sometimes to find one able, clear minded gen- 
tleman asserting gravely that cannot be 
successfully handled in the stationery store in large cities 


office machines 
because of the competition of branch offices, whereas an 
other equally able and experienced man tells us that an 
extensive office machinery display in the smaller towns 
would hardly pay, but that it would pay, as in the case 
of Horder’s, in a large city. Somewhere within these two 
statements, which are as far apart as the poles, lies the 
actual fact, we presume, and indeed, we have what might 
be called a hunch, that in the hands of the right man, a 
good and interesting exhibit of up-to-date office machines 
would pay anywhere where customers can be found to buy 
the goods. 

Mr. Seymour of the Horder organization and other mem- 
bers of the company assert positively that not only is the 
department a success, pays its own way and makes a profit, 
but that it opens the door to much other business. Some 
lines in the department are new goods and some are re- 


built. Sometimes the customer wants to try a machine, in 
which case he is permitted to have the sample for a limited 
time. 

The matter of selling these machines is approached in- 


telligently and persistently. It is not assumed that there 
is anything about the average office machine which men 
of ordinary intelligence cannot understand, nor is it pre- 
sumed that one needs to be a mechanical engineer in order 
to sell an adding machine. The matter seems to boil down 
to this, that office machines can be sold almost anywhere 
where there are customers to buy them, if the seller refuses 
to weaken his own position by fearing competition, but goes 
ahead and sells as if competition were not. 

It would be impossible to say, it seems to us, that any 
store can or cannot sell office machines profitably, for here, 
as elsewhere, the heart of the matter lies in the determina- 
tion and enthusiasm of the man who is chiefly responsible 


for selling the goods. 


Chicago Stationer Lists Salable Machines 





Being a Few Suggestions by Julius Biel of Stevens, Maloney & 


Company, Anent the Specialties 
Distribution 


Biel's 


interest to 


EFORE going into the substance of Mr. sug- 


gestions, it will, perhaps, be not without 
record an observation or two concerning holiday trade 
this year and the extension of the stationers’ opportunities 
at this season by reason of the beauty, utility and variety 
of the merchandise now available to the stationer 
In our calls at stationery stores during the week before 
Christmas, we found trade going rapidly and everybody on 
the qui vive. It is quite possible that in Chicago holiday 
business among the stationers has never been better—and 
perhaps never before so good. Aside from the remarkable 
lines of papeteries, greeting cards, etc., offered and eagerly 


desk 


and propelling pencil sets, portable typewriters, finished in 


absorbed, there are fountain pen sets, fountain pen 
several attractive colors, and other novelties of great beauty 
and variety, all suggesting perfect availability as gifts of the 
Such 


money rather rapidly 


better sort. lines sell at good prices and run into 
A tactor in the trade this year, perhaps, is a tendency to 
give that 


Christmas 


things will endure. It has been suggested that 


savings clubs, so widely encouraged by banks, 


have fostered a certain foresight in the expenditure of 


money for gifts, many people for the first time having a 


Most Likely to Find Successful 


by Stationers 


fixed sum which they resolve to spend, and no more, so 
that they give thought to the intrinsic value of their pur- 
chases and refuse to spend frivolously. Such a spirit would 
account for increased sales of those specialties enumerated 
which combine beauty with enduring value and stimulate 
pride of possession. 
We throw out the 


possibly, stimulate a 


foregoing as a suggestion. It 
line of thought that 
1928 Christmas trade, when, it is 


may, 
may be useful 
in preparations for the 
not unlikely the same tendencies will be accentuated 
Mr. Biel’s Suggestions 
stationers, Mr. Biel 
like a hive 


Like his 


The store was crowded and hummed 


fellow was a busy man. 
But he 
found a corner in the office furniture department where we 
could talk for a few minutes, and here is the substance of 
what he said, based on his years of experience as a practical 
stationer 

The 
many office machines and specialties, which in the larger 
Since 


stationer in a smaller city is the logical outlet for 
centers are handled by manufacturers’ branch offices 
it requires a considerable volume of trade to maintain a 


factory branch, the stationer in the smaller town is compara 


(Continued on page 163) 
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HINK of the hundreds of additional uses that your customers 
would put post binders to—if only they were cheap enough! 


. 
Think of the many uses you'd put them to in your own business... with 
then recommend—display—sell—ACCO COVERS, at but one-third 
the cost of post binders! Think of the unlimited possibilities of bulk 


: , . . 
business, volume business, repeat business, that popular priced items | t d 
; ; . 
q | invariably create! UNLIM ATE 


4 No—ACCO Covers do not hurt your post binder business! They open 
* up a huge volume of business that has been allowed to slip by unfilled, 4 oF? , ® 
simply because people couldn’t see themselves buying post binders t 
for the many papers which admittedly should have been bound but OSSI l l les 
- which “just weren't” because of the price of post binders. 


: THE PURPOSE OF ACCO COVERS OY 
l. They constitute the lowest price 2. They also serve as binders of greater 
. loose leaf sheet protection and binders capacities than ACCO Binder Folders; 
ie on the market. They will accommo- Oe 8 — - this t 
date sh popular item. ou can always UINOVEY 
a ate sheets of every standard gauge of sell ACCO Covers to your ACCO 


punching and hence are suitable for all Beléer cantemers whe have eceuem- 
the usual ledger and order sheets, lated a quantity of papers they do not 


i forms, etc. wish to dispose of. and 


) There is a choice of covers: ACCO Cover B F is made of press-board with cloth 
hinges—ACCO Cover B H is made of binder board covered with pebble-grain black 


} book cloth, The ACCO Fastener used for binding gives unlimited capacity. 
ALL STANDARD BINDER SIZES. PUNCHED FOR ALL STANDARD TO { 
GAUGES AND ROUND AND SLOTTED HOLES. 


Write immediately for price list. Get this volume business—this profitable business. 
Do not let it slip by! 


AMERICAN CLIP COMPANY 
Long Island City, N. Y. 
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Filing security 
makes bigger profits! 


RESIDES selling themselves, ACCO 
PRODUCTS sell the service of fling 
protection. And the ACCO Line is so closely 
related that each product sells another. With 
ACCO Products come multiplied sales, multi- 
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plied turnover and multiplied repeat business, 
Let us tell you more about this unusually com- 
plete ACCO tie-up; write for full information 
and price list. 

ITH its two-pronged base and lock com- 


pressor strip, the ACCO Fastener binds 
any size, kind or quantity of papers firmly in 





— —_,— a* > 
=; — a MO C7) 4 MAKE MORE folder, binder or in just a sheaf without back- 
—- & ff with ing. Made for all gauges of standard punch- 
Aa —- <N ing, with prongs up to six inches capacity. 
\) a —\ ACCO Larger sizes when required. Fasteners may also 
————EEs , el be bound one to another so that an unlimited 
FASTENERS quantity of papers may be joined. When you H 
sell folders); MAKE MORE by selling ACCO w 
FASTENERS! Thi 
ink 
HERE is an ACCO Punch for every stand- then r 
ard loose leaf gauge and hole! And ACCO the co: 
oe Punches will last a lifetime; they never break, busine: 
MAKE MORE rust, nor require servicing of any sort. They invaria 
| are fully guaranteed. A short, powerful “drive” No—A 
ween is produced by easy wrist action; accurate plac- up a ht 
ACCO ing of holes is assured by broad, sliding table simply 
, gauge that supports the paper. Whenever you for the 
PUNCHES sell folders, binder folders, post binders and which 
loose leaf sheets of any sort, MAKE MORE by 
selling ACCO PUNCHES! 
NLY this flat washer, of improved design, l. They 
holds the prongs of paper fasteners tight loose lea 
and flat against the papers which they bind. rtp de 
M A K }- M yR | Only this “ACCO FLAT keeps the fastener punching 
—_ ma. prongs from protruding, from scratching, from the usu: 
with tearing or mutilating objects with which they forms, et 
would otherwise come in contact. They make 
"“ACCO FLATS” © real “binders” out of the popular brass paper hwo is 
fastener. The illustration tells the story. Every fj oA). 
time you sell brass fasteners, MAKE MORE by ALL $1 
selling ACCO FLATS! GAUGE 
: Write im 
vr AMERICAN CLIP COMPANY = “4°81 fice Si" We terme” 4 Do not Ie 
Long Island City 18 Whitelrisrs St Londen, B.C 4 
ARGENTINA: Fred Berg & Co. 


New York 





448 Sarmiento, Buenos Aires 























HINK of the hundreds of additional uses that your customers 
would put post binders to—if only they were cheap enough! 


Think of the many uses you'd put them to in your own business 
then recommend—display—sell—ACCO COVERS, at but one-third 
the cost of post binders! Think of the unlimited possibilities of bulk 
business, volume business, repeat business, that popular priced items 
invariably create! 


No—ACCO Covers do not hurt your post binder business! They open 
up a huge volume of business that has been allowed to slip by unfilled, 
simply because people couldn't see themselves buying post binders 
for the many papers which admittedly should have been bound but 
which “just weren't” because of the price of post binders. 


THE PURPOSE OF ACCO COVERS 


1. They constitute the lowest price 2. They also serve as binders of greater 
loose leaf sheet protection and binders capacities than ACCO Binder Folders; 
on the market. They will accommo- oe ee 8 <<“ - this 
date sheets of every standard gauge of or arw item. Ou can aways 
punching and hence are suitable for all aw ACCO Covers to your ACCO 
weet ted ok ant elie older customers who have accumu- 

Ser a e ces, lated a quantity of papers they do not 
forms, etc. wish to dispose of. 


There is a choice of covers: ACCO Cover B F is made of press-board with cloth 
hinges—ACCO Cover B H is made of binder board covered with pebble-grain black 
book cloth, The ACCO Fastener used for binding gives unlimited capacity. 

ALL STANDARD BINDER SIZES. PUNCHED FOR ALL STANDARD 
GAUGES AND ROUND AND SLOTTED HOLES. 

Write immediately for price list. Get this volume business—this profitable business. 
Do not let it slip by! 


AMERICAN CLIP COMPANY 


Long Island City, N. Y. 


ACCQ 
COVERS 


with 
unlimited 
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or 
turnover 
and 


profit 











Filing security 
makes bigger profits! 


plied turnover and multiplied repeat business. 
Let us tell you more about this unusually com- 
plete ACCO tie-up; write for full information 
and price list. 


ITH its two-pronged base and lock com- 
pressor strip, the ACCO Fastener binds 
a _ _- any size, kind or quantity of papers firmly in 
Ce - ( = MAKE MORI folder, binder or in just a sheaf without back- 
=F (a & a with ing. Made for all gauges of standard punch- 
Wh carson = ‘ ing, with prongs up to six inches capacity. 
—— \ Larger sizes when required. Fasteners may also 
be bound one to another so that an unlimited 
quantity of papers may be joined. When you 
sell folders; MAKE MORE by selling ACCO 
FASTENERS! 


HERE is an ACCO Punch for every stand- 
ard loose leaf gauge and hole! And ACCO 
Punches will last a lifetime; they never break, 
rust, nor require servicing of any sort. They 
are fully guaranteed. A short, powerful “drive” 


BESIDES selling themselves, ACCO 
PRODUCTS sell the service of fling 
protection. And the ACCO Line is so closely 
related that each product sells another. With 
ACCO Products come multiplied sales, multi- 
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MAKE MORE 


aed AMERICAN CLIP COMPANY 


“ACCO FI 





with 
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PUNCHES 


MAKE MORI 


with 


Long Island City 
New York 


ATS” 


is produced by easy wrist action; accurate plac- 
ing of holes is assured by broad, sliding table 
gauge that supports the paper. Whenever you 
sell folders, binder folders, post binders and 
loose leaf sheets of any sort, MAKE MORE by 
selling ACCO PUNCHES! 


NLY this flat washer, of improved design, 

holds the prongs of paper fasteners tight 
and flat against the papers which they bind. 
Only this “ACCO FLAT” keeps the fastener 
prongs from protruding, from scratching, from 
tearing or mutilating objects with which they 
would otherwise come in contact. They make 
real “binders” out of the popular brass papef 
fastener. The illustration tells the story. Every 
time you sell brass fasteners, MAKE MORE by 
selling ACCO FLATS! 





CANADA: Acco Canadian Company, Ltd 
454 King St. W., Toronto 
EUROPE: Acco Company, Ltd 
18 Whitefriars St.. London, E. C. 4 
ARGENTINA: Fred Berg & Co 


448 Sarmiento, Buenos Aires 
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1928 


ls on the 


threshold 





\re you entering the new vear confident you may look forward to results. For 
that you will increase your share of the unstinted dealer cooperation which 
portable typewriter business? goes with the Royal Portable every- 


where is equalled only by the complete- 
You are... when you sell the portable ness of the Royal Portable itself. 
that shows your customer the most 


logical reason for buying it 








when you sell the portable that has an ease. of.cpe- 
. : , ‘ . . ation, sturdiness, 
tar exceeded expectations 1n its first an ee 2° 


selis itself in one 


vears growth... the portable that de mo nstration. 
" | - . . Made in color 
Ss oO occ r ace g hes, ° 1 
is built to occupy first place in port finishes, tes, and 


cost. 


able typewriter usefulness .. . the 
portable that is known through ex 


tensive nation-wide advertising. 


When you hitch your typewriter 
business to the Roval Portable team 
of dealer-manutacturer sales power 


PORTABLE 
TYPEWRITER 


Ask us for sales suggestions and dealer assistance 


ROYAL TYPEWRITER COMPANY, INC. 
316 BROADWAY, NEW YORK CITY 
Branches and Agencies the World Over 
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350 Hudson Street 


















One grade key 
only—the best 


The distinguishing 
feature of Munson 
International Rubber 
Typewriter Keys is 
the repeat sales which 
they bring. 


Munson Supply Company 


New York 
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Figure Out YOUR Profits 


ABO‘ E is shown the vault in one bank It is 
fully equipped with LIBERTY Collapsible 


™ 


Storage Filing Boxes In your trade territory, 
there are many banks, large and small. They are 
all users or prospective users of LIBERTY Boxes 
Many of the larger industrial and commercial 
firms are likewise users or prospective users o! 
these boxes. Have you put the question of using 
LIBERTY Boxes up to all these banks or firms? 
Have you taken advantage of the very complete 
dealer cooperation that we offer? Last month our 
best distributor actually closed orders tor nearly 


3000 LIBERTY Boxes. What was your s 


Write us today for the facts and 
our proposition to rated = stationers 


BANKERS BOX COMPANY. INC. 


RAND M‘SNALLY BUILDING - CHICACO ITLL 















































The “Aluminum” Pocket Seal 
and other MARKING DEVICES 








POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 
y joe) H f 
—_— 
Cooke Self - Inking Numbering 
Rotary Dater Rubber Stamps Machines WAX SEALS 





FT 
ER FARWELL ° 


NAME PLATES 





BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 
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For Air Mail 





Quality Postal and Parcel Post Scales 


for the high-class trade. Write us. 
HANSON BROTHERS SCALE COMPANY 
EST. 1888 


539 NORTH ADA STREET CHICAGO 





The Correspondence Machine 
For Office and Home 


BARR 


Typewriter 











Single Shift Keyboard, of course. 











A JAX THE TIME STAMP 
WITH A SETH THOMAS CLOCK! 


ihe s 4 ge y ame 


. s d by t AJAX ne 8 2 
stan y use ves a rd ate a 

ise performar T Seth Thomas ock 
perfect r ke x Dat 4 T 
re led by an eas ¥ t 7 e r g 
More than ty AJAXES . w in us F 
Na nal Bank Bostor 

The AJAX a at $40 te No charge is 
mad for extra engra 4 aN stanti 

nm . llowed ne rd Wr lay 
ther informa mn and descript e matter 


81 Washington St. Boston, Mass... U. 8. A. 


Spacing identical with that of 
other leading commercial machines. 


But one of many features of the 
BARR insuring convenience and 
efficiency in operation. 


The BARR Typewriter will serve 
equally well at the office during the 
day, or overtime at home, as you 
choose, for it is:— 


Small Enough to Carry Off, 
Sturdy Enough to Carry On. 


Manufactured by the 


BARR-MORSE CORPORATION 


ITHACA, N. Y. U.S. A. 


This machine is a Morse Industries product; other 
Morse Products are: the Morse Rocker Joint Silent 
Chain, the Allen-Wales Adding Machine, the Poole 
Clock, and Thomas-Morse Aircraft. 


Born with a Pedigree. 
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| TYPEWRITER ERASING SHIELD 





Users of the NE-TO 
Typewriting Erasing Shields 


The J. B. Willlams Co 

Western Electric Co 

EK. I. Dupont de Nemours & Co 
Hudson Motors Car Co 

Trojan Powder Co 

Federal Moter Truck Co 
American Kolling Mili Co 
Potter Drug Chemical Corp 
Wm. R. Warner & Co 

Aetna Life Ins. Co 

The Mallery Hat Co 

A. Stein & Co. 

Milwaukee Motor Products 
Crocker First National Bank 
Esleeck Mfg. Co. 

S. Karpen & Hro« 

The Mennen Co 

Pacific Gas and Electric Co 
The 8. Barker's Sons Co. 

The Stevenson & Foster Co 
Stephany & Co 

Resenberg Bros. & Co 
Anheuser-Busch, In 

Mueller Co., Inc 

Cyclone Fence Co 

The Western Union Telegraph Co 
Armetrong Cork (Co 

Weill and Blakely 

United States Government 

Bank of California 

First National Bank of Chicage 
National City Co 

Humboldt Bank 

Park National Bank 

Pacifie Telephone and Telegraph 
The Victor Talking Machine Co 


Co 


Glastonbury, Conn, 


Parlin, N. J. 
Detroit, Michigan 
San Francisco, Calif 
Detroit, Michigan 
Middletown, O. 
Malden, Mass. 

New York 


San Francisco, Calif. 


Danbury. Conn. 
New York 
Milwaukee, Wis 


San Francisco, Calif. 


Terner Falls, Mass 
Chicago, Hl. 
Newark, N. J. 
San Francisco, Calif 
Cleveland, Ohio 
Pittsburgh, Pa. 
Atlantic City, N. J 
San Francisco, Calif 
St. Louis, Mo. 

New York 
Cleveland, Ohio 


Lancaster, Pa 
Philadelphia, Pa 


San Francisco, Calif 
Chicago, Il 

New York City 

San Francisco, Calif 
New York City 


Over one half million in use 


837 Howard Street 
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The Perfect 
Typewriter Erasing 
Shield 


The use of Ne-to enables the operator to make 
neat erasures with the least time and effort 


The smooth metal forces the imprint of the type 
to the surface, where it is quickly and neatly erased. 


Che felt pad resting on top of the carbon paper 
distributes the pressure so evenly that it is impos- 
sible to crease or injure the most sensitive carbon 
paper or blur the carbon copies 


Ne-to banishes forever from your desk carbon- 
smeared papers, blotters, etc., which besides being 
untidy represent injury to carbon paper 

Used and recommended by over a_ thousand 


national institutions, including the leading manu- 
lacturers of typewriters 





Illustration shows NE-TO ON TOP of carbon paper 


A few reasons why you should use it: 


Reduces time in erasing. 





Creates clean, neat erasures with great rapidit 


Eliminates blurring of carbon copies 

Prevents creasing and damage to carbon paper 

Provides a smooth, hard surface for perfect erasing 

Saves costly paper and carbons from the waste basket 

Ideal line guide for transcribing notes, documents, etc 
Eliminates the use of old blotters, blurred paper, etc., and 


keeps your desk neat and tidy 


PRICES: Postage Prepaid 
50c $5.50 $60.00 


Each a a Dozen per Gross 


SOLD BY STATIONERS EVERYWHERE 


Manufactured by 


Typewriter Erasing Shield Corp. 


Successor to Roc-O-Way Company 


San Francisco, California, U. S. A. 
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(Continued from page 156) 
tively safe from the immediate competition of the manu- 


facturer, and depend upon having the field to him- 


self, except for the possible competition of other stationers. 


may 


It seems to me that an active stationer so situated ought to 
be able to handle profitably the following specialties: 

Adding machines, coin changers, envelope openers, gum 
tape machines, paper fastening machines, punches, stapling 
machines, typewriters (new and rebuilt), check protectors 
and writers, mechanical copyholders, duplicating machines 
and supplies, eyeletting machines, letter distributors, pencil 
sharpeners, sorting devices, time stamps and recorders, 
visible index systems, check sorters, dating stamps, envelope 
sealers, numbering machines, perforating machines, stamp 
affixers and trimming boards for card and paper 

Nobody finds it easy to sell from a catalogue unless the 
Few afford 


to stock goods on which there isn’t a fairly rapid turn- 


customer knows exactly what he wants. can 
over, but the dealer should always have a sample so that 
he can demonstrate the device, let the customer see it and 
handle it and so convince him of its desirable features. It 
is evident that no one can sell so successfully from a cata- 
stock sufficient to 
sale has been 


logue as from a sample backed by a 


ensure immediate delivery. More than one 
lost by giving the customer time to get cold, or to see some 
competing article, which may be a dollar or two cheaper. 

If goods are not stocked, but sold from the catalogue 
of the manufacturer and by him shipped direct, then the 
dealer can make a profit on a smaller discount, but he is 
trade It is a fallacy for 


manner on a ten per 


such 


the dealer to attempt to sell in 


not likely to grow rich on 
any 


cent margin. 


Here endeth the Office 


the January, 1928, issue 


included im 


The 


articles 
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To be most successful in handling specialty machines. 
particularly the more expensive ones, the dealer should be 
a sole agent for his town and territory, and should have 
a service department to take care of his customers. A 
good service man is an asset, for he keeps customers happy 
when something goes wrong, and, if alert, brings in tips 
that result in sales of machines, supplies, etc. Properly to 
build up a business, the dealer must back up everything he 
sells willing, but anxious, to see that 
everything “makes good.” 

What an all-around mechanic could do to pay for him 
self in a stationery store I am not prepared to say, unless, 
of course, the stationer sold enough machines to justify 
his employment. If his stock ran into electrical appliances, 
such as radio, probably a mechanic would be necessary. 

Whatever else is done, I don’t believe in merely putting 
merchandise on shelves. Everything that is sold ought 
to be shown, and should be in the thick of the fight. The 
only use for shelves is for reinforcements of the goods that 
are already on the firing line. 

Oftentimes the stationer may give his customers service 
by means of information and by helping him to get what 
he wants. This is one of the necessary activities of every 
storekeeper who handles or is supposed to know about lines 
that run into what may be called the technical. Finally, 
within limits, the wider the assortment of goods the dealer 
has, the greater is the number of the people to whom he 
appeals; and the more people whom he can bring into the 
store, the more he can sell, because the stationery store now 
combines such a number of compellingly useful things, that 
not everyone can resist the temptation to buy something be- 
fore leaving the establishment. 


and be not only 


Spe ( raltie Ss Se ( tion of 


o; Office Appliances. 
the foreaoimad section 





are of interest to commercial stationers because 
they discuss the different phases and ideas in 
the de ve lopme nt ofa hroade ning servu e by the 
stationer to the public. As 
contributor has ** The 

should be the man’s department 
Such, m ¢ ie ct and with modifications 
and 


one prominent 


said: stationery store 
business 
store.’”’ 
to fit 
thought generally expressed. 


conditions, is the 

With 
the hroad proposition as to whether the com 
mercial should or should not handle 
office machines, the affirmative has it by a larae 
Every dealer stocks a 
it hic h come within the 
Opinions seem to differ 
can not be 


individual PIeWS 


re gard to 
statione? 
majority. variety of 
husiness aids classifi a 
tion of office machines. 
only as to what 
handled with profit. The suggestion seems in- 
escapable that it is the faith. judgment and 
enthusiasm behind the machines that will secure 
for them the place to which they are entitled. 


wide h ne S can or 
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»¥ 
Yes: agreed the accountant, “that may be 
true, but perhaps you are not netting all you 
should. Do you really know?" 


The manufacturer of electrical appliances rather 
resented suggestions. Hadn't he built up a profit- 
able b from nothing? And wasn't his electric 
toy “Jumbo” one of the hits of the season? 





Yet the accountant’s words stuck in his mind. 
Some months later, he decided the advice might 
be sound. He lied a new ing system— 
by departments. 

The system shattered some beautiful Nusions. It 





“You're (vazy/ Im Netting 


$15,000 a Ye 
} — - 


ar Now’ 
ww 


Wo 
~— \\\6>) 









new cataleg-maneal 
“Worth Keeping— Records 
That Tok.” 








told the manufacturer he was making 
$30,000 a year on his staple lines— 
and josing $15,000 on “Jumbo,” his 
pride and joy! “Jumbo"—the toy with 
such a big margin of profit! 


Reluctantly he discarded “Jumbo.” His profit 
column tells a different story now! 


~~ ~~ 7 » 


Irving-Pitt Records That Talk expose the “Jumbes” 
in your business. Clear, concise and specialized, 1-P 
A 1g Systems sub facts for guess work. 
They are easy to use because they are easy to under- 
stand—nothing high brow or superfiuous. Sizable 
concerns and smal! retailers alike find 1-P Systems 
ideal for their particular requirements. See your !-P 
stationer or write us today for our new catalog- 
manual, “Worth Keeping — Records That Talk.” 





IRVING-PITT MANUFACTURING CO. 
Chicago Kansas City New York 























EXPOSING THE JUMBOS! | | - 


N our national advertising we are constantly pointing out 

the advantages of I-P Accounting Systems as an aid to 
better business. It has consistently shown the value of “Rec- 
ords That Talk,” which take the guess out of business and 
reveal the facts. This gives youa fine chance to do some real 
selling and create an ever-broadening market in your com- 
munity for I-P loose leaf forms and devices. 


The background of every I-P national advertisement is 


‘See Your I-P Stationer’’ 


ut 


be 


ma 
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Blankmeyer Takes New Line 

E. E. Blankmeyer, 133 West Lake street, Chicago, has 
taken the agency for the Mullins radiator enclosures and 
shields. He will handle the line especially designed for 
offices. These devices are radiator enclosures which protect 
walls and draperies from dust, serve to humidify the air 
and offer an effective way to conceal the radiators them 
selves, while at the same time, it is claimed, even heating 
is accomplished with less fuel [his arises from the fact 
that the heated air is released from the side of the radiator, 
creating a movement of air which warms the room more 
evenly It is also true that properly humidified air is a 
better heating agent than dry air 

— 
Attractive Numbering Machine Cut-Outs 

Wm. A. Force & Company, New York City, are distrib- 
uting attractive cut-outs with their new “Model 150” num 
bering machine. These cards are printed in three colors on 


heavy bristol board and are fitted with a double wing 





MOC EKe 


Niu berer 











WILLIAM A. FORCE CO. CUTOUTS FOR DISPLAY 


ust vermitting their use for wall, counter and window 
display The cards measure ten inches by fourteen inches 
er all 
\ new brus nk . vy supplied wit ill | ce 
1 1, es 


Typewriting by Radio 


Che Literary Dige st for November 26 publis! ed a de scrip 


e adaptation of the Teletype to radio transmis 
s ind reception so that wireless messages may be sent 
i it ‘ i tvpewriter keyboard and received 
i distant point through the medium of a typewriter 
erated vireless ¢ rol i ippears tna successtu 

periments have beet co 1cte etwee tine B ca 
Standards at Was gt i e Naval Researcl La i 

r vhere i adi trans t e ground was 
le \ lined Te ( essages 18s y ere 
ere i itica < er | means rece £ 

itus opera Z i i lane flight 
an 


Hough Takes Important Territory for Victor Safes 
W. E. Hough has been appointed by the Victor Safe 


Company, Marietta, Ohio, as district manager, representing 
the Vic ate 4 pa! sts the states Pent 
S a i Welaware M arviat 4 rt i Dis ( 
\ I a 
M H ig Ss ep s¢ Vi r sate \ i 
S € 1€ pas var s k il es he | tec » es 
S appoir ent to s ry will permit te 
tir the \ 1¢ r eT 
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FLEXIBLE -STAINLESS-REVERSIBLE 
NON-GLARING —- NON-BREAKABLE 


DESK TOPS 


Preserve your new desk tops—renew 
the old ones with these distinctive Neo- 
Leum Tops. Cut to fit, they are simply 
laid on. They enhance any desk and 
office; make writing easier; and are rest- 
ful to the eyes. Return many times 
their original cost through elimination 
of depreciation. 












Neo-Leum on duty in thousands of 
offices relieving eye strain, furthering 
efficiency and comfort, and protecting 
equipment. Write today for complete 
facts and attractive prices. 
Neo-Leum Tops are wide- 
ly Imitated but never 
Duplicated! 







Wagemaker Company, Grand Rapids, Mich. 
Gentlemen Without obligation on my part, 
kindly furnish Full Facts and attractive prices 
on Neo-Leum Tops 


Name 
Address 
Attach to letterhead and mail Today! 


In writing to advertisers please mention BUSINESS 











Your Customers Read 
the Above National Advertising 


Coupons are sent to dealers who 
go after this business. 


No item in your line holds such 
possibilities for increasing your profits 
as Neo-Leum, because the market is 
not yet saturated. 


Prospects are unlimited and easy 
to sell. Everybody likes it. 


(Made in Four Types) 


PUT TOPS OUT ON APPROVAL 


Have you received your new Price List? 


WAGEMAKER CO. 


GRAND RAPIDS MICHIGAN 
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Cash 
Bond 
Office 
and 
Security 
Boxes 


THE DISTINCTIVE LINE OF 


STEEL 





LETTER FILES 


Card Index 
Transfer 
Document 


Bankers 
Note 


CASES 





Uniformity of Design 
BEST Grade of Steel 
Electrically Welded 


New Line of CARD CABINETS 


3x5 4x6 5x8 


Single and Double Stacking 
Device 


POPULARLY PRICED 





Quality Incomparable — Variety Largest 


COST NO MORE 


ASK FOR Aas 





Your Jobber or Write Direct 


ART STEEL COMPANY, Inc. 


409 East 23rd Street 


New York 


LPPLI 
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Jury of Harvard Advertising Awards 

Che Jury of the Harvard Advertising Awards to award 

the prizes for advertis'ng material submitted in the year 

1927 has been announced by Dean Wallace B. Donham ot 

Business School, as 

Copeland, professor of marketing, Harvard Busi- 


the Harvard follows 


M. T 


ness School, chairman; Joseph H. Appel, advertising man- 


ager, John Wanamaker, New York; Neil H. Borden, as- 
sistant professor of advertising, Harvard Business School; 
Frank Braucher, advertising director of the Crowell Pub 


Burbach, adver 
Louis; 


New York: George M. 


tising manager of the St. Louis Post-Dispatch, St 


lishing Company 


J. K. Fraser, of The Blackman Company Advertising 
Agency, New York; G. B. Hotchkiss, professor of market- 
ing, New York University; Henry Lewis Johnson, presi- 


dent of the Graphic Arts Company, Boston; T. J. Mc Manis, 
assistant manager of publicity department, General Electric 
Singleton, Evans- 
Staples, 


Company, Schenectady, N. Y.; Fred T 
Winter-Hebb, Inc., Detroit; H. L 
Staples & Staples, Inc., advertising counselors, 


Henry H. Taylor, typographer, San 


advertising, 
president o1 
Richmond, Va., and 
Francisco. 
The Harvard advertising 
by Edward W. Bok 
(1) Four prizes of $2,000 each for the compaigns most 


1923 


vear 1927 are: 


awards were founded in 


The awards for the 


conspicuous for the excellence of planning and execution; 
seeking publicity for 
seek- 


seeking publicity on a national scale; 


industrial products primarily through trade journals; 
ng publicity in a local area, and for the campaign executed 
locally in cities of 100,000 population or less 

(2) Four prizes of $1,000 each for the advertisement most 
effective in its use of text; for the advertisement mest effec 
tive in its use of pictorial illustration; for the advertisement 
most text 
and for the advertisement most effective in typography 

(3) A prize of $2,000 for the advertising research of the 


effective in its combination of and illustration, 


year most conspicuous either because it has brought about 


economy or secured efficiency in advertising by producing 


information of general value in furthering the science of 


advertising, or because it has reduced or precluded unwise 


specific advertising program 


wastetul expenditure in a 
(4) A gold medal, awarded to the individual or organiza 


tion, deemed by the jury to merit recognition for distin- 


guished contemporary services to advertising 


The jury will meet the middle of January for the purpose 


of making the awards. 
a> 
Attractive Booklet about Royal Portable 
New York City, 


particularly with re- 


The Royal Typewriter Company, Inc 
made a plea for Christmas business, 
spect to the Royal portable 


small booklet 


attractively illustrated 
In the booklet 


and outline a 


Chey distributed a 
and printed in customary Christmas colors 
gitt 


used 


they suggested the Royal portable as a 


number of ways in which it may be Some of the 


suggestions were that children learn faster by doing what 
they like to do and the Royal will prove a fascinating toy 
ll work. The 
for social cor- 
Dad is 


suggested 


as well as a great help in school and home 


folder also suggested the use of the portable 


respondence and in various ways about the home 


not left out of the picture, because the folder 


that in the quiet of the home with the aid of the portable 


he can work ont solutions of tough problems and find the 


machine desirable to take along on his travels 

lhe machine was suggested finally as a suitable gift to 
the aged when eyes grow dim and hands no longer can 
produce the old-time legible writing lo them comes the 


typewriter, easy to operate, always legible, and offers the 


means of keeping up that touch with relations and friends 


which means so much as life’s shadows lengthen 
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Announcing the Crown Lock 


A new principle in 
pin tumbler construction 


os 


* c a ae 





STRENGTH—SIMPLICITY—SECURITY. Ilustration on the right shows the construction of the Crown 
Lock, the first important advance in pin tnmbler construction. Built-in strength, small number of moving parts, 
security, and the ease and speed with which it can be master-keyed, place the Crown Lock in a class by itself. 


_ years the pin tumbler lock has been ac- 
cepted as the one outstanding principle of lock 
construction, a great advance over the old-time 
flat lock. The Crown Lock is the first important 
improvement in pin tumbler construction. It is 
new and radically different. 

And its great difference can be summed up in 
these three words—STRENGTH—SIMPLICITY 
—SECURITY. 

The Crown Lock is now available for use on 
lockers, cabinets and padlocks. It brings to these 
helds the following outstanding advantages: 
Strength, built in around the cylinder itself. 
Strength in its large, long-bearing pins. Simplicity 


in its small number of moving parts. Security 
against picking or forcing. 

Smooth and frictionless action protect this lock 
for years of service. Only an eighth turn is required 
to lock or unlock it. It throws its bolt considerably 
higher than the ordinary lock. It can easily and 
quickly be master-keyed without jeopardizing 
its security. 

These advantages particularly recommend the 
Crown Lock for use on lockers and cabinets. 

The Crown Lock has a fascinating story to tell. 
It will improve the sales value of your products. 
Inquiries are cordially invited. Either write us or 
send in the coupon below. 





The Crown Lock Co., Dept. O, Graybar Bldg., New York, N. Y. 


Gentlemen: 


Please send me details of the Crown Lock. I am particularly interested in 


y 


cabinet locks © locker locks 0 padlocks O 
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CABINET 


ADJUSTIT DISPLAY 
Finished as desired 


DISPLAYS that are 100% EFFECTIVE 


Patent Pending 





It’s Easy, Now, To Display Effectively Your 
STATIONERY or Other Small Items 


If it is your job to display Stationery or other 
small items, you will welcome the Adjustit Dis 
play Cabinet 


With Adjustit Display Fixtures, attractive, or- 
derly displays are always possible regardless of 
the various shapes and sizes of a miscellaneous 
Naturally such dis 
and 


ollection of merchandise. 


plays attract the eye—stimulate interest 


result in sales—sales that are practically auto- 
matic. And because of the Cabinet’s exclusive 
adjustable features, much less time 


and effort is required to arrange ef 
fective displays 


One large chain store organization to 
whom we have sold more than 1,200 of 
these cabinets finds them the most ef- 
fective Display Fixture yet devised for 
Hard 


featuring Stationery, Notions, 





DISPLAY 


CABINETS 
AND 
COUNTERS 


ware, Shoe Findings, Toilet Articles and other 


small items. 


The Cabinet illustrated above will fit vour own 
tables or counters, or we can supply you with 
a special all steel Counter to match, or a 
wood table. Write for our descriptive circular 
today—Adjustit Fixtures are well 
worth vour further consideration 


Display 


SPECIAL DEALER PROPOSITION :— 


Dealers will find in their own locali- 
ties a ready market for Adjustit 
Display Fixtures. Ask for details 


phone or write today. 


R. ORTHWINE 
344 West 34th Street, New York 
Tel. Chickering 4897-8-9 


Send for Circular 
and General Catalog 





Display Tables with or without 
shelf and bargain rail or 72” long 
to accommodate the Adjustit Cabinet 





Adjustit Cabinet 
and Counter-Steel 
thru-out. 
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Rogers Suffers Painful Injuries 

E. H. Rogers, for many years connected with the Hoge 
Manufacturing Company, was struck December & by an 
automobile while he was on his way to the new quarters 
of the company at 23-25 East 21st street 

Mr. Rogers was thrown down and suffered a number of 
cuts as a result of the accident. He was taken immediately 
to the Bellevue hospital and treated, where several stitches 


‘ 


were necessary to patch up the damage. It was later dis- 
covered that his collar bone had been cracked 
Mr. Rogers showed signs of rapid improvement and ex- 


pected to be back on the job at an early date 
> 
Cooper Leaves Varityper, Inc., to Seek Health in 
Los Angeles 

J. C. Cooper, general sales manager of Varityper, Incor 
porated, New York City, resigned his position effective 
January 1. Mr. Cooper's decision to leave the office equip- 
ment industry for a time was brought about by several 
years of strenuous work and he feels the necessity of re 
building his health. He and Mrs. Cooper have planned an 
automobile trip by the southern route to California and 
will make their headquarters in Los Angeles He intends 


to rest for a year 


an 
Neat Booklet Tells About Chairs 


The B. L. Marble Chair Company, Bedford, Ohio, manu- 
facturers of ofhce chairs, are distributing a booklet entitled 
“The Chair-Maker of Bedford.” 

[he booklet is not elaborate—in fact, it is the simplicity 
of its treatment that makes it attractive Chere are only 
eight pages and cover The body is printed in black, with 
blue borders and ornaments 

Che booklet is a brief history of wood-working and chair 
making It is illustrated with some models of B. L 
Marble products 


an 
Two A. W. Faber Folders 
\. W. Faber, Inc., Newark, N. J., is distributing two new 
folders, one advertising their thin lead pencil, the Winner, 
the other the Commodor« 
The Commodore is available in nine different colors, and 


the company en pl asizes | it it 18 designed parti ularly for 


The Winner is available 1 seven colors, and s said to 
be suitable iny desk 

The compar is also distributing an eraser shield for 
advertising their circular typewriter eraser and their pencil 
erase 


7 
New Kremer Catalogue 

The Kremer Compat 310 Broadway, New York City 
ing their new it ilogue of commercial sta 
tioners’ supplies The catalogue is interesting, particularly 
trom the point of view that is a loose leat affair; conse 
quently, new pages, in the way of corrections or addit:ons, 
can be added asii It carries a tough cover of hght tan 
stock, with gold embossing It has three fasteners It 
includes a cat tlogue devoted solely to De | uxe lines of loose 


leaf material 


> 
The Art. Walkers Visit Chicago 
Mr. and Mrs. Arthur J. Walker of the Farnham Printing 
& Stationery Company, Minneapolis, spent several days in 


Chicago the last of November [They enjoyed themselves 

he new Stevens hotel and were entertained vy several 
members of the Northwest Travelers’ Club 

\ noonday luncheon was given in honor of Mr. Walker 
and was attended by Bill Smith, Joe Hildreth, Fred Chris 
tlonsal \! Skibbe Art Pay ne Harry Murd h and the 
ruest of | I Art. Walke The lunche was held at the 
Har Cl 
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The Protectograph 
is identified with careful 
business practice 





iiade Mark 


FrAcTiY 65 O Boiiarks 2 3 TENTS 


Modern business channels are too involved, too complex, 
to trust to luck that every check sent out will travel safely 
to the bank. The check tamperer is a busy and clever 
criminal. He robs American business of $100,000,000 every 
y ear. 

The use of the Protectograph is standard business prac- 
tice in the efficient modern office. The indelible, shredded 
imprint provides all-important protection when the check 
leaves home. More than that, however, check writing 
routine is greatly reduced in time and labor by using a 
Protectograph, and the easily legible, attractive amount- 
line is a distinction that facilitates acceptance and routine 
check handling. 

Only Todd can make a Protectograph. There are over a 
million in service today throughout the world. Every Pro- 
tectograph is a Todd Product—invented, manufactured and 
guaranteed by The Todd Company. 

You should know of the economies and protection that 
the Todd System brings to a business. Get in touch with a 
Todd expert from one of the service offices located in every 
important city in the United States. 

* ~ + 

Todd Expansion Creates Opportunity for Salesmen 

National advertising identifies the Todd name with the 
rotection of bank accounts—business and personal. New 
models are being made for a constantly widening market. 
his era of expansion means opportunities for men who 
can qualify to represent a progressive organization. If 
you are interested, write to us at once. The Todd Com- 
pany, Protectograph Division. (Est. 1899), 1129 Rochester, 
N. Y. Sole makers of the Protectograph Super-Safety Checks and 
Todd Greenbac Checks. 


TODD SYSTEM 
OF CHECK PROTECTION 


The Protectograph eliminates a large percentage of all check frauds 
by preventing raised amounts. It is made in a variety of standard 
models. one for every type of business—$37.50 up. For private use 
the Persona! Protectograph at $20 has a nation-wide popularity. 
Only Todd can make a Protectograpr. 


Todd Greenbac Checks, with their patented self-canceling features. 
eliminate another major source of possible check losses by preventing 
change of payee's name, date and number and ‘ counterfeiting.” The 
instant the forger’s acid is applied countless imprints of the word 
“VOID” appear. 


Standard Forgery Bonds cover the remaining check-fraud possibilities, 
namely, outright forgery of signature or of endorsement. As preferred 
risks, Todd users qualify for such bonds at large savings from the 
Metropolitan Casualty Insurance Company, New York. 
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SCIENTIFICALLY CORRECT CHAIRS 





THE FRITZ-CROSS COMPANY 


MANUFACTURERS 


GUARDIAN LIFE BUILDING - ST. PAUL, MINN 








DEALERS 


YOU SHOULD HAVE THIS LINE TO SELL 















































Welty Pen Co. Takes Over Sibley’s Shops 

Che William A. Welty Pen Company of Room 603 North 
American building, on the corner of State and Monroe 
streets, 36 South State street, Chicago, Ill, on November 
17, 1927, took over the entire wholesale and retail fountain 
pen and pencil repair business of Sibley’s Fountain Pen 
Shops, formerly at 31 North Dearborn and 8 North Dear- 
born street, and dealers who have formerly sent their foun 
tain pen repairs to Sibley’s are now requested to send all 
makes of fountain pen and pencil repairs to the William 
\. Welty Pen Company at the above address. 

Both of these concerns have done fountain pen repairing 
for many years, the Sibley Fountain Pen Shops being in 
susiness for seventeen vears, and the William A. Welty 
Pen Company for twenty-three years, and this latter con- 
cern is especially well prepared to take care of this kind 
of work. At the present time they have nearly five thou- 
sand dealers over the entire United States, sending them all 
makes of pens for repair and with the addition of the Sibley 
accounts, it is said to be not unlikely that the William A 
Welty Pen Company now has the largest repair business 
in the Middle West. The company solicits additional busi 
ness from new fountain pen dealers They also have a 
special proposition whereby industrial concerns may group 
their repairs through their order departments at a consid 
erable saving to their emplovees 

Repair price lists and dealers’ discounts will be given on 
request and all repair work is fully guaranteed 

= > 
Furniture Club Cares for Visitors 

More hotel reservations for market visitors have already 
been made for the January market in the American Furni 
ture Mart, Chicago, than ever betore, according to George 
W. Rowell, Jr.. manager of the Furniture Club of America 
Che club has charge of this work for the Chicago building 
and is in a fair way to estimate the possibilities of the 
coming markets 

Letters going out from the Mart to the retailers have 
urged them to advise Mr. Rowell as to what hotels they 
preter, what rates they are willing to pay and on what day 
they will arrive. The Furniture Club then makes the reser 
vation and so advises the retailer 

Theater tickets, railroad reservations and other things 
necessary to make market visitors comfortable are also 
looked after py the club 

a 
Convenient Office Equipment Catalogue 
Che Dealers Catalogue of Rosco Office Equipment is the 


title of an attractive booklet of eight pages with cover 


recently gotten out by the Ravenswood Office Specialties 


Company, 1800 Newport avenue Chicago The designer 
the booklet is Thad Dean Wheeler, 122 South Michigar 
boulevard. The booklet illustrates and describes the vari 


1 


is specialties manufactured by the Ravenswood organiza 
tion, including glass desk pads with brass corners and at 
interesting line of desk pads of different construction and 
nish, then there are stationery files for drawers, bankers 


] 
( 


1 | . 
ieskK tops, etc 


ot ises, metal tip guides, glass 
> 

Los Angeles House Takes Clarin Chair Agency 

Specialty Associates, Inc., 204-205 West Pacific building 
Los Angeles, Calif.. have taken for the Pacific Coast the 
agency for the Clarin folding chairs, made by the Clarin 
Manufacturing Company of Chicago These chairs are 
extremely convenient, well constructed, fold into small space 
ind have a multitude of uses 

Specialty Associates, Inc., maintain offices at Los An 
geles, San Francisco, Oakland, Portland and Seattle 
Among other lines thev handle on the coast are Do/More 
chairs, Error-No copyholders, Victor safes and Browne- 


Morse ofhce turniture 
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Dipaday Pens 
Assorted colored 
barrels, 14 differ 
ent gold points 


4 





3” Square Socket 
Black, Green, 
Brown, Walnut, 


Mahogany 





;” Round Socket 

Black, Green, 

Brown, Walnut, 
Mahogany 


Place 1928 Stock Orders 


The Complete Line for Every 


Writing Requirement! 


Now that you’ve finished taking stock, start 
the New Year with a complete line of Seng- 
busch equipment. Every number in the 
Sengbusch line is designed for volume sales, 
quick turnover. By keeping your stocks 
complete, you can meet every demand 
of your customers for writing accessories 
with this nationally known line. Mail your 
order today. Attractive window display 
material and sales-building literature suppli- 
ed. Proven business getters that boost your 
sales of Sengbusch products. Order Now! 





No. 1980 Emeraline 
No. 1981 Black Glass 
No. 1982 Marble 
No. 1983 Onyx 





» 1614 Green No-Mar Rubber 
». 1612 Brown No-Mar Rubber 


27 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
115 Sengbusch Bldg., Milwaukee, Wis. 


, 








Y 


—— 





or Sengbusch Products Now! 


Order these 


Profitable Items 


Now / 
SENGBUSCH 
SELF-CLOSING 


INKSTANDS 


EMERALINE 
INKSTAND SETS 


OAK INK- 
STAND SETS 


MAHOGANY 
INKSTAND SETS 


WALNUT 
INKSTAND SETS 


PLAIN GLASS 
INKSTAND SETS 


NO-MAR RUBBER 
INKSTAND SETS 


SUPERLINE 
DESK SETS 


DIPADAY 
DESK SETS 


DIPADAY PENS 


ADJUSTABLE 
PEN SOCKETS 


KLERADESKS 


IDEAL 
MOISTENERS 


NO-OVER-FLO 


SPONGE CUPS 


EMERALINE DESK 


ACCESSORIES 





1320 Plain Glass Set 
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Safe Confidence 
and what it means to you 


It means much to you to know 
that when you read a Meilink ad 
or when you talk to a Meilink 
salesman, every claim made is 
provable and has been proved in 


advance. 


It means that you as a merchant 
can weigh the value of Meilink 
with full confidence. This means 
that you may make an intelligent 
business decision on the basis of 
the facts presented. 


When Meilink tells you that 
Meilink Steel Safes afford Better 
Protection, this Better Protection is 
a proven fact. There are 61,500 
Meilink Built Steel Safes in use. 
The record of service these 
Meilink Built Safes have made in 
daily service and in actual fires 
and burglaries is your assurance 
that Meilink Safes deliver “Better 
Protection”. When you hear that 
Meilink Steel Safes are delivering 


daily service for years without 
end, you know that Meilink Safes 
are strong and stand up under all 
conditions. 


When you also realize that C. F. 
Meilink is the originator of the 
steel fireproof safe,and will build 
steel safes only to certain limits 
in sizes, you must recognize that 
when we tell those dealers who 
are now selling Meilink Steel 
Safes, that they are selling the best 
value in fire and burglar protec- 
tion; that Meilink offers the value 
upon which they can build a per- 
manent, expansive and profitable 
safe business; that Meilink ,will 
prove that, too. 


There are a few cities in which there is no Meilink Dealer. If you 
are located in one of these cities we will be glad to give you the facts 


The Meilink Steel Safe Co. 


Toledo, Ohio 





Better Protection 


EILIN 
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Roth Now Controls the I. D. L. 


H. Roth, president and treasurer of the I. D. L. Manu- 
facturing Corporation, 200 Hudson street, New York City, 
now controls all the stock of that corporation, following a 
recent reorganization He has taken the agency for the 
line of the Northern Corrugating Company of Green Bay, 
Wis., for the states of Pennsylvania, New York, New Jer 
sey and the southern territory; also Canada and all foreign 
countries. He expects to leave on the fifth for a trip to 
the tactory, and, on his return, he will start his southern 

ip about the middle of the month. 
he I. D. L 


endar, the I. D. L. automatic eyeleter and the 


Manufacturing Corporation make the 











Si RITY BOX ANI I EYELETER 
Super rass paper fastener They also do an import 
é rotractor ompasses, ticket hooks, mapping 


pens, W illets, card cases, bill folds, etc. 


Recently they brought out what is known as the I. D. L. 


security box and the I. D. L. postage scale Che security 
x wn crackle ish, lists at $3.00, with lock, and 
lividually in a corrugated box 7 by 10! 
4 
I. D. L. eyelet being put out in Duco black 
ible nickel-plated handle and fittings. The 


ce is $6.50, the same as the old model, but larger dis 


fered to the dealer DuPont Fabrikoid is 
us se of this machine to prevent marring the 
ce 
> 


James C. J. Martin Establishes Own Company 
Atter eing associated with the Wholesale [ ypewriter 
Compa Inc., Seattle branch, for more than a year, James 
( |. Martin announced at a weekly meeting this month 
Seattle Typewriter Dealers’ Association the sever 
nce is connection with the Wholesale company to es 

tablis] > own business in the University District 

vill be known as the University Typewriter 
Compat 422) University Way. Mr. Martin stated that 


ea e the sales of new portables of all makes, 

nplete line of ribbons and carbon paper, and 

rent all makes of the standard machines to University of 
Washington students J.C. M 
> 


Seattle Typewriter House Remodels Premises 


Following the recent move of the Wholesale Typewriter 


( vat Seattle branch, from 808 Second avenue to 
909 Second avenue Manager H. O. Harvey formally an 
ced the complet of remodelling of the interior of the 

re € 
\ ea es a pe all constr ed case 
“\ extending from the front door 50 feet 
te e rea | case more than 7 feet high and is so 
subdivided y shelving as to display over 200 rebuilt type 
writers at one time. A system of mirrors has been installed 
i e rear of the two front windows. The spacious down 
Stairs office floor has been laid with the highest grade of 


Imitation wceod-grained linoleun Cc. M 
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Office Easy Chairs 


See 


the January 21st 
Saturday Evening 


Post 


and read the first of a new 
series of advertisements fea- 
turing the new Sikes X69Y% 
Perfect Posture Chair. 


This remarkable little wage 
and space saver is attracting 
the attention of posture au- 
thorities and business execu- 
tives everywhere. 


Nationally read publications 
have _ printed unsolicited 
news items about it. And 
the extent of its market 
possibilities is tremendous 


SIKES COMPANY 
Chairmakers for More Than 60 Years 
PHILADELPHIA 


The Nationally 
Advertised 
Office Chairs 
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SELL STEEL 
The Serviceable Equipment 


Both large and small concerns, the most dis- 
criminating buyer and the economy man, appre- 
ciate the superiority of steel office files. Above 
is illustrated our grade “A” filing cabinet, sup- 
plied in letter and legal sizes, finished in olive 
green or grained mahogany. It is made also in 
three-drawer, counter keight and can be equipped 
with general lock. 





THE BENTSON 


Steel Transfer Cases 


operate easily and stand rigid, even when stacked 
right up to the ceiling, by reason of our stacking 
interlocking arrangement. They are made in four 
sizes: Letter, legal cap, invoice and ledger. They 
can be fitted with sanitary leg base, with rollers, 
or with follower block and rod. 


The BENTSON line also includes a com- 
mercial grade filing cabinet, storage lockers in 
desk height and in full, clothes locker height, 
also a cash service unit, and steel card index 
sections. 


Write us for circular and discounts. 
The Bentson Manufacturing 
Company 


AURORA . ILLINOIS 








Busby New Victor Comptroller 








Che Victor Adding Machine Com Chicago has 
created the ofhce of comptroller d has appointed as the 
first comptroller of the company Leonard J. Busby, whose 
portrait appears herewith. Mr. Busby is a certified public 
accountant in Illinots and Wisconsin and before his pres 
ent connection was with Ernst & Ernst, nationally known 
certified public accountants, with whom he was associated 
or eight vears as supervising accountant and efhciency 

LEONARD J. BUSBY 
expert. In this position he handled many of Ernst & 
Irnst’s larger financial investigations and system installa- 
tions. He is a graduate of Northwestern University, where 


he specialized on accounting and factory methods, putting 


into effect the practical application of his college work 
after his graduation He is a keen student of finance and 
economcs 

oe 


Alma Furniture Company Adds to Plant 


The Alma Furniture Company of High Point, N. C., 
has recently made quite considerable additions to their 
plant. These include a new building which provides 35,000 
square feet of floor space and gives them additional ware 
house room and a new packing and shipping room, so that 
by these additions they have been able to increase their 
production nearly fifty per cent over 1926. The company 
is continuing to develop this production. They are special 
zing in an inexpensive and medium grade general line of 


othce desks, including a line of drop-head typewriter desks 
\ll their products are mad nplet their own plant, 
even to the ply wood 

Che Alma Furniture Company has been in the furniture 
manutacturing business for many years. It is one of the 
oldest turniture manutacturers in the Sout! Ot recent 


years the company has turned its attention more and more 


to the development of office furniture manufacturing, drop- 
ping out the household line and until now they concen- 
trate entirely on office furniture, with a distribution that 
covers the entire world They report that prospects for 
1923 show every indication of a goodly increase and that 
their export volume is increasing all the time. 

he factory is located on the main line of the Southern 
Railway and has shipping facilities of the best by rail, 
likewise by water because of their proximity to the port 


of Norfolk 
ae - 
Solomon Sales Manager for Jasper School Line 
C. B 


Jasper Desk Company 


Solomon has been appointed sales manager of the 


and Jasper Chair Company of Jas- 


per, Ind., to handle the school desk and school chair line. 

Mr. Solomon will travel through the entire country for 

these compan:es and will make his headquarters at Jas 
‘ - 























per, Ind 
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Display Qutopeint 
to Sell It 


RIGHTLY-COLORED Autopoint displays 
prominently showing the pencils themselves, 









Display Piece, in 
Colors, for No. 42 
FREE 


make sales for you every day. 


Everyone knows of Autopoint—of the exclu- 
sive features that make it the preferred pencil 
of the world today. All the selling is done before 


the customer enters your store. You simply close 















No.42 
$100 


the sale. 


Your display crystallizes the desire to own an 
Autopoint, into a sale and profit, for you. The 
Autopoint display takes up less than one square 
foot —Autopoint profits will pay high rental on 


this space! 


Write—or ask your wholesaler’s 
salesman 


Attractive 
Display Material 
for No. 12— FREE 


All Autopoints are made of Bakelite, in a wide 
variety of color effects and a range of models 
and prices to fill every need. 


Stock Autopoint and display it. You’ve never 
had a pencil proposition like this before. 





—— : ———————— 


—_ = ee 





3 Big Features 


Made of Bakelite 


(1) Cannot “jam”— protected by an exclusive patent. 
(2) ) Bakelite barrel — onyx-like, light-weight material. 


@ Botte, Sa THE AUTOPOINT COMPANY 


go wrong. No repairs, no bother. 








4619 Ravenswood Ave. Chicago, Illinois 
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The New 





Larger Label 
_ Legible to the Top 
Easy to Insert 


A Better Guide 
Card with trans- 
parent strip-label 
tab of improved 
design —for pol- 
icy, ledger cards 
files and all card 


control systems. 




















TOP-O-GRAPH GUIDES 


/ 








Another EE. Bisktes Invention 
inline, 


Branch Offices 
NEW YORK, N. \ 
350 Broadway 
NEWARK, N. ] 

17 Academy St 
HARTFORD, CONN 
49 Pearl St 
PROVIDENCE, R. I. 
36 Exchange Place 
FALL RIVER, MASS. 
124 So. Main St 
SPRINGFIELD, MASS 
MANCHESTER, N. H 
PORTLAND, ME 


Distributors in 


Baltimore, Md 
Washington, D. C 
New Orleans, La 
Birmingham, Ala 

Dallas, Texas 
Los Angeles, Ca! 
San Francisco, Cal 

Seattle, Wash 

Denver, Colo 
Kansas City, M 

Chicago, Ill 


Filing 


“Original” and “Ingenious” are the words business 
men use when they first see the various new products 
with which the F. E. Bee-Line is constantly demon- 
strating its right to serve you as “The Shortest Way 
to Filing Efficiency.” The list is still growing. 


Consider this new Top-O-Graph Guide Card. Com- 
pare it with the guides you have been using. A very 


definite improvement—an improvement in principle 
and design as well as in actual strength, service and 
simplicity ! 


Larger label area—the entire tab-area and more is 
made useful and visible at a glance—simply by dis- 
carding the bothersome end-insertion idea for the 
push-up label-slot and friction-lock principle which 
permits Top-O-Graph labels to be handled in strip 
form and inserted more easily. 


Stronger—made so by simply die-cutting the press 
board to form the backbone of the tab. The celluloid 
is made an integral, rigid, non-breaking part of the 
card by tubular rivets and cement. 


All Standard Sizes—Send for Samples. 


Equipment Bureau 


@/ INCORPORATED) 


115 PURCHASE STREET 


BOSTON, MASS. 


January, 


1928 
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New Machines and Devices—Continued from page 42) 
Smith Premier Electroduplex 


At the second Westdeutsche Buro-Ausstellung at Dort- 
mund, Germany, Adolph Steinhagen of Mannheim-Berlin, 
demonstrated the latest model of an accounting Smith 
Premier typewriter. This Smith Premier Electroduplex has 
been equipped with a row of accounting keys, located be- 
fore the tabulator. These keys release an electric motor 
drive of the vertical and cross totalizers. The drive has 
been coupled simultaneously with the carriage return. This 
novel electrical drive has the advantage, that, in case the 
electric current should be interrupted, the totalizers can be 
automatically operated by writing down the figures manu- 
ally. Another feature of the electric carriage return is that 
it can be stopped at any desired place. 


lhe hand-made model on display at Dortmund worked 
excellently, and, as the special construction of the electric 
drive is comparatively simple, it is stated that in about six 
} 


weeks’ time, regular deliveries can be started 
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COLLAPS-O-COVER—At the left, the desk model showing 
utomatic line guide copy holder; at the right, the combination 
nodel showing “‘rigid—bilt’ all steel stand The Collaps—O 
Cover is made up of ‘“Fabrikoid”’ in accordian style and sup- 
M rted at the back of the typewriter by a steel frame, giving 


the « f a roll-top cover Further details were given on 
$27 issue, or may be obtained from 


the manufacturer, the Krieger Novelty Company of Lodi, Calif 











The Urania-Steno Stenographic Typewriter 


\ teacher of stenography in Mannheim, Germany, has 


patented a typewriter type arrangement and a series of 


abbreviations for use with the standard typewriter. The 
machine embodying the ideas of this teacher, Otto Auten 
rieth, is called the Urania-Steno typewriter, and is manu- 


a prominent s€rman typewriter manutacturer 


the Clemens Miller Aktiengesellschaft, of Dresdet 


he number keys of the typewriter keyboard and 

several other keys are placed consonant combinations 
trequently used in the German language Thus, one unre 

ated character represents tv or more consonants. It is 

uid that the operator is thus enabled to achieve rapidity 

taking dictation with t needing to learn a complicated 
stem or ste g I s mple system ised is thor 
ghiv ex uined ina - v hic comes with the type 
er, ant t 1S Sal ma ve read ly be learne | add 

t representing everal ci sonants y one character, 

he system makes use of such common practices as omitting 

st of the vowels in words, and abbreviating the most fre- 
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BIGGER 1928 AM A AY 
You can add to your business and your 
profits by handling Imperial Desks. 
| i 
to the same standards of drawer and in- ||| : | 
terior construction | i 
Quick sales and profits await you ) 
Send for catalog logit \ry fii j 
and latest folders. yf! I $ \ ) 
Sh 


There is a style for every need and a 
grade tor every check book 


All Imperial Desks are made according ||| 


IMPERIAL DESK COMPANY 


Evansville, Indiana 
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Announcing 


Our Complete Line of Low Priced 
Steel and Fibre Transfer and 
Storage Files 
FOUR Complete Lines—More than 113 Sizes— 
FOR EVERY PURPOSE 

3400 Line 


STEEL TRANSFER & 
STORAGE FILES 


Pat. U. S. and Canada 


\ sturdy, dust-proof Line 

Storage Files 

More than 2 sizes Lo 

pr € 

Retail price Letter Size 
2x10%x24 in quantities as 
w as $2.85 each Othe 

sizes relatively low priced 





The QUIK-LOK Storage Files 


Pat. Pending 








el A a 


satisfactory and durable Collapsibl« Fibr 


lhe most 


Board Storage File made Steel Reinforced Automat 
Lock Dust-proof. Fully guaranteed to give satisfactory 
P sizes Special sizes made to order Retail 


mn quantities as low as 87c each for the Letter Size 
<10x24; Check size, $x4x24 in quantities as low as 6lc 
r sizes relatively low priced 


} cth 


The New EZY-LOK Storage Files 


Pending 


This {f s : Pat 















The KAY-DEE Box Envelopes 
Pat ™ Gao -seece A very satisfa 


tory method « 
—™ storage fo 
small Records 
Checks, Drafts 
Deposit Slips, 
Sales Tickets 
etc. The small 
er sizes ar 
made of 


nila Stock, the 
Larger sizes are 
made of heavy 
lute Board Priced at from $7.90 per Hundred for tl}! 
small sizes to $23.40 per Hundred for the larger sizes 





Send today for our Catalog and complete Price List 


THE KAY-DEE COMPANY 


Manufacturers of Steel, Fibre and 
Paper Transfer and Storage Files 


3644-64 South 36th Street Lincoln, Nebraska 


tough Jute Ma 
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New “Steelcase” Executive Furniture 
The Metal Office Furniture Company at Grand Rapids, 
Mich., has produced some distinctive steel desks and tables 
said to be of unusual excellence in design, finish and char- 
acter. The new line, they state, is Mr. Wege’s latest and 
perhaps his finest contribution to the metal furniture indus- 
try. It is stated that in building this furniture Mr. Wege 





NEW TYPE OF STEELCASE DESK 
has had to recognize no limitation of design to secure the 


advantages of steel Every desired detail has been faith 


fully carried out. 
[The hardware is of wrought bronze, 
bronze is used in the binding around the 


statuary finish and 


the same type 





NEW STEELCASE OFFICE TABLE 


edges of the linoleum. All panels are of double thickness 
steel with asbestos between 

Drawers glide on a specially designed suspension and 
close silently. A new locking device unlocks all drawers 


when the kev in the center drawer is turned 





STEELCASE 
WASTE 
BASKET 


Reference shelves are l:inoleum-covered 
Steelcase executive furniture is now in stock and avail- 
able for prompt shipment 
- 
An Italian Bookkeeping Machine 
What is said to be the first bookkeepi 
Italian and of Italian construction has been an- 


g machine invented 


by an 
nounced by the Italian trade press [he inventor of the 
machine, the La Pegna (named after the inventor), states 
perform automatically all the mathematical 
and bookkeeping. The 


that it will 
operations required in 
machine is about three feet long It has four distinct 


accounting 


groups of keys, one of which is the complete standard 


keyboard of the typewriter, which is part of the machine. 


he carriage accommodates a sheet of paper almost as wide 


as the machine is long 
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Announcing a 
National Business Show 
in Boston, Mass. 


at the New Hotel Statler, 


March 19, 20, 21 and 22, 1928 
(11:00 a. m. to 9:30 p. m. daily) 


Show your product, demonstrate its ad- 
vantages and broaden the regard for your 
service---at the 





NATIONAL BUSINESS SHOW 


ALSO 


New York, October 15th to 20th, 1928, inclusive 
In the New Madison Square Garden 


Chicago, November 12th to 17th, 1928, inclusive 
In the Stevens Hotel Exhibition Hall 


“It’s the personal contact that counts”’ 


NATIONAL BUSINESS SHOW COMPANY 


INCORPORATED 


Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St., C. H. Hunter, Manager 
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Accepted by American Business---sold 


extensively by Office Equipment Dealers 





The Macey Line con- 
siete of Steel Files, 
Steel Desks, Filing 
Equipment Supplies, 
Sectional Bookcases 
and Matched Office 
Suites. 


ACEY fine furniture is not in an experimental stage.— 
It is accepted by an ever-increasing number of business 
men. While all do not have fine offices, none of them ques- 
tion the soundness of the idea. They are coming to appre- 
ciate, more and more, the cash value of a modern, attractively 
furnished office. 
In your campaign Macey has much real help to offer. This 
help is not just in its product but in sound, constructive per- 
sonal assistance in presenting your idea properly and helping 
vou close the contract. 
Being a Macey dealer makes you a part of the Macey organi- 
zation and free to use all the help available. Macey business 
grows only with the growth of its dealers and our offer of 
help is not based on any charitable motive but is simply 
sound business practice. 


Would you like to be a part of the Macey dealer organizatio 


THE MACEY COMPANY 


GRAND RAPIDS, MICH. 
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Portable Desk for Speakers 


Dr. D. Barron O'Kelly, 9-12 Miami Beach First National 
Bank building, Miami Beach, Fla., is the inventor of what 
bl 


he calls a portable desk. 


The invention is not so much a desk as it is a device to 
use on desks and tables by ministers, lecturers, readers, 
teachers and public speakers. It is intended to relieve the 
speaker of the necessity of holding on to his manuscript 
and turning pages and running the risk of dropping them 
or having a gust of wind pick them up and carry them out 
of his reach. 

The manuscrip* which is to be used in the portable desk 


is mounted on a continuous sheet operating on rollers, so, 





ih T 























DR. O'KELLY’S PORTABLE DESK (MODI 
FIED FORM), WITH LIGHT AND 
REFLECTOR 


iat by means of a plunger and ratchet, the manuscript is 


lled, and the portion to be delivered, is right in front 


of the speaker. A large portion of the manuscript may be 
visible, or may have a cover in which is mounted a reading 
glass, that magnifies the lines of reading matter as they 
pass \ lamp at the top of the desk throws its rays upon 


the paper and a reflector above it protects the eves of the 
reader 

Dr. O'Kelly states that he has a working model com 
pleted, on which he has patent rights, and is interested in 
entering negotiations with some one who might wish to 
take over the manufacturing and selling rights, or possibly 


> 


The Helma Typewriter 


On the assumption that the German market is ripe tor a 
writer of standard size and having all the devices and 
attachments of standard typewriters, yet selling at a lower 
price than standard machines, a business man of Nurem- 
berg, Germany, Ludwig Dreyer, has brought out a machine 
alle e Helma typewriter, a forty-three key machine 
whicl e believes may be sold at a lower price than other 
German machines, if placed upon a proper production basis 
e ne machine is said to contain all of the features 

expected n up-t date typewriters 

an 
The Isis Drafting Machine 
Dr. Graft G.m.b.H., Gotha, Germany, has 
e market al apparatus called the Isis sketch 
ng or drafting machine [he apparatus is made entirely 
il tt eB ill earring The device is fastened by 
eans of screws to the upper edge of the drawing board 
The Isis machine is said to operate more easily and with 
greater accuracy than wood devices of a similar nature, and 
is intended to perform the functions of the pantograph, 
S r tra r 
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—written in a very “human way” 
—and filled with most interesting 
information—for dealers who have 
handled all types of loose leaf 
binders. “A Primer on Loose 
Leaf for Grown Ups!” 


We'll venture to say that you'll read 
it at one sitting—everyone likes the 
frankness of facts “pro and con.” Write 
for your copy now—it’s yours by mail 
for the asking. 


FLEXI-PosT 

provides Unlimited Capacity — Two- 
Inch Working Space—Direct Screw Com- 
pression — Non-Protruding Posts — the 
greatest combination of advantages found 
in any loose leaf binder in the world. 


Write for dealers arrangement on FLEXI" 
Post Binders — Faultless Visible Rec- 
ords and other Loose Leaf Books in the 
complete Faultless Line. 


STATIONERS LOOSE LEAF CO 


Chicago MILWAUKEE New York 


—note the exclusive prin- 


ciple of flexible link posts. 


LOOSE LEAF BOOKS 








She ae. 
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Stock Cuspidors 


Now for spring sales 


Stationers 

who fill their 
stock at 

present prices 
effect a sub- 
stantial saving. 
The sure advance 
in the price of 
copper will 

result in higher 
prices for cuspidors. 
It will pay you 

to anticipate 

your requirements. 





ie 
Che ao 
MAT 3.00 
DETROIT ~ 


1500 BEARD AVENUE 








Ingenious Lock for Desks 


The Crown Lock Company, with factory at New Haven, 
Conn., are manufacturing a complete line of locks, including 
locks for desks. 

Their particular lock is of the pin-tumbler type which 
is so constructed that the lock is adjusted to fit the key 
and not the key to fit the lock. The cylinder in this new 
lock is smaller than the old style but larger pins are used 
and they run through the cylinder, engaging in the slots in 
the outer shell. The pins are so arranged that they hold 
securely when the lock is in use. To change the key in 
any of these locks it is only necessary to insert the key 
in the cylinder and file off the ends of the pins which 
protrude. This makes possible “master-keying.” 

The same principle is carried out in the padlocks. An- 
other feature of the lock is that the key can be removed 
from the lock in any position 

Officers of the company are: Andrew Gahagan, president; 
Henry S. Allen, secretary; William V. C. Ruxton, vice- 
president and treasurer 

a 
AEG Copyholder and Desk Light 

Che widely-known German AEG has placed on the mar- 
ket a new combination copyholder and desk light, called the 
AEG. The two units are mounted on a substantial metal 
support, which is fastened to the back of the typewriter 
table or desk, and is not in any way connected with the 
typewriter. The supporting arm may be adjusted as to 
height and distance from the operator, and is held in posi- 
tion by a set screw. The copyholder is adjusted so that 
the copy is on a line with the eyes when the operator is 
sitting in the proper, erect position. 

The lighting fixture, which is a part of the device, is at 
the lower edge of the copyholder, and several inches in front 
of it. A specially-designed shade permits no light to reach 
the operatcr’s eves directly, but two streams of light are 
directed up and down, respectively, one stream falling on 
the copy, and the other shining directly on the work in the 
tvpewriter 

>_> 


A New Hectographic Addressing Machine 

Adressette is the name of a small hand-operated address- 
ing machine which has been placed upon the market by the 
firm of Wilhelm Pilz, Reichsstrasse 11, Pirna bei Dresden, 
Germany. The master address list is typewritten on a roll 
of thin paper by means of a carbon sheet. The roll is then 
placed in the machine, and reproduces addresses by the 
hectographic process 

os — - 
Harry Everett Wanted at Decatur 

C. S. Hubbard, of the Decatur Typewriter Exchange 
Decatur, Ill., is espectally desirous of learning the where 
abouts of Harry Everett. Other concerns are also inter- 
ested in getting contact. He is a typewriter and adding 
machine repairman, and is said to have made way with a 


Remington typewriter belonging to the Decatur Typewriter 


Exchange Another machine owned by a Decatur grocery 
concern is missing. Mr. Everett makes a good appearance 
has a scar on the right side of his face He establishes 
confidence readily, traveling in a motor car It is under- 
stood that his wife’s home is at Amarillo, Texas. 

> —_ 


Attractive House Organ 


‘The Mouthpiece,” house organ for the Dictaphone Sales 
Corporation, carried an attractive Thanksgiving cover for 
its November issue. A young farmer woman holding an 
enormous turkey and there is a sub-title “Bringing home 


the quota _ 
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LEIPZIG TRADE FAIR 


— MARCH 4 to 10, 1928 — 


Growing steadily through centuries the LEIPZIG Trade FAIR 
has today attained the 


Unchallenged Position as the World’s Greatest 
Merchandise Centre 














One of over One Hundred Permanent 
Modern Exhibition Buildings Cover- 
ing over 4,000,000 square feet 








GH ; ECOGNIZED as the World's Greatest Inter- Over 10,000 Exhibitors 
FZ Z national Fair, surpassing its record of 10,000 * posters and novelties a 
. “4 * . . . ° and artistic cra 357 

:xhibits last year, Leipzig is preparing to make Chemicals, cosmetics, pharmaceu- 

1928 the coming Fair the greatest in its history. nt ccetes 33 

Household goods, electric household 

Mar. 4-10 General Fair - sill 2 Leather goods 90s 
4-14 Technical & With hight) competitive markets at home, and the Mellen ond taser anode $43 
Building Fair everlasting search for the latest and best in every =. Sa. aa 

+ : : ‘ , ° one = Precious metals, jewelry, clocks and 

4-7 Textile Fair line—the Leipzig Trade Fair today commands the watches 199 

4-7 Shoe&Leath- . - . ; ave Th ed ‘oe 

Ps Fair attention of every American Buyer. aera 7, tees epptnness, Noakes 

ae Technical exhibits (machinery, tma- 

" Rewers mporters . ee — _ . chine . power, gas an - 
All Buyers, Im . In over 100 Exhibition Buildings, 175,000 regis- trotechnical products, iron and 
Business men are cordi ‘ : ‘ nee Ce Satara, eon. sar 4 
a ee oo” adele tered buyers from 44 nations select their mer- } — - pace $i3 
aly mvied to atten Va ; er ae Wooden ware, furniture 311 
the great Spring Fair chandise aware of the facilities offered at this Lighting Oxtures and kindred 
o 
World’s open market eawadmmmmbasaticxansoss “eo 




















Over 1,000 representative manufacturers of Stationery Supplies and Office Equipment will make this 
exhibition the largest of its kind in the world. Adding Machines, Addressing Machines, Calculators. . . 
every type of labor saving device, and modern appliance. At prices to make your trip to Leipzig pay! 


Arrange for your trip to Leipzig TODAY. Write or phone for full information ani literature. 


LEIPZIG TRADE FAIR, Inc., 630 Fifth Ave., New York, N. Y. 
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STEEL TRANSFER CASES 


Positive Interlocking 
Device 


Closed on Four Sides 


High Rollers for Ease of 
Operation 


SOME OF THE REASONS WHY AURORA Plenty of Strength 


l. 


~ 


16 


17 


STEEL TRANSFER CASES ARE THE 


CHOICE OF CAREFUL BUYERS 


Our Trade Mark Guarantees absolute—pertection 

Card Holder stamped from drawer front—inde- 

structible. 

Heavy Band Steel Handle riveted to drawer 

stability. 

Drawer sides high enough to hold papers in place 
low enough to make access easy—convenient 

Hole punched and tapped tor rod—adaptability. 

Drawers have grooved bottoms to accommodat« 

guides and rods 

Low drawer back for ease in handling papers 

Drawer instantly removable for transferring 

accessibility. 

Drawer Stop prevents drawer from being acci 

dentally pulled out of case; also holds drawer in 

place while inserting or removing papers—efh 

ciency. 

Sides, top and projection on bottom formed from 

one sheet steel. Keeps out dust, vermin, fire, 

mildew, etc.—protection. 

Heavy Steel Channel to which outer walls of 

case are spot welded, form the front and back 

frames—strength and rigidity 

Back of case flanged over, acts as drawer stop 

and gives added protection from dust, vermin 

etc satety. 

Interlocking steel bar that automatically locks 

into channel of case below, also acts as leg base- 

expansibility. 


Solid back same height as drawer sides for ease 
in operating 

Solid back in case prevents dust, vermin, etc., 
trom entering case. 

Rollers at front, making free running drawer. 
Bale at back of drawer for ease in carrying and 
to stop drawer from being accidentally pulled out 


Stacking with Assurance 


Low Cost 


Repeat Orders 
Profits 


Manufactured by 


AURORA METAL CABINET WORKS 


Insist on this 4 Trade Mark 


Lame 
AURORA, ILLINOIS 
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Engagements 


Engagement Announced 

Mr. and Mrs. Mandel M. Shyatt recently announced the 
engagement of their daughter, Martha, to Mortimer Solo- 
mon Libien 

Mr. Libien is connected with the Libien Press, a sta- 
tionery and printing establishment, located at 920 Eighth 
avenue, New York City. He is also secretary of the Sta- 
tioners’ Square Club of that city. Office Appliances offers 
felicitations 


Wedding Bells 


M. A. Borresen Weds 


M. A. Borresen, editor and publisher of Business Ma- 
chines, 537 South Dearborn street, Chicago, was married 
on November 24 to Miss Vera A. Noyes of Sioux Falls, 
South Dakota 

Mr. and Mrs. Borresen have returned from the‘r honey- 
moon and will be at home on and after January 1 at 807 


Sunnyside zvenue, Chicago. 


> 
McCune-Temple 

Miss Mercedes McCune was married December 29 at the 
Cathedral of the Holy Name, Chicago, IIL, to L. A. Temple. 
The wedding was solemnized by the Right Rev. Mons 
Shiel, chancellor of the Chicago diocese. Mr. Temple has 
been associated with the Chicago branch of the Woodstock 
[ypewriter Company the past year. His associates of the 
Chicago staff presented Mrs. Temple with an appropriate 
present, betokening their regard and good wishes 


The St 


ork 
Anne-Marie Marin 
Our hearty congratulations are extended to our friend, 
Pierre Francois of the firm of Francois & Marin, addresso- 


graph agents for France We have just learned that on 


October 15 there was born a granddaughter of M. Francois. 
The young lady’s name is Anne-Marie Marin. M. Francois 
is president of the French organization of office equipment 
manufacturers and dealers, the Chambre Syndicale d'Or 


ganisation Commerciale 


> 
Dixon Sales Staff Gathers at Headquarters 
The centennial sales convention of the Joseph Dixon 


Crucible Company was held at the factory, Jersey City, 
N. J., the week of December 13. The proceedings of the 
hy 


pencil sales department were directed Herman Price, 


sales manager, and Horace B. Van Dorn, Jr., assistant sales 
manager. Addresses were made opening the convention 
by George T. Smith, president, and J. H. Schermerhorn, 
vice-president. The conclusion of the convention was 
marked by addresses from these gentlemen. 

A beautiful memorial tablet, dedicated to Joseph Dixon, 
founder of the Joseph Dixon Crucible Com 


t 


any, was unNn- 


veiled during the meetings. This commemorated the cen- 
tennial anniversary of the industry Appropriate exercises 
attended the unveiling 

A beefsteak dinner at the Newark Athletic Club, Decem 
ber 13, was an important entertainment event Several 


topical songs composed for the convention were given, 
community style, at various opportunities in sessions. These 
were set to popular music and engendered enthusiasm every 
time 
> 
Partridge Visits Eastern Factories 


Art Partridge of the Pacific Coast Stamp Works, Seat- 


tle, Washington, has returned to his home after a visit to 
factorie 


eastern fac s 


out 


of 


are live 


rospects for 


MILWAUKEE 
CHAIRS 


) DOC 
Yer cHANt 
ct 


) 








H ERE’S why every business man and every pro- 
fessional man is a live prospect for Milwaukee 
Chairs. Why every dealer can go out after this 
business with supreme confidence that he can 
meet every chair requirement. It’s mighty im- 
pressive when you can show that Milwaukee 
Chairs are used by — 

The U. S. Government 

The Greatest Banks 

The Largest Department Stores 

The Largest Shoe Stores 

The Largest Corporations 
as well as by the individual business and pro- 
fessional man — large and small. 


Weare giving exclusive representation to dealers 
everywhere. A few important towns and cities 
are still open. Maybe yours. Get it! Write today. 
Be quick. Ask for catalog showing 180 models. 
Now’s the time! Address 


THE MILWAUKEE CHAIR COMPANY 
Executive Offices: 624 S. Michigan Ave., Chicago 


MILWAUKEE 
CHAIRS 
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ALL AROUND THE 
WORLD 


Columbia “Silk Gauze” Ribbons 


Insure Neat, Clearly Defined Letters 


Columbia “Pinnacle’ Carbon 
Certifies many Cleancut, Legible Copies 


FOR YOU DESIRING THE BEST 


No Matter 
f Columbia Ribbon 


What Your Requirements, Some Kind 
or Carbon Will Meet Them 


Samples and Prices on Request 





APPL 








COLUMBIA 


Ribbon & Carbon Mfg. Co., Inc. 
, NEW YORK 


69-71 Wooster Street 
1305 Arch St., FOREIGN--Viale Abruzzi No. 20° 
Milano 119 


Philadelphia, Pa. 
Dwight Building, 22 Bush Lane, London, 
E. C. 4, England 


Kanaas City, Mo 
And Agencies in all other Principal Cities 
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Dr. Reiner Predicts Good Business for 1928 


A representative of Office Appliances recently interviewed 
Dr. Robert Reiner, president of Reiner’s Rotaprint, Inc., of 
New York City. 

While Dr. 


not been of long duration, his interests are 


experience in this field has 
world-wide, and, 


years in 


Reiner’s direct 


during the eighteen months to two which his 


interests have borne directly upon the office equipment in- 


dustry, he has acquired an unusual grasp of the problems 


in this feld. Dr. Reiner’s understanding of the magnitude 


of the field is proof that the Rotaprint has at its head one 


who is thoroughly capable of visualizing the possibilities 








of the machine. 

It is interesting to note that the employes of the Rota- 
print factory have been increased during the past twelve 
months from 197 to more than 400 persons; that the com- 

DR. ROBERT REINER 
any has brought out three new models and is now work- 
g on larger models. 
Che foreign sales of the Rotaprint are said to be most 


gratifying. The machine has been on sale nearly five years 


longer abroad than in this country and enjoys a world-wide 


Concerns of high type all over the 
adopted the 


even in this country a 


distribution very 


world have machine, and the company has 


most impressive list of users, in- 


cluding some of the largest concerns in almost every field, 


who use the machine as standard equipment Those who 


ave been most directly associated with Dr. Reiner since 


the incorporation of the company in this country in De- 


cember, 1926, feel that a large part of its success is due 


to the personality, energy and far-sightedness of the presi- 


ympany is in an excellent posi 


sales in this 


improvements have 


that the c 
ring about an increased volume of 
1928 Marked 
equipment and the 


Dr Reiner feels 


during been 
facilities of the 


made in tactory com- 


pany have been much increased. 
predicts a prosperous year, not only for his 
own company, but for others. He plans a systematic cam- 


paign of advertising, from which satisfactory results are 


Offset printing, particularly as relating to the 


s knowl- 


office appliance industry, is in its infancy insofar a 

edge of it by the great business public is concerned. Much 
however, will be done through advertising to acquaint the 
public with just how this method of duplicating can be 


best used 
While Dr. 


the misfortune to be 


August, he had 
automobile 


Reiner was in Germany in 
injured in an accident. 


The injury, while painful, was, fortunately, not serious, 


and he expects to return to Germany for a short visit in 


April 
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Indiana is the home of good 
desks, because Indiana fur- 
nishes the basis for them- 

home grown, natural raw 
stock and plenty of it in the 
finest quality. If your desks 
come from Indiana, the 
chances are they’re good. 
But if for any reason they 
are not fully satisfactory—ii 
the line is not as complete a 

vou would like, let us sub- 
mit our proposition. 


Indiana Builds Good Desks 


The new 3600 Indiana Desks 
are a distinctive line at a 
medium price, filling the va 
cancy between the low 
grade, price goods and the 
high quality material. Beau- 
tifully finished with lacquer 
in oak, mahogany and wal- 
nut finish. Five-ply tops, 
three-ply panels, cast brass 
boots and drawer pulls; fin- 
ished and fitted interiors. 
Ask for illustrated folder of 
the 3600 line. 


INDIANA DESK COMPANY 
JASPER, INDIANA 


JASPER is located here 
on the Southern Railroad. 
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Co 
2 Dozen No. 601/1 


6 Dozen No. 601/2 
2 Dozen No. 601/F 





ntents Include: 
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Something NEW! 


An Attractive Mahogany Stand 


forthe VAN DYKE Pencil 
No. 601 


with the ‘‘Clamp”’ adjustable eraser 


a » 
. > ae - ’ 
WITH ADJUSTABLE ERASER CLAMP 


EBERHARD FABER 
<*> 


VAN DYKE 
Stand No. 654 





Sa wae oar ag ag “The Oldest Pencil Factory in Ameriéa 


layed i f ' 
a NEW <> york 


in rear 


as refills. 





y, 1928 
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No. 35 


Center 
Desk Drawer 
Tray 


Your customers have been looking for 
a tray of this kind in which to keep 
their pencils, pens, pins, clips, rubber 
bands, stamp pads, etc., in orderly ar- 
rangement — easy to find when 
wanted. 





Dozen Price -- $18.00 list 
F. O. B. CHICAGO 


Substantially made with dovetailed 
corners and three ply bottom. Natural 
lacquer finish. Outside dimensions 
201." long, 8" wide and 1'/," high. It 
has eight compartments and fits in the 
center desk drawer. 


Order a dozen today and start this 


new business your way. 


IMPERIAL 
METHODS CoO. 


Forest Park Illinois 


Schubert Office Specialty Co., 
Pacific Coast Distributors 
1405 S. Hill St., Los Angeles, Calif. 
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The Trail is Blazed 


Complete Your Desk Sales 
with the aid of 


DESK 
Necessities 


Do you wish for further 
Information? 


We will be pleased to 
be of any assistance. 


Ravenswood Office Specialties Company 
1800 Newport Avenue, Chicago, III. 


ROSCO 


Transparent Desk Pads 
The Inadrawr 
Glass Top Equipment 














HORDER'S, view of ee + executive desk. The 
ROSCO Transparent (Glass Top) Desk Pad 
completes the required fittings of a fine desk. 
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Much stapling can 
be done only 
with 


GESTED) 


STAPLING PLIERS 


U.S.and FOREIGN PATENTS 














at retail 


F the material to be stapled is up or down where it 
cannot easily be gotten at for stapling, or if there 
are large numbers of sheets to be stapled at one time, 
or if there is cardboard, leather or other materials to 
be stapled—-then a Neva-Clog is worth its weight in 
gold. 


And how it does staple! Just a gentle squeeze and 
the bullet-nosed Neva-Clog staples zip through in a 
flash. 


You will sell Neva-Clogs easiest to those who already 
have one or more stapling machines. For they will be 
quickest to appreciate the advantages a Neva-Clog 
brings them. 


Why don’t you try one out yourself? Send the coupon 
below for a sample Neva-Clog and box of staples 
Return them at our expense if they are not entirely 
satisfactory. 

Neva-Clog Products, Inc. 

1188 Main Street, Bridgeport, Conn. 


Gentlemen: Without obligation and with return postage prepaid, 
you may send me a sample Neva-Clog Stapling Plier and box of 
Neva-Clog staples 


Name 
Street 
City — 


State 
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PASSED AWAY 




















I 
James Consor 


The recent death of James Consor, fourteen-year-old son 
of Mr Mrs. H. A. Bolles Harbor, caused 
deep throughout Weis Manufacturing 
friends of the lad in 


Consor of 
the 
crganization and the many 


and 
sorrow entire 
Company 
his home and school surroundings. Young Consor lost his 
life by drowning on Saturday morning, December 17, while 
hunting on Chesapeake Bay. He was a student at a private 
school at Camp Chesapeake, Va. Office Appliances joins 
in extending sympathy to the grief-stricken parents. 

Funeral held at the 
on South Monroe street, Monroe, Mich., on Monday, De- 
the Stewart McClel- 


Presbyterian Church officiating. 


services were former Consor home 


at 2:30 p. m., Reverend 
land, pastor of the First 
Interment was at Woodland cemetery 

The factory and offices of the Weis Manufacturing Com 
pany, of which Mr. Consor is president, were closed on the 


cember 19, 


afternoon of the funeral. 
t F + 
Gustav Dreikorn 

On November 11 there passed away at the age of fifty- 
nine years Gustav Dreikorn, founder and part owner of the 
firm of Géckeritz & Dreikorn, which has been in the office 
equipment Lusiness for many years and whose store is lo- 
cated at Staatsburgerplatz 7, Magdeburg, Germany. 

' FF + 
Albert Peiser 

Sorn February 29, 1840—passed away October 28, 1927. 
Almost eighty-eight years of life and an innumerable host 
of friends! What a record to leave behind one! Our Ger- 
man contemporaries say of Albert Peiser that his unfailing 
sense of humor and his practical optimism were as a re 
freshing breeze to those who came in contact with him 

Albert 1879 founded at 
office equipment firm which bears his name and which he 
directed to the The National Office 
Machine Dealers, of which Herr Peiser the 
founders, and other German stationery and office equip- 
at his passing 


Peiser in sreslau, Germany, the 


last. Association of 
was one of 


ment associations express profound regret 


away. 
+ + + 
M. Cannasse 
On November 8 there was held at Paris the funeral 


for M. Cannasse, who died at the age of forty- 
M. Cannasse manufactured 


ceremony 
two years after a long illness. 
a typewriter table called the Moderny. 
tr F +€ 
E. C. Lamb 

Office Appliances regrets to announce the death of E. C. 
Lamb of the Munster-Lamb Company, store and office fix- 
Mr 


tures, Cincinnati, Ohio Lamb passed away on Friday, 


November 25. 
+t + + 
A. T. Powell 
The many friends of A. T. Powell of New 
will learn with regret of his death on November 10 
Powell Forest Hills, L. L., 


operation for appendicitis, and while in a weakened condi- 


Haven, Conn., 
Mr. 
was recovering at from an 
tion was stricken with pneumonia and passed away on the 
date named. 

Funeral services took place at the home of Mrs. Powell's 
parents in Forest Hills on Sunday, November 13. 
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Beau Geste —new for 1928 


r A new suite, Beau Geste .. . new in design ... new 
. in spirit . . . vivacious, yet with a background of | 
sound worth and substance. A showing of this | 

| 





new suite will lend zest and sparkle to the 
exhibits on your sales floor. Note, in the 
e photograph, the club chair, davenport, 
lamp, drapes and rug. The deneleae 
ment of the Leopold idea in office 
furniture merchandising will | 
enable you to include these | 
in your 1928 proposals. | 





Office furniture and office furnishing—a complete service 














With 
Card Drawer 
Check Drawer 


Document Drawer 
Inserts 











Price! 
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No70o 


ECONOFILE 


In Every Size, In Every Drawer Style 


Here is a line you can feature with a price tag. 
price isa strong attraction. 


The case is sturdily reinforced, and finished in 
Olive Green, Walnut and Mahogany. The 
drawers operate smoothly on dependable rollers 
that never need servicing. Once your customers 
start with Econofiles, reorders are in steady 
prospect. Because of the beauty and service 
the line makes good, and the large assortment 
of file uses coupled with an extremely low price 
induces frequent buying. It will pay you to 
receive full catalog description and price list. 
Write today. 


INVINCIBLE 


METAL FURNITURE CoO. 


Manitowoc, Wisconsin 


New York Chica 
R. Orthwine E. E. Biar 
I 


gC 
R skmever 
‘4 h6UWW 4th St 133 W ‘ 


ak St 


The large variety of drawer 
inserts in standard heights, counterheights and deskheights 
enables you to supply every demand. 









The low 








Strength! 
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For several years Mr. Powell had conducted his own busi- 
ness at 341 State street, New Haven, Conn., handling 
exclusively the line of the Steel Equipment Corporation of 
Avenel, N. J. He had a wide acquaintance and enjoyed 
the affection of many friends. He is survived by Mrs. 
Powell and one child 

Since Mr. Powell’s death, the Steel Equipment Corpora- 
tion has taken over the business and made it a direct 
factory branch. 

Before Mr. Powell went into business on his own account, 
he was connected with the Stéel Equipment Corporation's 
New York branch as salesman for several years 

+t - + 
Sylvester Pilkington 

Sylvester Pilkington, for fifteen years with the American 
Writing Machine Company, died on November 18 at the 
age of thirty-two years. His death resulted from an opera- 
tion for ulcer of the stomach. 

The remains were interred in the Holy Cross cemetery at 
Newark. 

Mr. Pilkington was married, but had no children. He 
had been in the employ of the American Writing Machine 
Company until last summer, when ill health forced him to 
take an outside position 

Mr. Pilkington was a young man of fine character and 
with health would have gone far in the business world. 
His death caused deep sorrow. 

+t + + 
Nelda-Lee Cable 


With much regret we note the recent passing of Nelda- 
Lee Cable, age nineteen months, daughter of Mr. and Mrs. 
Harry Cable of Toronto, Canada. Mr. Cable is connected 
with the Dictaphone organization. Office Appliances joins 
other friends in sympathy to the bereaved parents 

+t - + 
C. H. Albertus 


C. H. Albertus, who was a city salesman with the Phila- 
delphia branch of the L. C. Smith & Corona Typewriters, 
Inc., seven years, succumbed to heart trouble some weeks 
ago. He had gone to a hospital, and appeared to be gain- 
ing until the time of his demise 

Mr. Albertus was a faithful, loyal and trustworthy 
worker and had a splendid record. He was a man of 
unusual capabilities, of charming personality and highly 
respected by his associates. Surviving are the widow, two 
sons, Charles and Robert, and one daughter, Esther 


tb + 
Mrs. Eliza Morse 


F. H. Morse, manager of the Chicago branch, Woodstock 
[ypewriter Company, suffered the loss of his mother at 
Detroit, due to an illness of advanced age. Mrs. Morse 
was eighty-six years old. Interment was at Port Huron, 
Mich., the original home of the family. In addition to 
F. H. Morse, Mrs. Morse left one daughter. Two half- 
sisters of F. H. Morse by a former marriage of his father, 
also survive. The many friends of the family find solace in 
this passing of F. H. Morse’s mother in the compensations 
of a long life of usefulness and cheer. 


++ + 
Wolfgang Jessen 


Wolfgang Jessen, vice-president of the Von Boeckmann- 
Jones Company, Austin, Texas, passed away suddenly some 
time ago. He was active manager of this stationery and 
printing concern and was one of the pioneers of the line 
in Austin. Mr. Jessen was fifty-one years old, born in 
Brenham, Texas. Surviving are the widow and four sons, 
Frank E, Harold E.. Werner W. and Wolfgang E. Jes- 


sen, Jr 
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Model 1—The standard universal Hotchkiss Pa 
ae ee to 25 » hy ; nieed a 
. Bi . a 
wah Hotchkiss Staples. 


“‘Model One’’— 


The Leading Paper Fastener 


HERE is a Hotchkiss Automatic Pa 
Fastener for every paper fastening need. But 


every business should have Model One. 

Hotchkiss Model One is the standard paper fastener for 
everyday general use. It is small, neat, easy to handle, 
quick acting and, like all Hotchkiss models, absolutely sure 
in operation. It is economical to buy and to use. It is 
“fool-proof” and satisfies most average requirements by 
binding securely up to 26 sheets of paper. 

You can recommend Hotchkiss Model One with every as- 
surance that you are offering the best all-purpose paper 
fastener on the market. You can sell it with perfect con- 
fidence in its satisfaction-giving ability—knowing that it 
will do more things and do them better than any other 
fastener of its kin 

You know the name “Hotchkiss.” So do your customers. 
It is the mark of leadership in paper fasteners. It repre- 
sents opportunity. Feature it along with Model One in al! 
your selling efforts. 


THE HOTCHKISS SALES COMPANY 


The world's largest makers of paper fastening 


machines and staples. 
Norwalk 


Hotchkiss Wire Stapling Ma- 
chine. Easy to operate. Guar- 
anteed clog-proof when used with 
the new genuine Hotchkiss frozen 
wire staples. Machine binds up 
to 50 sheets of 16 lb. paper. 


nnn 








The new Hotchkiss wire staples are preformed and “frosen™ 
into a strip of 250 staples by a special process. 





MACHINES 
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A NEW IDEA 
IN TRANSFERS--- 


THE 


AUTOMATIC 
BOOK BINDER 








For an efficient and economical method 
of permanently binding completed 
sheets the new Automatic Book Bind- 
er is supreme. Its novel principle of 
post construction appeals to all users 
and opens a _ tremendous potential 
market among Department Stores, 
Public Utilities, Insurance Companies, 
Banks, etc. 


No Master Binder is required, no 
strings or repunching of sheets—elim- 
inates bulky and expensive post 
binders. 


SEND FOR BOOKLET 


Every dealer should know about this 
new binder and how it can make the 
medium for increasing sales. De- 
scriptive pamphlets, price list and dis 
counts on request. Also ask for the 
complete catalog of Cesco Products. 


LOOSE LEAF 


The C. E. SHEPPARD CO. 


271 Van Alst Avenue 
LONG ISLAND CITY 
NEW YORK 
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Cleveland Exchange Typewriter Dealers 

The December meeting of the Cleveland Exchange Type- 
writer Dealers Association was held on Tuesday evening, 
December 20, at the Hotel Olmsted. There was a good 
atteridance which evidenced the keen interest the trade feels 
in the affairs of the organization. Dinner preceded the 
meeting and then the business session convened with 
President F. McBurney in the chair. The application for 
membership by the Central Typewriter Company of 1402 
St. Clair avenue was favorably passed upon. Louis Pierce 
is the proprietor. 

Practically the entire evening was spent in a discussion 
of credit matters. The speaker of the evening was Attorney 
Daly, who outlined the advantages to be gained by having 
an attorney to handle all collections instead of each member 
employing a separate attorney. Mr. Daly took up the 
various steps necessary to handle delinquent accounts and 
pointed out that in many instances when a debtor saw that 
the creditor was a member of an association and legally 
represented, a letter from counsel would make it unneces- 
sary to take further action. Another factor was that by 
the association having a collection department, chronic 
“dead beats” and slow-pay individuals or firms would be 
automatically eliminated, as before credit was granted the 
experience of the various members would be checked up 
and given the member inquiring as to the credit standing 
of the applicant. 

While no definite action was taken, due to the fact that 
the next meeting will be the annual one and new officers 
elected, it is more than probable that the action as outlined 
will be adopted in the near future. 

The annual meeting is slated to occur on Tuesday, Jan- 
uary 17th. The association has made remarkable progress 
during the year under the leadership of President F. Mc- 
Burney who was largely responsible for its formation. 
Policies inaugurated at his suggestion have proved very 
beneficial to the trade at large, the majority of whom are 
members of the association. As Cleveland has been chosen 
for the 1928 meeting of the national association, the local 
body is making preparations to see that nothing is left 
undone that will contribute to the success of the con- 
vention.—A. E. D 
_ — 


Incident of a Parker Pen Order in Seoul 

Forbes’ Magazine in the issue for January first, under 
the title “Little Bits About Big Men,” carries an interesting 
item about George S. Parker, president of the Parker Pen 
Company, Janesville, Wis. Mr. Parker travels widely and 
relates an experience as follows: 

“IT was interviewing a Japanese firm in Seoul. It was 
December and nearly zero. The establishment was a large 
department store. I asked for the owner and a very young 
man presented himself. I questioned him rather sharply 
on account of his youth and learned he was the son. I 
insisted on seeing the man to whom my letter of introduc- 
tion was addressed. 

“Unfortunately he spoke but few words of English and 
as I spoke no Japanese I had to talk through my Korean 
interpreter. We adjourned to a room without a fire or any 
warmth whatever. My interpreter did not suit him and he 
sent for his man. I first addressed myself to my inter- 
preter; he, in turn, spoke to the other interpreter, and he, 
in turn, spoke to my prospective customer. 

“It was a very curious and comical proceeding and lasted 
without interruption from 10 o'clock until 3 o’clock in the 
afternoon. We kept at it until the whole transaction was 
closed. At times we were surrounded by clerks whe 
wanted to listen-in on our four-handed conversation. 

“That was two years ago. The store owner is still one 
of our best customers.” 
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Jamestown 
Metal Desk 
equipment 
installation 
in the large 
offices of a 
prominent 
candy manu- 
facturer. 








They re turning to Jamestown Metal Desks ! 


HROUGHOUT the country 

many of America’s largest 
offices are being modernized 
with Jamestown Metal Desk 
equipment. 


The unique construction of 
Jamestown Metal 


The growing popularity of 
this most highly developed 
metal desk equipment line 
offers an outstanding sales 
opportunity to the Office Appli- 
ance Dealer. 





Desks incorporates 
many exclusive 
features which 
make possible 
greater clerical 
efficiency in large 
as well as small 
offices. 


JAMESTOWN 
METAL 
DESKS 


Write for our 
interesting sales 
proposition today. 
It will be worth 
your while. 







JAMESTOWN METAL DESK CO., JAMESTOWN, N.Y. 
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= Dealers Profit through : 
: Oxford Policies E 
a The policies outlined here are not a meaningless set of statements. re 
a They represent our sincere beliefs. On this platform we solicit the me 
ie business of office supply dealers everywhere. > 
< 1. Oxford sells only through the dealer. This has proven to be the a 
<< logical and most economical channel of distribution in this field x 
~ and assures the utmost value being delivered at all times. st 
5" ’ , > 
< 2. Oxford assumes a share of the cost of reselling—of helping the st 
o dealer instead of leaving all the selling effort to him. ~ 
st 3. It is our policy to apply specialized production methods to in- ~ 
~~ crease quality or to lower cost, and, if possible, both. SS 
S 4. Oxford guarantees very broadly, replacement or ‘‘money back’’ SS 
S for any defective merchandise. This protects the dealer and S 
s consumer alike. “ 
bat 5. It is our policy to specialize exclusively in the manufacture of = 
a filing supplies. This emphasizes and amplifies all our other a 
wm policies. Ei 
oe It ts our purpose to make 1928 a still bigger year for Oxford a 
ee dealers. If this purpose and these policies appeal to you, write a 
AW for full information. x 
wm 500 Driggs Avenue Brooklyn, N. Y. pt 
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The Alignment of a Typewriter 

It is not surprising that a typewriter eventually loses its 
alignment when one understands how much more some 
letters of the English language are used than others. In 
fact, it is surprising that a new typewriter maintains such 
good alignment for so long a time. 

The “E” is used approximately fifty times to every time 
the “Z” occurs and more than twice as often as any one 
of nineteen other letters of the alphabet. In a count of 
one million letters it was found the “E” was used ten 


060 
PREg’ | ’ © 
r t ASH ack 
| 
1| 
| 
st a me ees Loe crn 'Y ’ c 8 4 , 3 X 
CHART SHOWING RELATIVE FRE 
QUENCY OF THE USE OF 


LETTERS 


times to a total of slightly more than seven for the other 
twenty-five letters 

In almost any article writen in English six letters of 
the alphabet carry almost half the burden, leaving the 
other half to be borne by the remaining twenty. The six 
most frequently used are “E,” “T,” “A,” “I,” “N,” “S.” 

When you observe one of these letters striking out of 
line do not condemn the machine. Realize this letter is 
doing more than its share of the work, and, naturally, it 
gets more wear 

The chart shows the relative frequency of use of the 
letters. —F. W. Broughton. 


a 
Henry Kass Advertises Success 

Henry Kass, president of Henry Kass, Inc., of Albany, 
N. Y., recently took considerable space in the Knicker- 
bocker Press to announce the greatest eleven months’ 
business in the history of his house. Mr. Kass is a cash 
register system expert and is one of the largest independ- 
ent cash register dealers in the United States. His ac- 
countants, Thorne, Best & Park, Inc., of Albany, compiled 
their figures and assigned what they call business points to 
the results. Thus, in 1923 for twelve months there were 
2,592 business points. In 1924 the business made 2,630 
points. In 1925, 2,798 points; in 1926, 3,450 points, and 
for the eleven months of 1927 up to December 1, the busi- 
ness had made the highest record yet, or 3,511 points 


catienienpitlbiettiphinis 
Asbury Park House Increases Scope 
Butler's Office Equipment Company, 417-419 Bond street 
Asbury Park, N. J., are enlarging their activities in the 
office equipment field 
rhe president, John A. Butler, was at one time with the 


National Cash Register Company and later with the Bur- 
roughs Adding Machine Company. He left the latter com 
pany to become president of Butler’s. 

Butler’s have been established for around four years and 
will be glad to hear from manufacturers of office appliances 
and office equipment who may have dealerships open in the 
territory served by this firm 








List Price $7.50 


Daylight all night 
long ---- from 


Cell-o-lights 


Light as soft and clear as daylight 
comes from this improved type of il- 
lumination. Neatly designed and at- 
tractively finished in statuary bronze 
or verde green, it has a special feature 
in the scientifically constructed day- 
light lens. Does not require special 
bulb—any make of proper wattage 
gives first-class results. 


Various models are available for office, 
factory and home, portable lamps for 
desk or table, reflectors for drop lights, 
and lamps for roll top desks, switch- 
boards, filing cabinets, radio receivers, 
for color matching, for display, etc. 


Commercial stationers and furniture 
dealers are invited to write for info 
mation and price-list. When you 
know about CELL-O-LIGHT features, 
you can visualize a very desirable vol- 
ume in your territory. 


Cello, | 


19 W. Houston St. New York 
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A Policy Towards 
Field Representatives 
That is Different 


We don’t want you to do the hard 
initial work and then get nothing out of 
it when things begin to break well. We 
shall be glad to tell you more about the 
way we feel if you’ll let us. Meanwhile, 
bear in mind the SPEEDAUMAT 





er es — 





is the cheapest, most compact and fast- 
est working address unit in the field. 


It is used by Kalamazoo Stove Works, LaSalle 
Extension University, Ford, Fordson and 
Lincoln, Penn Mutual Life Insurance Com- 
pany, and dozens of others. For years it has 
been paramount with publishers, from the 
Curtis Publishing Company down to the 
country newspaper. 


A recently developed hand machine is the 


Speedaudresser AB 





most up-to-date device for addressing of all 
kinds, including small office lists, clubs, 
churches, lodges, etc. 


This line of machines will make a strong 
addition to your business if it is non-competi- 
tive with what you are carrying, and is 
saleable to the same customers. 


Many good territories are still available. Write us! 


Speedaumar 


Addressing Machinery 
2023-2033 WILLOW ST. 


PHONE BRUNSWICK 7540 
CHICAGO 
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Rapidex Display 
The illustration shown herewith pictures the attractive 
self-selling display card which the Bates Manufacturing 
Company of Orange, N. J., will hereafter furnish with the 
Rapidex. Six Rapidex are mounted on each card. Two 














ATTRACTIVE DISPLAY CARD NOW SUPPLIED WITH 
RAPIDEX 
cards are packed together as the standard package which 
consists of a dozen units of the Rapidex. 

This display, mounted on an easel, is of convenient size 
and the three-color scheme is worked out attractively. The 
manufacturer states that these cards will be ready about 
December 5 

_ - = = 
Smith Equipment Manager at St. Louis for Berger 

Xenophon P. Smith has been appointed equipment 
manager of the St. Louis branch of the Berger Manufactur- 
ing Company In his new position Mr. Smith will super- 
vise the sale of Berloy steel filing cabinets, desks, shelving, 


safes and lockers 





XENOPHON P. SMITH 
Mr. Smith comes to the Berger Manufacturing Company 
with a wealth of experience in the steel equipment bus- 
iness and will devote his entire efforts to the sales promo- 
tion of the complete line of Berloy steel office equipment 


in the St. Louis territory 
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_ FiberstoK Sales Grow 


\ | Biccer BIGGER BIG GER 


y Get Started Now 


= . With comparatively little investment you 
. ) sid can start an avalanche of steady sales. The 
<a SS SA FiberstoK line of red rope products is 

\ ve Te ks a real business builder. The quality 

. “ales stands out like a 1928 car among a lot 

‘ / ; y of old-timers. Follow the example of 

: “ae | | Y |) i other up-to-date dealers—weed out 

¥ the weak sisters and concentrate on 


‘} these husky items. 
We have snappy window and counter 
cards as well as sample display racks 




















Fes available. Write for photographs of 
our sales helps—also samples and 
~. trade discounts. 
\ \ f ‘ 
\ \ ~ 
x‘ , hi 
\ X 
\ \ 
~ ‘ 
Some of the items in j 
the FiberstoK Line ] 
| JF 
Flat and Expanding Enve'opes, “Con- UY ) 
gress Tie” Envelopes, Flat and Expand- a A 
ing File Folders, Flat and Expanding File \x -% ZB Z V4 
Pockets, Partition or Pocket Envelopes, ei.» q ya 
Mailing Envelopes, Flat and Expanding; = ~6@o 
Bank Book Covers, Legal Document En- ~~ 
velopes, Photo Mailing Envelopes, Col- hy 
lateral Filing Envelopes, Security Mail- Wa \\y!, 
ing Envelopes, Alphabetical, \ 
Numerical, Monthly Deposit 
Slip, Stamp Holder and 
Pocket Files, Catalog En- Fib r t 
velopes. 1 e ) 














National FiberstoK Envelope Company 


429-447 Moyer Street, Philadelphia, Pa. 
New York Office, 150 Nassau Street 
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CARTER MAKES A CARBON 


FOR EVERY PURPOSE 


For typists who have a light or a heavy touch, 
for making one to a dozen copies on any kind 
of paper, for correspondence, billing and legal 
work as well as pen and pencil use, Carter 
makes the proper carbon. 


You may expect Carter to tell you what Carter 
Brands you need to service your customers and 
how to develop and hold this profitable business 
in carbons and ribbons. 


January is always a good time to consider new 
methods of increasing your volume of sales. Let 
us outline the possibilities of the Carter line--- 
if this much interests you a Carter representa- 
tive can say the rest---at your convenience, 


of course. 


THE CARTER’S INK COMPANY 


Manufacturing Chemists 
ESTABLISHED 1858 





BOSTON CHICAGO 
NEW YORK MONTREAL 
Manufacturers of: 
Writing Inks Adhesives 
CARTER RIBBONS Carbon Papers Inked Ribbons 
Are Made in All ‘Lengths Stamp Pads Mechanical Pencils CARTER MAKES 
Fountain Pens DESK SETS, FOUNTAIN 


and Colors for All Writing 


Machines PENS and PENCILS 
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Remarkable Issue of Famous Newspaper 

Office Appliances has just received a copy of the City 
of London number of the London Times and the editor 
thoroughly appreciates the privilege of going through this 
highly interesting issue which comes to us in two parts 
of twenty-six pages each 

Part One gives illustrations of famous buildings and 
institutions such as Guildhall, a panoramic view of the 
city and certain old buildings as they appeared in 1851 and 
1875. Pictures of two famous old trees are also given. 
Within, the advertisers lean toward the historical them- 
selves, making the advertisements of no little interest. 
There are stories of great private institutions with pictures 
of the founders and the original quarters in which they 
were housed. A history is also published of the Institute 
of Chartered Accountants of England and Wales: an article 
on the City of London’s lead in finance and trade; the 
Lord Mayor’s message; an article on the Source of Lon 
don’s Greatness; The City and Parliament; London in 
Roman Times; London Wall and Gates and many other 
articles of intense historical interest with old prints, illus 
trations, maps, etc. There is so much of historical signifi 
cance in London that one can hardly get a correct perspe: 
tive of English history without understanding the history 
of London itself, which since the time of Caesar has beet 
the real heart of the Empire. We cannot here go ovet 
all of the intensely interesting articles which are published 


this number of the Times, but we do wish to compli 


ment “The Thunderer” on the creation of a wonderfu il 
significant number 

Part Two continues the history of London and its k 
ing institutions, giving on the front page reproductions 
ancient charters from the time of William the Conqueror 
to that of John, with old prints illustrating significant 
scenes in British history, such as Alfred the Great rebuild 
ng the walls; William the Conqueror granting a 
to the citizens of London; King John sealing the Mag 
Charta; Queen Elizabeth visiting the first royal exchange 
Charles | demanding the five members of Guildhall, et: 
There is a history of the Salvation Army in London and 
various articles including one on the chief magistrates of 


London in legend and history. Then there is a very thor 


discussion of the wards of London, something about 


the old London bridge, the tower and many other matters 
n which every student of history is keenly interested 
Few cities could produce a paper as interesting as the City 


¥f London number of the Times, for London has not only 


the background history, but it is the cradle of modern 
ept S the libert or mat 
> 
A Warning 
i) App ances 15s requested to state on De ilt of the 
American Writing Machine Company that no one except 
pany’s branch managers has authority to appoint 
agents for the sale of the Invincible Plastic type cleaner 
It has happened that persons to whom the company has 
s the Plastic type cleans ave gone out territory 
, - ' to small de the same t c x the 
. sive rights to the territory, 
American Writing Machine Company is not giving 
4 exclus e te 4 r t i d preters } e the 
eold ‘ eg ry stear c < , 
k 25, 50 or 100 per cent 
> 
Swift Back from Southern Trip 
wilt, vice president nd general manag 
» r Type ( i Ss re « ( re i 
tr r tne > tne Pac ( ( st Mr 
> t Sa ew acq Ss i d \ yr ft h 
. . ‘ S is valuable addit 





30 Million— 


and over half of them prospects 


Vul-Cot means “waste basket” to a nation! 
Six million magazines carry the Vul-Cot mes- 
sage to thirty-million readers—every month 
during 1928. And half of these thirty-million 
readers are possible Vul-Cot customers. Sta- 
tioners, office outfitters and department stores 
everywhere have little trouble in selling this 
nationally advertised waste basket by the 
dozen! If you’re not a Vul-Cot dealer write 
now for complete details. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware, U.S. A. 


VUL-COT 


- the national wastebasket 
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BOSTON 


PENCIL SHARPENER 





| 
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“A ball-bearing pencil sharpener!” 


That one sature alone means quit ker action more positive 
results less effort—and of course, the fact that it's a 
BOSTON means “highest quality.” Best of all, for the 
dealer it means immediate interest ,.a quick sale and a de- 
lighted customer It's brand new and it's a winner You 
should show it just as quickly as possible. 


Why not a sample order right now? 


C. HOWARD HUNT PEN CO. 


SEVENTH AND STATE STREETS CAMDEN, NEW JERSEY 
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C.HOWARD HUNT PEN CO 
CAMDEN ,N.J. 
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National Purchasing Agents to Hold 


Inform-a-Show 

Ihe thirteenth annual international convention and 
Inform-a-show of the National Association of Purchasing 
Agents, Inc., will be held in the American Royal building, 
Kansas City, Mo, May 28 to 31, 1928, inclusive 

All group and commodity sessions will be held on the 
same floor as the Inform-a-show Members must pass 
through the Inform-a-show on the way to and from all 
meeting rooms. The show is open to the public only as 
exhibitors give free tickets to those prospects they desire 
to have attend Exhibitors who purchase space are entitled 

















LANE, Washington (D. C.) representative of the 
Mfg. Co., Chicago, presents latest model Comp- 
Mitman, curator of the Department of Adding 
Machines, for exhibition in the Smithsonian Institute The ma 
chine is the gift of Dorr E. Felt, president of the Felt & 
Tarrant Mfg. Co 


GEO. D 
Felt & Tarrant 
tometer to Mr 








to a reasonable number of admission tickets, two-line sign 


' 


showing the name and address of the exhibitor, electric 


lights on booth columns for decoration, service of removing 


empty cases from booth to storage and return at close of 
show, janitor service at specified times during the show, 
night watchmen in building, and datly list of convention 


registrants 


Previous Inform-a-shows have had a wide list of sub 
jects exhibited, such as meters, safety devices, office equip- 
ment, pumps, automatic machinery, sheet steel, furnaces, 
coolers—in fact, something from almost every line of 
industry with which purchasing agents as a class are 


concer? ned 
like 5.000. The 


Che association membership is something 
combined buying power is est'mated at $4,000,000,000 per 
year 

Requests for space should be made to T. R. Harber, 


chairman, Inform-a-show Committee, care Kansas City 
Power & Light Company, Kansas City, Mi 
> 
Joslin Catalogue No. 25 Now Ready 
A. D. Joslin Manufacturing Company, makers of time 


| 


marking devices, Manistee 


general 


stamps, dating stamps and 


M ichigan, 


catalogue 


have completed rinting of their new 


No. 25. Copies are now available and will be 


sent gladly on request 
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There’s something NEW under the sun 
--the ROTAPRINT is NEW 


YEAR ago, but few concerns in America knew 
A that there was a machine that within an hour, 

could reproduce the most complicated job of rul- 
ing, or charts, maps, illustrations, etc. Today, thou- 
sands know of it, and still the ROTAPRINT is NEW in 
its principle—speed—simplicity as applied to the Office 
Appliances field, and the largest concerns in the world, 
over their own signatures, are stating savings as high as 
80°% on reproductions of forms formerly purchased from 
an outside concern. Today they are doing this work in 
the privacy of their own office with their regular office 
help and saving in many instances weeks of time, to say 
nothing of the dollars and cents. 


You, business men, who read this advertisement, 
should answer it—should inquire what the Rotaprint will 
do for you, and you, Office Specialty men, who are not 

ae happy with your present connections, should get in touch 
OFFSETTING DUPLICATING : sere Il 

AND PRINTING MACHINE with us at once. There are some good territories st 
open for the right men. 





Requires 
No Type-Se No Wax Stencil 
a ee ee ee REINER’S ROTAPRINT, INC. 
7 THE LATEST INNOVATION 
= IN PRINTING Wf 
a * Quoc, 





& Operated by regular office help VP. end Gen, M 
.-P. and Gen, Mgr. 


er 
, Suite 1106 One Park Avenue New York, N. Y. 
er, Pacific Coast Cleveland Canada Chicago 
ow 0. C. Haney Corporation, Ohio Rotaprint Corporation, Rotaprint Company, Chicago Rotaprint Agency, 
ty 404 Weat Ninth Street, Suite 503, Prospect-Fourth Bldg. 52 Spadina Avenue, 810 First National Bank Bidg., 
Los Angeles, Calif. Cleveland, Ohio Toronto (2) Canada Chicago, Illinois 
Washington, D. C. Detroit Hartford Richmond 
N. M. Minnix Co., Inc., Michigan Rotaprint Corporation, Connecticut Rotaprint Corporation, Rotaprint Sales Company of Virginia, 
712 Thirteenth St. N. W., 513 Shelby Street, 186 Pearl Street, 605 Bast Main Street, 
Washington, D. C. Detroit, Michigan Hartford, Conn. Richmond, Va. 
n¢ 
Toledo Texas Atlanta St. Louls 
ee Ohio Rotaprint Corporation, Clark and Courts, Piedmont Rotaprint, Inc., Rotaprint Company of St. Louis, 
1607 Canton Street, Galveston, Texas 409 Rhodes Building, 804 Pine Street, 


ral Toledo, Ohio Atlanta, Georgia St. Louis, Mo. 
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ANNOUNCING THE 
NEW ENGLAND 
Office Equipment 
EXPOSITION 


AT 


MECHANICS BLDG. 

BOSTON, MASS. 

April 9th to 14th, Inclusive 
1928 


Floor plans and complete information on request. 


TATE EXPOSITION Co., INC. 


JAMES F. TATE, PRES 
225 BROADWAY NEW YORK, N. Y. 























L ; 
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4g are the three qualities which explain the surpassing efficiency of the 
Remington Bookkeeping Machine. 


The superior speed of this machine is well known. Since the introduction of 
the New Remington Front Feed Mechanism, it has become unrivaled in the 
swiftness with which it functions. 
















But every practical user of a bookkeeping machine knows that speed 
is useless without accuracy, and even accuracy is not final without 
certainty. You need, above all things, an infallible proof 
that you are right. 


The Remington Bookkeeping Machine furnishes this proof 

—as a by-product of the work. When the posting is 
completed, everything is completed, including the proofs. 
If these proofs agree with the pre-determined totals, <9 
you have final proof of accuracy. There is no checking . 
back—the Remington Bookkeeping Machine com. 
pletes the work in one run. 


It is the combination of these three advantages 
—speed, accuracy and certainty—that - , 













explains the exceptional time and cost — ae 
saving service of the Remington Book. ““—sayR 
, . 
keeping Machine. ~ Ey" - 


4 





We shall be glad at any time, on your 
request, to demonstrate to you how 
these proofs are obtained. And to make 
this evidence decisive, we will be glad 
to make this demonstration on your . . 
own work. < _— Ss 


Bookkeeping Machine Department 


REMINGTON TYPEWRITER 
DIVISION 


Remington Rand Business 
Service, Inc. 


374 Broadway, New York 


Branches Everywhere % 


Remingte 


BOOKKEEPING MACHINE ~ 
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WhentTalking Inventory 
CONSIDER 


TURNOVER AND PROFITS 


The popular demand for quality products at a fair price 


is always large. 


And what line—-what items—can better the half century old reputa- 
tion for quality and integrity possessed by Higgins’ Inks and 


Adhesives? 


Your customers—in all businesses and professions, know Higgins’ 
Inks and Adhesives—use them in goodly volume and call for them 


by name. 


Displayed in your store, Higgins’ Inks and Adhesives 


constantly and ate ny J remind your customers that you are ready 
n 


to serve them with the 
the market has to offer. 


est merchandise at the fairest prices that 


CHECK THIS LIST FOR SIZES and ITEMS 


DRAWING INKS 
BLACKS 
Waterproof (white label) 
General (red label) soluble 


COLORS 
All Waterproof 
Carmine Blue Scarlet 
Brick Red Vermilion Violet 


Orange Indigo *White 
Green Brown Yellow 
*White is available only in 3/4 


and 2 oz. 
3/4 og. bottles with quill stopper 
-——packed 1 doz. to the box. 8, 
16, 32 oz. bottles -packed singly. 
DRAWING BOARD AND 
LIBRARY PASTE 


5 and 8 oz. water-well jars with 
domed caps and brushes. 3, 14, 
and 32 oz. screw cap jars with 
screw caps and brushes. 

3, Sand 8 oz. sizes, 1 doz. to 
the box. 14 os. size, 1/2 doz. to 
the box. 32 oz. size, packed 
singly. 

ETERNAL WRITING INK 
ENGROSSING (Black) INK 
RED WRITING INK 
2, 8, 16 and 32 oz. bottles. 2 oz. 
bottles, 1 doz. to the box. Other 

sizes packed singly. 


OFFICE PASTE 
1} oz. tubes, 1), 5 and 8 oz. bot- 
tles with brushes and adjustable 
brush holders. 32 oz. (,t.) jars 
with screw caps. 
Tubes and 5 and 8 oz. sizes, 1 
doz.tothe box. 1) oz.—3 doz. 
Quarts, singly 
TAURINE MUCILAGE 

2 and 4 oz. bottles with im- 

roved brushes. 8, 16 and 32 oz. 

ttles and gallon jugs. 
Small sizes, one doz. to the box. 
Large sizes singly. 
PHOTO MOUNTER 
5 and 8 oz. water-well jars with 
dome caps and brushes. 3, 14 
and 32 oz. jars and screw caps 
and brushes. 5 Ib. (half gallon) 
cans. 
3, Sand 8 oz. sizes, 1 dozen to 
the box. 14 oz. size, 1/2 dos. to 
the box. 32 oz. and 5 Ib. sizes, 
packed singly. 
VEGETABLE GLUE 

1/2 Ib. (6 fluid oz.), 1 Ib. (12 fluid 
oz.), 2 Ib. 5 Ib. and 10 Ib. cans. 
1/2, 1 and 2 Ib. cans, 1 dozen to 
the box. Other sizes packed 
singly. 


Send also for latest catalog and price list 
CHAS. M. HIGGINS & Co. 


Makers of Inks and Adhesives for Almost Half a Century 


271 Ninth Street 


HIGGINS 


Brooklyn, N. Y. 





Inks é& Adhesives 
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Sheaffer Filagreed “S” a Part of the $ Sign 

An important landmark in the advertising world is the 
big filagreed “S” which appears in every advertisement of 
the W. A. Sheaffer Pen Company. It has intrenched itself 
so firmly in the regard of the manufacturer that it is un- 
likely that any Sheaffer advertisement will appear again 
without it. Although but three years old the design repre- 
sents an advertising investment of several million dollars, 
and together with the little white dot which is the sign of 
the “Lifetime” pen, have come to be known as a hall mark 
of quality in fine writing instruments. 

The “S” design appears not only on all the national ad- 
vertising of the company, but on letter heads, price tags, 
mailing wrappers, and practically all other mail and express 
material of the company which is viewed by the public. 

Just what the financial contribution of the design has 
been to the company would be difficult to estimate. Putting 
it on the same basis as the general advertising of the com- 
S” has been a highly important factor in pro- 
It has probably 


pany, the 
ducing many millions of dollars in sales 
made an even more important contribut‘on through estab- 
lishing a beautiful and distinctive type of advertising for 
the product. 

Previous to the adoption of the present design for na- 
tional advertising with fountain pens shown in the top half 
of the letter “S” and the message in the lower half, Sheaffer 
ads had no specially outstanding feature except the word 
“Sheaffer's” as a logotype with oversized S’s at either end, 
which is still used in connection with the filigreed “S” de- 
sign. 


ss 


Diamond Star Club Dinner and Dance 

Che Diamond Star Club, an organization of employes 
of Eberhard Faber, the oldest pencil factory in America, 
held a dinner dance at the Hotel Brevoort, New York, on 
November 17 to celebrate the twentieth anniversary of its 
organization 

E. E. Huber, president of the club, presided. 
pendant and chain was presented during the evening to 
Miss Teresa K. Wallace, financial secretary, who was the 
Miss Margaret V. Nugent, treasurer, 
was presented with a large bouquet of chrysanthemums. 
interesting talk during the 


\ diamond 


founder of the club. 


Eberhard Faber gave an 

evening 
aii . 
First Australian Stenographer Retires 

Miss Annie M. Clarke, said to have been the first typist 
in Australia, has retired. She had been connected with a 
well known typewriting agency of Melbourne. Her period 
of service covered over forty-five years. When the agency 
imported the first typewriter in 1885, Miss Clarke, who was 
then little more than a school girl, braved the ridicule that 
was heaped upon women who entered business in those 
days and obtained a position in the office. Carbon paper 
and typewriter ribbons were then so scarce that they were 
taken home at night to be ironed out. 


- >_>_  — 


Safe-Guard Sales Offices Move 
The executive and sales offices of the Safe-Guard Check 
Writer Corporation, formerly at 5 Beekman street, New 
York City, have been moved to Lansdale, Pa. The an- 
nouncement of the removal was made by H. P. Preston, 
advertising manager of the company 


- > 


Ernest Wallace Takes Mohawk Tissue Line 
Ernest Wallace of Los Angeles is now representing the 
Mohawk Valley Tissue Mills, Little Falls, N. Y., in the 


territory from Denver to the Pacific coast. 





sf 
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Now is the Time 
To Get this New Business 








The opening of the new year always brings office 
storage problems. Office records, cancelled vouchers, 
invoices, loose-leaf books and the hundred and one 
miscellaneous papers that cannot be destroyed, but 
require infrequent inspection are best kept when 


transferred to 


Records of every size and shape can be 
compactly filed in an easy-to-get-at way 
in Terrell Storage Cupboards. Conse- 
quently they are often far more satisfactory 
than individual transfer cases. And this 
at half the cost that other types of equip- 
ment necessitate. Keeps records safe from 


TERRELL’S STORAGE CUPBOARDS 


vermin, dirt, water, fire and pilfering. 
Terrell Storage Cupboards are made in 
fourteen different sizes—all sturdy in con- 
struction—all good looking—all priced to 
sell at a moderate price with a good profit 
margin for you. They cover the field 
completely. 
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A Real Sales Opportunity 
For Live Dealers 


RMRRWEREY 
RRRRRRRE 


This ‘‘what-to-do-with-the-1927-office-records”’ sit- 
uation represents a real profit opportunity for 
dealers in office equipment. No matter what the 
nature of the business, manufacturing or profes- 
sional, every office faces the same problem as the 
new year dawns. Capitalize upon it! Solicit the 
business with the Terrell Storage Cupboard line. 
And you will get it! Write us at once for full 
details, prices, etc.—-today—now. 


TERRELL’S EQUIPMENT CO. 


GRAND RAPIDS MICHIGAN 





“Cast Your Bait When The Fish Are Hungry’ 
In Commercial Language This Means 


Push Terrell’s Storage Cupboards N-O-W 
MMMM TULL 
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The Conklin 
“Three Fifty” 
Red, Green, Blue 
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For the low-priced market the Conklin 
“Three Fifty” pen at $3.50 and the 
Conklin No. 3 pencil at $2.50, making a 
$6.00 set that looks and performs like 
items popularly selling at much higher 
price levels. [In colors, of course. 














For the higher-priced demand the un- 
conditionally guaranteed Conklin 
Endura, $5, $6, $7, $8. Pencils to match, 
$3, $3.50, $4. 











You can do a big business with a small 
stock of Conklins. 






THE CONKLIN PEN COMPANY 
Toledo, Ohio 


Chicago San Francisco 

















Pens : Pencils : Sets 


The Conklin 
No. 3 Pencil 
Red, Green, Blue 


The $6.00 set, 
handsomely boxed 
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(In Other Lands—Continued from page 32.) 


American Writing Devices Find Favor in Belgium 
Brussels Shops Sell High Grade Fountain Pens, Mechanical 
Pencils and Typewriting Machines in Colors as 
Features of Busy Holiday Trade.—Special 
Correspondence to Office Appliances 

Brussels, Nov. 22, 1927 

Brussels, to a casual visitor, appears to be absolutely 
bristling with fountain pens. Instead of their being sold 
with other office appliances, the Brussels merchant keeps 
a shop apart for pens only. Every make of any im- 
portance appears to have at least one shop in Brussels, and 
special efforts are made to advertise the pen. American 
methods are used and they appear very successful. The 
fountain pen show-window is arranged like a stage, on 
different levels. In the foreground there is a giant pen; in 
the background, forest scenery, people walking or other 
attractive settings. Sometimes a woodcutter, in the forest, 
holds a great fountain pen in his hand. A man may be 


seated writing with a great pen. 


Prices Rise with Stabilization 
[he price of pens has risen very greatly with the stab- 
lization of the Belgian franc, the full effect of which was 
not felt at once. Now home and foreign pens cost very 
much the same thing, imported pens from the States not 
being appreciably dearer in spite of the fact that the home 


pen should come cheaper. This is one of the instances of 


a trust or cartel being formed between the dealers, to 
naintain all prices on very much the same level. In the 


great dry goods stores fountain pens are found at much 


cheaper prices than in this type of special shop that gives 
a guarantee with the pen, fits it with a new nib when 
necessary and supplies “drinks” of ink free to all comers 
as an advertisement. 

The fountain pen makes perhaps the ideal Christmas 
gift, whether for man or woman, or even child, everyone 
being glad to get a new one and anxious to try the different 
makes, all warranted not to leak. Gold and ornamental 
enamel case pens are very popular for these gifts, white 
enamel and gold combinations, or royal blue and scarlet 
enamel pens being especially suitable for gifts. 

Everfill pencils, in gold and silver engraved cases, are also 
excellent gifts. They are also seen in enamel and in steel, 
which is becoming extremely popular for all kinds of 
purposes for which it was not used hitherto. “Old” steel 
s most suitable for these pencil cases that are more and 
more in demand, owing to the post-war conditions that 
make greater accuracy a necessity 

The ink-blue pencil is very much used nowadays owing 
to the writing being ineffaceable, and pretty cases in silver, 


steel and sometimes gold are seen as Christmas gifts 


Typewriters in Colors Among the Gift-Wares 


As the gift season approaches, it is interesting to note 

typewriters, large size and traveling machines both, 

ire shown in all sorts of colors, pale and royal blue, violet 

d mauve, silver gilt, in white enamel ked out in 

g ? ever con ina n of ¢ that can be 

eine ses e lined to mate the enamelling 

the n hine, white leather or watered silk, for instance, 

é es being us Velvet again 1s seen in this tancy 

ss machine, especially provided with fittings for the 

stmas market hes lored machines look attrac- 
ve certainly c: the eye of the cas purchaser. 

While the shops in the residential part of the town cater 

the fancy trade, the downtown business is a different 

ne at d the m ic} nes ire sombre and | usiness like such 


as befit the quarter i1 vhich thev are on sale There is 


ARE YOU? 





Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIO 


na 





—a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
and general interest. 
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This is the chair 
for real comfort 


Real comfort, efficient comfort — 
comfort that permits a full day's 
work without undue fatigue is 
found in the Uhl Postur Chair. It 
is possible because the Uhl Chair is 
scientifically correct—special low 
back to give support where needed 
and proper seat construction. 


Uhl steel products include tables, 
stands for typewriters and other of- 
fice machines, stools and chairs for 
office and factory, tool trays, etc. 
Uh! steel products are economical 
because they are practically ever- 
lasting, and need no repairs. Even 
if they cost a great deal more, they 
would be lowest in the long run. 


If you are not receiving the profits 
from the sale of Uhl Postur Chairs, 
drop us a line today 


Toledo Metal Furniture Co. 


1398 Hastings Street 
Toledo, Ohio 


~ 




















a tendency even there to show off the eccentric points of a 
machine, to exhibit machines with outsize carriages and 
other unusual types, rather than to show the average, 
standard size. All this seems to be good for trade, other- 
wise this system would not be so general. 

Office Books Sometimes Bound in Vellum 

For the “study office,” new and common volumes for 
bookkeeping are frequently bound in vellum to look like 
old books on the shelves of the glass-door bookshelf. Kept 
under lock and key, the indiscreet cannot get sight of their 
contents and they fit in with the style of the room. Other 
books for bookkeeping or merely for filing are bound in 
leather of a tone to suit the rest of the furniture. Some- 
times quite gay colors, utterly out of keeping with business, 
are used. With such a setting the bright-colored enamel 
machines goes well. 

As space becomes scarcer, owing to the rise in rents, 
this demand for elegant office furniture, for offices that 
form part of the flat, will no doubt increase and the Bel- 
gian idea of compromising between an office and a study 
will catch on more and more. 

The roll-top desk and the small filing case with a 
shutter, excluding the contents from sight, both go well 
with the study office and seem an appropriate part of it 

Big Stores Take on Office Furniture 

The big dry goods store is adding big departments for 
the sale of office furniture of all kinds to its other branches 
and certainly it is in a position to supply the various 
accessories at much cheaper rates than the specialist store, 
although whether they are always at such excellent quality 
and so suitable for the particular use intended is still a 
question. 

It certainly takes a specialist to advise what kinds of 
appliances are best suited to certain requirements, and the 
manager of a department in a dry goods store is seldom 
skilled in the trade. At the same time, the average office 
supply shop has brought the present trouble upon itself 
by employing ignorant people to wait on impatient bus- 
iness men. Cheaply paid girls, unable to distinguish be- 
tween the merits of the various machines offered for sale, 
have prevented more sales being made than most firms 
would ever suppose. A mechanic, able to take the machine 
to pieces, to explain just why this, and not that, machine 
should be selected for a certain office, brings off sales in 
any number. For the salesman must know his goods 
inside and out, and not merely be able to tap out a few 
words, at record speed it is true, but do nothing else. It 
is not this that the purchaser has come to see 

aie " 

Conservation the Order of the Day in Europe 

Soon after his return from his visit to Europe last sum- 
mer, Col. Charles L. Mitchell of Topeka was interviewed 
by a reporter for the Topeka State Journal and his remarks 
occupied nearly one solid page of that publication. 

Col. Mitchell particularly emphasized conservation of 
resources. This view was held by both Col. and Mrs. 
Mitchell, who were jointly interviewed by E. W. Scott. 
hey said that they were vividly impressed with the strict 
economy practiced wherever they went, but they were 
surprised to note that economy can be carried even to an 
extreme without destroying beauty or the joy of living. 
Chey related the different events of their trip which was 
a most interesting affair. They met King Albert of 
Belgium who accepted a Kansas sunflower as a decoration 
during the Rotary convention, and were surprised to dis- 
cover that the king knew Kansas well, having, when crown 
prince of Belgium, served as a newspaper man in the East. 

The itinerary of the Mitchells included many of the most 
interesting points on the Continent and some few of the 
principal points of interest in the British Isles. On the 
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An Example of 
Columbia Adaptability 


The above illustration affords convincing evi- 
dence of Columbia’s ability to meet unusual 
needs in a remarkably satisfactory manner. 


Reeves & Melvin of Millville, N. J., recognized 
the merits of counter height equipment, but 
wished to have a larger degree of privacy at 
one section of their counter. 


Columbia experts studied the situation and 
then recommended a glass enclosure supported 
by steel pilasters. The detail illustration sug- 


Columbia Steel 


Office and Showroom 
1735 Chestnut Street 


Chicago Salesrooms and Warehouse: 133-135 W. Lake Street 








Equipment 


APPLIANCES 



































gests the neat appearance, space - economy, 
up -to-dateness and general efficiency of this 
arrangement. 


Such facility in handling the unusual is a dis- 
tinct advantage to the progressive dealer. 
Further details regarding Columbia products 
and service will be furnished upon request. 


COLUMBIA 


Company 


M. C. Box 2244 
Philadelphia, Pa. 








Telephone: Central 0645 
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The Widest Carriage Furnished 
On Any Typewriter 


et at ct te eS 


60 t 
_ Se ee 


Weeres a tine 40.6 IN. LONG Hops PAPER 42.6 IN. WIDE 





IDE-CARRIAGE Smith Premiers have the same 

light touch as the correspondence machines, due 

to the fact that only the type-basket shifts for capitals— 
the carriage is not lifted. 


An additional advantage is the greater strength and 
durability made possible in the construction. 


Seven Other Carriage Widths 





Carriace A: Writes a line 8.6 in. long. Holds paper 10.6 in. wide. i 
Carriace B: Writes a line 10.1 in. long. Holds paper 12.1 in. wide. 
CARRIAGE ( Writes a line 12.6 in. long. Holds paper 14.6 in. wide. 
Carriace D: Writes a line 16.6 in. long. Holds paper 18.6 in. wide. | 
CARRIAGE | Writes a line 20.6 in. long. Holds paper 22.6 in. wide. | 
CARRIAGE | Writes a line 24.6 in. long. Holds paper 26.6 in. wide. | 
Carriace G: Writes a line 30.6 in. long. Holds paper 32.6 in. wide. 


SMITH PREMIER TYPEWRITER COMPANY 


376 BROADWAY $8 $3 NEW YORK, N.Y. | 
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continent they noted the peasants constantly at work on 
their tiny farms, where the women also do farm work. 
This existence is not dull, because they have a certain 
social life which breaks up the monotony and keeps them 
from being exhausted, since they take occasional rests to 
visit homes of one or another of their number where coffee 
and cakes are served 

Dogs are used as beasts of burden in some places, par- 


~ 


ticularly in Belgium and Holland, in spite of the fact that 
these countries produce some of the finest draft horses in 
the world. Mr. Mitchell spoke of the method of curing 
the hay, how fuel is obtained, of the alertness of the people 
to see that nothing goes to waste, of the operating of dining 
cars, transportation systems, the universal use of bicycles, 
street car systems, different automobiles from those seen 
here, hotel accommodations and several other matters. 
adie 
A Way to Get Business in Slack Seasons 

Max Bodenhoff, agent for the Royal Typewriter Com- 

vany in Copenhagen, Denmark, devised a way last summer 


uring the slack season to keep things moving in his dis- 





trict. During the summer he sent some of the town agents 












Be r 
NHOFF'S Forretoingslejr 
Roya! Skrivemaskinetorretning 
Prederineharme Kane! 26 & Kabenhewn 
Yew. 6304 . 10 O24 








MAX BODENHOF?P’S ROYAL TYPEWRITER CAMPING 
PARTY AND ITS TRAVELING EQUIPMENT Inset at the 
top shows the camp arranged with tents set up 


und mechanics out into the provinces, partly to travel the 
territory and partly to give good service by way of repairs 
and adjustments on machines. This experiment surpassed 
Mr. Bodenhoff's highest expectations, people in the small 
towns proving more active and interested than those in the 
larger centers 

In order to make the trip pleasant, healthy and cheap, 
Mr. Bodenhoff endeavored to introduce camping into 
practical business life. There were three agents, three 
mechanics and one cook. In a specially constructed camp- 
ing car attached as a trailer to one of the automobiles were 
the camping beds and some few typewriters together with 
the seven well made tents. The principal stock of machines 
was sent ahead by rail or steamer. After the camp had 
been established in some suitable place two automobiles 
were sent out each morning to the north and south, return- 
ing in the evening after twelve to fourteen hours’ working 
time. The results were excellent and the adventure will be 
repeated next year. The good fellowship and the healthy 
life of the camp gave every one a feeling of having had a 
real good holiday, and the fact that the evenings were not 
spent in towns was responsible for each agent having his 
full salary in his possession when the trip was ended. The 
Danish press kindly gave much publicity to the trip, which 
made the work much easier for Mr. Bodenhoff’s agents. 

a - —_ 
Art and the Mimeograph 
A piece of work noteworthy for its novel attractiveness 


r the process of doing it has been sent us by Ruys’ 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 12% inch blade. 

No. 2. 8% inch blade. Neo. 5. 15 inch blade. 

No. 3. 10% inch blade. No. 5% 18 inch blade. 
No. 6. 24 inch blade. 








Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 














No. 1042-F 


Small Desks for Big Offices 


When a big buyer tells you he wants a bat- 
tery of small desks of unquestioned quality 
but at an unusually low price, don’t answer 
“Tt can’t be done.” 


Look into the Alma line. Geared to volume 
production, their low prices, wide variety 
and sound construction offer you a ready 
and profitable answer. 


Catalogue on Request 


ALMA FURNITURE COMPANY 


HIGH POINT, N. C. 














214 OFFICE APPLIANCES January, 1928 





Handelsvereeniging of The Hague, Holland. The sketch 
is of a familiar scene and typical of Holland—the famous 
windmill. It is done in colors and entirely on the Mimeo- 

graph. The finished drawing is set off with a brown mat 

and a harmonizing frame in another shade of brown. The 

and clear and a tribute to both the one 


“<5 b 99 work is sharp 
ust uy > responsible for the stencil and to the machine itself. As 


a picture it is suitable for any home. 















Ti others select intelligently ccoameiiiimetiie 
: the line of goods most cap- Vienna Dealer Takes Larger Offices 
; able of building into their Josef Hannich, office equipment dealer of Vienna, Aus- 
, business those qualities that tria, moved on January 1 from Brauhausgasse 6, Vienna V, 
| perpetuate good will and to Theobaldgasse 17, Vienna VI. The new location is in 
. he heart of the business quarter and contains approxi- 
| riendliness w them- aa 
a1 pe d _ roone? mately 5,400 square feet of floor space. This makes possible 
ot No. 3611 ves om os cus ors. the further development of a firm which has been in exis- 
. tence since 1904 and was incorporated in 1913. 
They wisely look beneath sen i -o 
) and discover the underlying A New German Paper Journal 
causes and sources of that Volume one, number one of the German Paper News, 


the English edition of the Papier-Zeitung, Berlin, comes 
to us under date of November, 1927. It is dressed in a 
silvered cover and is a handsome publication of twenty- 


satisfaction which is lasting. 
Then they select and adhere 
consistently to that product. eight pages exclusive of the cover. 

. The object of the paper as announced in the publisher’s 
; FARIES Line of AMRONLITE introduction is to provide means to call the attention of 
lamps and BRASS CUSPIDORS English-speaking trade circles who do not understand 


are selected by “buyers who German to the marketable products of the German paper, 


book and stationery industries. Conditions in most coun- 














: 
” 
( - k . . 
now. tries have not yet become normal following the war, and 
Write today for AMRONLITE Booklet 0-1 in colors, and normal conditions can only return when the trade between 
fy Eee Se stewing Faries exclusive line of BRASS the several countries can go forward with the fewest pos- 
. : > sible restraints. The increase in German exportation, they 
) Faries Manufacturing Co., Decatur, Ill., U.S. A. state, is not only a necessity for Germany but is an inter- 
national necessity, as Germany cannot have the means of 
reparation without extensive exportation of her products. 





The Papier-Zeitung has been in existence fifty-two years 
and has become one of the foremost papers in the German 


























$ 

% paper and stationery trade. Since the war, besides the 

3 regular issues there have been published eight numbers 

3 of the paper in German, English, French and Spanish. 

$3 They have discovered however, that it is better for foreign 
bg subscribers to receive papers at shorter intervals in their 

: own language, therefore eight foreign numbers per year 

22 will be published hereafter to appear at regular intervals. 

3 Four will be in Spanish, three in English and one in French. 

P24 rhe first Spanish edition appeared early in August of 1927. 

; The next English editions will appear on January 15 and 

Pe 4 May 15, 1928. The subscription price for the three consec- 

2 utive English numbers is fifty cents and for all eight for- 
” eign editions it is $1.00. 
| $3 ‘*Be Up-to-Date Che publishers, Carl Hofmann, G. M. B. H., are to be 
af 33 eae aa . congratulated upon producing an interesting and carefully 
: 2 ADOPT “SOLO” Stamp Pads and Inks be- edited journal with fine illustrations and good typography 
; ; , cause they bring a big return in CUS- ' ; 
| 3 TOMER CONFIDENCE — AND _IN- Os ‘WO as Contents Of interest and value. 
i) 3 CREASED BUSINESS M We welcome the German Paper News as a useful addi- 
: | 3 — a trial a — Pads—display ; tion to this field an 
hat them in your windows and on your count- , 
| 3 ers—and after you have found send an. 3 Duvall Sells Out at Claremont, Calif. 

P24 factory they are to your customers and ¢ O. H. Duvall of Claremont, Calif., a veteran in the 
yourself, you'll want more. ; stationery field, has sold his College Book and Drug Store 
| The ONLY Stamp Pad that will not give off 3 E. S. Getzman is the purchaser and will continue the busi- 

be any surplus ink to your rubber stamp and 3 ness. Mr. Duvall started the book and stationery business 
4] g always insures absolutely perfect rubber when a student at Pomona College thirty-five years ago 
| . 3 NO MORE AND THEY COSI ; \bout ten years later the drug department was established. 
ai 33 a eee 3 For the Past eleven years this department has been in 

3 . e ied y z charge of W. S. M- = who will continue in the business 

‘ eee setaieonantiia® a oe ee 

Peerless Carbon & Ribbon Mfg. Co. : a are See ene 
Incorporated . 
% Che man that fancies he sees so many faults in the world 
3 476-478 Broome St., New York, N. Y. is probably practicing much deception on himself.—The 
SAORI WOR ONAN NU URNA NUNN NRO R ATU NU UNTO CUUNOOEN “G-W”" Stimulator (The Globe-Wernicke Company). 
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Every Business-A Sales Opportunity 
































ists without records. The modern, accepted rec- 


I N THESE days of Income Tax, no business ex- 
ord-keeping method is the Visible Card Index. 





Rand Visible Card Records in Sectional Cabinets 7 
give the stationer an opportunity to profit on this — ne 
new development. ; - 

The sectional cabinet feature gives the dealer Rand Makurown Index Tabs are 
the widest market. No business is too small to use ws gg ongelees ne oe = 
the smalles . a single trav. ; as a recor items the stationer can sell. Sold 
= a a pig oa ye and is a record in six-inch strips—four widths and 
Lrows 0 1e1 raj tlh an we ac ( e¢ as tast as needed. six colors, for books, drawing files, 

The Dealer Division furnishes all the necessary and all special indexes. 


material for the preparation of card forms. A li- 
brary of thousands of different records for every 
business purpose gives your customers the benefit 
of the world’s best experience in record-keeping 
methods. 

Install a display of Rand Sectional Cabinets in 
your store. Write us for information which gives 
you an immediate selling advantage and will help 
you profit from the start on this attractive line. 





Rand Visible Name Guides and 
Folders have the famous selling 
Dealer Division advantage of the angle tab that 


: makes the label instantly readable 
Rand Kardex Service Corp., when the file drawer is opened. 
Tonawanda, New York 











i — *} 4 RI , 


TON AW ANDA, 














. nal 
. ‘ cords in Sectio 
i. pout Rand Visible Card Recor 
apout é 


Tell us t 
ots 
C) Steel Cabine nd Folders 


jes a 
C | We are interested in Rand Guide 


so Send us prices and discou 
ene I 


Na me 





ndex Tabs 


BUSINESS 
TIME SAVERS 


nts on Makurown l 





Street 


4 ity 














OFFICE APPLIANCES 





January, 1928 











MR, as 
~> 7 


TO 
ECONOMY 


IN FIGURE WORK 



































Which is 


the Better Way? 


The sign doesn’t say 


OTH roads are open. Some are 


taking the left fork. 


But from the tracks it is plain that 
most of the travel turns to the right. 


These wheel prints are an open 
record of accumulated experience 
which the traveler reads and under- 
stands. They indicate that the many 
have found in the right turn, the 
quickest, easiest and least expensive 
way to the desired objective. 


Among the thousands, whose ex- 
perience with the Comptometer way 
are svmbolized in the right fork 
tracks, are the organizations listed 
each an outstanding leader in its line: 


If not made by 
Felt & Tarrant 
it’s not a 
Comptometer 


Public Service 

New York Telephone Co. .. 910 
Food Pr rd uc ts 

Swift & Company 
Distribution Food Pro 

Atlantic & Pacific Tea Co 
Steel Product 

U. S. Steel Corp e° 61 
Automotive 

Ford Motor Co., 239 
Fle ciriv al Equipme wi 

General Electric C 
Retail Merchandise 

Marshall Field & Co $75 
Transportation 

Pennsylvania Railroad 33 
Oil Products 

Standard Oil Co.., 
Publishers 
Curtis Publishing Co 


~4 








CONTROLLED-KEY 





ADDING AND CALCULATING MACHINE 


It is reasonable to conclude that 
the favorable experience of the many 
is a fairly safe criterion for action 
along any line, 


Still, before purchasing any Adding- 
Calculating Machine, it is always best 
to demand the ultimate test—the 
test of production on your own work. 


A Comptometer man is at your 
service for consultation about, or to 
conduct such a test—in competition 
or otherwise. If not in your phone 
book under Felt & Tarrant, write us 
direct. 


Fe_T & TARRANT Mba. Co. 
1735 N. Paulina St... CHICAGO 


Only the 
Comptometer 
has the 
Controlled-key 
safeguard 
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Office Machines at Cologne Fall Fair 
Commerce Reports] The outstanding feature of the 
Cologne fall fair was the furniture section, which occupied 
a much larger space than last fall. This surprising growth 
gives an accurate picture of the satisfactory conditions pre- 
vailing in the furniture industry which, as far as the num- 
ber of manufacturers and the volume of its business is con- 
cerned, records a sixty per cent expansion since the war. 
An exhibit of advertising means and methods arranged by 
the foremost date 
office equipment, particularly addressing and multigraphing 
small printing modern liter- 
There was also a “Schaufenster-Strasse” (show 
methods of ar- 


advertising specialists showed up to 


machines, presses, business 
ature, etc. 
window arcade) demonstrating modern 
ranging window displays. 

The this broadened con- 
siderably. Exhibitors from all parts of par- 
ticularly from Wuerttemberg, the Bavarian Palatinate, and 
Northern Germany, were represented, as contrasted with 


Press 


scope of exhibition has been 


Germany, 


former fairs where exhibitors were chiefly local. 
comments therefore express the opinion that this success 
will result in the concentration of all German furniture 
fairs in Cologne in the near future. 

It is generally regretted that the furniture section was 
not open to the public, and that only dealers who were in 
possession of a buyer's certificate issued by their union 
were admitted. , 

Geo. E. Hunt Joins Shaw-Walker at Chicago 

George E. Hunt has been placed in charge of dealer 
service in Chicago and vicinity by The Shaw-Walker Com- 
pany, with headquarters at the Chicago branch, Strauss 
building. Mr. Hunt has with the Shaw-Walker 
organization a number of years, connected with the branch 


been 


and contract departments in the past. 


—_—_—_.——— 

Sheaffer Sales Meeting December 29-30 
The annual sales conference of the W. A. Sheaffer Pen 
Company was held at the Sheaffer clubhouse, Fort Madi- 
son, Iowa, December 29-30. It was attended by all members 
of this far-flung sales organization and the executive 
An account of this meeting is to be published in 


our February issue. 


officers 


—— 
Samuel Spitzer Shareholder in New Bank 
Samuel Spitzer, an office furniture dealer at 173 West 
Lake street, Chicago, Ill., is one of the stockholders of the 
National Builders Bank of Chicago. This institution is 
located in the Builders building at Wacker drive and 
LaSalle street and specializes in the accounts of individuals 
and corporations in the building trades. Mr. Spitzer fur- 
nished the walnut desks and chairs provided for the execu- 

tive officers of the bank 


a 
Hexagonal Metal Wastebaskets 
The Gran-Adell Manufacturing Company, 1846 Belmont 
avenue, Chicago, Ill, is producing a line of six-sided metal 
wastebaskets. These are about thirteen inches high, with 
a rolled effect on the rim, bringing the edges of the metal 
together in a smooth joint. This avoids injury to the 
finish of desks and other furniture as well as garments. 
The bottom of the basket is about an inch above the floor, 
complying with the requirements of the insurance under- 
writers. These baskets are finished in mahogany, walnut, 
oak or green. 
“Miller Line” Branch at Seattle 
The Miller-Bryant-Pierce Company, Aurora, IIl., has 
established a completely equipped factory branch at Seattle, 
Wash. It is located in the Central building. Fred W. 
Bryant, the manager, is prepared to serve customers in 
Seattle and the surrounding territory and to meet all 
requirements for inked ribbons and carbon paper. 
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SPECIALISTS 


K 
p> The Right Motor 
s For Every Job 


No matter what your requirement 
4 in small A. C. or D. C. motors we 
+ Our special motor division is pre- 


can supply it. 
4 pared to provide motors of special 

















lV an ax 


electrical or mechanical design to 
meet any and every need, 


In addition, more than 150 types of 
motors—2 h. p. and less—including 
odd voltage and frequencies, are 
carried regularly in stock for imme- 
diate delivery. 


Va, 


INA 
a a WV nV 


Y, 


And whenever you call on Emerson 
service, you know that Emerson 
Engineers can bring to your prob- 
lem a specialized knowledge of motor 
Sa eee in the office appliance 
industry or in your own industry. 


INA ™ J ™ 


The Emerson Electric Mfg. Co. 
2018 Washington Ave., St. Louis, Mo. 


806 W. Washington Bivd., Chicago, III. 
50 Church Street, New York City. 
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Multum in Parvo — Much in Little 
TO DEALERS IN QUALITY 
Carbons and Ritbons 
THE “LITTLE” FRANCHISE MEANS “MUCH” 
A.steady custom in ribbons and carbons is assured if 
the quality of the ribbons and carbons is uniformly high. 
“Little” dealers have found that the traditional “Little” 
quality is constantly maintained, and that customers who 
have once purchased COBWEB or SATIN FINISH car- 
bons and SATIN FINISH or GOLD SEAL ribbons always 
come back for more. 
We manufacture a complete line of quality carbons 
and ribbons for every purpose. 


A.P.LITTLE, Inc., ROCHESTER, N.Y. 


New York Office—Bible House, Astor Place 


WC. 
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101 YEARS OF MANUFACTURING EXPERIENCE 


rN 








There is aside 
chair to match 


This chair is 
No. C 003 CXY 














APPLIANCES 











N / 


A NEW SALES MAKER 
HIS new H-W office chair 


has gracefully turned arms, 

a comfortably shaped back, 

and an easy-working trouble- 

proof mechanism. It is attrac- 

tive and you will find it easy 
to sell. 


Heywood -Wakefield 















Baltimore, Md. Los Angeles, Calif. 
Boston, Mass. New York, N. Y. 
Buffalo, N. Y. Philadelphia, Pa. 
Chicago, IIL. Portland, Oregon 






Kansas City, Mo. St. Louis, Mo. 
San Francisco, Calif. 













The 
2 ~~ Boyle Smoker 


Safe--Clean--Durable 
Ashless--Odorless 


Discarded smokes, matches, 
ashes, etc. are dropped thru 
the hollow tube to the airtight 
base, out of sight and smell. 
Fire instantly extinguished. 
The base is easily detached 
for convenient disposal of 
contents. 












Five Lacquer Colors 


Chinese Red Jade Green 
Walnut Brown Japanese Blue 
Mahogany Maroon 
MODERATELY PRICED 
STRONGLY CONSTRUCTED 
ATTRACTIVELY FINISHED 








Send for illustrated 
color folder quoting 
prices 


Our product infringes 
no patents 


(Patent Applied For) 


THE BOYLE SMOKER COMPANY 
INDIANAPOLIS, INDIANA 


Chicago Sales and Wareroorms 
E. E. Blankmeyer, 133-135 W. Lake St. 
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Woodstock Salesmen Scatter for Holiday Cheer 
Several of the salesmen of the Chicago branch, Wood- 
stock Typewriter Company, journeyed to their ancestral 


homes in December to celebrate the holidays. R. C. Din- 
ninny betook himself to the mountain dew regions of 
Kentucky. 


Harry Long went to his family home in Canada. His 
friends are at liberty to draw any obvious inference as to 
his buccal intake while communing with “Our Lady of the 
Snows.” 

A. C. Hendrickson went to Chetek, Wis., taking with 
him snow shoes and two snow shovels. Chetek’s winter is 
no half-hearted affair. The bears of the neighborhood 
forests have a habit of going to Chetek to raid henroosts 
and what have you, so Mr. Hendrickson may boast of an 
encounter or two with bruin, with bear steaks to celebrate 
the outcome 

—— 
Recent Advances in Simplification by Industry 


The division of simplified practice, United States Denar? 
ment of Commerce, Washington, D. C., reports that the 
United America has recommended the 
adoption of the simplified form of invoice. 
mendation applies to the invoices of master printers, as 
well as to urging that their customers use this form. In 
addition to 300 individual business which have 
adopted the simplified invoice, the following associations 
Institute of 


Typothetae of 
This recomi- 


houses 
have gone on record in its favor: American 
Accountants, American Manufacturers’ Association, Ameri 
can Railway Association (Division 6, purchases and stores), 
American Society of Agricultural Engineers, American 
Supply and Machinery Manufacturers’ Association, Auto- 
graphic Register Manufacturers’ Association, Continuous 
Fold Printers’ Association,, Controllers’ Congress, Direct 
Mail Advertising Association, National Association of 
Builders’ Exchanges, National Association of Certified Pub- 
National Association of Purchasing 
Agents, National Electrical Manufacturers’ Association, 
Railway Accounting Officers’ Association, Sales Book 
Manufacturers’ Association, Society of Industrial Engineers, 
\ssociation, and the Typothe- 


lic Accountants, 


United Roofing Contractors’ 
tae. 

In standardizing its stationery and printing, the Western 
Maryland Railway Company has reduced its stationery and 
printing bill from $110,000 to $65,000 a year. The changes 
affected ink, pens, pencils and other stationery items 

\ tentative simplification recommendation has been de- 
veloped for manufacturers of composition books. A con- 
ference is to be called soon to crystallize the simplified 
practice recommendation. 

Progress is being made in the campaign for the simpli- 
fication of the variety of lead pencils. A tentative recom- 
mendation has been prepared for part of the pencil line, 
but a general conference will not be called until the entire 
field has been developed 

\ survey for simplification is in progress for folding and 
portable chairs. 

——— 
Clark Typewriter Co. Moves to Breckenridge 


The Clark Typewriter Company, which had been con- 


ducted at San Angelo, Texas, by Chas. J. Clark, Sr., has 
located at Breckenridge, Texas, 124 South Court avenue. 
His son is associated with Mr. Clark at Breckenridge 


Office machinery and equipment are handled, but no sta- 
tionery 
Che Clark business at San 


Buntyn, who continues there 


Angelo has been sold to Joe 


st fortune teller is the bank teller.—Office Topics 


ting Company) 


The t 


(Baker Pri 
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Ask for the NEW IMPROVED 0O.K. Paper Fasteners 
Advantage Over Old Styles - Nothing Just as Good 


, 
A 
m : LETTER | Mr.OKAY says -Use the Sanitary 














% WASHBURNES NEW IMPROVED | === ‘ 
(oy Fasteners | —— t 
om. The Clip with Grip yi 

« Put up in Boxes of 10€ 


THe Q-K-MFé-@. Oswego, NY.,u.s.a. 


Oe MOM ME ME Me MM MM a a ML | a | Le | le Me le ae le ae | ll, a, Mle le em heel dill, Meee diet, eed dima, Mad dail, Muah diaale Mcadh dalle Mech dials Muth dual Meal dade Malt dade Muah bade Aeuadh taal ee) ae by 
< ROLEX Cex Sx ex exeeres | 


AS ‘ote wtelet ole eteteleteletetele(ele(elel(ete(ute(ele(etetete(e o(etetetetetetetetetete( s(eleteteties ~~ 


ROBARCO 
VERTICAL FILE FOLDERS 


STOCK FOLDERS—Four distinct grades—weights 
— ranging from light to extra heavy—sufficient variety to 
Filth Cut meet ALL filing requirements. Straight cut—or tab cut 
~~ \ any position, or arrangement of positions. 
SPECIAL FOLDERS—of every description—odd sizes, 
special cuts, cloth re-enforced, printed folders. Send us 
—_——'__- your specifications. 








————y . =a Ss 
ee | Gut 
J Pura C&S 


f_ 


Sad; hi rr - ryve ° 
Cong lranster Time will soon be here. 


REALS Make up your order NOW. 
JTMIGRE CUT 
. New Price List No. 1027— 
and complete set of samples showing qualities and weights 


—are now ready. 


oe 


May we send them to you? 


ROCKWELL-BARNES COMPANY 


823 SOUTH WABASH AVENUE CHICAGO, ILLINOIS 
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Increase Your Cash Sales;—The Handy Package Sells Them For You 
| ALL STANDARD SIZES OF 


Keathronoid De Luxe Expanding Wallets 
NOW PACKED 


10 Wallets to a Handy Attractive Carton 











Ideal Packages for 


Clean Stock 
Store & Window Display 







No Rehandling 
Undersell your Competitors 


by offering 
The Better Merchandise 





Packed in Sealed 
Cartons of 10 






To Show Them is to 
Sell Them 





Permits of Very 
Quick Store Service 





For Price List and Further Information Address 


QUALITY PARK ENVELOPE COMPANY 












Distributed By 
Midway ASSOCIATED STATIONERS SUPPLY CO. 416 South Dearborn St. 
Wholesale Stationers CHICAGO, ILL. 






St. Paul, Minnesota 


201 North Franklin Street CHICAGO 
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GOOD PROFITS and REPEATS 


With The New 


gp — BG No. Il 
SP GASTENER. 


$5.00 List 


Lowest price any Speed Fast- per in one operation. Equipped 











ener ever sold at! Your custom- 
ers demand it. Here it is—ready 
for shipment! Made of fine 


with adjustable stop gauge on 
ruled track. 334” stapling mar- 
gin. By removing stapling 


gauge steel .. . sturdy construc- head, Speed Fastener No. 1 be- 
tion . . . equal to higher priced comes a practical tacker—for 
models .. . will last a lifetime! shipping cases, walls, etc. 
Operates s - ’ 

ee and — Speed Fastener No. 1 offers 
a So > oe Cpa quicker turnovers and bigger 


100 frozen staples (every staple 
takes a bulldog grip). Fastens 
40 sheets of 16-pound bond pa- 


\ 
ier Seem 
— 


— 





profits! Order one for a try- 
out. Judge for yourself the 
great sales possibilities of this 
remarkable stapling machine! 


Two Other Fast-Selling 




















Speed Fasteners! Interchangeable Staples! 


A 





No. 50 No, 100 Speed Fastener staples are interchange- 
Capacity. 50 frozen staples Capacity, 100 frozen staples able in all Speed Fastener models ... 
. stapling margin, 4%” ... Stapling margin, 4%” put up in frozen blocks of 100 with side- 
. fastens wood, fibre, . fastens leather, rubber, sharpened points . prevent waste! 
labels, etc.— four stapling aluminum, walls, etc four - 
positions. stapling positions. 40c M, list 
$6.50 each, list $7.50 each, list (5,000 staples to box) 


Parrot Speed Fastener Corporation, 386 Broadway, New York, N. Y. 
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W. B. Burford Co. Changes Name and Control a ee = : 
The W. B. Burford Company, Indianapolis, Ind., has . 
become the William B. Burford Printing Company, and 


Ready for delivery January 15th— 


control is in the hands of Henry R. Danner, who has been 
manager since 1909. This business was established in the new 
1875, and has been located at 40 South Meridan street the | 


last twenty-seven years. Mr. Danner, the president of the 
new company, acquired control of the business through ENGLEWoopD | 


the purchase of stock from the heirs of the late W. B. 


Burford. Other officers are Mrs. Caroline Burford Dan- a w 8] a i I ay t 
ner, vice president; George T. Carleton, treasurer; W. S 


>. 





Van Buskirk, secretary. No changes are to be made in 


the business policy. . ° | 
pee SUP hie we ce aaa ; Attractive and handsome having 
1¢@ )«€6uccompany © conduc a commercia ationery anc ould | | e top, sha | fron | : 


printing business. Mr. Danner went to Indianapolis from § 4 ~ 
New York, where he practiced law. He was a son-in-law legs: all other details reflecting quality. ! 


of the late William B. Burford, and became general man- . 
ager of the business on the death of Ernest H. Burford. Made m Oak, Mahogany and Walnut. | 
Mr. Danner is active in various civic organizations and Finished with DuPont Duco. 


was one of the organizers of the Indianapolis Chamber of 


—— ENGLEWOOD DESK COMPANY 


E. A. Meyer Custodian of Submarine Treasure Seek & Lowe Anemme 
E. A. Meyer, manager at Chicago for the House of 
Eberhard Faber, was elected treasurer of the “Otters,” an 
organization of expert swimmers, affiliated with the Illinois 
Athletic Club. The I. A. C. is famous for its swimmers, 


(_ommerce. 


and the “Otters” are the best of the organization, includ- 





ing champions of many aquatic contests. The club has 
done much to stimulate public interest in swimming, both 
the tank variety for winter, and in Lake Michigan during 
the season. Special attention is paid to training the chil- 





dren of members to the proper enjoyment of the water. 





[The “Otters” were prominent in rescue work last sum- ——— a ee 
mer when the motor launch “Favorite” sunk off Lincoln 





Park They were on the beach when the accident hap- 
pened. They swam the half-mile distance, and rescued = 
many, placing them safely aboard the various craft which 
inswered the calls for help. Later they dove and brought 


up the bodies of drowned 


The 
Market 


for 
- KUMFORT 
’ KUSHINS 


Many stationers remember how the 
felt chair pad came suddenly into favor 
a few years ago and the profits that 
accrued to those who were quick to 
seize the opportunity. 


> — 

“Distinguished Service” Contest by Sheaffer 
The sales organization of the W. A. Sheaffer Pen Com 
pany is making the final sales drive of the year in the “Dis- 
tinguished Service” contest. This follows the “Harvest 





Contest,” which was the most successful effort of the year. 

The “Distinguished Service” contest offers sales repre- 
sentatives the last chance of the year to make the honor 
organizations of the sales staff. These include the $100,000 
club, made up of salesmen who have sold $100,000 of mer 
chandise or more during the year; the Full Quota Club, 
for salesmen who have sold their full quota for the year, 
and the Legion-of-Honor club. This intensive sales effort 
started November 17, and continues five weeks Prizes 
or the honor club members include gold medals, shares 


of stock in the W. A. Sheaffer Pen Company, and various 


articles of value KUMFORT KUSHINS are as great an im- 
a provement over other pads and cushions as the 

: first felt pads were over the varnished saddle 

The Dorsey Company Takes Van Dorn Line wood seat. The resilient sponge rubber body, 
The Dorsey Company, Dallas, Tex., has been appointed the beveled edge with all wool felt or Chase 


mohair covering all exposed surfaces offer a new 


exclusive agent in that vicinity by The Van Dorn Iron . 
degree of comfort and convenience. 


Works Company, Cleveland, Ohio. The Dorsey Company, 


which is known as “The Business Man’s Department . , , 
i Stationers: write for details and new, 


Ste _ is one yf he *s : ) Ss fice ~ i “ 2 2 

Store,” i ne of the largest and oldest office equipment lower prices now in effect. 

concerns in the Southwest. The first two floors of the 

six-story building occupied by the company are now de- 

voted to office equipment, and the remaining four to the FEATHEREDGE RUBBER COMPANY 
manufacture of blank books, printing, lithographing and 342 WEST HURON STREET CHICAGO, ILL. 


other activities of the modern manufacturing stationer. 
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A Business Friend 


[The Automatic Desk Cabinet is a business 
friend. It organizes daily tasks, encourages effi- 
ciency and gets things done regularly and on 
time Aggressive dealers use these files as 
leaders. A sale frequently leads to large in- 
stallations of office furniture. Send for new 
catalog 27-A 
The Automatic File & Index Co. 
West 11th St. Green Bay, Wisc. 


Complete central display at Chicago—40 So. Wells St. 


The New Steel 


AUTOMATIc 
Desk Cabinet 


Letter and Cap Sises—in Duco Green 
and photographic grained finishes 

















LOOSE LEAF | 
Se — 


Chicago, Iii.—Ed. Spaeth, manager for the MacMillan Book 
Company, finished up his road work in December so he could 


a 
| 











spend Christmas with his family in Chicago 

Chicago, tlil.—E. T. Battey, representative of the Boorum & 
Pease Company, attended a sales conference at headquarters 
in New York, during the Christmas holidays 

Chicago, Iil.—The T. M. Sheppard Company is distributing 
the new “Cesco” automatic book binder in the central Western 
states This device facilitates the permanent binding of loose 
leaf records in the user's office, without sending out to a book 
bindery 

Chicago, tll.—Lloyd D. Bigley 
Proudfit Loose Leaf Company, has moved back to the loop 


district manager for The 


For some time the office was at 737 West Jackson boulevard 
Mr. Bigley has returned to 189 West Madison street, occupying 
Suite 1105 

Chicago, Itll.The Modern Bookkeeping System Company 
sixth floor, 600 West Van Buren street. has been chartered to 
manufacture, print and publish bookkeeping systems, books of 
record, loose leaf binders, et capital stock, $25,000; incorpo- 

tors—Benjamin J. Glaser, Clarence B. Kuhlman and Violet 
M. Kuhlman 

Columbus, Ohio.—Henry L. Banta, formerly a branch manager 


for the Kalamazoo Loose Leaf Binder Company Kalamazoo, 
Mic} has organized The Phoenix Advertising & Printing Com- 
pany F. B. Moore, formerly of the advertising department of 


the Ohio State Journal, is associated with him 
San Francisco, Calif.—Jim Davison, southern California rep- 
entative for the Wilson—Jones Company, was in San Fran- 
isco for a short time in the middle of December 



















Fits on side of desk, table, 
wall, or°over coin bor. Beau- 
tifully finished in oxidised 
copper, mahogany, maroon, 
walnut brown and oak ian, 
sgory and other shades. 











The “‘ Telefo-Safety’’ 


New! Patented Office, 
Store, Home Necessity 


Now comes the Telefo-Safety holder to swell the profits of 
the wide-awake dealer Where to keep the ‘phone so it won't 
fall off or be in the way has been a problem to millions of 
people for many years The Telefo-Safety solves the problem 
quickl inexpensively Sells quickly because of its unique- 
ness and usefulness Dealers appointed selling ree quar 

tities Now installed in thousands of large (Office Stores 
Banks. et not only for telephones but also for electr fans 
Distributors wanted in every city 


NATIONAL PHONE HOLDER CORPORATION 
203-219 South Dearborn St., Chicago 


RIBBONS AND CARBONS 


























Chicago. Til in item in the December issue regarding Hol- 
; Gibso gave tthe address incorrectly The new offices 
his f are Suite 207, Medinah buiiding, 178 West Jacksor 
er Dhue apologies are offered for the « oO 
Chicago til ( I Miller iSsistait sales n ger for the 
‘ I la iring ¢ ! ! \ ted é 12 flies 
ng the course of a business trip ough the cer 
Mir Miller had been manager at San Francisco for 
! t J \ Sa t ige! i 
I ni it } i T | N y l 
Seattle, Wash \ factory ranch has been established in the 
( uildir I rl Mill -Brvar bie Compa Fred 
Vi I manag s juippe my ‘ 
Seatth nd the surrounding territors 
Seattle, Wash The University Typewriter Compar has beer 
d at 4220 University avenue by C. J. Martin, formerl 
+} he local branch of the Wholescale Typew: Compar 
Ir ddition to ribbons and carbons the store sells portable 
writers ar suilt machines A rental service is carried 
for the nvenien of stucents at the University of Was 
gton -_ _ 
Survey of Commerce and Economics of the Guianas 
i States ee irtment of Commerce is published 
Tr +: fr formation Bulletin No. 516, giving the results of an 
economik nd trade surve\ ra tritish, French and Dutch Guiana 
It in be obtained for ten cents in coin from the district and 
o-onp ive offices of the Bureau of Foreigr ind Domesti 
Commerce r from the Superintendent of Documents, Was 
nator _ € 
The bulletin was prepared in the division of regional informa 
nd discusses the geographk economic and commercial 
f the Guianas Stress is laid on the market for Ame! 
duct nd detailed information given on United States 
" th t Guianas 


- a —— 
Stationery Rubber Sundries Exports 
ted States exports of stationery rubber sundries in 192 
were as follows for the months stated: Rubber bands and eras 


ers, September, 67.336 pounds @ $50,220. unit value, $0.7 
October, 82.1023 pounds @ $54.728. unit value. $0.67 
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Carbonized rolls 


For Elliott-Fisher machines, 
one to ten ply, regular and 
special diameters. 





For Burroughs, Wales and 
other Adding machines, Un- 
derwood Tally Rolls. 





Carbon Paper for every ‘ : 
Pe at For Autographic Register. | Inked ribbons for every 
requirement. 


LD TOWN Ruson c Carson Co. ie: 


ARES MANUFACTURERS “ONPRUERNES SP 
— JOHNSON & PRINCE STREETS CABLE ADDRESS 
S16 We JACKSON BLVD BROOKLYN, NEW YORK BENTLEY'S CODE 













*aNVaniYa\ivexny STS ax. 
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MEd En NEN 


















Announcing the New 


No. 800 BENTLEY & GERWIG DESKS ten Ya 
urnish our dealers with Supplied in oak, mahogany finish and = 


Yarvarverl 


Produced to furt 
desks for those customers who demand 
ood quality at a low price, this new 800 


walnut finish, and in flat top and type- 








; ; writer desks (single and double pedes , 
grade has all the essential features of our er desks (single d ~*~ pedestal), Hit the 
expensive grades including the and in pedestal typewriter desks. Finished ¢ 
heavy 7 inch panels, and we guarantee with DuPont Duco; can be furnished panel! 
our dealers just as we do the higher with green linoleum tops. then decide 
: s . 





iced ines 








Specifications and full details on request 
Bentley & Gerwig Furniture Co. Parkersburg, W. Va. 


i at eae eee eee 
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“The Best in a Clinch”’ MAKES ITS OWN STAPLES Automatically, 5000 Without a Stop 


PAPER FASTENERS 

















The EVEREADY (automatic) is 
the modern and the better way of 
: stapling. The distinctive and de- 
7 § sirable features—low cost of the 
. staples—saving of time and trou- 
q | | ble, appeal to every up-to-date 
user. You will find tne 
if EVEREADY a profitable addition 
; | to your line. 
| MODEL D—Automatic, standard of- Sy sh re will send youa on 
: rubber ‘silence posts; weighs two pie line tor your inspection an . : 
. | omens trial. Every machine is guaran- Tuber silence posta. Six inches sta- 
MODEL F—(Giant size) capacity two teed and MUST MAKE GOOD Dita’ beet resulta. Stands firmly, will 
7. so Serty choos, weighs ae poses §86OR WE WILL! Sell this kind %* @& Weeds cts pounte. 
{ if WE MAKE FOOT POWER to your customers, and weld LIBERAL DEALERS’ 
ie AND ELECTRIC DRIVEN their friendship! DISCOUNTS 
i} | MACHINES 
: 
{| 
i) EVEREADY MFG. COMPANY OF BOSTON 
* 
tk Leeftete  F. A, Burnham, Jr., Gen. Sales Manager, 50 Church St., New York City The Result of Long 
1 Supplied Factory, 34 Southbridge St., Worcester, Mass. = of Requirements 
t 














' Watson 
» Mfg. Co. 


Jamestown, N. Y. 
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Watson Steel Equipment Keeps Pace 
With Business Growth 


vert LOCK SQMPPESSOR PFLEASE LEVER 


Watson 2100 line units. 
Each unit is complete in itself 
no end panels are required, rosy voce 
unit after unit may be added 
without removing end panels 


COMPRESSOR Ch ANNE 


| 
| © business ever outgrows 
’ 


Office equipment dealers can 
best judge the efficiency of 
. Watson steel filing equipment 
by letting us show you how 
perfectly they will fit the mod 
ern business needs of today 
and tomorrow. With an eye 
to the future, investigate now : 

CALL BEARING ROLLERS 
CONSIDER THE CONSTRUCTION 
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Correct design, solid construction—freedom 
from squeaking and loosening joints. Every 
Conrades chair is better built—a tribute to 
master builders. 














and 2 are scheduled for 


S D he Nat ral Association of Stationers 
Office Outfitters and M sfacturers Ne 8 Leather Goods and 
Wamelttes ta te be al nuary 16-21. Nos and 2. School 


We exhibit our 


Arkansas City, Kans \ tionery office sup] and book Ren of Aiea 
t 217s S " by A. 5 Furnitere Mart, 

g¢ as Case & Graha { Space 408, 666 

Brooklyn, N. Y I Off Supplies Cor has Leake Shere 
t I \.K : r I Drive, Chicage, 


Itmess. 





407 


CONRADES MFG. CO. 


Manufacturers of Office Chairs and School Seating 
1942 North Second Street St. Louis, Mo. 


{ 
{ 
{ 
{ 
{ 
{ 














Fairfield, Calif I 
business at Suis ¢ ‘ E. J 
; Minneapolis, Minn - rnhan Printing & Sta 
Comp. ling S enue, Sout! etween Fift 
Z \ Deg spring 
} 
Marysville, Calif te I a 
‘ I Na- 
H t 8 
New York, N. Y ¢ 
New York, N. Y & 3S 
Ne York, N. Y ~ 
7 7 ~ ; yg Vv “ 
Petersburg, Va . wit & Compar Odd F — 
Rockford, | npan} N Careful workmanship, pain- 
wlleaggec <a tea staking consideration to the 
nen & ita Canatens: Wadia tied Ceeetis Mie details which might easily be 
St. Johns, Newfoundland e Royal stationery store skimped, thoroughness in every 
Water street and t g building were damaged operation make Tell City desks 
ae -ecgg ths Loge ea dominately outstanding. Pop- 
San Francisco, Calif Valias I . ° . a ae 
Pecsarteets ns S, : ularity then is just a matter 
t ~ Mr Wa ) “oO se. 
x . : i ot course Tell C ity 
Was € : s I in Los geles . - = Desks 
San Ovens sco, Calif gT I dge Compa 4 Catalogue No. 37 describes the chown at the 
one ° ; ; ; ; : American 
Montgomery street, } mplete 1 National line in detail. Asking for it #R55.°70 
k books s is any in this + yw , ; ‘ Mart, 
octe i a on may prove a step toward better e. — 
cage Ss ' . . — wears business. uring the 
ao es . present Janu- 
‘i market. 
San Francisco, Calif K smar retail ary 
_t0n Proneiens, Cat onnersman, formerly retail [TELL CITY DESK CO. 
eaerage= cocan a Enaiie Giekeie son ne ... TELL CITY, INDIANA 
January 1 M juarters will t Sea 
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| WHITE RIVER CHAIR COMPANY 


Brattleboro, 
Vic 





| Office Chairs in oak, imitation walnut and 
| imitation mahogany. Write for Catalogue. 











De Luxe 
Steel 
Cabinets 


The De Luxe line 
of rigid steel cabi- 
nets, built on the 
bookcas« principle, 
provides a sate, 
Sanitary and con- 
venient torage. 
And the _ splendid 


finish makes them 


1 
Suitable ror inv 
omece 

Doors ides top 
and botton in 


terior, shelves and 


brackets ire high 
grade trongly 
built electrically 


welded throughout 


Write for italogue, 


De Luxe Metal Furniture Co. 


WARREN, PENNSYLVANIA 





J anuary, 1928 


and he will have charge of the company's business in Wash 
ington and Oregon He will start out with his greeting card 
lines on January 1 

San Francisco, Calif.—O'Connell & Davis, California street 
stationers, found that many people who came in to buy holiday 
reeting cards, also purchased pads, diaries and filing cases 
Gerald Murphy. who had been store manager for nine years 
severed his connection with the firm January 1 He was suc 
eded as manager of the store by Earle Wilson, who has been 
with O'Connell & Davis five years, having begun as errand boy 
and worked his way up steadily 

San Francisco, Calif.—White & Farnsworth, 579 California 
reet, are giving up that store at the beginning of the year 
having opened a new store at 25 Second street, where they 
have more space and are in a very central position for bus 
ess This firm, which began a year or so ago to cater to 
istomers by carrying golf supplies, has now added some othe: 
it~door lines, including fishing equipment They arry desk 
ind other lamps and electrical supplies 

San Francisco, Calif.—H. G. Sturgeon, secretary of the Sta 
ioners’ Association of California, of which Henry P. Dimond 
is chairman, is an enthusiastic Scout Master and in his off 


‘ 


hours devote a good deal of time to the Bo Scouts Last 
r his boys Troop 32 BRov Scouts of America, District 2 
just missed by two points becoming holders of the big silve 


cup offered by California Post of the American Legion, and 
this vear they have won the right hold it for the coming 
ea is the best disciplined, the cleanest and therwise de 


sirable boys of District 2, Boy Scouts of America 


San Francisco, Calif.—New and much larger ffices at 149 
New Montgomery street have been opened by A. L. Jones, In 
formerly of the Sharon buikling Both A. L. Jones and Al 
Anderson said that the reason for moving was to expand 





They have a larger display roo. a very large and attractive 
office as well as other offices and facilities for rendering service 
to their Pacific coast customers Mr. Jones stated that the 
nationally known and advertised lines represented by A. L 
Jones, In« places it in a leading position among manufactur 
rs’ representatives of the Pacific coast, and they feel that the 
new off i what they 1 led f Se e 
', 
_————nrmnnene ST _ 








| PENS AND PENCILS 














| 
Chicago, til..-Eberhard Faber spent four days in Chicago last 
mont ittending the annual meeting of the Western Golf As 


Chicago, Ill.—E. A. Mey: representative f the House f 


I ernard | el made a business ft pto St Lou nd Kansas 


be j > 
Chicago, Ill VW E. Record, business manager f the Los 
Angeles be d of Educatior was he guest of E \ Maver 
prresentative of the House of Eberhard Fat Januar 12 


Chicago, Ili..-C. C. Cobb, general manager, and C. B. Mathes 


es manager, The Conklin Pen Company, were December vis 
tors at th ocal branch, 36 South State st 
Chicago, ill The pencil sales staff of tl | h Dixor 
wit } returned I I f p t t 
t f tory at J ( N innua 
re was held in I 
Chicago, Ill Hamilton W. Kend ‘ gz An 
I I Compa s S triy f tl 
new i Northw i " H 
\ l pr | T ( s 
r 
Chicago, III The R I ‘ I d 
} rtered n r ! s 
” is, W juipment and es k. $ 
r Mm. N. J nga H. | G W . 
I ~ us ess i I 1 " re { So VW 
is ive! s now | ‘ W I 
Chicago, IIl.—H. E. Wald g il sa 
! r « I W \ Ss ( g 
' hor " | Mad 
va His \ mpa i 
Ni W iidit Ww s ny} act Ve I T I thie int SaAies Corl 


Philadelphia, 


tl Sheaffer ules organization D ' 24 
Penna.—John Furst, president of the United 
Petr Compa! has 1 ned fr } wnnu ntine 


the Pennsvivania ! : of the sports? 
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No. 6685S 


| SHELBYVIL "tee 
for fine offices 





: All the features to be found in any good desk are in to offer \ Shelbyville demonstration is a conclusive 

cluded with several details exclusively Shelbyville, of | argument in favor of good quality office furniture 

| . . y « : > . 

| practical advantage and interest for average business men Whether or not you sell desks, a knowledge of the 
Dealers who carry this line have no excuses or apologies Shelbyville line is worth your while. Write for catalog. 





SHELBYVILLE DESK COMPANY, Shelbyville, Indiana 
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| & e Polar Line : 
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) * Includes over 52 practical office items—all % 
+. - 

" good money makers for the dealer. + 
* 5 
> ‘ . bea 
* Each item is a superior product of well Ka 
oY ee . a K 
‘ merited popularity. From the Non-Shine is 
se Chair Pad to the typewriter shock absorb- RS 
% ers, each Polar item earns its cost soon after SY 

° . _ ° . . x 
‘- installation. Thoughtful consideration pre- % 
x ; 
ey ceded production of each specialty. They all ° 
" aa : - ? * 
iS add to the efficient operation of the modern - 
% office and are good money makers for the ie 
4 < 
dealer. O 
% " 
S Write for Complete Catalogue. eS 
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Permanent and Profitable 


The demand for built-in fur- 
niture is constantly growing. 
The dealer who is in a po- 
sition to bid favorably on such 
special installations is in line 


WATT 
BEAnHRRRBE 
iba bibibibibibibib: 








jibibibibibib=1-1). 


for a good profit. With the = = 
Imperial Steel line, the dealer 
can confidently promise the 
quickest service and the fin- 
est installation at the lowest 
price. An immediate profit 
Tt and a steady customer ac- 
company every Imperial in- 
stallation. It will be a pleas- 
ure to send you full particu- 

















lars about our service. Write 





us today. 


IMPERIAL STEEL CABINET COMPANY 


2130-2152 Fulton Street CHICAGO, ILL. 























A New Desk 
with a 
New Market 


Designed for the specialty shop, home, 
doctor’s or dentist’s offices, studio, re- 
tail merchant, real estate office, etc., 
this desk can be sold at a reasonable 
price and in big volume. 











It measures 36 by 26 inches and is of 
genuine mahogany or genuine walnut 
exterior. The top is solid or 5-ply, the 
panels 3-ply and the legs, rails and 
drawer fronts solid. A double pedestal 
desk furnished in this style measures 
48 by 26 inches. 





Many office furniture dealers are getting much new 
business with this desk while keeping up sales of their th 
regular numbers. Further details on request. P. 


ORPIN DESK CO., Gratton, Mass : 
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FN 
FURNITURE 
=» or—— 


January Sales Drives Sponsored by the National Association 
of Stationers, Office Outfitters and Manufacturers include Com- 
modity Classification No. 5, which comprises Commercial Furni- 
ture, Desks, Chairs, Bookcases, Filing Devices and Supplies, 
Tables, Safes, Filing Safes and Drafting Room Furniture. This 
drive extends from January 3 to 7. It is to be continued Jan- 
uary 9-15, featuring Steel Furniture. 




















Binghamton, N. Y.—James R Cerquone, formerly at Syracuse 
for the Remington Rand Business Service, is now manager of 
the system division, 16 Court street. 

Buffalo, N. Y¥Y.—The Complete Store Fixtures Company has 
been chartered to deal in store fixtures and office equipment; 
capital stock, $10,000; stockholders—Frank tosen, 362 East 
Ferry; Jacob Rosen, 145 Goulding avenue; Aaron Rosen, 670 
Jefferson avenue. Isador Setel, charter representative, 528 
Prudential building, Buffalo 

Chicago, tii.—Florian Stradal, treasurer of the _ Invincible 
Metal Furniture Company, spent December 20 in Chicago on 
business 

Chicago, !ti!.—The Chicago branch office of The Berger Manu- 
facturing Company has moved from 3622 South Morgan street 
to Suite 1037, Builders building, 228 North La Salle street. 

Chicago, !i!l.—Geo. E. Hunt has been appointed contact man 
with Shaw-Walker Company dealers in Chicago and immediate 
vicinity He has been with the company a number of years, in 
the branch and contract departments 

Cleveland, Ohio.—The Van Dorn Iron Works Company has ap- 
pointed George W. Marsh district manager in the Southwest 
states He will call on the trade in Texas, Arkansas, Okla- 
homa, Missouri and Kansas 

Dallas, Texas.—The Dorsey Company has taken on the steel 
office equipment lines of The Van Dorn Iron Works Company. 

Milwaukee, Wis.—The Findex Company has been chartered to 
manufacture, purchase and deal in mechanical and other card 
indexing systems; capital stock, 250 shares of preferred at $100 
each, and 1,000 shares common no par; incorporators—W. K 
Walithers, Emory N. Heuston and G. L. Bertch 

Nashville, Tenn.—The Williams-Miller Office Equipment Com 
pany, 156 Fourth avenue North, has been chartered capital 
stock $30,000; incorporators—Thomas A Williams Ee A 
Bergstrom, R. O. Williams and James B. Overall 

New York, N. Y.—Carl A. Braun, office furniture, 164 William 
street, has joined The Merchants’ Association of New York 

New York, N. Y.—Lebowitz & Gordon have been ehartered to 


deal in office furniture capital stock, $50,000; E. I. Herbst 
charter representativ 220 Broadway 

New York, N. Y.—M. Wagman has chartered his business 
of office furniture and sewing machines; capital stock, $5,000 
E. J. Herbst, charter represent itive, 220 Broadway 

New York, N. Y.—The Hilsen-—Rath-Zaller Company has beer 
chartered to deal in store nd office furniture; capital stock 
$10,000; J. R. Hell charter representative, 12 East Forty-first 
street 

Oakland, Calif.—The new Scottish Rite Masonic Temple here 
one of the finest temples of its kind in the United States, was 
dedicated December 12 The board of directors’ room and the 
general ofl were fully equipped by the Yawman and Erbe 
Manufacturing Company ind are among the finest offices in 


Oakland 


Oakland, Calif.—During t month of November, the Rucker 


Fuller Desk Company disposed of a number of executive furni 
ture suites It seems to be the growing tendency among Oak 
land busine houses to furnish the executive offices in a 
special way and with high-class furniture The Rucker-—Fuller 
Desk Company. has re-arranged the interior f the Oakland 
store and had a complete display of holiday suggest s prior 


to Christma 

San Francisco, Calif.—The H. S. Crocker Company Inc., 
agents for The Globe-Wernecke Company, was visited in the 
early part of December by H. C. Yeiser, Jr., vice president of 


the company, who was accompanied by John B. Hibbard, the 
Pacific coast representative They were on a general inspec- 
tion tour of the coast and me from the nort}l Some of the 
dealers here were visited, and later they left for the south 


San Francisco, Calif.—F. G. Erbe, secretary of the Yawman 
and Erbe Manufacturing Company left for Rochester toward 
the middle of December, after paying extended visits both to 
San Francisco and to Los Angeles This was the first time 


(Continued on Page 238.) 
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All Metal—Won’t Tip Over 


NO smount of clothing hung on this handsome fixture will 
tip it over. Husky hollow metal construction. Bronze 
hooks. Baked enamel finish. Not a screw in its permanently 
tight, cross-locked, welded base. Built to last a lifetime and 
ae to compete with ordinary wood costumers. Write for 
older and prices now. 


The Sanymetal Products Co., 1695 Urbana Rd., Cleveland, O. 
New York Distributor: A. H. Denny, Inc., 356 Broadway 
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gives to the trade chairs that stand the test of time. 











Ask for 

Our New 
Catalogue | 
No. 51 


No. 2386-6W 


S. K. PIERCE & SON CO. 
GARDNER,’ MASS. | 


. {96-102 Cross Street 25-27 Carroll Street | 
Warerooms: | "BOSTON, MASS. BROOKLYN, N.Y. | 
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Why split your ribbon 
business with others by 
handling a brand everyone 
carries? Be independent. 
Sell your own brand. Keep 
your customers coming 
back to you instead of 
jumping from one place to 
another as they do for 
factory brands. 

















You can build a profitable 
typewriter supplies business 
with our help U. S&S. ribbons 
are made in a grade and 
weight for every purpose and 
are packed in neatly litho 
graphed boxes with your im- 
print Start after the ribbon 
business today by asking for 
further particulars. 













US. Mig Co.. 
Sansom 5 10th Sts. 
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$17.00 Spot Cash 


—for ' LC Smih& Bros 


a 
“Smithtype 
Renewed” 
Typewriter 
for 

$3 Down 
and $5 
monthly 


No investment required. No ob- 
ligation incurred. Write today 
for complete details of great- 
est typewriter offer ever made. 


Smith Typewriter Sales Corp. 
World's Largest Rebuilders of L. C. Smiths 
411—360 E. Grand Ave. Chicago 
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Altoona, Penna.—The H. W. McCartney Company is now 
distributor in this vicinity for the Woodstock Typewriter Com- 
pany 
Arkadeiphia, Ark.—The Nowlin & Carr Company, distributor 
for the Woodstock Typewriter Company, has acquired addi- 
tional territory for the Woodstock typewriter 

Atlanta, Ga.—J. P. Simms has joined the sales organization 
of the Royal Typewriter Company, Inc He has demonstrated 
his selling prowess with another typewriter manufacturer 

Atianta, Ga.—Harry P. Fowler has succeeded the late L. A 
Davis as manager of the local branch, L. C. Smith & Corona 
Typewriters Inc. Mr. Fowler had been assistant manager at 
San Francisco before this promotion 

Bartlesville, Okla.—The Sutton Typewriter Sales & Service 
Company has moved its salesrooms and shop to 408 Dewey 
avenue Increased space and better facilities have been se- 
cured The company has expanded its sales organization to 
handle Sundstrand adding machines, Federal cash registers and 
Hever duplicators. The full Remington typewriter line is car 
ried An outside salesman has been added 

Boston, Mass.—C. W. Putney, a former salesman for the 
Royal Typewriter Company, has rejoined the local branch 

Breckenridge, Texas.—The Clark Typewriter Company 
formerly at San Angelo, has moved to 124 South Court avenue, 
Breckenridge. Charles J. Clark, Sr., sold his San Angelo busi- 
ness to Joe Buntyn Charles J. Clark, Jr., is associated with 
his father here 

Buffalo, N. Y.—The Buffalo Typewriter Emporium has been 
appointed distributor in this vicinity for the Woodstock Type- 
writer Company The company operates branches at James 
town and Niagara Falls 

Chicago, I!!.—L. J. Conger, vice president of the L. C. Smith 
& Corona Typewriters Inc., was a visitor at the Chicago branch 
in December 

Chicago, I1i.—C. W. Strahlhoff, an old timer in the organiza- 
tion of the Royal Typewriter Company, Inc., has joined up with 
the local branch 

Chicago, Il|.—O. H. Richards, who had been in charge of the 
Peoria sub-branch of the L. C. Smith & Corona Typewriters 
Inc., has returned to the Chicago branch 

Chicago, IIl.—A. W. Garbut has joined the local sales staff 
of the Royal Typewriter Company. In« He had been with the 
I. C. Smith and the Underwood organizations previously 

Chicago, Ill—J. M. Hackney, general sales manager of the 
Woodstock Typewriter Company, states that preliminary figures 
how that the company’s business in 1927 was the largest in 
its history 

Chicago, Ill.—FE. H. Read, district manager for the Wood 
tock Typewriter Company in the southeastern states, reports 
that November was one of the best months in the record of 
his territory 

Chicago, 
Woodstock Typewriter Company visited the general offices 
here in December for a conference with J. M. Hackney, gen 


li.—cC. F. Short, manager at New York for the 


eral sales manager 
Chicago, Ill.—A. J. Redding, formerly a salesman for the 
Chicago branch of the Woodstock Typewriter Company, is re 


t Phoenix, Ariz His many friends will 


raining his eaitt a 


rejoice at Nis progress 
Chicago. !!l._James Gannon, formerly connected with the fac- 
tory service department of the Woodstock Typewriter Company 


it Woodstock, Il has been assigned permanently to the ser- 
vice work of the Chicago branch 


Chicago, Ill.—-The Woodstock Typewriter Company has ap 


pointed J N Jones district manager fo Pennsylvania and 
Mar\ nd Hy id been in the typewriter business ten years 
ing pres ! did sales work for other typewriter 
menu: irers 

Chicago, Iil.James Dun who ha had charge of special 
work for the Chicago brancl f the Woodstock Typewriter Com- 
par is resigned He has taken charge of the typewriter de- 
partment of George Selwood, Woodstock dealer at Montreal 
Canada Mr Dunn's place in the Chicago branch has been 
taker v Leslie A. Temple who has been making an excellent 


Chicago, Ill H. S. Gilbert, manager he } 
Coror Typewriters In« made a trip east in December. He 
‘ 


re for the L. C. Smith 


~ 


is. J. Rogers, the new manager at Washington, D 
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|A NEW TYPEWRITER APPLIANCE 


—a Sure-to-use Typewriter Cover 
—an Automatic Line Guide Copy Holder 
—an All Steel Typewriter Stand 








The coulaPSOCOver Combination 


Keeps Typewriters Cleaner—Increases Their Efficiency | N 


AUTOMATIC LINE GUIDE COPY HOLDER speeds 
typist’s production; relieves fatigue and eye strain. 
Press the button—the line indicator moves. 


COLLAPS-O-COVER is built in two styles—Combi- 
nation Model with “Rigid-Bilt” all steel typewriter 
stand and Desk Model used on table or desk. Both 
models furnished in all typewriter carriage widths. 


Typewriter and Office Equipment Dealers 


In COLLAPS-O-COVER and AUTOMATIC LINE GUIDE 
COPY HOLDER (Combination or Desk Models) we present 
a real achievement in the office equipment field. It combines 
in a compact unit many new and valuable features, at a 














Whe ns he I e a ves her price which makes it sell readily. COLLAPS-O-COVER will 
i TYPEWRITER— it’s covered/ prove a business building and profitable addition to your 
| Patent Applied For line. Dealers’ discounts are liberal. 

i Write or wire for folder and dealers’ sales plan 








y KRIEGER NOVELTY CO., LODI, CALIF. samanaiechemis sso svc.) | 
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Many Dealers 
and Stationers 






are Cashing in on this 
New Type Cleaner 
ARE YOU? 
| AMERICAN WRITING MACHINE COMPANY 
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|__ PLASTIC 
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Spider —- Bottom Plate- Hub : 
Should all be Steel 
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which it rests. 

All steel is lighter in weight and con- 
sequently stronger in the same size as iron 
castings. It is machined accurately—a 
thing impossible in castings. 











All steel gives a smooth surface and permits 
a fine finish. Sockets are uniform and allow 
close fitting of wooden legs. And they never 
break either in transit or in the process of 
assembly. 





Spider, bottom plate and hub should be all 
steel. Collier-Keyworth Company make 
only all steel chair irons. Are you getting 
the best on the chairs you sell? 


COLLIER-KEYWORTH COMPANY 
GARDNER, MASS. 
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Made under our own Patents 
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For the New Year 
HOOSIER DESKS 


For 1928, the New Year, let 
Hoosier Built True—Clear Thru 
Desks open a new field of sales. 
If your furniture department has 
not been as satisfying as you 
would like, investigate the pos- 
sibilities in Hoosier Desks. The 
line has been a foundation for 
dealers in all parts of the country 
—it will pay you, too, to look 
into it. Just ask for full details. 
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Hoosier Desk Company 
JASPER, INDIANA 
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spent some time at New York City, and went to the factory at 
Syracuse, N. Y 

Cleveland, Ohio.—Two new, experienced salesmen have joined 
the sales organization of the Woodstock Typewriter Company 
here E. E. Willrich and Q. A. McCabe. 

Dallas, Texas.—Ralph McClurg has been assigned to a city 
territory by the Royal Typewriter Company, In 

Denver, Colo.—Guy Guffey, formerly at Kansas City for the 
Royal Typewriter Company, Ir s now a member of the local 
Royal sales staff 

Des Moines, towa.—QO. J. Partlow and I. J 
rejoined the Royal Typewrit« Company, In attached to the 
local branc} 

Ei Dorado, Ark.—J. J. Babb has undertaken to distribute 
Woodstock typewriters throughout a large territory in south 
ern Arkansas 

Joplin, Mo.—The Woodstock Typewriter Sales Company has 
been purchased from R. K. Greip by Mr. Doty The latter has 
to his 


Applegate have 


been a banker, but finds the typewriter business mors 
liking 
Jersey City, N. J.—The Typewriter Service & Supply Com 
pany, 254 Fairmount avenues has been chartered to deal in 
typewriting machines; Herbert I. Mark, charter representative, 
187 Fulton avenue 
Junction City, Kans.—H. E. Shane, distributor here for the 


Jersey City 


Woodstock Typewriter Company, has received additional terri- 
tory for his sales development 

Memphis, Tenn.—E. E. Ragland, formerly selling another 
machine, is now on the 1 sales staff of the Royal Type 


writer Company In« 

Milwaukee, Wis.—The John C 
tributor for the Woodstock Typewriter Company, has added W 
Kent to its sales staff. Mr. Kent has had wide experience in 
the typewriter field, including a sales position with the New 
York City branch of the Woodstock, and special work at Day 
ton, Ohio 

New Orleans, La.—Stephen B. Blair and D. J. Guillory are 
sales staff of the Royal Types 


Becker Company, local dis 


recent additions to the local 
writer Company, In¢ 

New Orleans, La.—J. E. Robertson, who had been with the 
Remington typewriter division of Remington Rand, In at 
Belzoni, Miss., is now connected with the local branch 

Oakland, Calif.—Fred M. Guy, formerly half owner in the 
Fred M. Guy Company, who sold out to his partner, Art Young 
is engaging in the typewriting business again in Oakland. The 
name of his new concern is the 

Peoria, Itl_—A. H. Painter has been placed in charge of the 
local sub-office of the L. C. Smith & Corona Typewriters In 


Reliable Typewriter Company) 


which is under the direction of H. S. Gilbert, manager of the 
Chicago branch 

Pittsburgh, Penna.—W. J. Powers is a new member of the 
local sales rganization of Woodstock Typewriter Con 
pany He has many friends ir is field. 

St. Louis, Mo.—C. A. Platz is a new senior salesman here for 
the Royal Typewriter Compar Ir 

San Francisco, Calif.—W Reddir a man xtended 
typewriter experience. is now member of the Woodstock 
Typewriter Company's sales organization her 


San Francisco, Calif John Guest, from the Chicago office of 


Varityper Ir Writes to Jame H. Sait, San Francisco mar 
ager, that he s comfortal tablished at Glendalk Calif 
and is enjoyir t sunshine of Soutl n California 


San Francisco, Calif.—The Ar n Writing Machine C 


pany has moved s repair epartment to 420 Market strs 
This is to take re f r é ed sales and for eg 
ficienc) Jos. Pattor s San |} I manager for the Ar 
Writ ge Ma ne ¢ 
San Francisco, Calif.—The new S Francisco 1 ger for 
Remir I cS 2 I | H s I g < 
I Wa I dis iT 
iger f I R is Mr 
Re I t ‘ I iry B i | W 
Wwe & ¢ i year H i 
s | 1 f We ‘ ( 
pa I K x nager for S Fra 
i Ka dex 
S I i s beer i 

Paci f K lex and L I i 
ne¢ M I former | n has bee filled | D> 
M Sa I of! r ger 
I ] x M M . 2 W ( 
' ss 
itility s é zing The rs of I re I d 
In< formerly the F. W. We & npar a 
been entirely re—de ated and a new lighting system installed 
The windows, very attractiv: de rated in Christmas colors 
featuring Remington portabl ind other goods as } day gift 
suitable t the Seaso'r Su ! a ‘ 4 
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uildéBusiness 


jor Stationers 


because 
users are always 


SATISKIED 

















atviomers 
can save money 


by obtaining stock 
from nearest distributor 
Write for List of Agents 


CENTRAL PAPER CO.. MenashaWis 








Modern Products 


Removal Notice 


After January Ist, 1928, we will be 
located in our new quarters, The Mer- 
cantile Building, 23 and 25 East 21st 
Street, New York City. This new 
location with better and increased 
facilities will place us in a more advan- 
tageous position to serve our custom- 
ers to whom we extend a cordial invi- 
tation to visit us and make use of our 
offices when in the city. 


The Hoge Manufacturing 
Company, Inc. 
The Mercantile Bldg. 
23 and 25 East 21st Street 
New York City 
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Send for Counter Display 
Free Trial Offer 
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You take no gamble on Coit’s Ball Bearing 
Lettering Pens. Test them out first. Just send 
for the counter display of 12 pens, assorted 
sizes, on our thirty days’ free trial. Prospects 
are everywhere — merchants, storekeepers, 
students, etc. Get the trial assortment by writ- 
ing us today! 


Bridgeport Pen Company 


239 John Street Bridgeport, Conn. 


COIT’S sittic 
LETTERING PENS 
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For more than a quarter century 
CROWN PRODUCTS have been 
making “Good impressions.” 


Our trademark stands for good 
service intelligently rendered by all 
who sell our products. 

We desire high grade and responsible 
stationer, ofice supply and individ- 
ual distributor connections. 

Write for full particulars as to the 
— possibilities of this 
ine. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U. S. A. 

















San Francisco, Calif.—The December meeting of the San Fran- 
cisco Typewriter Dealers’ Association was held at the Elks’ Club 
December 6. Walter J. Wolf of the Typewriter Sales & Service 
Company, the president was in the chair. As usual it was a dinner 
meeting Inspection rates were agreed upon and a committee 
was appointed to take up the matter of repairs J. Dunzen- 
dorfer, of the Typewritorium, is chairman of the committee 
which will look into the question of standardizing repair rates 
for the general public, the city and the United States. Mr 
Wolf stated that some arrangement along these lines would be 
more satisfactory to people in general who would get better 
work and better service. The next meeting of the association 
will take place at some time in January when the committee 
on repairs will report 

San Francisco, Calif.—Tom Steers, who for a number of years 
has sold bookkeeping machines in San Francisco, has joined 
the sales force of the local branch of the Royal Typewriter 
Company, Ine. Mr. Steers is well known and liked.—C. E. F 
tuss, the district manager, is staging a local contest in con- 
junction with the national contest and is very hopeful regard- 
ing the outcome.—The “Royal Air Truck’ is expected here 
shortly, and great interest is being manifested Preparations 
are being made to permit a great many people to see the 
“Monster of the Air.” It is more than likely that it will be 
seen at Mills Field Prior to the holidays the ladies of the 
Royal office were busy decorating the Christmas tree. This Is 
an annual event and is enjoyed by the whole force. 

Springfield, !li.—James C. Hullett has opened a new store 
here, devoted exclusively to the sale of Woodstock typewriters, 
for which he has distribution in this territory. Mr. Hullett has 
been in the typewriter field twenty years, and had been man- 
ager for other typewriter manufacturers in the past. 

Springfield, Mass.—The Springfield Typewriter Exchange has 
been appointed distributor in Springfield and vicinity for the 
Woodstock Typewriter Company. 

id 
Census Figures on Machinery Production 

The United States Department of Commerce, through the 
bureau of the census, bas released figures on the 1925 biennial 
census of manufactures. This phase of the work is about the 
last to be tabulated. The following figures show annual pro- 
duction 


Adding machines (1925), $33,829,501. Calculating machines 
(1925), 314,867.72. Adding and calculating machine parts (1925). 
$2,592,165. In the 1923 census these figures were not segregated 


by machines and parts. The manufactures that year of adding 
and calculating machines and parts were $51,995,600. The total 
of these three classifications for 1925 is $51,829,428 
Cash registers and parts: (1925), $42.326.496; (1923), $44,381,645 
Check writing machines: (1925), $2,092,566; (1923), $2,488,714. 
Duplicating machines (stencil and type): (1925), $3,883,803 
No figures were given for the 1923 census 
Typewriters and parts: (1925), $50,189,986; (1923), $39,520,680 
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ACCOUNTING MACHINES 
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Chicago, tlil.—F. W. Kilduff, chief accounting engineer, Pow- 
ers division, Remington Rand, Inc., addressed the Chicago 
chapter of the National Association of Cost Accountants De- 
cember 15 

New Orleans, La.—The General Office Equipment Corporation 
has consolidated the Elliott-Fisher and Sundstrand divisions at 


606-08 St. Charles avenue 


I 
ADDING MACHINES 
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Baidwin, L. I., N. Y¥.—The Long Island Adding Machine & 
Typewriter Company, formerly at Rockville Center, has moved 
to 35 Merrick road, Baldwin This is an agency of the Long 
Islanc City business of the same name 

Chicago, Iiil.—-H. E. Shiflette. sales manager here for the 
Marchant Calculating Machine Company, has added two new 
salesmen in the local territory Cc. L. Fuller, who is familiar 
with the calculating machine field through operator experience; 
T. A. Davis, who has been with another office appliance manu- 
facturer 

(Continued on Page 237.) 
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This NEw LINE is com- 


ing upon them, open. 
faced or blank body 
Certificates, Bordéred 


A let le set i: 
en Goede die’ S This beaut new ling of Blanks has ben designed and 


produced 
to meet_a persistent demand for a line of . 
repared! Have 1 ithozraphed Stock frase tagpey and i Blanks of exceptional 


autiful new sam- 
—a line ra pawig webs 7 
ples at hand for your quality 7a a 
rospect. every issue printed the nce 5. price aciesieetion RN 
piepek wich we ete of Blok hgh im aly ch apernc e 
- yet reasonable in price. z 


GOES LITHOGRAPHING COMPANY 
49 West 61st St., Chicago 








TYPEWRITER RIBBON 


WRITES LIKE PRINT 






Made from specially constructed fabric. Inked by the 
STORMS PROCESS which insures a perfect edge and 
no crushing of the fabric. Designed primarily for sharp 
clear impressions, STORMTEX will outwear any ribbon 
of the sharp writing variety. 


Write us today for samples and further information on STORMTEX, 
THE SHARPEST WRITING RIBBON IN THE WORLD. 


H. M. STORMS COMPANY 


561 Grand Avenue BROOKLYN, N. Y. 
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INKED RIBBONS CARBON PAPERS 
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JMECO 
METAL FURNITURE 
FOR 
THE MODERN OFFICE 


The efficiency and dur- 
ability of JMECO prod- 
ucts along with an at- 
tractive enamel finish 
and pleasing design have 
sold it to many prominent business institutions. JMECO Products 


With the JMECO line you can furnish your Storage Cabinets 


Steel Partitions 











Style 809 





customers with either stock or special equip- Filing Cabinets 

ment of a quality that will create lasting Steel Shelving 

satisfaction. Bank Fixtures 

a ' Wardrobes 

Inquiries from reliable dealers are solicited Counters 

o . Tables 

[he Jamestown Metal Equipment Co. Grilles 

Style 401 Jamestown, New York Desks 








Make 1928 a Bettcher Year— 


and you will make it a better year for swivel 
chairs. 


Our salesmen will 


dao . > Je accep + pe (“hase - . oe “anr 
he aia to antl on Bettcher Pressed Steel Chair Irons will outweat 


all manufacturers any other irons on the market. They are light in 
who are interested e107 ant o = : vy . , 

ee Fen weight, yet sturdy in construction. 

of Beticher Fvecsed Made for standard tenon hubs or our own special 
Steel Chair Irons. 


lock hub if desired. Write for information. 


The Bettcher Stamping & Mfg. Co. 
3100 W. 61st St. Cleveland, Ohio 














Look for 
The Triangle Handle— 
The Sign of a Bettcher Chair Iron. 


. mp Bettcher Chair Irons are fully protected by 
<-> our own patents. 
PRESSED METAL 


STAMPINGS 
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"STAMPS - STENCILS - SEALS 


Commodity Classification No. 10 of the National Association 
of Stationers, Office Outfitters and Manufacturers is to be the 
subject of a sales drive January 30-February 4. Dealers will 
make special efforts to merchandise Numbering Machines, Num- 
bering Machine Inks, Rubber Stamp Goods, Rubber Stamp Inks, 
Stamp Pads, Time Recorders, Check Protectors, Check Protect- 
ing Inks and goods of like character. 

















Chicago, !!l._—A change in telephone numbers has been ef- 
fected for the local branch of the American Numbering Ma- 
chine Company Its calls are now State 7469 and 7470. The 
changes are incident to the operation of dial switching on the 
State exchange. 

Hartford, Conn.—George W. Tabor has purchased the inter- 
ests of Edward J. Hesse in the Aetna Stamp & Engraving Com- 
pany E. R. Houghton and W. A. Glenn are associated with 
Mr. Tabor in this business 

New York, N. Y¥Y.—Maxim Hershey, 248 Greenwich street, has 
been appointed exclusive export agent for the Multistamp Com- 
pany, Norfolk, Va 

New York, N. Y.—M. E. Higgins & Company has succeeded 
Jas. T. Boyle & Company, 332 Broadway. Mr. Higgins had been 
with the latter company many years. 

New York, N. Y.—The Atlantic Rubber Manufacturing Cor- 
poration suspended operations December 23 to January 4 for the 
annual inventory and overhauling of the mechanical equipment 

Philadelphia, Penna.—Richard W. Shindler, of the Quaker 
City Stamp & Seal Company, is now “hizonnor.’’ He is mayor 
of Woodbury Heights, N. J 

—_— == i 
Perforating Machine Used to Authenticate Ballots 

To protect the suffrags against counterfeit ballots, the 
Luzerne county commissioners of Wilkes—Barre, Penna., per 
forated all the ballots with a special symbol. The machine was 
constructed especially for this purpose, and its arrival timed so 
that the perforator was received a few days before the No- 
vember election More than 200,000 ballots were perforated in 
time for the opening of the polls This machine will be used 
on ballots for future elections, a special symbol being provided 


for each issue 
—_ >_>-_ | 


(Adding Machines—Continued from Page 234.) 

Fresno, Calif.—D. Russell, formerly Marchant representative 
here, has been transferred to the Denver, Colo., territory. Paul 
L. Ross of Stockton, Calif., is now calling on the San Joaquin 
territory, including Fresno 

Kansas City, Mo.—Partridge—Scotford Stamp & Stencil Com- 
pany, 915 Baltimore avenue, has been appointed distributor for 
the Add-Index line of adding machines Edward Kuesch has 
charge of the sales of Add-—Index products. 

New York, N. Y.—Maxim Hershey, 248 Greenwich street, has 
been appointed exclusive export sales manager for the Cal- 
culator Sales Company, Chicago, Ill 


OTHER MACHINES 
LIK—— 


Cambridge, Mass.—Lincoln A. Harper, of the Elliot Addressing 
Machine Company, has become a member of the local Rotary 


























club 

Chicago, Iil.—L. D. Camps, of the Lisenby Manufacturing 
Company, spent Christmas at Fresno, Calif., where the factory 
is located 

Chicago, !ll—A. B. Dick, Jr., of the A. B. Dick Company, 
was elected a director of the Chicago Association of Commerce 
at the annuai election in December. 

Chicago, tll.—George F. Clute & Company, manufacturer of 
the “Staats” coin changer, has moved from 358 West Madison 
street to Room 501, 322 West Washington street. The building 
formerly occupied is to be wrecked preparatory to the erection 
of a monumental structure to house the Chicago civic opera. 

Chicago, I!l.—A. E. Blackstone, manager here for the Dicta- 
phone Sales Corporation, spent several days in December at 
New York, in conference with L. C. Stowell, president, and M. 
B. Sands, general sales manager Mr. Blackstone conducted a 








MARKING DEVICES 
for the Stationery Trade! 


We can fill all your requirements for 
rubber or metal stamps, seals, stencils, 
checks, etc., quickly and satisfactorily; 
shoot such orders to us; they will have 
immediate, expert attention reflecting 
credit on your service. 
We are western agents 
for the Ajax Time 
Stamp and _ Service 
Stamps, we repair all 
makes of numbering 
machines, we manu- 
facture and wholesale: 


Rubber Stamps Time 
Stamp Pads Stencils, 
Stamp Racks Tool and Time 
Daters Cast Bronze 


— 





Notarial and Corporation Seals 


Write us your requirements 
or, send for catalog. 


American Seal 
& Stamp Company 


120 S. Clark Street Chicago 

















You'll be “sitting pretty” on 
cushion pad business if you stick 
to the Esco for 1928—it’s a safe 
way to sales. 


Esco is the original felt top 
cushion pad and while there are 
a host of imitators, you'll have 
no worries if you tie up with the 
leader. Make sure that your 
cushion pads carry the Esco label. 


Economy Seat Company 
1824 South Albert Street 
CHICAGO 
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Business Must Watch 
Delivery and Transportation 
EXPENSE 


Salesmen travel by automo- 
bile making more calls and 
getting more orders — mer- 
chandise and materials of all 
kinds are delivered by auto 
truck in quick time, but this 
auto and truck expense must 
have constant supervision. 


“HARVEY’S COST-KEEP” 
AUTOMOBILE EXPENSE BOOK 


gives a complete, detailed record of automobile 
cost. Entries are quickly noted under the prop- 
er head and the totals furnish significant facts. 
Stationers sell them both singly and in quanti- 
ties. Packed a dozen in display carton; write 
for sample and discounts. 


FRED W. HARVEY CO. 


214 W. Genesee Street 
Syracuse, N. Y. 














Cut NEEDLESS Waste 


OU pay for space you waste and get nothing out of it 
but LOSS. You can stop that loss. Every cubic inch 
can be made to earn its cost. 


Cubic Inch Storage, the big New /dea in office efficiency! 
You get it in Service Steel Units. Adjustable drawers, 14 
sizes; 7 styles. Any desired combination. Fire-resisting, 
dust-proof, rust-proof. No bolts, rivets, or open joints ex- 
posed. Price moderate. 





Style B Drewer 
s-11/16" wide 1-3/16" 
high. 15° deep 


Dealers Note 


Unit No. 131 L-8 


To desler: who con merchandise on 33 drawers. Designed for forms, 
ezcepisonss Proposiison, we make a sts, Dive prints, drawings. etc 
“ry eiiredire offer Write for Cost moderate Send for fllus- 
daiasis trated folder——-TODAY 


SERVICE STEEL PRODUCTS CORP. 


914-918 W. North Ave., Chicago, III. (40134) 


a et 
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Christmas tree contest for his salesmen last month, repeating 
the successful event first held in 1926 

indianapolis, ind.—The Elliott Addressing Machine Company 
has opened an office at 321 North Pennsylvania street 

San Francisco, Calif.—Miss R. Beall, director of education 
from the executive offices of the Dictaphone Sales Corporation 
was in San Francisco December 13, en route to the American 
Vocational Association Convention in Los Angeles, December 
17-21. Miss Beall planned to put on an exhibit of the Dicta- 
phone at the convention at the Biltmore Hotel, headquarters for 
the meeting. going from there direct to another meeting in 
Kansas City Miss Beall, in her educational work travels 
during the greater portion of her time, keeping in close con- 
tact with all educational and vocational departments of her 
organization's branches. continuation schools, etc Miss Beall 
together with Mrs Jilian Spake. of Pacific coast educational 
department, were guests of Mrs. L. Steidell, employment man- 
ager of the Underwood Typewriter Company. at dinner the 
thirteenth, at the National League of Business and Professional! 
Women, at the Women’s City Club of which Mrs. Raymond 
mother of Mrs. Steidell, is president Mrs. Raymond also at- 
tended the A. V. A. meeting in Los Angeles. On the morning 
of the fourteenth Miss Beall spoke before the Berkeley High 
School, visited the University of California, in the early after- 
noon addressed the Armstrong Business College, from there 
attending the Examiner Christmas cabaret at the Palace Hotel 
December she visited women's lubs and organizations 
throughout the bay cities, the Board of Educatior f this city 


High School of Commerce. and Munson’s Private School for 


+* 


Secretaries, where the Dictaphone is a vital part of the irses 
offs red 

Seattie. Wash 4. G. Elder. formerly with the United Auto- 
graphic Register Company at San Francisco. is now connected 


with the local office at 615 Hoge building 
Wilmington, Del.—The Dandy Sealer Corporation has beer 


chartered to manufacture sealers and stampers; capital stock 
$48,000, 500 shares no par value Elmer C. Gray harter rep- 
resentative, Cliftondale. Mass 
New Business Prospects 
Chicago, !li.—The Kennedy Press, I: 416 South Dearborn 
street, has been chartered to conduct a printing, multigraphing 
and typewritten letter business apital stock, $3,00 in 


: rs—Katheryn Riordan. Louis J. Kessel and Edward T 
Peife 


Omeha, Nebr T Omaha Letter Shop. $12 Omaha Laan and 
Building Associatior has beer hartered to do a printing 
grapt e and dut a x sinesa: ( y T Wright 
I slice ta st kK $10.00 
_ 
Furniture— 1 from Page 229 
that Mr. Erbe has been to the Pacifi coast Speaking of his 


visit. Charles E. Victor, San Francisco manager. said that Mr 


Erbe was mu mpressed with its possibilities and with the 

- fut zg 4 x] < 

San Francisco, Calif.—With several San Francis stock and 
bond brokers moving int new quarters, the Rucker-Fuller 
Desk Company w equip these offices with new furniture and 

almost every instance the furniture will be of special desigr 
und finish to s ® the ndividual requirements of t purchasers 
f tl juipn I ~ F er Desk Compa has beer 
favored w t nstalia of a ; e new 
r rd sys ffices of tl San Francis« Ass 4 
of ¢ t M This installa x r ide ~ al new 
card 1 rd desks and necessar ds 

Seattle. Wash John M. Ke ne has been ay 
ager of the local branch, Art Metal Construction Company, su 
ceeding E. G. Naper, who resigned Mr. Keeling had been 
nected with the branch at Kansas City before the promotion 
Sioux City, lowa.—The Office Service Compar has ih 
opened at 617 Nebraska street by E. L. Isaakson Office f 

writers and supplies, and rebuilts are | 
i 


House Organ Philosophy 


Gentleness irtesy and restra e stronger s 
brusequeness, insolence and bad temper Try then f you wis 
influence others favorably.—The Coach (published opera 
tively by the Boorum & Pease Compar Eastern Manufactur 
ne “< nat . BH urd oH > Pen CC nan —_ma | Senford 
x ‘ pany. « ward ; pany j a 
Mar fa ring <* mpany) 
>. 7 > 
= “ i we f t? A ea ss word puzzi ; se 
“ ar work it say it is all w £ Fa ss B The 
St rs Loos Leaf Compe } 
eee 
W kA poor " expresses < er ar h gir s 
: irges Bramwords (T Bramwood Press 
> > 
W a ge for nothing is wor , at.—A Serr g 
>t : 
l Lir ( rei Fur Compar 
> > . 
Hie < < . “ Y s « firm but t = wh 
tuy f b \\ . \ 5. W ster & ¢ y 
Ir 
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For the Secretary 
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or ior 


the office boy, 
there is a right desk fo 


correspondent, bookkeeper or executive, 
r the purpose in the Evansville Desk Com- 


pany 


line. 


And when we say 


“right desk” 


we mean all that 








modern design and method, the best of materials and well-con- 
ceived recommendations of our many dealer friends can provide 
The result is the utmost in desk convenience and durability. Cat 
alog upon application 


EVANSVILLE DESK COMPANY 
EVANSVILLE, INDIANA 
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AMES MEANS EXCELLENT SERVICE 









Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 









Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 









If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Ames Mfeans Eixcetcent Service 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Great Britain Office Brasch Office 
Led. 507 Mission &.. San Francisco 
73 and 86 Queen Street, Lendos B.C. 4, England 


TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 







Branch Office and Expert Dept. 
Se Lispemard St... New York 
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PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 
mail and tape baskets, space baskets, built up 
trays, locker baskets, PEERLESS paper burn- 
ers, wire globe guards, office partitions, wire 
guards, etc. SPECIAL WIRE GOODS 


MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 
RAVAN LAFAYETTE, 
Seas cae. INDIANA 
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/YOU MAY GET BY 


The outer guard and into the 
sanctuary of the buyer when you 
go after that next order for office 
chairs, but then can you convince 
him that you have a better line 
than your competitor? 


The CROCKER line of office 
chairs makes it decidedly easier 
for you to show him why your 
line is superior. 


Two outstanding features are 
QUALITY and DURABILITY 
which have been proven by the 
many years CROCKER 
CHAIRS have been on the 
market. 


We solicit your inquiries 


CROCKER CHAIR CO. 


77 White Street 
NEW YORK CITY 


SHEBOYGAN, WISCONSIN 


608 Howard Street 
SAN FRANCISCO 


AMERICAN FURNITURE MART 
Space 1424 CHICAGO 
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GOOD BETTER BEST 
RIBBONS *«, CARBONS 


Three qualities—Apex, Summit, 
Xtragood, each of unfailing, 
and uniform quality in its class. 
You know how customers are: 
some want a good ribbon for the 
money, some want a better one 
and some want the best. But 
whether Apex, Summit or Xtra- 
good—each is the best in its 
group and worth every cent 
it costs. 


Stationers also find a nice busi- 
ness in our inks for stamp pads, 
numbering machines, duplica- 
tors, etc., etc. 


Let us quote prices. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 


DE St St St St St St O+ S++ O+S+S+ S++ 


practical usefulness. 


If you haven't received a copy of 


the new catalog. 


Send for it 


Better Offices 


January, 


1928 


°° 
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Announcement! 


UR new catalog is ready. You'll 
want to see the illustrations 
of Western's new line of furniture 
for the office. It is simplified in 
design and incorporates some new 
features that greatly increase its 


Western Furniture Co. 
Blair Ave. at Palm St. 


Better Desks for 


St. Louis, Mo. 








January, 1928 

















Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 


convenient reference. 


Manufacturer 

From the Barrett-Cravens Company, 1328-42 West Monroe 
street, Cabeaee. Ill., comes Bulletin No. 305, telling of the com- 
pany’s handling equipment. Manufacturing stationers find the 
lift trucks shown effect material savings in the cost of trans- 
porting and storing their products during manufacture. 

From Geo. E. Fox & Company, 319 West Ohio street, Chicago, 
Ill., comes a handsome catalogue of Fox office specialties. The 
entire line is shown, with many items pictured in natural colors 
The Fox line has kept step with the trend of the times, and 
many items shown in this catalogue were designed for use with 
the period furniture now installed so extensively in the offices 
of business executives and professional men. 

From the Ravenswood Office Specialties Company, 1800 New- 
port avenue, Chicago, Ill., comes “The Dealers Catalogue of 
‘Rosco’ Office Equipment.’ This illustrates and describes the 
company's transparent desk pads and tells of their “‘Fabrikoid" 
frames; the “Inadrawr’’ stationery cabinet for the stenographer's 
desk drawer; “‘Rosco” banker's note case; metal tip guides, and 
glass top equipment, such as dustproof strips, metal corners and 
felt discs for use with glass desk tops. 

Direct Mail—Manufacturer 

A mailing by The Standard Register Company, Dayton, Ohio, 
pointed out that some business men ‘“‘go it blind’’ in their rec- 
ord keeping. The remedy was suggested. 

The Acme Card System Company, 116 South Michigan avenue, 
Chicago, Il., mailed a broadside in two colors telling about the 
ae of the new book form of the Acme visible card 
recoras. 

From Pfening & Snyder, Inc., Commerce building, Columbus, 
Ohio, comes a broadside on “Mi-Reference’—the convenient 
loose leaf book for personal accounting. This book is indexed 
copiously, permitting the business man or investor to record 
his finances in a manner which simplifies the preparation of in 
come tax schedules. 

Direct Mail—Dealer 

Special prices on bank pins for a limited period 
nounced by The Bramwood Press, Indianapolis, Ind. 

The Riddle & Wunderle Company, 62 West Washington street, 
Chicago, ll., circulates its “‘Reminder,” a four page leaflet fea 
turing holiday cards, diaries and date pads. 

Price Revisions 

The Quality Park Envelope Company, Quality Park, Midway, 
St. Paul, Minn., has issued a special price list on ‘“‘Leatherold- 
De Luxe” expanding envelopes in handy package cartons 

Accessory Advertising Matter. 

Hanson Brothers Scale Company, 539 North Ada street, Chi 
cago, Ill., provides dealers with an effective envelope insert 
with space for imprint. It contains tables showing the correct 


were an- 


weight for children, women and men of specified ages and 
heights. The stuffer is printed in three colors, and shows a 
Hanson ‘“‘Weighmaster” scale 

_ lle 


American School Equipment Sold in Dutch West Indies 


Commerce Reports] Although the Dutch West Indies do not 
appear to offer a particularly promising field for the sale of 
American school furniture, substantial sales of some lines have 
been made in that area. The purchasing power of the popula- 
tion is limited, the dwelling places are small and scantily fur- 
nished, and climatic conditions are not favorable to the intro- 
duction of modern American furniture. For the last three 
years, however, school supplies have practically all been pur- 
chased in the United States. Text-books, maps and similar 
articles are printed in Dutch and are purchased in the Nether- 
lands. Statistics showing the imports of furniture, ornamental 
articles, floor coverings, etc., valued at $78,628 in 1926, are not 
truly indicative of the extent of the market, as large quantities 
of these purchases are re-exported to Venezuela. 

= a - 


Traveling Mechanician for U. S. Service 

The United States Civil Service Commission, Washington, D 
., will receive applications for traveling mechanician until 
January 17. The examination is to fill vacancies in the post 
office department and in positions requiring similar qualifica-— 
tions. The entrance salary is $2,400 a year; after a proba- 
tionary period of six months, advancement is dependent upon 
individual efficiency, increased usefulness and the occurrence of 
vacancies in higher positions 

The duties are to visit post offices throughout the United 
States for the purpose of installing new canceling machines and 
other labor saving devices, instructing local post office me- 
chanics in the proper care of such equipment; repairing can- 
celing machines, pickup tables, conveyors, scales, typewriters, 
adding machines, numbering machines, and other labor saving 
devices, and to inspect new machines of the types mentioned 
at the factories where they are purchased. Appointees must 
be tactful, resourceful, self-reliant, and of pleasing personality, 
as they come in contact with every grade of post office em- 
ployees and with contractors and manufacturers. Competitors 
will not be required to report for examination at any place, 
but will be rated on their training and experience 

Full information may be obtained from the United States 
Civil Service Commission at Washington, D. C., or the secre- 
tary of the United States Civil Service Board of Examiners at 
the post office or customhouse in any city 


OFFICE APPLIANCES 


241 





8 


Fibre-Footed lege 
will not mar floors 
or cut carpets or 


-Action, Trip 
9 Lever operates Foot 
oe “ of sets stand 
Easy-Rolli casters into play 
= on the oor. 


reasons why you should buy Sherman-Manson 
() Tubular Steel Stands at The New Lower Prices. 

Mail the coupon for further full particulars. 
SHERMAN-MANSON MEG. CO. 

1455 West Austin Avenue, Chicago 
Please send folder with ful! information regarding your new, lower prices. 


Name 





City 








Costumers 


The costumer shown in the illus- 
tration, like all Lamb costumers, 
is an attractive and salable 
article. It is a fit companion for 
and complement to the better 
office furniture which is finding 
increased favor with buyers to- 
day. It satisfies the customer 
and builds up good business for 
the dealer. 


ce . 
Office Screens 


Lamb products include office 
screens produced in many styles. 
Every dealer should have them. 
They have a variety of uses—es 
portable or temporary parti- 
tions, for breaking drafts, screen - 
ing unsightly or little used equip- 
ment and for other purposes. A 
line of screens will add to your 
profits. 


George L. Lamb 


Manufacturer 


Nappanee - 

















LOL a a a a a a a a 


Indiana 


No. 1770 Built-up Posts of 
Solid Mahogany 

Solid Walnut 

Solid Oak 
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HOUSE ORGANS 
XD) ———— 


Paragraphic reviews of current issues from 
the house organ field, classified for convenient 

















Maps 
Plans reference. 
Charts 
Printing Manufacturer 
Samples An interesting article regarding the Holland vehicular tunnel, 
Bulletins connecting New York City with Jersey City, appeared in The 
Statistics DuPont Magazine (KE. lL. DuPont de Nemours & Company). 
Photographs Many tons of explosives were required for the completion of this 
contract 
In showing a new and powerful brake in the steel plant The 
Idea (Office Specialty Manufacturing Company, Ltd.), sug- 
gested to readers that this machine has a tremendous “appe- 
tite’’ for steel, and urges salesmen to do their part in appeasing 
the hunger for work. 
“Know These Fundamental Facts—And Increase Your Ledger 
12 Sy Sales"’ was contributed by James M. Campbell to The National 
3) (National Blank Book Manufacturing Company). Much helpful 
aa j information was printed which is valuable particularly to new- 
: Raseys comers in selling loose leaf devices 
. . —aeae “Constructive Energy’’ was the lead feature in The Coach 
(published co-operatively by Eastern Manufacturing Company 
G ONE WING AFTER C. Howard Hunt Pen Company and Sanford Manufacturing 
Company) Creative sales effort applied intensively is what 
ANOTHER — have all your urgent Infor- makes modern merchandising effective and profitable 
mation at Instant command. Multi-wings swing open _ “Developing Salesmen” in The Webster Way (F. 5. Webster 
ut right angles like a huge book. Wings are remov Company, Inc.) said that “A new salesman is a good deal like 
able and interchangeable Rubber-tipped bumpers an undeveloped film The stuff may be there but until after 
keep wings properly aligned apart All metal parts you have applied the treatment, nothing much comes from 
finished in double baked ebony enamel. “UNIVERSAL” him."" The skilled sales manager brings his new material from 
MULTI-WING DISPLAYORS made for the wall; also the darkroom to light 
for counter use. or for floor stands with roller casters. W. Neil Stewart, president, Stewart Office Supply Company, 
making Displayor portable and former president of the National Association of Stationers, 
Office Outfitters and Manufacturers, was a contributor to The 
( OFFICE EQUIPMENT HOUSES ARE INVITED ) a ng BR [oye Bmw ns 44 —e 
« TO INQUIRE ABOUT OUR NEW 1928 OFFICE . article healing ill en d ith . tine yy ffi - ad - ee 
{ EQUIPMENT DISTRIBUTORSHIP PLAN the article being illustrated with pertinent office scene Pies 
How's Business is what Harold McD. Brown told readers 


of the Type Bar Bulletin (lL. C. Smith & Corona Typewriters 


UNIVERSAL FIXTURE CORP. - «= DEPT. 101 Inc.) He presented the answer to the pessimistic mood of 
. business men who take the local and hour viewpoint of trade 
135 West 23rd Street, New York City conditions. General conditions govern local business, except 


in isolated instances, and bright spots may be found everywhere 

The Mouthpiece (Dictaphone Sales Corporation) ran an item 
ibout the use of the machine for recording errors and good 
plays by the coach of a football team. These comments are 
made current with the plays When the cylinder has been 
| transcribed the coach has valuable material for praise and 
“post-mortem” of the game is 


criticism ot members, when the 
held 
Typing Tips (The Miller—Bryant—Pierce Company) told of a 
salesman who tried to “put one over’ on a purchasing agent 
Comparative tests were made on carbon paper, and the weight 
of the salesman’s sheet stated. The purchasing agent used his 
micrometer, and found that the weight had been misrepresented, 
and dismissed the salesman, with instructions to stay away 
from that office 
“Owing Money Wisely,.”” among 4 variety of interesting arti 
cles in Business (Burroughs Adding Machine Company), told 
how merchants who scatter their purchases with a number of 
| jobbers or manufacturers lack “an anchor to windward in 
times of stress. By concentrating they have a helpful friend 
in the credit man of the house with which they deal, and can 
- — . - - get extensions when necessary 

———— Arthur Williams, manager of the export department, Wood- 
stock Typewriter Company, contributed “Standing Orders’’ to 
Woodstock, the typewriter. A number of overseas dealers have 
regular shipments dispatched from the factory, with assurance 
that machines are always ready for his stock A change in 
business conditions can be met by telegraphic order which will 

provide that the shipment in transit is suited to his needs 
The educational advantages of a typewriter in the home were 
discussed by Geo. Ed. Smith, president, in The Royal Standard 
(Royal Typewriter Company, Inc.). Children learn faster with 
a portable typewriter, as it is operated without the muscle 














. . fatigue that goes with learning to write Learning to write 

Victory Stamp Pads Are Quality Pads after, the lk tters have been written on a typ writer finds the 

‘ 3 . 4 child's muscle control better developed. 

Made of the best material and inked with Pure | Pounds (Hanson Brothers Scale Company) printed “Service 

Rubber Stamp Ink. These pads are not surpassed Stripes.” It listed the terms of service of members of the 

by any other , : ade in the following Col- executive, sales, office and production departments M. H 

‘ omer, and are made in the tollowing vo Hanson, president, rated forty years; F. L. Arms, salesman 
ors: Red, Black, Blue, Violet and Green. has twenty years to his credit; A. Beck, the office manage 

Sizes looks back on fe urteen years with the company; John Hanon, 

, “ = g superintendent of the finishing department, has been with the 

it.) dhatsan’ Dimensions............. 2 x3% company thirty-five years There are, of course, many other 

Seer . 24x34 employees of long standing. 

Sy i Weesechconcbs Dimensions..... socccsan 2% x44 - por Aesectetion ; 

: . 4 r he new ste« olding tables made by the Lyon Metallic Man 
i No. 2 .......... Dimensions. 1900689 soe 344x634 ufacturing Company were illustrated and described in Making 

No. 3 .............Dimensions.............44gx7¥g Markets (Sheet Steel Trade Extension Committee) 

Bk adsidecocces scaccocec cue x9 | Weight and Measure (American Institute of Weights and 
Sealin » . . — i les ae 2 Measures) commented on the conté mplated change of our sys 
es g wax in various grades, sizes and colors. tem of measurements to the metric system during the transi- 

tion from the established method The example showed a 


| and standard weights, with a fine chance for profiteering under 


| the metric designations 
« Dealer 
The Blank Book News (The Columbus Blank Book Manufa 


| East Park, Near Mulberry St. Newark, N. J. turing Company) printed a supplement listing a number of sta- 
8 — - —_ a and practical Christmas pres- 


; 

. ° . : - : 

| Write for Price List grocer’s price list, offering advertised brands under both metric 
; 


tionery items that are effective 
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GEM 
JUMBO GEM 
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PERFECTION No. 170 PERFECTION No. 50 


STANDARDIZE ON THE 


GENUINE GEM AND PERFECTION 
DESK MEMORANDUM CALENDARS 


Handsome bases of heavy, cold rolled, pressed steel 
in black enamel, statuary bronze, nickel and brush 
brass finish. Arches which tip backward and for- 
ward to facilitate mounting the pads. 


The “House of Service” 








“DEFIANCE © 
| SU [SALES CORPORATION * 





Stationers’ Glassware, Hardware and Specialties 
72 SPRING STREET NEW YORK 





| 
| 


| 
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The Strength Is In 
The Gussets 


LEATHERWEAR vertical file pockets have 
gussets of tan cloth, an unquestioned superior- 
ity. The cloth gussets crease but they do not i 
crack. Papers are never in danger of sliding | 
out because the gussets endure. 


The same characteristic Goreniity is present 
in all the items in the LEATHERWEA line. 
We invite your investigation. A catalog, price 
list and samples will be sent you immediately 
on receipt of your request. 


LERTHERWERR 


| 
| 
| 





700 S. 6th St. Minneapolis, Minn. 











Write for this 
New Loose Leaf 
Catalog 


Loose leaf accounting requirements are many 
and it is not always the biggest or most ex- 
pensive line that serves best or profits the 
retailer most. The ‘Perfect’ Line of loose 
leaf devices originated many years ago but 
our claim for preference is based not on age 
but on adaptability and speed in service 
Special requirements of all kinds, whether for 
a single binder or installation of hundreds are 
handled promptly, at the right price and with 
full satisfaction. 


Write for this new No. 20 catalog and get 
acquainted. And when you get a tough 
order, let us handle it: you'll be pleased. 


Chicago Binder & File Co. 


Manufacturers 
500-508 West Thirty-first St. 


Chicago Illinois 
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A CONSISTENTLY 
GOOD PENCIL 








Write for samples and prices 


United States Pencil Co. 


Philadelphia —Manufacturers— U.S. A. 
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Doctors recommend ; 

* 

them~ ' 

Doctors authorities T 

on matters pertaining I 


to health with respect 
to daily work—recom- 





mend posture chairs 

because of their scien- 4 

+ tific construction. Bet- 

+ ter health—is a natural | 

outgrowth of better 7 

working tools. sd 

And in the field of Pos- # 

ture chairs, Cook qual- 

+ ity is preferred because 4 

+ Cook chairs harmonize + 

ps with other office furni- 
4 ture and have correct 

seating qualities in ad- # 

* dition. * 

+ Many dealers are build- 4 

+ ing a substantial busi- 4 

+ ness in Cook Posture | 

chairs. May we tell 7 

t you more about them? t 

= 

+ C. A. COOK COMPANY { 

os 18 Osborne Street, * 

+ Cambridge, 39, Mass. [ 
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-ARLAC DUPLICATOR SUPPLIES 





_ Alert Dealers 





WE HAVE AN ATTRACTIVE 
PROPOSITION TO OFFER 


YOU 


If you are interested in taking on Dupli- 
cator Supplies that will assure you 
SUBSTANTIAL RETURNS and at the 
same time serve your trade products of 
unusual merit 


Write Us Today 


Arlac Dry Stencils, Arlac Ink, Correction 
Varnish, and companion supplies are 
winning wide favor with consumers. 








Alert Dealers will be prepared to meet 
the growing demand. 


Write for free sample, naming duplicator you use 


_ ARLAC Dry Stenci CoRPORATION 


| 418 Fourth Ave., 


Pittsburgh, Penna. 
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} FOR TYPEWRITER SUPPLIES 


Test out the 
“AMPCO” Line 


Ribbons and carbons vary in quality almost 
as much as in price, but the price is not 
always an index of the quality, or the cost 
Low priced supplies sometimes prove very 
costly. 


“AMPCO” ribbons and carbon papers are 
sold not merely on the basis of twelve yards 
to the ribbon or 100 sheets to the box; so 
uniform is the quality that the user can de- 
pend upon a standard number of copies from 
the regular correspondence sheet, another 
standard from the heavy manifold, another 
from the light, etc. And when the factors 
of platen hardness and touch are fixed, the 
service period of the ribbon is quickly de 
termined. 


“AMPCO” products are helping many deal 
ers to build a profitable typewriter supplies 
trade. Further details or samples for test 
ing are sent upon request. 


American Manifold Products Corp. 
2900 Darwin Terrace Chicago, Ill. 
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NEW! 


PATENT WALLET 




















L A ) 
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ani > Flap 
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a 
Made 
in all a 








sizes | = 3 


Red Expanding Wallets with a simple, durable 
flap-locking device which eliminates cumber- 
some strings. Sells easily. Costs no more. 


We invite inquiry—‘‘Westenco”’ Lock 


Western Envelope Corp. 


Bush Terminal No. 8 
Brooklyn, N. Y. 





68 33rd St. 
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“Help Speed Up the Proposal” in Bramwords (The Bramwood 
Press) was an interesting anecdote bringing out the point that 
a good sales presentation includes a very definite request for an 
order. 

The Franklin's Key (The Franklin Printing & Engraving Com- 
pany) was devoted largely to holiday gift merchandise. Even 
at that, the office supply department made up two pages of 
items from its stock suitable for Christmas giving. 

A double spread in Office Topics (Baker Printing Company) 
showed the mechanical equipment of the company's plant, and 
suggested that readers would find it advantageous to run their 
next catalogue through this establishment. Experienced crafts- 
men and modern mechanical equipment presage good results. 

Year dates on office stamping devices were discussed by Good 
Impressions (Samuel H. Moss) He showed that many self 
inking daters are in service on which 1927 is the last available 
year Customers were urged to send such stamps in for new 
date bands, so they could be ready the first business day of the 
new year. 

“In the progress of mankind,” said The Office Cat (The Rich- 
mond & Backus Company), “‘motor vehicles were produced, and 
then the ass, instead of drawing the buggy climbed up into the 
seat and became the driver of the flivver. Since that time 

his delight is trying to beat the train across 
the track.” 
internal 

The effects of the New England flood on the paper mills at 
the Strathmore mills were described in the Strathmorean 
(Strathmore Paper Company) But little damage was done, and 
production suffered slightly 

The Art Metal Welder (Art Metal Construction Company) 
welcomed the Postindex Company to the plant. To accomodate 
the production requirements of Postindex the printing shop had 
to be moved and enlarged, and an entirely new manufacturing 
department organized at Jamestown 

————=< 


Interpretations of New Zealand Import Schedules 

Commerce Reports] British Empire preferential duties on 
imports into New Zealand have affected non-empire products 
in a number of classes 

General rates have been increased five per cent on imports 
from the United States, ete., on Class IX, in which are included 
crayons, envelopes and ink The same increase applies to 
Class XIII, in which are included furniture of wood and 
cabinetware. 

Class X has been increased to ten per cent, which applies to 
metals and machinery, including typewriters, duplicating ma- 
chines, and addressing machines. 

The New Zealand customs tariff has been modified, and sev- 
eral changes went into effect October 13, 1927. 

To the item on galvanized shelving manufactures has been 
added the following: “Japanned or lacquered metal ware, fur- 
niture, cabinet ware, and shelving, specially suited for office, 
shop or warehouse use, made up from sheet metal not exceed- 
ing 0.080 inch in thickness,” with a general duty of forty-five 
per cent ad valorem, or British preferential twenty-five per cent 
ad valorem ——_—_—__—_ 


Australian Import Increase on Paper Deferred 

The Australian government has deferre applying the new 

customs duties on paper until April 1, 1928. Commerce Reports 

indicates that Item No. 334 F (1), covering writing and type- 

writing paper (plain), not including duplicator paper, in sheets 

not less than 16x13 inches, will pay thirty per cent ad valorem 

under the rate effective in April, 1928. The present duty on 
this item is ten per cent ad valorem. 
_>——_—— 





Records of Stock Steel Furniture Shipments. 


The Department of Commerce reports data on the operations 
of manufacturers of steel furniture stock goods, based on the 
report of thirty-two companies in the ‘business ah an 
fifteen companies manufacturing shelving. The Se 
show orders received, shipments, and unfilled orders for both 
groups from September, 1924. In a few cases in the business 
group, where orders or unfilled orders were not reported, these 
were calculated on the relation of the firm’s shipments to total 
shipments. 

Business Group. 

1924—September—Orders received, $1,589,994; shipments, $1,- 
519,078; unfilled orders, $1,193,871; October—Orders received, 
761,431; shipments, $1,783,162; unfilled orders, $1,184,731; No- 
vember—Orders received, $1,615,912; shipments, $1,678,636; un- 
filled orders, $1,216,144; ee ee received, $1,914,038; 
shipments, $1,872,677; unfilled orders, $1,220,.232 

1925—January—Orders received, $521, Hh shipments, $1,972,- 
137; unfilled orders, $1,455,890; February—Orders received, $1,- 
986,151; shipments, $1,939,097; unfilled orders, $1,501,460; March— 
Orders received, $2,012,322; shipments, $2,027,863; unfilled orders, 
$1,482,859; April—Orders received, $1,964,059; shipments, $2,009,- 
199; unfilled orders, $1,466,428; May—Orders received, $1,855,- 
552; shipments, $1,918,869; unfilled orders, $1,383,424; June—Or- 
ders received, $1,792,656; shipments, $1,806,599; unfilled orders, 
$1,390,549; July—Orders received, $1,823,435; shipments, Si eee ,810,- 
745; unfilled orders, $1,445,897; August—Orders received 
649; shipments, $1,688,965; unfilled orders, $1,358,386; Riateabes 

-Orders received, $1,969,769; shipments, $1,816,484; unfilled or- 
ders, $1,535,231; October—Orders received, $2,170,076; shipments, 
$2,130,498; unfilled orders, $1,406,117; November—Orders re- 
ceived, $1,975,117; shipments, $1,885,505; unfilled orders, $1,496,- 
242; December—Orders received, $2,454,277; shipments, $2,418,- 
577; unfilled orders, $1,531,505. 

1926—January—Orders received, $2,652,208; shipments, $2,434,- 
205; unfilled orders, $1,760,573; February—Orders received, §3,- 
272.555: shipments, $2.183.948; unfilled orders. $1,833,862; March 
-Orders received, $2,289,276; shipments, $2,387,866: unfilled or- 
lers, $1,718,189; April—Orders received, $2,356,403; shipments, 
$2,323,447; unfilled orders. $1,576,103; May—Orders received, 
$2,464,457, shipments, $2,575,561, unfilled orders, $1,568,788; June— 
Orders received, $2,556,631, shipments, $2,605,502, unfilled orders, 
$1,535,166; July—Orders received, $2,283,666, shipments, $2,149,- 
546, unfilled orders, $1,668,989; August—Orders received, $2,298,- 
526, shipments, $2,342,615, unfilled orders, $1,637,538; September 
—Orders received, $2,419,554, shipments, $2,449,906, unfilled or- 
ders, $1,613,823: October—Orders received, $2,614,780, shipments, 
$2.552.997, unfilled orders, $1,687,319; November—Orders received, 





SAVE TIME 
and POSTAGE 


By Using 
‘*‘Pelouze’’ Postal Scales 


HEY tell automati- 

cally the exact amount 
of postage, in cents, re- 
quired on all mail matter, 
including parcel post 
rates by zones. Warranted accurate. Beau- 
tifully finished in French gray or gold bronze 
enamel. 





National 


Made in Several Styles 


Intended for in- 
dividual desk, 
library, office or 
shipping room. 
Dealers  _sup- 
plied by princi- 
pal jobbers. 





Standard 





ASK FOR PELOUZE SCALES 


Pelouze Manufacturing Co. 
232-242 East Ohio Street Chicago, Illinois 


“The Best Scale to Use is Made by Pelouze”’ 


ase 














i Cash in on these 
| Aids to Comfort 


A new line of cushions for office men and women 
—with a wider range of use that greatly acceler- 
ates sales. 


Miller Comfort Cushions 


Filled with light, fluffy, resilient Kapok and cov- 
ered with corduroy, velour, figured denim or jean. 
No buttons or metal projections. 


Ideal styles for office chairs 
and stools, automobiles, porches 
and week-end trips. 


Write for descriptive literature, 
discounts, and details of very 
attractive Dealer Helps. 


Eau Claire Pad Company 


319 Bellinger St. Eau Claire, Wis. 
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What is Wrong with 
YOUR Ribbon and 
Carbon BUSINESS? 


Has it gone stale? Does it need a 
shake-up, a bracer, something to give it 
life and action? 


The chances are that it does, unless you 
are now selling the “‘Philco Line”’ with 
its many clever specialties not found 
elsewhere. 


Thousands upon thousands of dollars, 
years of experimental and research work, 
many inventions, numerous patents, new 
buildings, much new machinery and 
complete standardization of products, 
make the “Philco Line” one of the 
strongest in the world today. 


A new catalog, prices and generous 
samples are yours for the asking, with- 
out obligation. 


THE PHILLIPS RIBBON & CARBON CO. Inc. 


61 Halstead St. Rochester, N. Y. 
An Active, Wide Awake Organization 

















The 


FREE HAND 
Binder 


Reg. U. S. Pat. Off Wagoner’s Pat. 


Model “A” 






Improve your profits with 
this improved binder 


The FREE HAND BINDER saves much time in han- 
dling and filling out biank forms, invoice and order 
blanks, etc. Simple operation—more efficient than arch 
or clipboards. Sheets do not require punching—binder 
easily opened or closed with one hand 

Stationers and office equipment dealers have in this 
simple, ingenious device, a more convenient and serv- 
leeable method of handling inventory blanks, bills of 
lading and many other forms. It is easy to sell and 
profitable. Write for descriptive price-list of stock sizes. 


FREE HAND BINDER CO. 


227 Pearl Street New York, N. Y. 

















$2,603,152, shipments, $2,734,540, unfilled orders, $1,547,540; De- 
cember—Orders received, $2,802,325, shipments, $2,934,331, un- 
filled orders, $1,556,404. 

1927—January—Orders received, $2,886,815, shipments, $2,730,- 
714, unfilled orders, $1,727,608; February—Orders received, $2,- 
771,477, shipments, $2,686,419, unfilled orders, $1,803,500: March 
—Orders received, $3,021,915, shipments, $3,080,931, unfilled or- 
ders, $1,743,968; April rders received, $2,750,877, shipments, 
$2,849,536, unfilled orders, $1,645,599; May—Orders received, 
$2,381,369, shipments, $2,528,672, unfilled orders, $1,597,944: June 
—Orders received, $2,369,244, shipments, $2,519,512, unfilled or- 
ders, $1,469,071; July—Orders received, $2,091,804, shipments, 
$2,040,209, unfilled orders, $1,507,120: August—Orders received, 
$2,381,889, shipments, $2,474,854, unfilled orders, $1,412,244; Sep- 
tember—Orders received, $2,367,857, shipments, $2,218,602, un- 
filled orders, $1,557,988; October—Orders received, $2,410,552, 
shipments, $2,379,557, unfilled orders, $1,574,461. 

Sheivin 

1924—-September—Orders received, $415,163, shipments, $471.- 
290, unfilled orders, $334,485; October—Orders received, $681,364, 
shipments, $595,157, unfilled orders, $327,455: November—Orders 
received, $526,707, shipments, $549,120, unfilled orders, $469,315; 
December—Orders received, $596,934, shipments, $650,923, un- 
filled orders, $364,813. 

1925—January—Orders received, $2,206,952, shipments, $517,- 
363, unfilled orders, $361,268: February—Orders received, $539,- 
286, shipments, $443,514, unfilled orders, $453,358; March—Orders 
received, $606,754, shipments, $539,972, unfilled orders, $515,434; 
April—Orders received, $566,834, shipments, $650.769, unfilled or- 
ders, $436,048; May—Orders received, $523,426, shipments, $549,- 
272, unfilled orders, $372,286; Junme—Orders received, $501,182, 
shipments, $482,187, unfilled orders, $398,973; August—Orders re- 
ceived, $516,694, shipments, $452,716, unfilled orders, $447,255; 
September—Orders received, $624,676, shipments, $542,173, un- 
filled orders, $511,689; October—Orders received, $730,911, ship- 
ments, $692,471, unfilled orders, $626,933; November—Orders re- 
ceived, $686,814, shipments, $574,905, unfilled orders, $739,831; 
December—Orders received, $620,947, shipments, $788,461, un- 
filled orders, $570,941. mi 

1926—January—Orders received, $580,948, shipments, $577,364, 
unfilled orders, $583,415: February—Orders received, $656,029, 
shipments, $603,144, unfilled orders, $633,545; March—Orders re- 
ceived, $583,701, shipments, $726,413, unfilled orders, $604,991; 
April—Orders received, $704,432; shipments, $699,370; unfilled 
orders, $570,693; May—Orders received, $578,364, shipments, 
$617,260. unfilled orders, $587,310; June—Orders received, $603,- 
915, shipments, $601,913, unfilled orders, $553,660; July—Orders 
received, $600,904, shipments, $531,361, unfilled orders, $602,134; 
August—Orders received, $506,324, shipments, $545,901, unfilled 
orders, $662,148; September—Orders received, $707,082. ship- 
ments, $588,096, unfilled orders, $790,426; October—Orders re- 
ceived, $591,652, shipments, $639,780, unfilled orders, $745,364; 
November—Orders received, $573.957, shipments, $583,488, un- 
filled orders, $730,846; December—Orders received, $561,979, ship- 
ments, $621,773, unfilled orders, $607,656. a 

1927—January—Orders received, $576,377, shipments, $555,996, 
unfilled orders, $623,355: February—Orders received, $657,833, 
shipments, $607,622, unfilled orders, $675,201; March—Orders re- 
ceived, $689,964, shipments, $690,783, unfilled orders, $678.531; 
April—Orders_ received, $621,888, shipments, $677,745, unfilled 
orders, $627,266; May—Orders received, $686,144, shipments, 
$585,397, unfilled orders, $731,157; June—Orders received, $638,- 
485, shipments, $657,927, unfilled orders, $710,300; July—Orders 
received, $534,875, shipments, $565,584, unfilled orders, $679,309; 
August—Orders received, $592,353, shipments, $604,107, unfilled 
orders, $668,621; September—Orders received, $607.905, ship- 
ments, $531,154, unfilled orders, $737,723; October—Orders re- 
ceived, $551,259, shipments, $619,293, unfilled orders, $665,970. 

——>——— 


Adding—Billing——Calculating—Bookkeeping 


Tnited States exports of adding, calculating, bookkeeping and billing 
machines, ete.. by countries in October, 1927. In .exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calcu- 
lating machines are not shown separately. They are included under a 
general classification, ‘“‘Other machinery and parts of.’" which is not 
segregated for publication By the Division of Statistics, Department of 
Commerce 


Listing- Typewriter- 
adding- bookkeeping- Non-listing Listing 
bookkeeping billing adding adding 
machines. machines. machines. machines 
Countries No. No No. No. 

BEE | 5a secébscensevesé 7$ 5,767 as ae te bee 34 $ 2,200 
OO ar 29 19.415 38 SA 62 ees 44 4.119 
Czechoslovakia ....... 11 13,371 on ven . oe 20 3.934 
Denmark and Fr. Is.... ©. «sess 1 Gee «se see 25 conan 
Finland .... —— 6.561 1 ae «s wae 127 9,895 
France ...... aeen - 3% 16,212 21 21,675 .. ; nM 5,879 
Germany ... @ 52,230 46 17,780 .. ... 871 48.890 
Greece . ° ae : eeeses ee ececece ee eee 3 315 
Hungary : > = an ¢e <¢eeeen sé “eSBs 4 12 
DEE, becéccceéeceeesee 8s) §©6eGeese ee  eevces ee see 3 180 
DEE cvecotessccecs sone Sn 7,470 46 27,446 1344 104 12,293 
BARR  ccdcccsecee: é on” ehhens ‘a ‘asee &e cae 1 105 
Netherlands ......... ee S44 ‘ 3.248 109 10,170 
ED iid phic oes 4 2.512 6 2,797 124 9,080 
Poland and Danzig.. 7 6,102 1 sas) 2 330 
Spain . i ~~ 12 8.831 fh na oh ee , cone 
Sweden .. » = 4,183 2 Da Gs das 90 7,455 
Switzerland .. 19 8,219 21 | are 73 9.450 
Turkey in Europe cheeee ° 65 eaweee as dex 6 1,050 
United Kingdom 71 20.169 34 PORES 66 cee 18 2,397 
Yugoslavia 2 580 os inoeee, S@) (2 san. sequen 
C—O "Fee : . 72 6,330 21 12,934 4 582 102 6,474 
Brit. Honduras.... se eesess se séenes oo eee 2 90 
Costa Rica. ‘ . 2 6 seesece oe steeee ee ove 41 3.715 
Guatemala ; eeoane ° eee o} . eee 2 300 
Nicaragua .......... 1 191 1 100 245 
Panama ..... os .. 10 1.540 , eves 
Salvador .... - ee 175 ey od “wns 21 1,629 
eae , 34 5,565 10 | @- aa 27 8,632 
Newfoundland and 

Labrador ...... 1 100 . wevend 7 508 
Jamaica .. ee 2 oe 0 eeeess es seeeee 6 468 
Trinidad and Tobago 3 o6.Ct««t ‘ 2 128 
Cuba _ 5 2,103 2 515 7 1,734 


Dominican Rep pues 5 , 
Neth. West Ind 1 7 
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GRAFFCO 
Vise Signals 











WHY ? 


Why they should be used— 


To classify card files and follow-up systems— 
to act as reminders and make available important 
information at a glance. 





Why they are superior— 





3ecause made of one piece of spring steel, heav- 
ily plated to prevent rusting or soiling of cards. 
Easily applied “straight on” and gripping firmly. 
Made flat to fit close to cards. Have open front 
permitting data to be visible. Brilliantly and dur- 
ably enameled in 12 colors. 2 sizes. 


Why dealers should stock them 


To realize an excellent profit from the sale of 
Vise Signals and other Graffco Products. The 
quality is unexcelled—the prices are fair—deliv- 
ery is prompt. National advertising is carried on 
extensively and dealer cooperation given. Write 
for illustrated catalog. 


Graff-Underwood Company 


64 Washburn Ave. Cambridge, Mass. 




















Add-A-Unit Partition 


STRIKINGLY NEW! | 


There is a breath of beautiful modernness in this 
New Peerless Partition that we are showing. This 
model fairly sparkles with today and it is moder- 
ately priced. This is only one of the many 
practical and beautiful partition models that we 
are showing in our large and complete line. 


Write for a copy of the New No. 35 Catalogue 
with dealers’ prices so that you will be equipped 
to secure partition business in your territory. 


ADD-A-UNIT PARTITION COMPANY 
872 W. North Avenue 
CHICAGO 














DIEMER 
PRODUCTS 


for 
SATISFACTION 
and 
SERVICE 


ENVELOPES for filing, 
mailing and carrying 
purposes, in RED ROPE 
and JUTE, for flat or 
folded papers. Also 
metal end filing boxes. 
The illustrations show 
a few of the designs 
carried in stock. 
Samples furnished on 
request. 





JOHN F. DIEMER COMPANY 
519 Broadway New York, N. Y. 


SEND FOR CATALOG NO. 30 
(Est. 1869) 

















Just a Few 


The Furnas line of wardrobes, small 
tables, and costumers is comprehensive. 
Just a few of the many models and 
styles are shown here. Descriptive lit- 
erature containing illustrations of the 
complete line, and price lists with deal- 
r’s discounts, will be gladly sent 


FURNAS FURNITURE CO. 


INDIANAPOLIS, INDIANA 
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EVERYBODY IS A PROS- 
PECTIVE BUYER FOR THE | 


“SILENT WATCHMAN” | 


It is everything a modern wall safe should be 


plus its unique advantage of being installed 
DIRECTLY ON the walls in remote secret places 
—abstraction being impossible. The trend of time 
makes this insulated welded steel safe an inter- 
national demand. 

A demonstration and its low cost is your as- 
surance of every sale. 


WRITE FOR PARTICULARS—A SPE- 
CIALTY WITH AN INFINITE FIELD. 


The Hall’s SafeCo. 


3253 Spring Grove Ave. 
P.0. Bex 846 CINCINNATI, OHIO 
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Office Chairs 


Made to stand long service 
at minimum price 


Empire Chair Company 
Johnson City, Tenn. 


Permanent Exhibit — American Furniture Mart 
lith Floor — Chicago, Ill. 

















In the regular line of 
EISANED Klsane Desk Pads are 

those numbers which ac- 
tual sales have proved in demand. 
Stiff back, semi-flexible and flexible 
styles are made ina variety of mate 
rials and sizes. You take no chances 
with Elsane; the experience of 
others proves their worth. Ask for 
folder and prices. 


1 SAINBERG & COMPANY, Inc. 


77 East 130th Street New York, N. Y. 














A New Quigley Number 





No. 1066 B. C. 


The Quigley Furniture Co. 
Whitesboro, New York 


Manufacturers of 


Office Accessories and Desks 
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Listing Typewriter 
adding bookkeeping- Non-listing Listing 
book keeping billing adding adding 
machines machines. machines. machines. 

Countries No. No No No. 
Haitian Re; . » * wanes 7 1,125 
Argentina 4 2,07" 5 2,584 we 10,805 
Brazil . 45 6,975 it) 5,703 61 6,743 
Chile .... 6 2,160 
Colombia ‘ 4 612 8 2,719 
Ecuador 42 2.120 
Surinam 2 i. we. eames on Gee eee eee 
Paraguay 1 250 
Peru .. 2 1,302 677 8 682 
Venezuela 4 7m ‘ 2 150 
Brit. India 1 681 4 1,439 
China ..... 1 100 26 1,816 
Java and Madura 2 RD +e) | 6otepee 664s, ose she Yee 
Japan, incl. Chosen . 10 3235 
Philippine Is ie spe 1 135 48 3,716 
Australia 2s 5,261 10 5,424 74 5,086 
New Zealand 6 2,269 . 30 2,500 
Brit. 8S. Africa 11 5,216 1,551 46 4,243 
Egypt .. 1 235 : 3 108 
Madagascar 1 75 
Other Portuguese Africa 280 

Total 531 $218,981 293 $156,627 7 $861 2,087 $198,569 


Calculating 
machines. 


punching, sorting 


Card 
Other 


and tabulating including used 


machines 


and rebuilt 





Countries No No o. 
Austria 5S $ 3,500 pian 
Belgium 6u 9,283 $ 6,700 3 §$ 378 
Czechoslovakia 103 1,325 25 16,300 oses 
Denmark and Faroe Islands 1 1,100 1 5 180 
Finland th 400 2 5 198 
France 2,362 2 1 72 
(sermany 7 10,390 27 13 586 
(reece . 4 300 , see 
Hungary . 11 6,850 does 
Italy 74 11,250 2 1.878 
Netherlands 27 3,090 4 rin) se 
Norway 225 
Soviet Russia in Europe 1 110 2 6.950 oean 
Spain 10 1,275 26 606 
Sweden , i) 1,512 open 
Switzerland ; 400 1,115 nese 
Turkey in Europe l 135 é« 
United Kingdom 75 13,448 1 18 — 
Canada 7 44.723 14 », 822 | 1,680 
Honduras 2 225 1 38 
Nicaragua 2 267 . 
Panama 2 267 
Salvador 11 1,420 
Mexico 2 3,236 212 
Cuba . os ; 1 350 s 4,880 1 45 
Dominican Republic 3 493 
Netherland West Indies 1 225 
Argentina ; Ss 8,583 1 1,340 
Brazil 6 1,600 
Chile ‘ 5 5,295 soo 
Colombia ; 478 10 360 
Peru 1 208 
Uruguay i) 545 
Venezuela 5 638 
GHRRR cscuses , 24 2,345 
Japan, including Chosen 12 1,800 
Philippine Islands. i) 2,400 
Australia . 40 8,235 
New Zealand 300 eens 
British South Africa 14 3,678 1 100 
Mozambique ee 1 51 

Total 807 $137,416 109 $72,444 108 $6,384 
Shipments of Adding and Calculating Machines to Non-Contiguous 

Territories. 

Alaska [Number] 30 $5,000 
Hawail ...-C Number] 63 7,673 
Porto Rico [Number] 12 1,514 


Typewriter Exports 


United States exports of typewriters by countries during October, 1927 
In exports under this classification 


electric motor, the value of the 
Ry the division of statistics 


Standard, 

Countries No 
Austria 44 $ 
Beigium 53 
Czechoslovakia 580 
Det and Faroe Is 81 
Estonia 7 
Finland 22 
France 1,119 
Germany 420 
Greece 29 
Hungary . 58 
Iveland 1 
Irish Free State 21 
Italy ‘ 441 
Latvia 3 
Lithuania 
Malta, Gozo an 

Cyprus Is 1 
Netherlands 154 
Norway 127 
Poiand and Danzig 33 
Portugal 45 
Rumania 153 
Soviet Russia in Eu 118 
Spain. 1,030 
Sweden 73 
Switzerland 301 
rurkey in Europe.. 18 
United Kingdom 1,406 
Yugo. and Albania 3 
Capada 833 
Brit Honduras 6 
Costa Rica 10 
Guatemala 65 


Honduras 14 





motor 
Department 


where 


No. 
250 $ 
214 


the 
is 
of Commerce 
New Portable, New Used & Rebuilt Parts of 


machine is driven by an 


included with the machine. 





No. 
9.550 505 $ 15,444 $ 1,051 
8,005 231 6,981 721 
14,745 147 5,304 RSS 
2,835 20 937 846 

108 : . 

400 62 2.178 Oo 
24,041 243 9,418 3,044 
27,006 22k 6,218 

756 11 10 

1.3%) 121 

156 

10,515 124 3,247 1,950 
72 
683 

4,000 114 3, 897 1,215 

396 644 

4,206 7 1,751 321 

1,865 2 1,317 29 
2,439 
72 
29.220 210 8,320 216 
5,130 2 600 653 
8,766 82 4,880 2.374 
585 


19,439 310 10,401 = 12,301 
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A “WELL” 
WISHER 
could wish for 
no better well! 


ECLIPSE 


Pneumatic 








AUTOMATIC 
EYELETER 


For many purposes no binding de- 
vice other than an eyelet is ac- 




















List 


ceptable. It seems $6.50 
to have an air of 3 
embellishment, or Eyelets are made 


of brass and nickel 
finished, formed 
into strips of 15 
eyelets. No waste, 
cannot spill. No 
time lost. 


perhaps it is tradi- 
tion, that keeps eye- 
lets im such popular 
demand that the of- 
fice consumption is 
ever growing. To 
provide an eyelet in 
such form that dex 
terity In applying is 
not a requirement is 
surely a thing to be 
welcomed, This 
I.D.L. Eyeleter just 
requires loa ding 
with a strip of fit 
teen eyelets so at- 
tached that no 
nimbleness of 
hand is required. 


adel 


THOROCLEAN BRUSH 


List 50c 
Individually Boxed 





200 Hudson 
UP-TO-DATE CALENDARS NORCOR LINE 
SEOURITY BOXES PROTRACTORS, ETC. 
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The head of tl stand is easily adjusted to fit any 
size office machine up to 12% inches wide by 15 inches 
deep The ste drop leaves, finished in olive green, 
can be fastened to either side of the stand Only one 
leaf is supplied unless two are specified Model M is 
the same as Model T excepting that it has a high 
back rail, used in tilting machine forward The one- 
inch seamless ste tubing used in the construction 


of Tiffany Stands insures permanent rigidity and 


Dealer information will be gladly sent at your 
request Write for it today 


Tiffany Adjustable 


Stand Company 
3300 N. Broadway, St. Louis, Mo. 


_ | Adjustable Stands | 








TIFFANY) 



































A Dry Indestructible Stencil Paper For All Duplicating Machines 
8 REASONS WHY PEOPLE DEMAND DRYTYPE 
. Greatly improves the printed work. 
. Greater ease in typing, no special type touch 


required. 
. Thousands of perfect copies from one 


card *. 
. 20% less ink consumptioa, 
. Does not clog the type nor injure typewriter. 
. Always fresh—guaranteed never to dryout or 
deteriorate. 
Drytype is protected by § United States Patents. 


Reliable Dealers, Saleermnen and Distributors 
of Merit, Write for Samples and Prices 


DRYTYPE STENCIL COMPANY, INC. 
387 Broadway—New York City 
as STENCIL~ PAPER 


1 
2 
5 
Dryt . 
4. No slip-sheeting on most bond papers and 
5 
6 
7 





——_—_—_- STENCIL—PAPER 
| THE STENCIL PAPER 
Supreme 
NO MOISTENING BEFORE USING 

! 
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P > | DRYTY PED * P 
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Standard, New Portable, New Used & Rebuilt Parts of 
No. 





















Countries No No. 
NICHPABUR cccccccces 13 1,019 22 855 8 eee 
Pama@ma .....seess 17 1,451 10 423 8 366 74 
Scivador ini , 417 2,719 72 2,828 2 125 111 
Mexico .. 208 12.0978 164 6,364 26 1,002 1,748 
Newfoundland and 
Labrador eceses 1 85 
Bermuda ........ 1 83 a ae 30 
Barbados ..... 2 119 5 180 1 errr 
Jamaica . — , 7 00 10 178 1 57 156 
Trinidad and Tobago 7 490 5 180 Tae beneee 29 
Owver Brit. W. Ind 1 260 1 is : ; 15 
Cuba eeve : 231 16,368 112 4,122 2 oS 1.149 
Dominican Republic 17 1,285 21 756 wt 6,631 
Neth. West Ind 8 509 19 648 : ; 47 
French W. Ind T 490.—Ci.. oes some 
Haitian Rep. ene « seh .206REe 16 1,150 ' . odecee 
Virgin Is. of U. 8... 3 305 ess 2 - <écvtven 
Argentina ' 60,839 634 22.665 123 5,170 400 
Beolsvia ...... 1,660 4 223 5 217 10 
Brazil 45.586 239 8,808 18 240 428 
Chile eeee 16,731 t4 2,398 3 23 475 
Celombia 11,987 364 13,648 2 1,067 853 
Ecuador - ; 1,042 40 1,560 peeene 218 
Falkland Is : ° ° cece 10 360 
Piic. Guiana 8 7 463 ° : 
Surinam ..... 2 220 
Paraguay . 52 4,174 . oees ses . . 
Peru ..-- scene 191 12,600 88 +, 249 , e« 588 
I guay . 50 3,990 35 1,260 1 60 45 
Venezuela . ‘ 104 7,410 129 5,004 : : 374 
Aden eeee se se TTT eee es S 311 61 
Brit, India 122 8,065 205 7,380 27 791 1,843 
Brit hake ke 78 5,493 136 5,431 oo 2s seee 12 
Ceylon : ane’ 28 2,173 - peeead . —_ . 
China , uve dee 30 2.354 30 1,170 26 1,163 
Java and Madura... 360 19,660 90 1,665 1 35 
Other Neth. E. Ind.. 5 3u9 eee TTTTT 12 402 
Fr Indo-China...... 6 420 , secces ees eee occese 
Hongkong .......- : 1 75 33 1,470 8 100 81 
Japan, ine. Chosen. 70 4,727 35 1,490 29 1,029 24 
Palestine ........ 17 3 3 
Persia ... TT 9 ee 
Philippine Is 54 74 2,667 32 l 4 24 
Siam obecasdbnoe oe 21 6 216 
Australia 797 51, 382 14,396 55 8.765 4,876 
Brit. Oceania . 1 83 1 37 1 SD cecvecce 
French Oceania.. 1 100 , : 3 ) erie 
New Zealand . 160 11,422 29 1,044 i 0 905 
tcigian Congo. : see «a eanas 12 GBB cte” eeeces e8eece 
rit. E. Africas ) 690 5 900 - 
Brit S. Africa 149 10,241 71 2,78 29 168 470 
Brit. W. Africa 11 780 62 2,312 oe 860 wesces | (‘eNenen 
Egypt .. , 74 4,511 36 1206... _ 135 
Algeria and Tunisia. ess ecence 25 900 soe “‘esvese see 
Modagascar . 12 616 > 1,800 een eetecce 
Other French Africa ; 210 10 OS4 
Liberia oetevese 1 55 1 410 
Morocco éneeene ee 40 eS ae. ae 
Mozambique e« 295 o< 
Other Port. Africa 24 1,688 : ‘ ee ese seusee é0000< 
Canary Is ee 14 1,120 18 738 : eecees sebees 
Otber Spanish Africa see eeneec 10 419 sec seus 666000 
Gibraltar . eee cee 8 83=— e #0 oo 10 400 eee eecese eeeces 

POG ccupeeesées 13,309 $933,546 8,819 $333,797 3,255 $113,521 $67,058 

Shipments of Typewriters to Non-Contiguous Territories. 

Alaska ... pbacesene660ensdecéeesoses esses+++f Number] 16 $ 1,271 
Hawali ......- : SS ecesescescsoeoseccese [Number] 159 10,577 
Peree BISCO ccsccoccse PTT oT TTT TT Tt Tete [Number] 114 6,745 


Metal Office Furniture Exports 


United States exports of metal furniture by countries during 
October, 1927 By the Division of Statistics, Department of 
Commerce 


Safes Bank 





and and 
abinets, safety Other 
fire deposit offic 
and vaults furni Other 
burglar and ture metal 
Filing cases proof. equip— and fix— furni- 
Countries No No ment. tures ture. 
Austria sa , } $125 - $75 
Azores and Madeira 
Islands .... . ves 273 $95 
Belgium ....... 83 $6,971 12 570 nee 6,917 162 
Czechoslovakia . 43 1,646 , 90 oer 
Denmark and 
Faroe Islands 56 3,187 88 2,961 - 75 344 
Finland . : : 86 5,085 —_ cave — 86 “ 
France : 80 4,084 vee ~~ 617 
GeremmOR .ccccece 21 902 1 28 3,943 1 
ey sewas ; 64 3.043 | 500 $151 4,127 1, 
Netherlands 58 1,956 , ; 473 2 
PO cacccevecs 69 1,649 21 906 ee 436 
Portugal ........ 1 28 , 85 
Poland and Danzig . ~ : J 91 - 
Rumania : 20 1,230 , , : ; 294 
S. Russia in E... bee - 25 
Spain ... ; 16 1,743 2 182 — 751 98 
Sweden . inéesee: ae 6,220 eee aes . 336 56 
Switzerland . 119 4,836 “_ eee — 212 64 
Turkey in Europe 2 108 , : =< 27 oo 
United Kingdom 921 35,245 89 1,351 4,708 3.018 
Canada .. 574 17,583 312 12,960 2.611 14,491 39,302 
British Honduras _ he ‘ 266 
Costa Rica.... 10 251 54 2.358 263 116 
Guatemala . 5 455 3 27 0 388 
Honduras t 187 3 99 9 87 
Nicaragua 24 799 3 27 798 
Panama 41 1,253 10 14 156 3,756 
Salvador 23 527 7 338 2,145 27 
Mexico 327 13,603 43 2,721 50 11,305 6,750 
Newfoundland and 
Labrador 1 8 7 312 ees 
termuda 2 0 } 112 , 200 
Barbados . : » ie 2 73 ose 85 
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Featherweight 








Business 









Manifold: 


Featherweight Manifold is the sensation among 
lightweight papers! Rag content... genuine 
watermark ... non-porous. . . never “melts” in 
typewriter ...ideal for high speed automatic 
presses .. . allows perfect suction. Big Printers 
and Stationers find Featherweight saves time, 
effort, and builds “‘repeat’”’ business. If you use 
lightweight paper, you might as well get the best 
“buy” for your money. Get samples now, to 
prove Featherweight’s superiority. 


Featherweight Paper Co. 


Sales Office: 10 East 16th Street, New York, N. Y. 
Offices Sizes Printing Sizes 
8x10%; 8%xl1l1 17x22; 17x28; 19x24 
8x13; 84x13; 8%x14 22x34; 28x34; 24x38 
Seven Contrasting Colors, Including White 
Lega! Ruled Printed “Copy” Boxed (500) 
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3 .It’s Locked ; 
$ $ 
} It takes but a second to snap the 9 
3 Yo ENVELOCK shut and there is 3 
oe no fuss or muss involved. Simply oe 
Q moisten the flap and press the $ 
} metal tops shut. Instantly they 2 
D4 are firmly locked with contents 7 
oe secure against tampering. ¢ 
> . 

“e ENVELOCK is one of the many 3 
$ items in the Amestyle line of & 
) filing and mailing containers. 4 
3 Every stationer who sells banks 9 
oe or bond brokers should have full 3 
2 nformation. Write us. oe 
; g 
$ 
¢ AMES SAFETY ENVELOPE CO. #3 
- -- Px 
3 55 Sudbury St., Boston, Mass. S 
ae > 
5 ) 
LOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOSOPOSOGS 








OL re 





LL ee ee 





Pd 


PUTT 


4 
4 
4 
4 
4 
4 
4 
4 
4 
‘ 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
4 
‘4 
4 
4 
4 
4 
4 
‘4 
4 
4 


Good 
Merchandise 


speaks for itself. Every 
Gunlocke Chair is a 
good salesman — it 
speaks for itself. Qual- 
ity is so distinct that it 
stands right out and 
your customer knows 
instantly he is getting 
full value, dollar for 
dollar. 





No. 1701% 


Gunlocke Chairs are 
good chairs for your 
trade. Office chairs of 
various types, leather 
upholstered, club chairs 
and settees are includ- 
ed, giving the dealer 
more than the usual 
opportunities. Let us 
send full details. 





THE W. H. GUNLOCKE CHAIR CO. 


Wayland, N. Y. 


Western Office 
Furniture Exc e 
San Francisco, Calif. 


Export Department 
368 Broadway 
New York City 





GANFORDS 


SOLVENE 


TYPE CLEANER 


Will not soil your fingers. Cleans 
instantly—dries without cloth 
—no trace on type or 
paper. In sturdy, 
clear glass bottle. 
















Clean type will 
improve the ap- 
pearance of your 
letters. 
Renew your Rollers with 
“PLATEN LIFE,” applied with 
cloth keeps roller permanently like 
new. Prevents paper slipping—fills 
holes and pit marks. 


SANFORD'S INKS 


Chicago New York 
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Crack-Proof— 
Dust-Proof 


Kiln dried stock makes high quality, 
crack-proof and dust-proof cases. 
Republic cases of genuine red oak are 
kiln dried. They are made for years of 
service 


PDDDDD D444 


‘ 
3 
’ 


DDD 


PLL LF 
Dd 


The splendid workmanship, the attention 
to details such as the hardware and the 
fibre rollers—every point shows the in- 
built quality. And Republic cases are 
sold only through dealers. Price list on 
request 


The Republic Box Co. 


1691 Merwin Street 
CLEVELAND, OHIO 


DDDDDADDd- te 
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WIRE 
BASKETS 





Barbee Wire & Iron Works 


440 Conway Building 
CHICAGO 





SS 


ADDING MACHINE ROEGS 
Made from pure MG, 
WHITE BOND "4 

seld in 
100 roll 
packages & the 


HALF DOZEN 
ll 


YANKEE PAPER & SPECIALTY © Menasha.Wis. 
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/s ‘FOLD-UP”" 


The New, Low Priced 
Beacon Folding Chair 


Strong, comfort- 
able, fine in ap- 
pearance and low 
in price, the 
FOLD-UP appeals 
to the careful buy- 
er. It opens up a 
new field of sale 
and sells easily be- 
cause of its in- 
tensely practical 
design and its in- 
expensiveness. 


The FOLD-UP, as its name With the exception 


implies, folds quickly and eas- 
lly to a thickness of only 14 of the seat and the 
A set of four fits floor contacts, the 


a 7-inch space. FOLD-UP is made 


(They fold flat, too, to facili- ° 
tate stacking.) entirely of steel. The 


frame, of tubular 


steel, is electrically welded and riveted, eliminat- 
ing the use of nuts and bolts. Though it weighs 
only 834 pounds, it can carry a load of more than 
100 times its own weight. 


It will be a pleasure to send you complete de- 
scriptive matter and prices. Write today. 


BEACON STEEL FURNITURE CO. 


1841-45 Carroll Ave., Chicago 

















January, 1928 OFFICE 


Bank 
Safes and Other 
and safety office 


cabinets, deposit furni- 
fireand vaults ture Other 





Filing burglar and and metal 
cases proof. equip fix— furni- 
Countries No No. ment. tures ture. 
Jamaica l ; 1 1,656 250 
Trinidad and 
Tobago i 71 ll 
Other British We t 
Indies ; ; 9] 1 12 132 
Cuba 253 5.471 2 198 1,456 5,342 
Dominican Republic 19 51 l 455 578 3,859 
Netherland West 
Indies 2% S38 11 481 SO 1,180 
Haitian Republik 1 17 2 190 71 958 
Argentina 54 «411,492 429 9,246 625 2,661 3,484 
Bolivia 11 685 143 
Brazil 69 14,685 617 6,659 7,544 1,795 
Chile 54 1,917 1,840 452 2,700 
Colombia 68 }, 230 71 7,013 4,212 877 6,086 
Ecuador 77 4,62! 57 1,115 247 25 
Peru 28 1,260 28 1,554 18 603 
Uruguay $e 1,424 185 404 
Venezuela 22 1,245 33 1,167 1,135 4,168 
Aden 48 
British India 7 204 18 517 
British Malaya 29 791 227 
‘evion s0 255 188 
China 64 : I gn) 553 1,458 
Java and Madura 9S 2, 206 11 371 92 273 
Other Netherland 
East Indies 2 82 , 
Hongkong l 5 6 61s 199 
Japan, including 
Chosen 160 5,709 41 2,908 487 787 42 
Philippine Islands 15 1,148 67 3,075 2,139 S18 2,692 
Siam ) 660 ; _ 
\ustralia ou 2.232 23 S34 3.759 1,923 
French Oceania 100 
New Zealand 1 1,288 tb 198 
British E. Africa t 124 68 
British S. Africa 24 68 ns 375 5,374 1.510 
British W. Africa 640 39 
Egypt is 1.24 
Algeria and Tunisia 6 TT 
Liberia 2 7é 
Morocco ty 277 
Mozambique 1 185 187 1,515 
Other Portugues: 
Africa au 176 604 
Total 4,776$185.481 2,117 $68,038 $12,739 $79,683$104,729 
Shipments to Non-Contiguous Territories. 
\laska Hawaii Porto Rico 
Safe and vaults 
[Number] $486 3 $700 2 $299 
Other metal fi rniture and 
fixtures [Pounds]... 17,70 O81 117,306 20,597 129.600 20,466 


Writing Instrument Exports 


United States exports of writing instruments during September, 1927 
By the Division of Statistics, United States Department of Commerce. 
Pencils, Metallic pens, 


Refillable pencils 
except metal except gold 


and pencil leads. Fountain pens 


Countries. Dozens. Number Dozen Gross 
Austria 3$ 12 1,832 $ 2,225 16S $ 6o 

telgium 5.804 905 138 277 
Bulgaria 175 a5 
Uzecho 

slovakia 24 28) 
Den. ar 

Fr Is 414 1.023 1,808 4,397 1,632 1,926 
France 18,710 3,882 1,236 1,400 2.576 oz 
(iermany 2.767 1,158 
(reece 61 600 24 51 
Italy 10 261 wo) 170 
Ir. Fr St a4 14 
Netherlands 1,616 2,948 805 1,128 6 61 
Portugal 1.008 51 6 23 
Norway 180 7 
Pol.and Dan 2 22 
Spain oS n2 1,424 1,977 ox s 76 
Sweden on Ai 
Switzerland 76 86. 1,924 2 s 2,352 12) 

fur. in Eu 1,280 707 620 ISS 
Unit. King 0.464 6.935 64,405 82,4 10,701 1 28.177 13.0 
Yugoslavia 

ind) 6Alb S 76s vs 1,482 te 11 
Canada 212.168 8.87 180 1.070 126.460 6.250 2.238 1.21% 
Brit. Hond 2s 77 a7 20 1 2 
Costa Rica 12 61 THO 1,491 5.847 1.300 25 Pn 
(;uatemala 24 43 172 Us 1,212 31 
Honduras 4S 166% 1.329 29 a ss 
Nicaragua 172 378 SO1 119 if 1h 
Panama 1st 6E 2 924 3.001 TOO 241 108 
Salvador: 1 6 223 a 284 . 
Mexico 8.707 2.498 2,256 §,150 78.658 8.759 606 40) 
Newfoundland 

and §=6Lab 2,250 40) 1,612 825 2.418 2 
Bermuda 1” ; 

Jamaica 21 ’ t 122 SS 274 

rrinidad an 

lobago ‘ 0) ‘ 
Other Brit 

Ww Indies 4 2 108 261 ; St) ; “ 
Ouba 1,262 i. 47 54 040 7.016 1,416 1.068 
Don Ret 72 70 5.550 S6 
Dutch W.Ind im 118 339 707 ys) 8 
Argentina 1,908 1,186 546 S43 4.775 1,900 175 180 
Bolivia 144 52 
Rrazil 149 ss RAE 041 3.971 92 60 42 
Chile 2.170 44 2, 57¢ 4 597 2.928 469 40 177 
Colombia 2.581 1.260 i 1,366 43,906 +, 66 
Ecuador 2 is 1 417 144 ; 
1,392 16 


Prit. Guiana 
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Novel and Unique 










The Bump Paper Fastener is ; 
novel and unique, t Dut Cheroughly 
practical. pins, clip. ; 
staples are apes Nestend. wees | 


@ part of the paper for the oe 
The papers are neatly and se- 
a ened but easily sep- 
arated. Two styles, as shown: 
complete informaticvn on request. 


THE 
BUMP PAPER 


LA CROSSE, 
WISCONSIN 


Eastern 





CONOVER CO. 


359 Broadway, 
New York City 





CURMANCO 
LETTER RACK 


FN=Kw AMs4mr 


af 
= 
> 
S 


OLIVE GREEN ART STEEL 


Letter Size 114 x 9x 13 Inches 
Cap Size 15 x9x 13 Inches 


This Letter Rack grew out of a demand by 
large firms for a substantial rack for holding 
Letters, Orders, Freight Bills and many other 
forms. Made of heavy-weight Art Steel, elec- 
trically welded together, all one piece, reasonably 
priced. Dealers, this is a profit getter. 


Currier Manufacturing | Company 
N. W. Terminal, Minnea Minn. 
Distributors 


Shubert Office Specialty Co. 


A. H. Denny, Inc. 
1405 So. Hill St., Los Angeles, Cal. 


356 Broadway, New York 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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Corry-Jamestown Mfg. Corp. 


(Stor) 


ILING CASES 


A very high grade 
line of steel filing cases 
massively built and 
handsomely finished 
at attractive prices. 





Every drawer 
equipped with anti- 
noise-and-friction pro- 
gressive suspension. 


Built-to-Order 
Cases and Equip- 
ment of every de- 
scription. 


Write for a copy of 
our new complete 
catalogue 





CORRY, PENNSYLVANIA "s 








Refillable pencils Pencils, Metallic pens, 
and pencil leads. Fountain pens except metal. except gold 

Countries. Dozens. Number Dozen Gross. 
ee 22 42 eeaue seeese eece 
DOME « cesce cence 73 159 eeese ecesee secs ; 
Peru oe wee sanee 144 207 8,166 1,235 546 71 
Uruguay .. 120 200 121 240 3.453 a ese 
Venezuela... 86 168 2.260 4,867 8.934 2,455 
Brit. India 1,940 2.625 2,972 8,979 9,288 1,884 
Brit. Malaya 18 4 916 1,248 6.144 967 
Ceylon .... 33 8S 498 1,699 ‘ Te? : 
China 387 420 5,491 10,505 2.252 8u2 100 25 
Java and 

Madura .. 4,858 2,224 787 1,62 és 
Hongkong... ..... saves 31 22 200 12 
Iraq ... vbnes acese 48 216 eee 
Kwantung 

leased ter. ..... 148 626 
Palestine s sees 144 134 
Dersia 21 40 172 27 
Japan, incl 

CROGOM .. o-« sesee- Beene 6.787 2.624 eee : 
Philippine I 2 18 5,012 38.881 7,989 1,100 606 
Siam ....-. _ aso 264 572 os a ee 
Ee epcce enece aaees 426 658 oeeas e - 
Australia 223.522 10,836 3,914 7.983 14,316 2.330 Ae 
N. Zealand 4,200 aa - ‘execs seee 1,116 264 _— 
Brit. 8. Afr. 3s 293 sees — 72 25 578 29 
ees We BER. ccccs éucos 12 36 
Algeria and 

Tunisia .. 492 SS) 3 ewecs sevens 
Morocco .. 291 | ” 13 


Total ...300,831 $55,383 113,600 $168,819 446,186 $82,616 36,120 $18,169 
Shipments of Pencils and Pens to Non-Contiguous Territories. 


Alaska . [Dozens] 35 $ 156 
Hawali : , [Dozens] 16,224 5,356 
Porto Rico .. ‘ 5 » ex [Dozens] 68,538 7.151 


Carbons, Ribbons and Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons 
filing folders, index cards and other office forms in October, 1927 
By the Division of Statistics, United States Department of 
Commerce 





Filing 
folders, index 
cards and Carbon Typewriter 
other office paper ribbons. 
forms Pounds Dozen 

Belgium : $757 hee . se6 
Bulgaria odhins > 10 $15 10 $20 
Czechoslovakia 76 644 397 eT aoe 
Denmark and Faroe Is! 120 1,686 1,035 187 4658 
Finland . aaa 551 455 eae ese 
France . 108 1,486 1,109 1,173 2,982 
Germany Suew 4.794 2.033 1,696 203 452 
Greece e Sese . 13 33 
a ccesheees ‘ 354 2.850 2.218 60 351 
Malta, Gozo and Cyprus , . 18 45 
Netherlands . 35 392 297 278 643 
Norway ..... 182 190 165 54 162 
Poland and Danzig . 50 128 
Portugal bee 20 . 
Rumania . 100 259 
Soviet Russia in Furope 2.029 
nL eens 60 cenue sep 258 29 66 
Sweden ont : 195 1,712 1,611 SO 189 
Switzerland ..... . 288 484 512 623 1,540 
United Kingdom 3.196 10,332 9,419 2, 207 5.67: 
Yugoslavia and Albania : 268 303 82 349 
Canada se 4.529 6.995 3.677 1.161 2 285 
British Honduras 58 6 58 l 5 
Costa Rica ne 447 156 125 13 56 
Guatemala : . 58 27 is 20 
Honduras ... ame 1,566 77 130 3 23 
Nicaragua be 26 190 159 80 366 
Panama 239 625 386 101 393 
Salvador : i 31 113 
Mexico ne wie 1,718 6,130 3.780 1,579 3,284 
Newfoundland and Labr . 76 40 
Bermuda alee 4 rT —— - 
Jamaica sabtueted 286 289 252 11 57 
Trinidad and Tobago 185 , 15 38 
Other British W. Indies , 6 14 
Cuba » 625 1.005 105 ITO 992 
Dominican Republic 114 445 348 108 246 
Netherland West Indies 29 on : 
Haitian Republic 68 312 490 
Virgin Islands of U. = 12 0 
Argentina 4.952 1,79% 1,570 1,658 5,155 
tolivia . ‘ 174 . : 10 44 
Brazil son 1,446 1,049 252 826 
“hile - 3 447 434 332 1,242 
Colombia rw , 734 1,527 630 503 1,27 
Ecuador . 104 , i ae ny 
British Guiana... ‘ , ees 9 45 
Paraguay a 64 58 80 352 
Dn seedeaese saee ' 775 425 25 100 503 
Uruguay 91 14 25 , 
Venezuela 77 829 793 430 1,217 
British India....... 66 2.720 2,051 920 2.357 
British Malaya... 338 117 77 4 208 
China . 82 2.048 829 373 1,142 
Java and Madura... 243 214 229 15 60 
Hongkong . d 19 21 27 89 
Japan, including Chosen 8 11,072 7,409 59 314 
Philippine Islands 210 5,739 4.164 1,397 2,949 
Australia . , 485 8,21 7,299 909 2.570 
New Zealand 36 2,220 1,529 220 80 
British East Africa 30 > 
British South Africa 34 1,037 S86 189 474 
British West Africa... abe 100 66 41 _o 
Egypt ; 283 217 290 ‘17 
Mozambique ce : . sini 2 5 
Other Portuguese Africa . ‘ , 4 12 

Total $33,117 82.390 $61.396 16.610 $44,819 
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EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard equipment for the letter press copy 


method is of good repute with all users of that type 
equipment Features of the EUREKA Bath include non- 
rusting metal construction, and an arrangement prevent- 
ing mustiness or mildew EUREKA cloths are non-ravel- 
ing and treated so as to insure clear-cut, sharp copies 
and absolutely accurate results. Now supplied in new 
office green in addition to the standard aluminum finish. 
DON’T TURN DOWN ORDERS 
for these goods—just forward them to us; we'll fill them 
satisfactorily with neat profit to you and no trouble. 


Write for the EUREKA booklet. 


The EUREKA Blotter Bath Co. 


3732-34-36 South Wallace St., Chicago, U. S. A. 

















REGAL REBUIL 
ROYALS 


All Makes 


All Series 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, 2-14. 
New York, N. Y. 


able Address 














SEARLES TYPEWRITER | 


STANDS 
and 


STOOLS 






~ 


~ 


At Prices 
That Attract 
Customers 


The attractiveness is not only in price but also in appear- 
ance and construction. Here are some interesting speci- 
fications: 

Stands—Top 14” x 20”, & plywood, walnut or mahogany 
finish. Drop Leaf 14” x 8”, one or two, making top 28” or 
36” long. Height 26”. Steel frame, welded, black enam- 
eled. Feet with rubber tips or castors on 2 or 4 legs. 

Stoole—Seat 1%” x 13”, wood, walnut finish. Steel frame, 
welded, black enameled. Feet, rubber tips or castors. Stool 
fits under stand and nests into one shipping carton with 
stand. 

Searles stools are made with or without backs for office, 
shop, or counter use. Write for descriptive literature. 


SEARLES ELECTRIC WELDING WORKS 
Manufacturers 


821 Washington Blvd. CHICAGO, ILL., U.S.A. 








Real Quality | 


creates Deman 


| It takes real salesmanship to build up a 

| typewriter ribbon and carbon business and 

| it takes real quality to hold it up. That is 
why QUEEN BRAND makes such a sa 
proposition for real, live salesmen. Ask us 
for samples and prices. 





A beter ribbon for every purpese 





A bettercarbon for ecery requirement 


QUEEN 


| Ribbon & Carbon Co. 


Manufacturers 


109 | Reade Street 





New York, | N. Y. 
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Your Customers 


will appreciate the advantages of 
THE PRESTO INKSTAND auto- 
matic closing instantly ready. Pre- 
vents evaporation and blotting. Does 
not spurt the ink. 


Write for price list and discounts 


BACHRACH SPECIALTY CO. 


2275 Third Avenue New York 


\ 
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“The top closes itself” 


The 
PRESTO 


An improved automat - 
ic closing inkstand 

















STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 3}x4} 
inches, and are enclosed in folded wed- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 


Cost is measured by the results 
obtained and in no other way. 


It's what you get, not what you 


pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them 


The American Embossing Co 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New Yort 




















EXTRA DOLLARS for 
YOUR SPARE TIME 


CAN you use a few extra dollars? If 

so, here’s your opportunity. A local 
representative is wanted for Boston and 
New England States, San Francisco and 
Western Coast States and Atlanta and 
Southeastern States to look after new 
and renewal subscriptions for this jour- 
nal. One familiar with the office equip- 
ment industry, or a person who is now 
representing other papers could handle 
the work. Representatives making a 
number of smaller towns will find the 
prospects good. Only a small amount of 
time needed each month although a lib- 
eral commission arrangement makes thr 
work attractive. In reply, kindly give 
the names of a few substantial business 
men with whom you are acquainted. For 
details, address 


Circulation Department 


THE OFFICE APPLIANCE COMPANY 


417 So. Dearborn Street Chicago, Ill. 








TARNI 


is a liquid that forms a transparent, colorless, 
flexible, non-porous and tough coating which 
holds the lustre of all polished surfaces, inside 
and out. Investigate. 


NOTARNSH PRODUCTS CORPORATION 


6 Varick St. New York, N. Y. 





{THOMPSON TIME STAMPS 








Record the hour and 
minute A. M.&P.M.., 
firm name and char- 
acter of the transac- 
tion—such as Re- 
ceived, Sent Out, 

Started, Finished,etc. Primsoo Top of Paper 
TELLS WHEN THINGS HAPPEN 
Special Seth Thomas Movement, with Jeweled 

Balance. No soft metal used in construction. 
MODEL B hasthe 


Used by prominent firms all over the world 
’ ° r ’ 
Repeat orders will follow the first sale. Write for folder § piece bed plate. 


THE THOMPSON TIME STAMP CO., Inc. 
240-2 West 23rd Street New York, N. ar 
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SIMONSON meTaL TIP GUIDES 


For Vertical Letter Files, Ledger Posting Trays, Card Systems and 
Check Files, Are Indestructible 


NONE GENUINE UNLESS STAMPED U. S. “ 


PATENT NO. 794,749 ON METAL TIP. Discount 


Roger A. Simonson & Co. “manuracturers 1225S. Michigan Ave., Chicago 


One of M. & S. Designed 
Turned Leg Chairs 
Illustrated in Our Catalog 
Designed to harmonize with the Turned Leg Desks 
now in demand 
The Marble & Shattuck Chair Co. 
CLEVELAND, OHIO 
‘‘ DESIGNED FOR COMFORT AND BUILT TO LAST” 







































CHAMPION 










reareacis | PARAGON INKSTANDS 
125 different styles to choose from 
ALL GOOD SELLERS 
Office Supplies and Stationers’ Specialties 


A TAS Pee Ge Stationers’ Glassware and Hardware 









Thousands of items for-office use and the 
general stationery trade, including desk 
and wall calendars, desk glassware and 
hardware embracing countless articles. 


FRANK A. WEEKS MFG. CO. 


93 John Street New York, U.S. A. 





VAL-CLIP 
Pencil Point Protector Eraser and Clip 


L. D. VAN VALKENBURG CO., Holyoke, Mass., U.S. A. 











overprinted on these steel engraved blanks have a quality look and feel equal 

to that of United States Bank Notes because they are produced in exactly the 

same manner. Consequently they are the preferential choice of dealers and 

investors and prove an unusually profitable source of income to the printer. 
SAMPLES SENT ON REQUEST 


KIHN BROTHERS BANK NOTE ENGRAVERS, 205-209 WEST 19TH 8T., NEW YORK CITY 


“(FOR ALL PAPERS OF VALUE | 
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Moon Globe Satter al -_ 
Half Moon 
Gladiator 
Moonlight 


>: STAEDTLER, INC. 
53 5 WORTH ST NE YV YORK 


STAEDTLER PENCILS SINCE 1662 


Memphis 
Waite lees 


| Times 


| Tribune 
' | 


APPLIANCES 
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Displaymen Like Our Fixtures, 





WINDOW DISPLAY FIXTURES 
ASK for CATALOG | 


fete 


Ud SALES ARE MADE ON THE SIDEWALK ™ 


Write on Your Letterhead 


The Oscar Onken Co., Cincinnati, 0. 


No. 624 - 4th Street 
































Gardner’s Pull Tab Leather Lines 








Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 


GARDNER'S HOT 
GOLD LETTERING 
MACHINES 


Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 
Pu TA CARD CASE 709 Pine St. ees 














A Busier Year With Wiggins Cards! 


Use them as leaders—the orders 
thus secured will result in more 
orders for other kinds of printing 
as well. Supplied in blank form 
ready to be printed in your plant. 
Write today for samplesand prices 


The John B. Wiggins Co. 
1157 Fullerton Ave., Chicago 
705 Peoples Gas Building 


Printing Wiggins Patent 
Scored Cards and selling 
them in Wearwell Lever 
Binder Cases will keep your 
presses producing profits 
the year round. 

Wiggins Cards sell on sight. 
Are always fresh and white. 
Eliminate waste as the 

never rub and get soiled. 
Detach smoothly from case. 


WIGGINS 
bok Form CARDS 








IMPROVED READEASY 








MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 








MARATT-, 


nn aM 


For printing 
price tickets, 
numbering 
bius, boxes, 
shelves, etc. 


HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE: wood, glass, tin, paper, etc.. by means of a 
lasting adhesive material furnished. Made in two sizes. 
Write for prices and discounts to 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 


“‘Unexcelled for service in busy business offices” 
Made in four standard sizes: 


Desk stand ........-... .00 
With lime guide....... 4.50 

eeecesccoccos 3.50 
With line guide....... 5.00 


Liberal trade discount. All READEASY 
Copyholders shipped ready for imme- 
diate use. No adjustments necessary. 
Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers advised to make first order 
on approval. 


Address READEASY 


Grand Ave., West. Highiand Park 
DETROIT U. 8. A. 











ONA H 
CKAGE ER 


PA SEAL 


A New 
Standard 


of 
Ef, apn 


G 






Quiet, rapid operation; one stroke of the lever, molistens, cuts 
and delivers any requi red length of tape. Made entirely of 
brass, cannot corrode; beautifully designed, compact and simple 
construction. It is invaluable to the progressive retail trade, 
many times faster than string, lasting service guaranteed 


Retails at $20.00, exceptional discount for the dealer. Write 
for complete information and order sample on approval. 


J.F. RYAN @& CO, etre 


NEW YORK, N. Y. 








DUR-O-LITE 
j«« PENCILS 


DUR-O-LITE Pencils sell on “feel” 
wv cou as well as on “sight.” Perfect bal- 
Ke ev ance, light weight, handsome design 

0° and simple mechanism make 
G DUR-O-LITE a big seller. A com- 
plete line—50 cents to $3.50 list. 


Write for full details. 


DUR-O-LITE PENCIL COMPANY 


4541 Ravenswood Ave. Chicago, Illinois 


vo 
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Quick Sellers—Big Money Makers 


“Instant” Des 

«¢ Handy Files 
Their pocket pages keep 
papers in order but instantly 


accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 
news clippings, striking advts., 
etc. The storehouse for val- 
uable ideas, instantly accessible. 
Albums for Every Purpose 


Autograph, Camera, Portrait, 





Postcard, Dise Record, Greeting 
Card, Memory, School Day Mem- 
ories. 

Scrap Books Games 
Double Dummy Bridge Boards 
Write for prices and special discounts 


W.C. Horn, Bro. & Co. ¥s:; 200 Sth Ave., New York 





4 
y with Liner 
Y ‘a Patented! 
{ Keep it right in sight! 
— oes down in your 
One mail ter oft 


Kobler Cop yholder 





pur- 

Retail $7.50 f. o. 

i New York. Attrac- 
y tive discount for dealers. 


— Write for litteratur: 
<< Kobler Co., inc. 


A Lynbrook 
aa New York 








STOP everrastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwood 

typewriters. 
hen ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes 
typewriter more quiet and snappy. 

Phe typewriter is quickly and automatically attached and as 
quickly removed, without tools, from the desk. 

Sold at all offices of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 








DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 


opp ng! and merits 
no other 
You'll get KORE bey 


business by selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 

Speed Key Mfg. Co., Inc. 
29 Columbus Place 
Brooklyn N. ¥. 














Gothic 
Style 


Of highest grade steel, 
finished in olive green 
enamel or black Japan. 
Reasonably priced. 
Shipped in wooden 
boxes, each piece care- 
fully wrapped to pro- 
tect finish. Dealers, 
jobbers . . . write The ; 
Hart & Cooley Mfg. Co., New Britain, Conn., for quotations. 


ENDS- 





-BOOK Sate 


» > * 




















Loose Leaf Rings | 





Brass Five 
Nickel Plated Sizes 1 
Open Easily, No Large 
Close Joint to Tear 
Securely Paper 
4”, 2”, 1", 1)", 2” inside diameters | 


for loose leaf ark, binding reports, blueprints, etc. 
Write for eee 9 Loose Leaf Metals 


on our line of ...... 


The E. W. Carpenter Mfg. Co. 

















The ABCO 


Secretary 


is a Super-Quality Work Classifier, 
built of highly plated Steel, and 
Detachable, Solid Posts. 

The Leaves holding the Index 
Tabs are REMOVABLE, and can 
be RENEWED INDEFINITELY 
The ABCO SECRETARY is a 








product of DURABILITY, COM- 
PACTNESS and DIGNITY. 
Dealers who are particular about 
the quality of their merchandise 
gr ly appreciate the Abco 
Se taries. 





Write for Prices and 
Liberal Discounts 


THE AUTOBINDER CO. 
644 East 9th St. New York 



























by. ps Ww 
Ps 

ay ‘ 

wv gil 





The “Automatic” 
Is a fast seller—it's easy to handle— 
only one size to stock—it is best for all 


hand wrapping. 
Red Windows give ease of visibility 


Write for Codes S. 


‘The C. L. DOWNEY CO. 


943 CLARK ST 
OHIO 





CINCINNATI, 
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The Original 
Strong Glass Head | 
Sharp Steel Points 


Moore Push-Pins | 


To Hang Up Things 
27 Years Nationally Advertised 
Used in Homes Everywher, | 


Moore Push-less Hangers 
For Heavy Pictures, Etc. 
Handy 10c Pkt 

Send for illustrated folder and 


Price List including Thumb- 


No. 24 No. 35 tacks, Maptacks, etc 
The Profitable, Depend- 


Moore Push-Pin Co. | able Kinds That Your 
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Philadelphia, Pa.) Customers Expect 





(Wayne Junction), 





























Travelers’ Weekly 
Travelers’ Monthly 
Personal Expenses 
Radio Record 


Send for Samples 


Beach Publishing Co 


750 Book Building 
DETROIT - MICH. 




















































BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
uires no expensive per- 
‘orated or bound cards 
It keeps your cards 
clean; it holds one card 
securely as well as «a 
full case of cards. 


When a card is with- 
Grawn the others are 
mot only held in place 
but are kept on the 
bottom of the holder 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 


In writing, please mention “Office Appliances.” 


Improved Boehner Binder Co. 


142-144 Fox Street Aurora, Llinois 
We manufacture Leather Novelties only and are not Engravers 
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The“WHISPER-IT”’ 


sanitary telephone mouthpiece 


suppiy emprinted 


THE COLYTT LABORATORIES 565 W. Washington 


Engineering ago, tll 





The only 
brush that | 
thoroughly 
cleans all parts 
of TYPEWRIT- 
ERS, OFFICE AP 
PLIANCES AND DE.- 
* VICES, Typecieaning end 
2° made of stiff China Bristies, 
v* General cleaning end made of 
soft substantial Camel Hair. 
An attractive colored display 
ecard with each order. Big profit to 
dealers. Write for interesting prices 


















TRINER 


ALL- MAIL 
COMPUTING SCALES 


4 and 8 Pounds 
Capacities 
are giving the same efficient 
service as the well known 
Triner Parcel Post Scales 
used daily in 52,000 U. S. Post 
Offices. 


Write us your requirements. 


TRINER SALES CO. 
53 W. Jackson Blvd., Chicago, Illino:s 





Capacities: 25-50-70 Ibs. 











WORK-A-DAY PS 
Pad Holder 


CUTTING BAR IN CENTER 
OR AT TOP OF PAD. 


PADS PACKED IN INDIVIDUAL 
MAILING CARTONS. 


NAMES ENGRAVED ON BAR 25 EXTRA. 


omplete with 175 sheets 





Pad Holder 


Sine ‘x7 $1.00 
5x8 1.25 

Carton containing 500 sheets of refills 

s 4x7 1, 
5x8 1.25 


KEITH CLARK, INC. 


113 LEONARD STREET NEW YORK 














Year Round Profits 
in Desk Pads 


Year ‘round profits are customary with Hoffman's 
Never-Warp Desk Pads because of constant turnover 
The value in these pads is unusual due to concentration 
on specialties of great usefulness. The sixty styles enable 
you to comply with almost any request. At this season 
your stock should be complete to handle the summer 
eall for conveniences which lessen office drudgery Ask 
for our catalog with prices and discounts. 


L. HOFFMAN 


145 Lafayette Street New York 
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Ter wWOrere *+ee Citcace 


Brings Repeat Business 
Assures neat, clean typing t 
and carbon copies. Just apply 
with dauber and the type is 
cleaned instantly. Does not 
evaporate. 


We furnish free advertising 
aids to our dealers. 


Individual bottles to retail at 50c and 75c. Also 
pints, quarts and gallons. Liberal discounts to 









































No. 603 DESK SET dealers. Write us today. 
In Jade, Amber, Onyx, Red, and Blue THE CLAROTYPE COMP ¥, Ine. 
THE MILLER BROS. PEN CO. 16-A Hudson St. York 





305 Broadway, New York City Meriden, Conn. 








A. W. FABER Thin COLORED LEADS 
Red, Blue, Green, Purple, Yellow, Brown and White 
THE TRIUMPH OF EXPERT LEAD MAKERS 


No other lead in the 
world is like it. 


; 


i) oe : _ — Into this brand is concen- 
et th trated the skill and ex- Pp | N S 
nECKIN perience of the oldest 


lead mills in existence. 
ORIGINAL — DURABLE UNIFORM 


Remember: Sufficiently firm to withstand writing pressure >4 
A. W. FABER, Inc., Newark, N. J. Standard since 1858 


**Pencil Factories Established in 1761"’ ESTERBROOK PEN CO., CAMDEN, N. J. 


HECK PROTECT Ti siseensapor 
( KES- GUAR NTEED A depen - 





———e 


































ALL MA 


PERFECT MACHINES LOWEST PRICES 
—SPECIAL DISCOUNTS TO DEALERS—————— 
WRITE TO FLAVEN, MANHATTAN BLDG., CHICAGO 


In Six Attractive 
Colors 
Retails for $2.50 
THE NORLIPP 
COMPANY 
568 W. Congress Street 
Chicago 







































For Speed 
& Capacity 


He got it— 


A customer writes: ‘ We'll 
need another Special Index 
job, same as last. Your Quality 
and Price are right—can you 
guarantee the same splendid 
service ?"’ 






BRISTOW 


Sorting orrespondence in a hurry-up job—executives at 
waiting for their mail and the mail clerk has other details 
requiring attention The BRISTOW Distributor requires no 
manipulation at all; simply drop the letters into their proper 






No. 8 





Mode! 












Is your Index - a com- 







compartment while opening and examining the mai 4 plex one? for FREE 

Model 8 occupies the space of one correspondence tray an 

serves the purpose of eight. Made in four sizes. DEALERS, Index Specialty Catalog. j 
I 


write for particulars 
STANLEY R. BRISTOW 
22-24 Central Avenue West Orange, N. J. 
— 






G. J. AIGNER @ COMPANY 


Manufacturers 
§21-523 West Monroe Street, Citleage 
G : }) 
























ee 
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The Featherweight Eyeshade 
+ | |REXe 


The Trimm ming Board | With a Reputation 
This series of Trimming the very acme of ection in trim- 
ming manufacture. Not one ne point — 1. been overiook This is astrong 
ices are _ The quality cannot 








is constructed to protect the 
wearer's eyes from glaring arti- f 
ficial or natural lights or bril- 


liant reflections. Durable, hy- tatement but uti is Justibed 
y be excelled. TRIMMING BOARD Reta price each 
ieni ; , ei Reta price each eta each. 
gienic, adjustable, light weight. Rexo No.3 103 in. Board. ...93.75 Rexo No. 5 15) in. Board. . . 812.00 
Rexo No. 4 12) in. Board. 5.00 Rezo No. 924 in. Board. 24.00 


Where it touches the forehead, 
the celluloid is curled, presenting 





aan JUNIOR TRIMMING BOARDS 
Rexo Junior No. 1, 64 in. Board. . $2. rs Rexo Junior No. 3, 104 in. Board $3.00 


Rexo Junior No. 2, 8 in Board.. 2 
ALL METAL TRIMMING BOARDS 











a smooth surface. Rexo No. 10, 10 in. Board...$ 9.00 Rexo No. 25, 154 in. Board. ..$15.00 
Rexo No. 12, 12 in. Board. 13.00 
The FEATHERWEIGHT EYESHADE CO. menaicee clei, % yaheniagecegdaiaeme 
Merchantville, N. J. BURKE & JAMES, Inc. 
223 W. Madison St. Chicago, Illinois 


















WESTON 


LEADERS IN LEDGER PAPERS 


arki L¢ 


> ALI- VISIBLE 


Celluloid Envelopes with chemically welded seams. Shop 





The ledger papers made by 





on . Record Protectors, raisable faces. Loose Leaf name-line 

this company are the standard Indexers for credit and other lists. Leather bound en- 

} hi h ‘ h . d d velopes Celluloid Card Cases, etc., for industrial uses 
VT WwW “ oO Ss y There's a nice profit for Stationers with the 
y . aC ther are ju ge Markilo All-Visible line Write for samples 


and proposition. 
Samples, etc., on request. 


Byron Weston (ompany MARKILO acer temarc West 63rd Street Be aga . 8. A. 


Mills at Dalton, Massachusetts, U. 


WRITE US FOR SAMPLE SHEETS 























TYLER All-Steel—Easy Rolling 
DISPLAY RACKS Precision 
Bi: was Sa = Platens 





a — 
v w Adjustable Shelves 
i} 100% Metal Construction | , , > : + 
| etm strong tubular peé- for Typewriter, Multigraph, Adding Machines 
Pha estals Recovered with best Goodrich Black Rubber 
¥ : Patented exclusive feature 
bf assures perfect shelf Guaranteed accurate and true to center. 
rigidity Sey —_— ] pare” > 
ae Basse piveting casters Delivered free in U.S, 30 Years’ experience. 
Lowest in price due to large Special bargains in complete platens 
er rr. production 
gf Liberal discounts to station- | 
cReconpany | | Bushnell Mfg. C 
ushne g. Co. 


TYLER SALES FIXTURE COMPANY 


MUSKEGON HEIGHTS—MICH., U. S. A. 331} S. Spring St. Los Angeles, Cal. 























Put CANODE 
Duplicator Supplies 
on Display 


Less Resistance 
in Selling Tip-Tops 


Means 


Live sales managers are de- 

















veloping more business now 

with circulars, price-lists and PAPER CLIPS 

all sorts of duplicating ma- Q icke. Turnover 
chine products. Invite them to a. T . 
obtain their supplies from you; iy 


let us show you how to make 
an interesting dispiay of 
CANODE Inks, ribbons, sten- 
cils, etc. Write us. 


Canode Ink Co. 


3005 Carroll Ave. Chicago, Ii. 


: Hundreds, thousands, millions, 





t li profi 
Tip Top Mfg. Co., Inc. 
SYRACUSE NEW YORK 
7 Canadian Agents: BROWN BROS., Lid, Toronte 
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Literature Display Rack 


Keeps folders and leaflets prominently 
displayed, in order and prevents soiling. 
Occupies small space, 4 in. wide. 

Olive green only $3. 


Check and Notice Rack) == =5 





Holds debit, credit slips, notices, 
blotters, etc. Olive green $3, mahog- 
any $4. All goods shipped on approval. 


DIBB MFG. CO., inc. 


515 Third Ave. N. E. 
Minneapolis 





Minn. 




















PENCILS 
AND 
LEADS 





LIST 


THIN . HEAVY .076 . 
re 1076—Red .....ceeee c 
2346 ROE «vewpcccves 16¢ 4 abet aitet: 15r 
1346—Biue oe coeweces lie SOTE—GTOOR .cccccce l5ec 
1246—Green ........15¢ 1076—Yellow ....... 15c 
1246—Yellow ........15¢ 1076—Orange .......16¢ 
1246—Orange .......15¢ 1076—Brown ....... lbe 
1246—Brown ....... 15c 1076—White ........ 15¢ 
1246—Indelible .....15¢ 1076—Lavender .....15¢ 


- ea 

> 1076—3 H Very Hard lic 
DUPLICATOR LEADS 1076—H B Medium. ..15c¢ 
1246—Purple ....... 25c §=691076—2 B Soft ......15¢ 
1246—Blue Green ...25c 1076—5-B Very Soft l5c 


Dealers Write for Discounts 


LISTO PENCIL CORPORATION, Alameda, Calif. 


























W BIG Ea 
Gold Pen Points 


are leaders in the trade, known for their perfection and 
first quality. 
use Weigel pens. 
pen point made by us. 


Your trade gets 100% satisfaction if you 
You can unhesitatingly guarantee any 
We back up our product. 
Highest Grade Pen Pointe 
for the repair trade. Im- 
printing done on quan- 
— lote—all standard 

At and size — Mani- 

, Accountants and 
Social Points. 


Send today for samples and prices. You'll be glad you did. 


E. O. WEIGEL & SON 
587 South Tenth Street Newark, N. J. 








Several Thousand Leading Bankers Use and Recommend 


Storage 


Easy Snap 






41 stock sizes 


A size for 
every 
document 


Lowest Prices 


Made of corrugated fibree board, with patented snap fastener 
arrangement for closing, eliminating use of extra parts. Is 


absolutely dust proof. 
We solicit your inquiries 


Strayer Coin Bag Company, New Brighton, Pa. 


Manufacturers of Banking Supplies 
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AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets, 
CICERO, ILLINOIS 








Belew 
THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


== a 


Abeve 
THE AZORA 


PAT. DECEMBER 21, 1916 








LEON ISAACS & CO. TURNER &HARRISON 
GLUCINUM PENS SILVER-ALLOY PENS 


The Slickest Pens Ever Made 


SPECIAL IMPRINT 
PENS 
FOR THE TRADE 


LET US QUOTE OUR PRICES 
Established 1876 


The Turner & Harrison Pen Mfg. Co., Inc. 


FALCON PEN WORKS 
Iustrated catalog on application. PHILADELPHIA, PA. 














FIBERTEX 


The utility line of ex- 
panding files, paper files, 
cloth files, bankers’ cases, 
etc., is priced to meet the 
popular demand. There is 
quality and satisfaction 
for the user and 
stantial profit for the sta- 


tioner. 


a sub- 





RED FIBRE FILE 
Write for Price List 


Josephson Manufacturing Corp. 
622 Broadway New York 





=) 


KWIKSTIK 


The MUCILAGE WITHOUT 



























NO MUSS—NO FUSS 


The Sanitary—Serviceable — Sensible Features of KWIKSTIK 
Make Pasting a Pleasure 


FOUR POPULAR SIZES .... RETAIL AT 


10c + 15¢ + 25¢ + 50c 


The “Famous Fifty” (50 Office Size) is a 
Consistent Repeater to the Office Trade 


Write for FREE DISPLAY MATERIAL and 
Feature KWIKSTIK for Larger Profits 


KWIKSTIK COMPAN 


3229 S. Ashland Ave 











Chi ago 
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Office Appliances Directory 


(Printed in German) 


contains about 6,500 addresses 


of German Office Appliances, Typewriter, Calculating Machines 
and Stationery Manufacturers. A most informatory reference 
book to any dealer, importer or manufacturer wishing to be well 
posted in the trade and for those who are longing for good 
supplying resources. 


Price only $3.00—or about 12/6 shillings post free—(cash with order) 


Buro~Bedarf—Rundschau 


Neue Kantstr, 13 Berlin-Charlottenburg 5 (Germany) 


SS SS SS A A A A Fe a a a a a a oe a a a 
To Biiro-Bedarf-Rundschau, Charlottenburg 5 (Germany). 


Maii this Please send...... .......copies of “German Office Appliances Directory.” 
Enclosed find $ ceive sh. 


Coupon! EO” OL EI a eee. be el eee 


i i 
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ay B 99 To us “M. B.” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE CUSINESS” 


[his magazine has been in France the pioneer of modern 
tusiness methods: it is the reason why it has gained so high 
a reputation among the most progressive business men of 


MON this country 





DSSHWHWSH 83 PERSSON SOE 





SMOG NSIS H SHIH ISI SwSeySspeessweswesser 


3 

i: BU REAU If you advertise your goods in M. B. you are sure to reach 
s taenein 04 venmamnnte the very public that is interested in your goods: office fur- 
« Seaenaee wad niture and general modern office equipment of every descrip- 
3 on tion. Not only will your ads be read by a large and 
= sympathetic public but your copy stands every chance of 
3 fi being believed, as M. B. in its capacity of an expert in 
$3 oa. sound business methods has won the confidence and affec- 
33 — tion of its readers 

8 338 If you want to appeal to the most progressive French firms, 
3 M. B. is the very medium for your advertising. You need a 
t not apply to any other. Just concentrate in M. B. Remem- 


ber that its initials stand for ““‘MORE BUSINESS” for you 
and write today for a free copy of this live wire publication. 





r 





The Advertising Manager 


“MON BUREAU” 


186, Faubourg St-Martin PARIS Xeéme Arrt. (France) 


DUSVSNSNSENONH HMSO SMENININENENENGMTPNENSNENSENSMONSENSNONPNSNSMINSENSHowEé 


SIHISH BIS BTH 334335 33H 23: 
Hreneneseseweneneserse 


_ 
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CARDINELL 


a} 


f[? 
= J NGLE * FLUID 
POCKET ERADICATOR \ ox 


“STEEL PENS REPLACED THE QUILL” 

SELF FILLER PENS REPLACED THE OLD STYLE 
STEM WIND WATCHES REPLACED KEY WINDERS 
MOTOR CARS HAVE REPLACED THE HORSE 


| Nord] 1s REPLACING THE OLD TWO BOTTLE ERADICATORS 


Er d [S THE MOST ADVANCED DEVICE FOR QUICK AND PERMA- 
Vv 













<* NENT REMOVAL OF INK AND OTHER STAINS FROM 
(eg ae ~=PAPER, CLOTH AND OTHER FABRICS. 
SEND FOR A SAMPLE ON THIS COUPON __ 
INK-OUT MFG. CO., Montclair, N. J. 
Forward pscpaié to the undersigned, for which find 


Fountain pens and lead pencils with erasers are car- 
ried in everyone’s pocket. Now comes Eradopen for 
the pocket, containing the single-fluld eradicater. 


- 
{ 
' money encl 
This New Eradopen is a boon to accountants, clerks, I 2 
pupils, ete. It consists of « hard rubber barrel with | © | Vest Pocket Eradopen—60c 
clip cap into which is placed » vial of inkout (Erad- , ( 1 Eradovial in Paper Container—16e 
ovial) the single fluid eradicator. After this original 0 1 Large Bottle Inkout—60c 
vial has been used up a refill vial (Eradovial) is pur- O 1 Small Trial Bottle Inkout—25c 
¢ ased ° 
! 
I 
I 
. 


Eradopens and Eradovials tnsure fresh, active and 
quick single fluid eradication whenever and wherever 
req 


ABGTOED  . case 06060 bb occ cds ce60 ces basaubeus theeteseen , 











stapling 


ener. 





Designed for office work and 


Every 
Office Appliance 
Salesman 


can increase his sales by recommending the Acme Staple and Bind- 
ing Device for each desk. It is pays aver, for fastening documents, 
papers, invoices, correspondence, firmly and neatly. Sheets are 


samples together kept firmly together, without possible separation by a staple which 





The ideal desk paper fast- 


Neat 


can be easily removed, if required, without damage. 

The Acme are the only staple binding machines made complete 
from the raw material to the finished product, in our own factory, 
and are fully guaranteed. Banks, Law Offices and Commercial 
Houses of all descriptions, need the Acme Staple Binder for fasten- 
ing documents, legal papers, contracts, correspondence envelopes, 
packages, etc. 

Stationers desirous of increasing their trade in 
Stapling devices, and supplies will be given every 
assistance and cooperation. 


Write for booklet and complete description of all 
and efficient. our models—literature for distribution among your 
trade supplied with your name and address. 


Acme Staple Company 


1643-47 Haddon Ave., Camden, N. J. 






Used by insurance companies, 
lawyers, corporations, ete., 
for vouchers, documents, etc. 
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Inside ~ Outside 
Through & Through 


HERE’S QUALITY 


and Dealer Profit! 


ALL LEATHER LOOSE LEAF MEMORANDUM BOOKS 

















Every progressive Stationer primarily is in business 
to make profit. PROFITABLE profit, however, is 
only of the kind that builds good-will—insures sat- 
ished customers—brings them back to the store 
with confidence. At the foundation.therefore of all 
good Dealer Buying the basic idea is QUALITY. 
[secause of inherent and outstanding genuineness 
the 6 & P Line commends itself to you. 

















ALL LEATHER B. & P. PRICE BOOK COVERS 








lars or send a Sample 
Price Book Cover Order. TODAY! 
Note the Handy Pockets and Protective End Metal Caps————~ 


BOORUM & PEASE COMPANY 


POST OFFICE BOX, 272, CITY HALL STATION, NEW YORK 
New York Store: Chicago Address: General Offices: 
349 Broadway 21 East Austin Ave. 84 Hudson Avenue, Brooklyn, N. Y. 
Boston Office: St. Louis Office: 
405 Old South Bldg. 212-214 S. 7th St. 


N The All-Leather line of 
Price Book Covers come 
in all standard sizes 
from 5%”"x3” to 11%4”"x 
-. either 1” or ! ” ca- 
pacity All sizes have 
two pockets—one insice 
the tront and one it 
side the back cover 
The All-Leather Loos« 
Leaf Memorandum 
Books are made in all 
standard sizes from 2”x 
4” to 334” x 634”. These 
have a pocket in the 
back cover. 

A Write for full partic 

A 
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Good-bye, booklet... 
this breaks off 


1 
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The Improved Columbian Clasp Enve- 

lope is made of tough, strong, hard-to- 

tear paper. The clasp is malleable, doesn't 

break off after three or four bendings. 

The metal tongues a/ways line up with 
the flap-punch 


~ 


(PY 
K 
f ‘ 


SRY tere 





“THE IMPROVED COLUMBIAN CLASP No. 90 
"8 > Pat. Jam. 7, "00 
| THE GRITED STATES ENVELOPE CB. SPEIBOFIELD. 


wan 


The name, Improved Columbian Clasp, 
and the size number are always printed 
on the lower flap 








COLUMBIAN CLASP ENVELOPES 


OFFICE APPLIANCES 


b Ger know third-class mail is subject to inspection 
in the post office—sometimes to several inspections. 
If the clasp breaks off, then it’s good-bye to repeat 
business. 

The Improved Columbian Clasp Envelope has a clasp 
that is different—and better. 

A clasp of malleable metal; can be bent open and shut 
repeatedly—many more times than it ever wi// in actual 
service—without breaking off. 

This clasp is anchored at four points, in a double 
thickness of extra-tough paper. The flap is strongly re- 
inforced where the tongues pass through, so the “pull” 
of the clasp doesn’t tear it. The catalogs, flat papers, 
merchandise, or booklets that are to be mailed in large 
catalog envelopes, need the complete protection that 
only the Improved Columbian Clasp Envelope gives. 

Thirty-one stock sizes, from very small to 11%" x 
1414'', make it easy to satisfy the needs of every customer. 

Your paper merchant can supply you, or write us for 
the name of a nearby distributor. 


UNITED STATES ENVELOPE COMPANY 


The world’s largest manufacturers of envelopes 
SPRINGFIELD, MASSACHUSETTS 


With fourteen manufacturing divisions covering the country 


Improved 
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Business 
Methods are changing — 


Are you watching the signs of the times? 


B W. C. DUNLAP, Vice President in Charge of Sales 
The American Multigraph Sales Company 


Business volume in 1927 was good—no doubt of that — 


national earnings, bank deposits, many other things prove it. 


Still, some say “Profits aren’t what they used to be — orders 


are smaller and we must work harder for what we get.” 


That also is true, but not all grasp the significance of it. It 
means that we must watch sales more closely, analyze markets 
and provide for the correlation of advertising effort with the 
daily activities of salesmen in fields that offer good returns. 


The American Multigraph Sales Company saw this changing 


aspect of business two years ago and did three things: 


1. We put selling methods on a more intensive and selective basis. 


2. We concentrated direct-mail advertising and sales promotion on 


the preferred prospects of the salesmen. 


3. We developed a line of Multigraph equipment which has helped 
both ourselves and our customers to do that sort of advertising 
better and at lower cost—and with greater speed and timeliness. 


These things have given The American Multigraph Sales 
Company not only larger volume, but also larger average 


orders and higher net profit—so we know whereof we speak. 


If you would like similar results in 1928, our experience or 
that of our customers may help you. Address your letter 
to W. C. Dunlap, 1836 East 40th Street, Cleveland, Ohio. 


"™"MUOLTIL RAPT 
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The ash can 
needs no protection 


But the records and documents of a 
business must be guarded if the busi- 
ness is to survive. After the fire it’s 
too late to wail the lack of adequate 
protection. The time to talk turkey 
is now. 


Schwab Safes are thoroughly tested. 
They bear the label of the Under- 
writers’ Laboratories, and have been 
chosen by high governmental author- 
ity as suitable equipment for post 
offices. 


Schwab has a plan for merchandising 
Schwab Safes. Both the safes and 
the plan are good and make a remark- 
able combination for any dealer. To 
interested dealers, full details on 
request. 


The Schwab Safe Co. 


LAFAYETTE, IND. 
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Che Burroughs Portable — 


eee ee 
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of fer 


Wide 
Carriage 





Among the newest additions to the line of Burroughs 
Portables are a number of models equipped with a Wide 
Carriage. Their popularity has been an important factor 
in the great success of the entire Portable line. So well 
has this line filled the needs of business that there 
are now 97,263 Burroughs Portables in the hands of 
satisfied users. Consider that fact---nearly 100,000 Port- 
ables sold since the machine was introduced scarcely more 
than two years ago. 


The Burroughs Portable carries exactly the same guar- 
antee and is made under the same rigid standards of 
workmanship as all other Burroughs machines. It is 
backed by the Burroughs service organization main- 
tained throughout the world. | 








BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 


Other Factories at Windsor, Ontario, and Nottingham, England. 4 
Sales and Service Offices in all Principal Cities of the World. 


ADDING - BOOKKEEPING «- CALCULATING AND BILLING MACHINES 











| 
: 
| 
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DESK CLEAN—letters in the mail—nose all powdered—ready 
to go! No need for ‘‘overtime’’—no spotty work—no tired 
wrists and aching backs where there’s a Woodstock Electrite. 
It’s the modern typewriter—a fine standard machine powered by 
electricity. It means faster, easier, more pleasant work for her; 
better, clearer, smarter letters for you. Send for the Woodstock 
Electrite booklet and learn how this modern typewriter can speed 


things up in your office. 


WOODSTOCK TYPEWRITER COMPANY, 35 East Wacker Drive Chicago 


Branche in Principal { —Agenis all over the World 





ERE is a real assistant 
to the sales force. Yet 
he is not on the pay- 


roll and costs nothing, after 
a slight initial investment. 


The Underwood Portable 
relieves your salesmen of 
much of the drudgery of 
making out reports, writing 
letters and memorandums, 
and enables them to devote 
more time to selling. 


*Phone or write the near- 
est Underwood Office for a 
demonstration. 


Underwood Typewriter Co., Inc. 
Underwood Bldg. : New York 
Branches in all Principal Cities 





